Developers  share  code  and  knowledge 
bases  over  intranets.  Our  monthly 
Intranets  magazine  follows  page  72. 
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Gimme  respect!” 

cry  IS  professionals. 
Computerworld’ s  Annual  Job 
Satisfaction  Survey  shows 
IS  is  willing  and  able  to  be  a 
strategic  business  partner. 

But  nobody  seems  to  be  listening. 

IT  Careers,  page  86 


Rich  Wilson  at 
Matrix  Tool  says 
suppliers  must 
be  involved  in 
extranet  design 


Goodbye  to  the  glass  house 


Extranets  put  IS 
in  risky  position 

►  Pitfalls  inherent  in  business  apps  are  legion 


>  Processing  punch,  low 
cost  propel  CMOS  gains 

By  Tim  Ouellette 

it’s  all  about  power  and 
money. 

This  summer,  a  new  breed 
of  small,  affordable  mainframes 
will  finally  offer  the  processing 
punch  and  lower  ownership 


costs  needed  to  replace  their  ag¬ 
ing  and  expensive  predecessors. 

The  systems  are  expected  to 
touch  off  the  final  leg  in  the 
march  to  CMOS,  or  air-cooled, 
mainframes.  Driving  the  move 
is  the  huge  savings  in  size, 
energy  and  maintenance  to  be 
gained  compared  with  the  long- 
serving  water-cooled  technology 
(see  chart,  page  115). 

Depending  on  the  system, 


users  could  save  up  to  95%  of 
their  old  mainframe  floor  space, 
use  97%  less  energy  and  reduce 
their  maintenance  costs  by  65%. 
Some  users  claim  they  have 
saved  hundreds  of  thousands  of 
dollars  in  the  first  year. 

For  example,  Boston  College 
replaced  its  old  mainframe, 
which  had  to  be  removed  with  a 
crane  because  it  couldn’t  fit  in 
Goodbye,  page  115 

IS  heartened  by 
Sun's  end  run 
on  encryption 

By  Sharon  Gaudin 


corning,  inc.  spends  $191 
million  per  year  researching 
and  developing  liquid  crystals 
and  heat-resistant  glass.  But 
that’s  where  the  high-tech  stops. 

When  it  comes  to  sharing  re¬ 
search  information,  Coming’s 
scientists  are  reduced  to  highly 
paid  and  well-educated  couriers, 
which  slows  project  progress  by 
weeks  —  even  months. 

Corning,  like  many  U.S.  man¬ 
ufacturers,  is  forced  to  rely 
Encryption,  page  115 


By  Kim  S.  Nash 


GENERAL  ELECTRIC  CO.  Says  it 
halved  its  14-day  purchasing  cy¬ 
cle  by  communicating  with  sup¬ 
pliers  over  an  extranet  instead  of 
the  old-fashioned  trio  of  phone, 
fax  and  postal  mail. 

But  there  is  a  secret  behind 
that  success  story:  The  first  ver¬ 
sion  of  the  application  upset 
GE’s  suppliers  so  much  that 
they  demanded  it  be  redesigned. 

“Nobody  liked  it,”  said  Rich 
Wilson,  operations  manager  at 
Matrix  Tool  &  Machine,  Inc.,  a 


By  Craig  Stedman 

need  IS  workers  with  data 
warehousing  skills?  Join  the 
crowd.  And  if  you’re  lucky 
enough  to  have  such  workers 
already,  grab  your  calculator  and 
start  figuring  out  how  to  keep 
them. 

The  explosive  growth  of  data 


GE  supplier  in  Mentor,  Ohio. 

The  problem  was  that  the  very 
open,  online  bidding  process 
meant  suppliers  were  constantly 
undercutting  one  another’s 
bids. 

Extranet  builders  face  various 
delicate  business  issues  when 
they  create  a  World  Wide  Web 
application  for  business-to- 
business  electronic  commerce. 
Some  question  whether  infor¬ 
mation  systems  departments 
can  be  trusted  to  run  extranet 
projects  that,  if  handled  poorly, 
Extranets,  page  28 


warehousing  has  left  a  huge 
shortage  of  experienced  ware¬ 
house  architects  and  managers 
in  its  wake.  That’s  good  news 
for  data  warehouse  workers  who 
want  to  cash  in  for  a  bigger  pay- 
check.  But  it  could  be  bad  news 
for  information  systems  manag¬ 
ers  and  their  employers. 

Warehousing  experts,  page  16 


THE  BOLD  AND  THE  FLEXIBLE 

British  Petroleum  scraps  IBM  big  iron;  Dell  downsizes  R/3.  Page  2 

LOTUS  SENDS  A  MESSAGE 

Decision  to  hike  server  prices  may  spark  domino  effect.  Page  4 

Asset  management 

Year  2000  fixes  require  knowing  what  systems  you  have.  Page  6 

IN  PRAISE  OF  PROJECT  LEADERS 

Four  of  the  best  will  be  honored  this  week  in  New  York.  Page  14 


Quick,  hide  the  warehousing  experts! 


E-mail  Rich  Tennant  at  the5wave@tiac.net 
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Selling  vision 

Microsoft  proclaimed  last  week  that  Windows  NT  is 
now  capable  of  handling  mainframe-class  transac¬ 
tions.  Of  course,  it  made  the  same  claim  four  years 
ago  when  NT  was  released. 

Microsoft  executives  also  said  at  the  time  that  i6M  bytes  of 
memory  was  all  you’d  ever  need  to  run 
NT  on  the  desktop.  Try  doing  that  today. 

The  point  isn’t  that  Microsoft  exagger¬ 
ated  NT’s  capabilities;  exaggerations  are 
a  dime  a  dozen  in  this  industry.  But  NT’s 
booming  success  is  yet  another  example 
of  the  company’s  remarkable  ability  to  sell 
vision  ahead  of  products.  With  its  Scala¬ 
bility  Day  last  week,  Microsoft  showed  it 
has  duplicated  on  the  server  what  it  ac¬ 
complished  on  the  desktop  seven  years 
ago:  getting  an  entire  industry  to  buy  in  to  a  vision  and  do  what 
it  takes  to  make  Microsoft  succeed. 

That  was  apparent  in  the  weeks  leading  up  to  Scalability 
Day.  High-end  vendors  such  as  Digital  Equipment,  NCR,  Tan¬ 
dem  and  Unisys  announced  their 
own  initiatives  to  run  NT  on  bigger 
and  bigger  machines.  Each  vendor 
invested  millions  of  dollars  in 
hardware  and  software  engineer¬ 
ing  to,  in  effect,  solve  Microsoft’s 
problem.  What  leverage  for  NT! 
Does  this  sound  familiar?  Several  years  ago,  Windows  3.0 
gained  critical  mass  because  vendors  created  products  to  cor¬ 
rect  bugs  and  shaky  performance.  The  computer  industry 
adopted  the  highly  proprietary  Windows  as  a  kind  of  public  do¬ 
main  standard,  despite  the  fact  that  each  sale  of  the  product 
further  consolidated  power  in  Redmond,  Wash. 

So  it  is  with  Windows  NT.  Microsoft  can  afford  to  take  its 
time  making  NT  ready  for  the  data  center.  Other  people  will 
take  care  of  getting  it  there. 


Vendors  invest 
millions  to  solve 
Microsoft's  problems. 


Paul  Cillin,  Editor 
Internet:  pauLgillin@civ.com 


ENOUGH  ABOUT  1UE  EJECTION.  LET'S 
TALK  INTERNET  BRPWSER&.  NEITUER  ONE  OF 
THE  WO  BiG  ONES  /EQUATED/  REPRESENT 
THE  USEE.,  WHICH  IS  WHY  I  PLAN  ID  LAUNCH  A 
THIRD  ALTH^ATME-THE1  RERDRMBR^1^  • 


Dell  zaps  SAP 

►  PC  maker  scales  back  on  R/3  implementation 


By  Julia  King 


in  an  effort  to  react  more 
quickly  to  market  changes,  SAP 
AG  user  Dell  Computer  Corp. 
has  pulled  the  plug  on  what  was 
to  be  a  soup-to-nuts  in-house 
R/3  implementation. 

Instead,  the  Austin,  Texas,  PC 
maker  is  growing  a  four-tier 
global  computing  architecture. 
Plan  B  relies  heavily  on  messag¬ 
ing  technology  and  includes  a 
"frighteningly  large”  collection 
of  proprietary  and  packaged 
software,  including  SAP’s  hu¬ 
man  resources  application. 

“SAP  implementations  take  a 
long  time,  and  SAP  consultants 
are  unbelievably  expensive,” 
said  Jerry  Gregoire,  Dell’s  chief 
information  officer.  He  canceled 
a  full-blown  SAP  implementa¬ 
tion  project  after  joining  Dell 
from  Pepsico,  Inc.  last  July. 

By  then,  Dell  had  already  paid 
for  the  software  licenses,  some 
of  which  will  go  unused.  At  least 
three  different  implementation 
partners  also  had  been  on  the 
project.  But  Gregoire  said  mon¬ 
ey  wasn’t  the  major  reason  for 


scrapping  the  project,  which 
was  already  under  way. 

In  light  of  Dell’s  explosive 
growth,  "having  a  full  SAP  suite 
and  all  of  these  tightly  integrat¬ 
ed  applications  going  into  the 
company  at  the  same  time 
didn’t  make  as  much  business 
sense  as  it  did  before,”  he  said. 

QUICK  CHANGE 

For  starters,  Dell  must  be  able  to 
react  very  quickly  to  changes  in 
the  fast-paced  PC  marketplace. 
That  means  making  changes  to 
ordering,  manufacturing  and 
other  systems  potentially  on  the 
fly.  Modifying  R/3,  by  contrast, 
is  difficult  and  time-consuming, 
Gregoire  said. 

Also,  Dell’s  quarterly  sales 
have  skyrocketed  by  as  much  $1 
billion  annually.  When  the  firm 
hit  $6  billion  in  mid-1996,  Dell 
split  into  several  regional  busi¬ 
ness  units;  each  has  its  own  IS 
priority  list,  Gregoire  said. 

“Realistic”  is  the  way  a  fellow 
R/3  user  characterized  Dell’s  de¬ 
cision  to  scale  back  its  SAP 
plans. 

"The  issue  comes  down  to 


that  R/3  is  highly  integrated.  To 
make  changes,  you  have  to  be 
like  a  surgeon  doing  work  on 
the  heart,”  said  the  manager 
who  asked  not  to  be  named. 

Gregoire  emphasized  that 
Dell  wasn’t  dissatisfied  with  the 
R/3  software  it  had  already  in¬ 
stalled  nor  with  SAP  as  a  ven¬ 
dor.  Rather,  its  IS  architecture 
strategy  changed  to  one  of  em¬ 
ploying  thin  clients  and  a  mes¬ 
sage-brokering  layer.  With  this 
architecture,  Dell  will  achieve 
the  same  level  of  data  integra¬ 
tion  as  it  would  have  achieved 
with  R/3,  he  said. 

Still,  some  analysts  view 
Dell’s  decision  as  a  bad  omen 
for  SAP. 

“The  scary  part  for  SAP  is 
that  Dell  is  watched  as  one  of 
the  more  successful  business 
entities.  When  they  do  some¬ 
thing,  other  companies  take  no¬ 
tice,”  said  Rob  Enderle,  an  ana¬ 
lyst  at  Giga  Information  Group 
in  Santa  Clara,  Calif. 

Dell  already  has  built  some 
applications  under  the  new 
messaging  architecture,  com¬ 
pleting  all  the  work  in-house, 
Gregoire  said.  Eventually,  the 
plan  is  to  “run  Dell  on  Dell 
[hardware].”  That  wouldn’t  have 
been  possible  with  R/3,  because 
its  large,  centralized  database 
couldn’t  fit  on  a  Dell  machine, 
Gregoire  said.  □ 


BP  dumps  the  mainframe 


By  Thomas  Hojjman 
Phoenix 


you’ll  have  to  trash  those 
legacy  mainframe  systems  to 
give  your  company  the  flexibility 
needed  to  survive  in  today’s  cha¬ 
otic  economy. 

That  was  the  message  ham¬ 
mered  home  by  John  Cross, 
general  manager  of  information 
technology  at  British  Petroleum 
PLC  (BP)  in  Hertfordshire,  U.K. 
Cross  was  the  keynote  speaker 
at  Executive  Technology  Sum¬ 
mit  ’97,  an  IT  leadership  confer¬ 
ence  sponsored  by  the  Society 
for  Information  Management 
and  Computerworld. 

Cross  speaks  from  experi¬ 
ence.  BP  spent  $150  million  to 
move  from  an  IBM  VMS  main¬ 
frame  environment  to  a  client/ 
server  architecture  to  accommo¬ 
date  the  company’s  changing 
business  model. 

By  taking  some  drastic  mea¬ 
sures,  BP  has  reduced  IT  costs 
by  $250  million  since  1990.  It 
has  done  so  partly  by  shutting 
down  data  centers  and  by  slash¬ 
ing  its  IS  head  count  90%  — 
from  1,400  global  staffers  to  a 
“virtual”  staff  of  97. 


While  eye-opening,  BP’s  ex¬ 
perience  drew  cautious  reaction. 

One  IS  executive  said  Cross’ 
approach  is  probably  too  radical 
for  many  companies.  “I  don’t 
think  most  [information  sys¬ 
tems  executives]  would  be 
spirited  enough”  to  launch  this 
type  of  overhaul,  said  Jonathan 
Vaughan,  vice  president  of  IS  at 
Prudential  Insurance  Co.  in 
Roseland,  N.J. 

But  Cross  said  he  was  re¬ 
sponding  to  a  new  business  sit¬ 
uation:  BP  has  broken  into  92 
independent  business  units 
since  1990.  So  the  company’s 
IT  group  regrouped  by  becom¬ 
ing  a  “virtual”  services  provider 
for  the  business  units. 

High-volume  mainframe 
transaction  processing  systems 


might  work  for  airlines  and 
banks,  Cross  said,  but  BP’s  busi¬ 
ness  requires  a  different  tech¬ 
nology  architecture. 

For  example,  BP  halved  the 
cost  of  drilling  for  oil  in  the  Gulf 
of  Mexico,  in  part  by  using  its 
existing  information  more  effec¬ 
tively  through  a  distributed  ar¬ 
chitecture  and  by  applying 
three-dimensional  modeling 
technologies. 

The  transition  wasn’t  easy, 
Cross  said,  because  there  was  “a 
great  deal  of  opposition”  from 
units  that  had  grown  accus¬ 
tomed  to  having  their  own  tech¬ 
nical  support  groups.  It  took 
nearly  three  years  to  “eradicate” 
all  of  the  local  IT  units,  he  said. 

But  once  BP’s  revamped  IT 
group  could  deliver  improved 
services  at  lower  costs,  it  was 
able  to  gain  credibility  with  end 
users,  Cross  said.  □ 
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Users  vexed  by  glitches 
in  Win  NT  4.0  Service  Pack  3 


By  Laura  DiDio 


HERE  WE  GO  AGAIN. 

That’s  what  some  users  were 
saying  a  scant  io  days  after  Mi¬ 
crosoft  Corp.  released  its  latest 
bug  fix  for  Windows  NT  4.0. 

Dozens  of  users  on  the  vari¬ 
ous  Microsoft  forums  on  the  In¬ 
ternet  and  CompuServe  report¬ 
ed  a  variety  of  problems  after 
installing  Service  Pack  3  (SP3). 

Among  the  reported  glitches 
in  Windows  NT  4.0 
Service  Pack  3: 

►  The  Dynamic  Host  Configuration 
Protocol  is  unreliable 

^  Internet  Explorer  locks  up 

►  Netscape  4.0b4  locks  up  when 
it  attempts  to  run  a  Java  applet 

►  Some  printers  are  unusable 

►  PCs  reboot  when  doing  the 
file-copy  part  of  Service  Pack  3 
installation 

►  Remote  access  facility  rendered 
inoperable 


The  glitches  ranged  from  an 
inability  to  run  Java  applets  or 
use  Microsoft’s  Internet  Explor¬ 
er  to  system  lockups  resulting 
from  an  assortment  of  printer 
and  driver  problems  (see  box). 

Stu  Sjouwerman,  executive 
vice  president  of 
Sun  Belt  Software, 

Inc.,  a  distributor  of 
third-party  Windows  NT  man¬ 
agement  software  in  Clearwater, 
Fla.,  said  the  problems  with  SP3 
were  nowhere  near  as  severe  as 
those  encountered  with  Service 
Pack  2  (SP2). 

But  the  glitches  were  still  dis¬ 
ruptive  and  vexing,  he  said. 

Sjouwerman,  who  also  edits 
the  “Windows  NT  Tools”  news¬ 
letter,  said  despite  the  latest 
glitches  in  SP3,  the  quality  of 
the  patch  was  “much  higher 
than  SP2.” 

Chris  DeVoney,  a  Windows 
NT  reviewer  in  Seattle,  said  he 
experienced  a  string  of  memory 
errors  and  experienced  systems 
lockups  when  he  installed  SP3. 

Enzo  Schiano,  Microsoft’s 
group  product  manager  for 


Windows  NT,  said  the  company 
analyzed  DeVoney’s  problem 
and  found  the  glitches  weren’t 
inherent  to  SP3. 

“We’ve  done  extensive  test¬ 
ing,  and  DeVoney’s  problems 
have  nothing  to  do  with  Service 
Pack  3.  If  and  when 
we  get  reports  of 
other  problems,  we 
will  thoroughly  investigate  them 
and  issue  any  necessary  fixes  as 
quickly  as  possible,”  Schiano 
said. 

SP3  does  give  users  Internet, 
security  and  remote  access  en¬ 
hancements  for  the  Windows 
NT  Server  and  Workstation  4.0 
platforms. 

It  includes  password  filtering, 
a  new  version  of  the  remote  pro¬ 
cedure  call  that  supports  mes¬ 
sage  queuing  in  the  upcoming 
Microsoft  Message  Queue  Serv¬ 
er;  support  for  the  Microsoft 
Cryptography  API  2.0  to  pro¬ 
vide  public-key  and  symmetric- 
key  security  operations;  and 
support  for  DirectX  3.0  for 
enhanced  audio  and  video 
facilities.  □ 


SOFTWARE 

BUGS 


'net  providers  team  up  on  problems 


►  Group  wants  to  reduce  outages,  router  foul-ups 


By  Kim  Girard 

call  it  the  Internet  Rescue 
Society. 

Nine  of  the  largest  Internet 
service  providers  last  week 
teamed  up  to  focus  on  reducing 
’net  outages,  sharing  technical 
problem  reports  and  preventing 
router  foul-ups. 

“This  is  a  big 
step,”  said  Internet 
observer  Bob  Met¬ 
calfe,  vice  presi¬ 
dent  of  technology 
at  Boston-based  In¬ 
ternational  Data 
Group,  Inc.,  the 
parent  company  of 
Computerworld. 

“There’s  a  prob¬ 
lem,  and  it  needs 
solving.  And  this  is 
a  way  of  solving 
it,”  Metcalfe  said. 

lops.org  will  be 
run  by  the  nonprofit  Corpora¬ 
tion  for  National  Research  Ini¬ 
tiatives  (CNRI)  in  Reston,  Va. 
Members  include  AT&T  Corp.; 


ANS,  an  America  Online  com¬ 
pany;  BBN  Corp.;  EarthLink 
Network,  Inc.;  GTE  Corp.;  MCI 
Communications  Corp.;  Net¬ 
com  On-Line  Communication 
Services,  Inc.;  PSINet,  Inc.;  and 
UUnet  Technologies,  Inc. 

Improved  routing  is  particu¬ 
larly  important  to  Robert  Mos- 
kowitz,  a  technical 
support  specialist 
at  Chrysler  Corp. 
in  Detroit. 

“I  have  seen  90- 
second  outages,” 
Moskowitz  said. 
“If  you  want  to 
do  near  real-time 
work  [over  the  In¬ 
ternet],  a  15-second 
outage  on  the  net¬ 
work  can  be  more 
than  you  can  five 
with.  I  can’t  reach 
people.” 

The  formation  of 
Iops.org  is  expected  to  reduce 
growing  pressure  for  govern¬ 
ment  action  to  make  the  Inter¬ 
net  more  reliable.  Recent  out¬ 


ages,  router  foul-ups  and  unde¬ 
livered  electronic  mail  have 
highlighted  the  Internet’s  vul¬ 
nerability. 

WATCH  OUT! 

Ira  Richer,  network  and  re¬ 
search  director  at  CNRI  and  in¬ 
terim  director  of  Iops.org,  said 
Internet  service  providers  must 
hammer  out  a  common  system 
to  distribute  trouble  tickets. 

The  trouble  tickets  are  used 
to  describe  a  problem  on  one 
network  that  could  affect  other 
networks. 

“That  sharing  of  information 
is  not  done  now,”  Richer  said. 
“Who  do  you  call  at  the  other  or¬ 
ganization  if  there’s  a  problem 
at  11  p.m.  on  a  Saturday  night?” 

Iops.org  won’t  set  standards 
or  enforce  policy,  but  Metcalfe 
said  there  will  be  pressure  on 
the  country’s  roughly  3,000 
other  Internet  service  providers 
to  cooperate  with  the  group’s 
members. 

“Uncooperative  [providers] 
will  go  out  of  business  or  will  be 
shunned  by  colleagues,”  Met¬ 
calfe  said.D 


Internet  service  pro¬ 
viders  must  agree  on 
how  to  report  net¬ 
work  problems. 


Lawson  turns  to  browsers 


By  Tim  Ouellette 


LAWSON  SOFTWARE,  InC. 

wants  to  replace  drawn-out 
client/server  installation  and 
training  schedules  with  an  ap¬ 
proach  that  lets  users  access 
Lawson  application  data  from 
World  Wide  Web  browsers  and 
intranets. 

Other  vendors  are  doing  that 
to  some  degree.  But  Lawson 
plans  to  completely  revamp  its 
Insight  business  application 
suite  so  data  presentation  tar¬ 
gets  Web  browsers  and  includes 
features  such  as  hyperlinking. 

Users  will  be  able  to  surf 
through  Lawson  application 
pages  and  get  the  data  they  need 
in  the  same  way  they  now  surf 
the  Web. 

Minneapolis-based  Lawson’s 
procurement  module  will  be  the 
first  to  have  that  ability. 

The  rest  of  the  Insight  line  is 
slated  to  be  revamped  by  early 
next  year. 


Observers  said  the  idea  has 
merit,  especially  for  sites  that 
have  gone  through  an  expensive 
client/server  installation.  When 
a  company  decides  to  expand  ac¬ 
cess  to  more  internal  or  external 
users,  the  training  and  imple¬ 
mentation  costs,  plus  schedul¬ 
ing,  become  daunting. 

“To  move  from  hundreds  to 
thousands  of  users,  you  can’t 
just  take  your  existing  applica¬ 
tion  screens  and  deploy  them  on 
the  Web,”  said  Adam  Thier,  an 
analyst  at  Meta  Group,  Inc.  in 
Stamford,  Conn.  That’s  because 
client/server  applications  use  a 
forms  approach  that  can  be 
cumbersome  and  take  time  to 
learn. 

“It’s  very  intuitive,”  said 
Theresa  Bongiardino,  a  project 
leader  at  Skadden,  Arps,  Slate, 
Meagher  and  Flom  LLP  in  New 
York,  who  is  testing  Lawson’s 
approach.  “You  don’t  need  train¬ 
ing  if  you  are  already  familiar 
with  a  Web  browser.”  □ 


Is  your  boss 
'technically' 
a  bozo? 


JT  y  boss  thought 
JLtJL  he  was  techie, 
but  wasn’t.  Hetrulyjust 
didn’t  get  it,”  says  a 
manager  at  a  major 
outsourcer.  “He  would 
be  the  guy  at  meetings 
with  customers,  and  his 
whole  role  was  to  build 
confidence  that  he  had 
a  strong  group  behind 
him.  The  trou¬ 
ble  was,  he 
made  it  sound 
like  we  were 
a  band  of 

•  1  •  •  11 


How  do  you  deal  with  a  boss  <e  that? 

Managing,  page  67 


(Visit  www.computerworid.com  fforuins  for  a  support  forum 
for  employees  of  the  technically  challenged. ) 


Co  m  put  e  rwor  I  d  May  26,  1997 


(www.computerworld.com) 


Royal  Caribbean  cruises  an  ocean  of  historical  data  to  chart  a  prof-  Novelists  such  as  Po  Bronson  have 
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Domino  price  hike  sign 
of  rising  E-mail  prices 

►  Gartner  report  predicts  vendors  will  raise 
server  prices  to  make  up  for  client-side  losses 


By  Barb  Cole-Gomolski 

the  cost  of  messaging  is  go¬ 
ing  up. 

For  the  second  time  this  year, 
Lotus  Development  Corp.  has 
hiked  the  price  of  its  Domino 
Server.  And  that  has  users  and 
analysts  predicting  the  end  of 
commodity  pricing  for  electron¬ 
ic  mail  and  groupware  systems. 

Starting  July  1,  Lotus  will 
charge  $1,495  f°r  the  single¬ 
processor  version  of  its  Domino 
4.6  Server,  up  from  $995.  In 
January,  the  company  raised  the 
base  price  from  $495  to  $995. 


Analysts  said  the  increase  is 
an  attempt  by  Lotus  to  make  up 
for  falling  prices  on  clients  over 
the  past  few  years. 

But  users  will  wind  up  paying 
more  for  their  messaging  and 
groupware  systems  than  they 
did  over  the  past  year,  said  Tom 
Austin,  an  analyst  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 

“Per-user  prices  for  this  class 
of  software  have  hit  bottom 
and  are  going  up  from  here,” 
he  said. 

As  a  result,  “We’ll  look  harder 
at  whether  we  want  to  upgrade 
[to  newer  versions]  or  add  serv¬ 
ers,”  said  Joe  Wolke,  director  of 
corporate  information  resource 
management  at  Brunswick 
Corp.  in  Lake  Forest,  Ill.,  which 
has  about  4,000  Notes  seats. 

NEW  PRICING  SCHEME 

Gartner  will  publish  a  report 
this  week  titled  “Warning: 
Workgroup  Systems  Licenses 
Will  Change,”  which  predicts 
further  price  increases  for 
groupware  servers. 

The  report  states  that  users 
traditionally  paid  for  workgroup 
software  by  purchasing  an  ex¬ 
pensive  client  license  and  a  serv¬ 
er  license. 

At  one  time,  the  Notes  client 
sold  for  $495,  and  a  mail-only 


client  cost  about  $100.  Today, 
Notes  Mail  has  dipped  below 
$60. 

The  report  predicts  the  emer¬ 
gence  of  a  new  pricing  scheme 
for  workgroup  systems  —  a  ca¬ 
pacity  licensing  model  —  in 
which  user  charges  are  based  on 
server  capacity. 

The  move  to  Internet  proto¬ 
cols  means  that  sites  can  now 
mn  free  World  Wide  Web 
browsers  as  mail  clients  by  pay¬ 
ing  a  nominal  client  access  li¬ 
cense  fee  to  their  groupware 
vendor. 

Austin  said  companies  are 
now  buying  more  so¬ 
phisticated  server 
hardware  that  lets 
them  run  up  to  thou¬ 
sands  of  users  per 
server,  which  also 
drives  up  server 
prices. 

In  the  past,  compa¬ 
nies  might  expect  to 
run  up  to  several 
hundred  users  on  a 
single  server,  he  said. 

“The  vendors  continue  to  dra¬ 
matically  increase  the  number 
of  clients  that  each  server  can 
support,  which  results  in  a  drop 
in  per-user  revenue  from  server 
software  licenses,”  Austin  said. 

None  of  the  messaging  ven¬ 
dors  has  announced  plans  to 
move  to  this  pricing  model,  al¬ 
though  there  are  indications 
that  Lotus  isn’t  the  only  vendor 
trying  to  raise  prices. 

In  January,  Netscape  Commu¬ 
nications  Corp.  in  Mountain 
View,  Calif.,  said  the  price  of  its 
Communicator  client  would  in¬ 
crease  from  $49  per  user  to  $59 
per  user.  That  product  is  due  in 
the  middle  of  June. 

So  far,  Microsoft  Corp.  has 
held  to  its  original  Exchange 
pricing:  $999  for  its  basic 
server  and  five  client  access  li¬ 
censes.  The  Enterprise  Edition, 
which  is  more  comparable  to 
Domino  Server,  costs  $3,549 
with  25  client  licenses. 

The  company  did  try  to  slip  in 
an  increase  when  it  shipped 
Exchange  5.0  in  March  by 
charging  a  $50  fee  for  Web  cli¬ 
ents  that  accessed  Exchange 
public  folders.  Microsoft  re¬ 
versed  its  decision  in  April  be¬ 
cause  of  pressure  from  users, 
sources  said.  □ 


Pricing  is  always  a  hot  issue,  but 
the  price  of  messaging  software 
accounts  for  less  than  10%  of  the 
total  cost  of  ownership,  according 
to  Gartner  Group. 


LOOKING  FOR  A  FASTER  WAY  TO  LOAD  YOUR  DATABASE? 


SyncSort  UNIX  can  help  you  complete  database  loads,  reorgs  and  reports  in  as  little  as  half  the  time. 
SyncSort  combines  high-speed  sorting,  versatile  data  manipulation  features  and  the  ability  to  handle  a 
variety  of  data  and  file  types.  The  result  is  a  powerful,  flexible  tool  for 
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breaking  database  bottlenecks.  To  order  SyncSort  or  for  a  free  copy  of  our 

Tel  (201)  330-8200  dept.  57CWS 

booklet,  “Sorting  and  Relational  Database  Performance,”  please  call  or  fax.  Fax  (201)  930-8290  dept.  57cws 
.  .  http://www.syncsort.com/57cws 
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Cover  your  assets 

►  Year  2000,  other  management  tasks  demand 
accurate  inventory  of  distributed  systems 


By  Patrick  Dryden 


the  specter  of  year  2000 
disruptions  rippling  through 
client/server  networks  has 
prompted  IS  managers  to  take  a 
hard  look  at  asset  management. 

Distributed  systems  and  soft¬ 
ware  may  choke  on  the  “00” 
date,  causing  the  loss  or  corrup¬ 
tion  of  data  locally  and  in  vital 
business  repositories. 

“Some  organizations  will  face 
serious  failures  at  the  end  of  the 
decade.  I’m  glad  we  won’t  be 
one  of  them,”  said  Scott  Nason, 
chief  information  officer  at 
American  Airlines  in  Fort 
Worth,  Texas. 

But  without  adequate  asset 
management  tools  and  prac¬ 
tices,  information  systems  man¬ 
agers  can’t  target  which  of  the 
thousands  of  PCs  and  programs 
pose  a  threat. 

LIMPING  ALONG 

“Nearly  half  our  client  base 
lacks  a  good  central  understand¬ 
ing  of  what  assets  they  have,” 
said  Chris  Germann,  a  senior 
research  analyst  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 


Faced  with  the  need  for  that 
information,  those  clients  hire  a 
service  provider  to  audit  distrib¬ 
uted  systems,  “limp  along  until 
they  can  install  an  enterprise 
management  framework”  or 
“shoot  from  the  hip”  with  a  tac- 

"We  inventoried  PCs  to  fix 
or  replace  all  hardware  by 
second-quarter  1999/' 

-  Scott  Nason, 

CIO,  American  Airlines 

tical  inventory  tool,  Germann 
said. 

One  such  tool  is  NetCensus 
from  Tally  Systems  Corp.  in 
Hanover,  N.H.  Two  organiza¬ 
tions  recently  uncovered  asset 
surprises  when  they  imple¬ 
mented  NetCensus  to  screen  for 
year  2000  problems. 

Montgomery  College  in  Rock¬ 
ville,  Md.,  for  the  first  time  ran  a 
hardware  inventory  of  3,000 
PCs  at  three  sites.  The  test  re¬ 


vealed  that  about  90%  will  re¬ 
quire  some  sort  of  upgrade,  said 
Cathy  O’Connor,  a  network  en¬ 
gineer.  Because  the  school  can’t 
turn  over  systems  as  often  as  a 
business  can,  older  models  will 
need  a  new  BIOS  chip,  for  ex¬ 
ample,  to  properly  recognize  the 
date  change. 

Basin  Electric  Power  Coopera¬ 
tive  in  Bismarck,  N.D.,  had  “no 


real  way  to  know  what  applica¬ 
tions  were  out  there,”  said  Dave 
Anderson,  lead  analyst  and  year 
2000  project  manager  at  the 
utility.  The  first  inventory 
turned  up  1,500  unique  applica¬ 
tions  and  “hardware  we  never 
would  have  known  about,”  he 
said. 

Much  of  the  risky  hardware, 
applications  and  operating  sys¬ 
tem  software  uncovered  in  an 
audit  will  be  replaced  or  upgrad¬ 


ed  during  the  next  three  years 
through  the  normal  evolution  of 
business  technology,  users  and 
analysts  said. 

But  tracking  tools  can  pin¬ 
point  the  risks  and  ease  such 
tasks  as  migrating  client  operat¬ 
ing  systems,  distributing  soft¬ 
ware,  managing  change  and 
monitoring  costs. 

“Our  latest  inventory  shows 
we  have  about  a  hundred 
286/386  PCs  still  in  the  office 
here,  so  we  can  just  get  rid  of 
them,”  said  Mark  McCardle, 
supervisor  of  PC  support  at 
U-Haul  International,  Inc.  in 
Phoenix. 

Daily  benefits  of  accurate  in¬ 
ventory  data  include  stream¬ 
lined  support  from  U- Haul’s 
help  desk,  because  staffers  can 
quickly  check  for  changes  to  a 
caller’s  hardware  or  software 
configuration,  McCardle  said. 

American  Airlines  began  as¬ 
set  management  efforts  years 
ago  "for  more  stringent  control 
on  [information  technology] 
spending,”  Nason  said.  “But 
now  all  our  updates  have  the 
year  2000  problem  in  mind.” 

SCARY  PROCESS 

Other  organizations  haven’t  ad¬ 
dressed  the  year  2000  date- 
change  problem  but  report  feel¬ 
ing  confident  because  they  have 
some  tools  in  place. 

At  Domino’s  Pizza,  Inc.,  for 
example,  the  more  pressing 
problem  is  migration  to  Win- 


Feel  better  all  over 

Preparing  for  year  2000  com¬ 
pliance  isn’t  the  only  reason 
to  inventory  distributed  hard¬ 
ware  and  software.  The  basic 
asset-management  chore  can 
help  in  many  ways,  including 
the  following: 

►Managing overall  costs 
►Coping  with  moves,  adds 
and  changes 

►Tracking  user  configura¬ 
tions  for  help  desk 
►  Planning  operating  system 
migration  and  software  dis¬ 
tribution 
►Detecting  theft 

dows  95.  The  LANDesk  Man¬ 
agement  Suite  from  Intel  Corp. 
helps  central  IS  examine  the 
available  memory  and  disk 
space  on  1,200  remote  PCs,  said 
Matthew  Maguire,  manager  of 
end-user  technology.  Mean¬ 
while,  the  help  desk  software 
tracks  purchase  information. 

Managing  5,000  PCs  with¬ 
out  asset  management  tools  is 
“scary,”  said  Joe  Hays,  a 
PC/ LAN  project  analyst  at 
Fortis,  Inc.  in  New  York. 

The  insurance  company’s  IS 
group  “used  to  have  to  ask  pur¬ 
chasing  what  we  owned,”  Hays 
said.  But  then  “we  couldn’t  tell 
where  it  all  went  —  into  another 
cubicle  or  out  the  door.”  □ 


Half-hatched  system 
is  half-baked,  users  say 

►  Some  in  California  agency  return  to  legacy  roots 


By  Patrick  Thibodeau 


California’s  new  child- 
support  enforcement  system  ar¬ 
rived  at  Edwina  Young’s  office 
in  the  form  of  28  three-inch 
binders.  Those  were  the  train¬ 
ing  materials. 

So  Young,  director  of  San 
Francisco’s  Family  Support  Bu¬ 
reau,  and  her  staff  spent  a  year 
turning  the  unwieldy  binders 
into  user-friendly  training  mate¬ 
rials.  But  then  the  distributed 
system  didn't  work. 

The  new  State  Automated 
Child  Support  System  (SACSS) 
lost  financial  records.  Data  from 
one  case  would  mysteriously 
turn  up  in  another.  Key  forms 
weren’t  available.  Processes  that 
once  took  20  minutes  began  to 
take  an  hour  or  more.  People 
were  left  waiting  in  the  lobby 


for  hours,  Young  said. 

On  May  1,  the  San  Francisco 
office  pulled  the  plug  on  SACSS 
after  running  it  for  six  months 
and  rebooted  its  legacy  system. 

SACSS  was  supposed  to  be 
deployed  at  child-support  offices 
statewide.  But  California  offi¬ 
cials  may  scuttle  the  whole 
project,  depending  on  the  out¬ 
come  of  a  test  of  a  new  version 
of  the  software.  That  test  is  now 
under  way. 

BILL  COULD  BE  $300  MILLION 

The  project  so  far  has  cost  more 
than  $90  million  and  is  run¬ 
ning  in  only  about  a  third  of  the 
state’s  counties  after  five  years. 
It  may  cost  more  than  $300  mil¬ 
lion  if  it  is  ever  completed. 

“We’re  assuming  SACSS  isn’t 
going  to  get  here,”  said  Jan  Stu- 
ral,  supervising  district  attorney 


at  the  Orange  County  Family 
Support  Division.  “We’re  mak¬ 
ing  plans  to  upgrade  our 
present  system.” 

State  enforcement  of  child- 
support  payments  involves  lo¬ 
cating  noncustodial  parents, 
their  employers  and  their  assets 
to  ensure  payments.  More  child- 
support  payments  often  mean 
lower  welfare  costs,  according  to 
officials. 


Federal  law  requires  that  all 
states  have  statewide  child- 
support  enforcement  systems 
operating  by  October.  But  only 
12  smaller  states  are  ready  to 
meet  the  federal  deadline. 

The  deadline  has  created  its 
own  problems.  Once  the  federal 
government  announced  the 
mandate,  “every  vendor  on  the 


planet  tried  to  recruit  people 
that  have  been  in  child-support 
enforcement,  and  there  is  only  a 
limited  pool  of  those  folks,”  said 
Dawn  Shattuck,  chief  informa¬ 
tion  officer  at  the  Michigan 
Family  Independence  Agency  in 
Lansing. 

That  shortage  of  talent  has 
prompted  California’s  vendor, 
Lockheed  Martin  IMS  in  Tea- 
neck,  N.J.,  to  shift  key  people 


out  of  California  to  other  states, 
said  Gerri  Magers,  chief  deputy 
director  at  the  Health  and  Wel¬ 
fare  Data  Center  in  Sacramento. 

“That  has  been  a  significant 
issue,”  she  said.  “If  their  key  de¬ 
signer  moves  to  another  project, 
we’ve  been  left  with  a  vacuum 
for  a  period  of  time  and  have 
suffered  for  that.” 


Lockheed  Martin,  which 
hasn’t  been  paid  by  the  state 
since  February  pending  correc¬ 
tions  to  the  system,  denies  that 
staffing  has  hurt  the  project. 

But  both  sides  agreed  that  a 
rapidly  rising  caseload,  from 
about  800,000  in  1992  when 
the  project  began  to  2.2  million 
today,  has  slowed  the  project. 
Other  factors  include  numerous 
changes  and  additions  to  the 
system  design. 

DOOMED  TO  FAIL 

California  state  officials  are  ex¬ 
amining  the  cost  of  staying  with 
SACSS.  If  there  is  a  “better  al¬ 
ternative,  then  the  state  of  Cali¬ 
fornia  will  salvage  what  it  can 
out  of  the  system,  and  it  will  go 
to  a  different  system,”  Magers 
said. 

In  Sacramento,  state  CIO 
John  Flynn,  said  he  believes  the 
project  was  set  up  for  failure  by 
a  host  of  federal  requirements 
that  stipulated  in  great  detail  the 
design  of  the  system  and  what  it 
should  do.  “We  were  trying  to 
roll  this  system  out  to  meet  the 
deadlines  this  fall,  and  we  got 
too  far  ahead  of  ourselves,”  he 
said.  □ 


"We  were  trying  to  roll  this 
system  out  to  meet  the  deadlines 
this  fall,  and  we  got  too  far  ahead 
of  ourselves/' 

-  State  CIO  John  Flynn 


“Unicenter  TNG  enables  us  to  correlate  a  wide  variety  of 
information  from  desktops,  servers  and  network  devices. ” 

A  Steven  Ruegnitz  — 

VP  Lehman  Brothers 
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After  years  of  struggling  to  manage  distributed 
networks,  network  managers  are  replacing 
their  hodgepodge  of  various  tools  and  piecemeal 
solutions  with  a  single,  integrated  network 
management  solution. 

One  that  can  manage  the  entire  enterprise 
and  all  your  networks,  including  TCP/IP,  DECnet, 
IPX/SPX  and  SNA. 

Only  Unicenter  TNG 
Oilers  End-to-End 
Management. 

Unicenter®  TNG™  offers  automatic,  intelligent, 
object-oriented  network  management  that 
enables  you  to  manage  proactively.  So  you 
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can  anticipate  and  solve  problems  before 
they  happen. 

Unicenter  TNG  gives  you  a  single  point 
of  control  for  your  complex  and  heterogeneous 
global  network.  Its  dynamic  auto-discovery 
ensures  that  your  network  configuration  is 
current.  The  Real  World  Interface™  allows 
for  better  visualization  of  your  network.  And 
third-party  tools  such  as  element  managers 
integrate  with  Unicenter  TNG  through  its  open 
and  extensible  architecture. 

Unicenter  TNG  Is  The 
Industry  Standard  For 
Enterprise  Management. 

Unicenter  TNG  is  an  integrated  solution  for 
end-to-end  enterprise  management.  With 
support  for  every  major  hardware  platform 


The  Real  World  Interface  uses  virtual  reality  to  create  a  3-D  environ¬ 
ment  that  represents  objects  just  as  they  appear  in  the  real  world. 


and  operating  system,  Unicenter  TNG  is  open, 
scalable,  extensible  and  always  vendor-neutral. 


The  Best  Feature  01  All: 
Unicenler  TNG 
Is  Shipping  Today. 


Unicenter  is  a  proven  software  solution  that’s 
available  today.  It’s  real, 
mission-critical  and  up 
and  running  in  thou¬ 


shipping 

TODAY 


sands  of  sites  around  the  world  for  some  of 
the  smartest  users  in  the  world.  Users  who 
know  that  working  smarter  always  beats 
working  harder. 


For  More  Information  Call 

1-888-864-2368 

Or  Visit  www.cai.com 


(Computer® 

Dissociates 

Software  superior  by  design. 
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AlliedSignal’s  CIO  Paul  Hoedeman:  "There  have  been  little 
training,  support  or  learning  issues  involved"  in  move  to  NT 


NT  integration  worth  the 
trouble,  legacy  shops  say 


Scalability  Day  short  on  details 


By  Jaikumar  Vijayan 


DESPITE  CONCERNS  OVER 

Windows  NT’s  scalability  and 
reliability,  Unix  and  legacy 
shops  are  finding  it  easier  than 
expected  to  implement. 

This  is  true  even  though 
many  of  the  eight  users  and  ad¬ 
ministrators  interviewed  by 
Computerworld  last  week  said 
NT  has  proved  buggier  than 
their  Unix  or  leg¬ 
acy  systems.  Also 
problematic  is 
that  NT  lacks  the 
documentation  and  software 
tools  associated  with  an  operat¬ 
ing  system  such  as  Unix. 

Even  so,  NT  has  won  over 
these  same  users  because  its 
benefits  —  ease  of  manage¬ 
ability  and  lower  costs  —  far 
outweigh  its  problems. 

“We  think  it  has  been  pretty 
straightforward  and  easy  to 
bring  into  our  environment,” 
said  Larry  Sikon,  director  of 
technical  services  at  Montgom¬ 
ery  Securities,  Inc.  in  San  Fran¬ 
cisco. 

"If  we  were  to  contrast  it  to 
say,  a  Unix  environment,  the 
level  of  technical  sophistication 
and  the  cost  of  manpower  re¬ 
quired  o  implement  the  envi- 
i  Id  have  been  a  lot 

more,  he  said. 

Montgomery,  which  uses  a 
combination  of  Unix  and  NT 
servers  to  power  its  main  appli¬ 
cations,  recently  switched  its 
desktops  from  Macintosh  to  NT. 

“There  is  some  frustration 


among  Unix  administrators 
about  the  lack  of  software  tools 
and  applications  for  NT,  but 
overall,  there  have  been  little 
training,  support  or  learning  is¬ 
sues  involved,”  said  Paul 
Hoedeman,  chief  information 
officer  at  AlliedSignal  Aero¬ 
space  in  Torrance,  Calif. 

AlliedSignal,  which  has  thou¬ 
sands  of  Unix  users  and  servers 
nationwide,  has  started  to  roll 
over  noncritical 
applications  to 
NT. 

Some  of  the  is¬ 
sues  that  Unix  administrators 
are  running  into  with  NT  in¬ 
clude  the  fact  that  “Unix  was 
built  from  the  ground  up  to  be 
a  multiuser  environment. . . . 
With  NT,  you  can’t  help  feeling 
that  it  was  all  just  somehow  put 
together,”  said  Matt  Fahrner,  di¬ 
rector  of  networking  at  Burling¬ 
ton  Coat  Factory  Warehouse 
Corp.  in  Etna,  N.H. 

For  instance,  administrators 
who  for  years  have  fine-tuned 
their  applications  by  tweaking 
the  operating  system’s  kernel 
are  sometimes  stumped  by  their 
inability  to  do  so  easily  in  an  NT 
environment. 

A  slew  of  cross-platform  inte¬ 
gration  software  and  interopera¬ 
bility  suites  are  making  the  inte¬ 
gration  easier,  observers  said. 

Security  Forces,  Inc.  in  Char¬ 
lotte,  N.C.,  for  instance,  uses 
an  emulation  package  and  a 
standard  TCP/IP  connection  to 
link  its  Unix  and  NT  environ¬ 
ments.  □ 


By  Laura  DiDio 
New  York 


no  news  is  not  good  news 
when  the  event  in  question  is  a 
press  conference.  That  was  the 
case  last  week  at  Microsoft’s 
Scalability  Day,  which  was  short 
on  substance  and  long  on  hype. 

To  be  sure,  Microsoft  Chair¬ 
man  Bill  Gates  did  serve  up 
snippets  of  information,  staged 
demonstrations  and  taped  vid¬ 
eos  with  four  weighty  bleeding- 
edge  customers,  including  Lock¬ 
heed  Martin  Corp.  and  Sabre 
Corp.’s  Travel  Information  Net¬ 
work,  all  extolling  the  power  and 
scalability  of  Windows  NT. 

SPECIFICS  LACKING 

As  expected,  the  Redmond, 
Wash.,  software  giant  also  for¬ 
mally  announced  Enterprise 
Editions  of  both  Windows  NT 
and  Back  Office,  but  the  compa¬ 
ny  didn’t  disclose  specific  ship 
dates  or  pricing  [CW,  April  21]. 
Microsoft  also  demonstrated  a 
i.4T-byte  text  and  image  SQL 
Server  7.0  database  running  on 
Windows  NT  4.0. 

Not  everyone  bought  the  sales 
pitch. 

“Microsoft  has  to  prove  to  me 
that  NT  can  scale  and  that  it  can 
support  enterprise  shops,”  said 
attendee  Michael  Kearney,  vice 
president  of  information  sys¬ 
tems  at  Phoenix  Home  Life  Mu¬ 
tual  Insurance  Co.  in  Enfield, 


By  Jaikumar  Vijayan 


DIGITAL  EQUIPMENT  CORP. 

last  week  outlined  ambitious 
plans  —  such  as  building  a 
server  with  10  times  better  per¬ 
formance  than  today’s  Unix 
servers  —  to  extend  the  life  of  its 
aging  OpenVMS  platform. 

The  Maynard,  Mass. -based 
company  also  said  it  has  started 
shipping  the  next  batch  of  its  Af¬ 
finity  products,  which  tie 
OpenVMS  and  Windows  NT  en¬ 
vironments  together. 

The  announcements,  made 
at  the  biannual  Digital  Equip¬ 
ment  Computer  Users  Society 
(DECUS)  in  Cincinnati,  were 
aimed  at  reassuring  skittish 
OpenVMS  users  that  the  com¬ 
pany  doesn’t  plan  to  abandon 
the  operating  system  in  the  near 
future. 

Although  Digital  has  been  ag¬ 
gressively  pushing  Windows  NT 
in  the  past  two  years,  a  segment 


Conn.  “Will  they  get  there? 
Eventually,  yes.  Are  they  there 
yet?  No.  I  won’t  risk  my  mis¬ 
sion-critical 
applications 
on  Windows 
NT  right 
now.” 

Kearney 
and  eight  oth¬ 
er  users  and 
analysts  — 
even  Micro¬ 
soft  at  some 
points  —  were 
quick  to  note 
that  scalability 
demonstra¬ 
tions  from 
Tandem  Com¬ 
puters,  Inc., 

Amdahl  Corp. 
and  Digital 
Equipment 
Corp.  and  independent  Transac¬ 
tion  Processing  Performance 
Council  benchmarks,  while  im¬ 
pressive,  don’t  translate  into 
real-world  situations. 

Microsoft’s  Scalability  Day 
made  the  assumption  that  ev¬ 
eryone  is  “starved  for  process¬ 
ing  and  storage  capabilities,” 
said  Clay  Ryder,  an  analyst  at 
Zona  Research,  Inc.  in  Redwood 
City,  Calif.  “I  don’t  think  that’s 
the  case.  For  starters,  there’s  on¬ 
ly  one  5T-byte  installation  in  the 
world  right  now.” 

Gates  himself  conceded  that 
very  point  during  a  wrap-up 


of  Digital’s  user  base  has  com¬ 
plained  that  Digital  seems  to 
have  little  interest  in  OpenVMS. 

As  part  of  its  announcement 
last  week,  Digital  said  it  is  devel¬ 
oping  a  highly  scalable 
OpenVMS  clustering  technol¬ 
ogy,  code-named  Galaxies  Soft¬ 
ware  Architecture. 

Digital  officials  said  the  soft¬ 
ware  will  let  users  essentially 
break  up  a  big  256-CPU  server 
into  several  smaller  servers, 
such  as  two  128-CPU  or  four  64- 
CPU  servers.  But  the  first  ver¬ 
sions  of  the  system  aren’t  ex¬ 
pected  for  at  least  18  months. 

“Digital  is  selling  futures 
here,”  said  Rob  Young,  a  pro¬ 
grammer  at  Knight- Ridder  Med- 
iaStream,  Inc.  in  Philadelphia. 

“The  company  is  trying  to  stir 
up  some  interest  in  the  platform 
and  let  people  know  how  seri¬ 
ous  it  is  by  tossing  out  huge 
[benchmark]  numbers,”  he  said. 

Digital  last  week  also  released 


question-and-answer  session. 
When  pressed  why  so  many  us¬ 
ers  have  complained  about  Win¬ 

dows  NT’s 
scalability  or 
lack  thereof 
during  the 
past  two 

years,  Gates 
responded, 
“We’re  doing 
well  scaling 
on  eight  to  10 
processors 
right  now,  but 
nobody’s  sys¬ 
tem  scales 
well  over  16  to 
20  proces¬ 
sors.” 

To  get  over 
this  apparent 
hump,  Gates 
said  Microsoft 
is  investing  $1  billion  in  its  sys¬ 
tem  software  research  and  de¬ 

velopment  efforts. 

Ryder  said  the  question  isn’t 
whether  NT  will  scale  up  but 
whether  Unix  vendors  will  cost- 
effectively  scale  down  the  price 
of  their  systems. 

“Users’  needs  haven’t  grown 
as  quickly  as  the  technology  has. 
But  so  far,  Unix  vendors  haven’t 
scaled  down  the  cost  of  their 
large  systems,  and  that’s  why 
Windows  NT  is  eating  into 
Unix’s  market  —  users’  needs 
haven’t  grown  as  fast  as  the 
technology,”  he  said.  □ 


products  to  ease  OpenVMS/ 
Windows  NT  integration.  □ 


Digital/Intel  suit  high¬ 
lights  Intel's  chip  domin¬ 
ation.  Page  41 

•  COMPUTERWORLD 

For  these  and  other  related 
links,  point  your  browser  at 
www.computerworld.com/ 
links/970526vmslinks.html 

►  Digital’s  OpenVMS  World 
Wide  Web  server 
www.openvms.digital.com/ 

“-OpenVMS  future:  Mes¬ 
sage  from  Vice  President 
Wes  Melling 

www.Decus.Org/decus/lugs/ 

esilug/vmsfuture.html 

—  Online  help  for  VMS 
lacvx.slac.stanford. 
edu/HELP 


WINDOWS  NT 

IMPLEMENTATION 


DEC  gives  OpenVMS  new  lease  on  life 


Phoenix  Home  Life's 
Michael  Kearney: 


"I  won't  risk  my  mission- 
critical  applications  on  Win¬ 
dows  NT  right  now" 
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Features 

Oracle 

Microsoft 

SQL  Server 

•  Runs  from  Laptop  to  Data  Center 
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NO 

•  Cross  Platform  Support 

90+ 

NO  (NT  Only) 

•  WebServer/Database  Integration 

YES 

NO 

•  Cluster  Support  (Fault  Tolerant  Parallel  Server) 
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NO 
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processors 
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•  MPP  Support 
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•  Row-level  Locking 
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NO 

•  OLAP/Multidimensional  Integration 

YES 

NO 

•  Video  Storage  and  Playback 
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NO 

•  Text  Storage  and  Search 

YES 

NO 

•  Spatial  Data 

YES 

NO 

Oracle7.™  From  laptop  to  data  center.  From  NT  to  MVS.  From  relational  data  to  all 
data.  From  data  warehousing  to  OLTP  to  electronic  commerce.  From  client/server 
to  the  Web.  Think  about  it  and  then  call  Oracle  at  1-800-633-1071,  ext.  11342. 
Or  find  us  on  the  Web  at  http://www.oracle.com 
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T  boosters  trigger  compatibility  concern 


By  Jaikumar  Vijayan 


users  hope  the  separate  initiatives 
launched  by  hardware  vendors  to  enable 
Windows  NT  scalability  won’t  cause  com¬ 
patibility  problems. 

But  a  lot  will  depend  on  how  well  each 


vendor’s  products  mesh  with  Microsoft 
Corp.’s  forthcoming  Wolfpack  software 
for  Windows  NT  scalability,  observers 
said.  The  vendors  include  Digital  Equip¬ 
ment  Corp.,  Tandem  Computers,  Inc., 
NCR  Corp.,  Data  General  Corp.  and  Uni¬ 
sys  Corp. 


Wolfpack  is  a  collection  of  technol¬ 
ogies  designed  to  extend  the  scalability 
and  availability  of  NT  systems  via  cluster¬ 
ing  and  fail-over  capabilities,  for  exam¬ 
ple.  Wolfpack  was  designed  to  provide  a 
base  level  of  standardization  around 
which  hardware  vendors  can  provide 


their  own  value-add  through  better  man¬ 
ageability  features,  throughput  and  other 
areas. 

But  the  fact  that  the  third-party  prod¬ 
ucts  are  based  on  proprietary  clustering, 
interconnect  and  middleware  technol¬ 
ogies  has  led  to  early  concerns  that  users 
could  get  locked  in  to  a  particular  ven¬ 
dor’s  hardware  platform. 

“There  is  a  definite  potential  for  lock- 
in,”  said  Larry  Sikon,  director  of  techni¬ 
cal  services  at  Montgomery  Securities, 
Inc.  in  San  Francisco. 

For  instance,  although  NCR  and  Corol¬ 
lary,  Inc.  each  offers  users  a  way  to  up¬ 
grade  standard  four-way  Pentium  Pro 
servers  to  eight-way  systems,  the  ap¬ 
proaches  used  to  achieve  scalability  are 
different. 

"I  guess  [compatibility]  is  a  con¬ 
cern.  But  hardware  incompatibil¬ 
ity  issues  are  less  of  a  problem 
than  software  incompatibilities." 
-  David  Krauthamer, 

Parker  Hannifin 

To  allay  user  concerns,  the  vendors 
and  Microsoft  claim  that  all  products  will 
be  fully  compatible  with  Wolfpack  when 
the  software  rolls  out  in  the  second  half 
of  this  year. 

“Users  have  to  look  at  each  of  these 
vendor’s  extensions  and  figure  out  how 
likely  it  is  that  Microsoft  will  include  it  in 
the  next  release  of  NT.  Or  else  they  [will] 
get  taken  down  the  proprietary  path,” 
Sikon  said. 

A  MATTER  OF  DEGREE 

“I  guess  it  is  a  concern,”  said  David 
Krauthamer,  MIS  manager  at  Parker 
Hannifin  Corp.  in  Rohnert  Park,  Calif. 
“But  hardware  incompatibility  issues  are 
less  of  a  problem  than  software  incom¬ 
patibilities.” 

In  the  past,  Microsoft  had  acknowl¬ 
edged  that  the  separate  approaches  could 
lead  to  compatibility  issues  [CW,  Sept.  23, 
1996]. 

But  Mike  Nash,  Microsoft’s  director  of 
Windows  NT  marketing,  recently  said 
that  despite  the  plethora  of  third-party 
Windows  NT  hardware,  there  are  no  in¬ 
teroperability  issues. 

“All  of  the  products  will  help  Windows 
NT  to  scale.  They  will  absolutely  be  inter¬ 
operable.  Since  they  all  integrate  with 
Windows  NT,  they  implicitly  inter¬ 
operate,”  Nash  said.  He  further  ex¬ 
plained  that  users  will  get  a  single  Per¬ 
formance  Monitor,  a  single  directory 
service,  a  single  security  service  and  a 
single  object  model  to  enable  heteroge¬ 
neous  applications  to  communicate  with 
one  another. 

Nash  conceded,  though,  that  business¬ 
es  may  run  into  interoperability  issues  if 
they  use  hardware  or  software  drivers 
that  haven’t  been  certified  compatible 
with  Microsoft  products.  □ 

Senior  editor  Laura  DiDio  contributed  to 
this  story. 


for  data  warehouse  success 

Red  Brick®  Warehouse  5.0  is  the  World's 

fastest  and  most  scalable  relational  database 

for  data  warehousing,  including  data  marts,  OLAP  and  data  mining. 


Performance  is  Everything  in  data  Red  Brick  is  the  industry's  fastest  growing 

-i  .  ■ 

warehousing.  The  "Universal,  generic,  database  impany  and  the  leading  provider 


database 

W5 


one-size-fits-all 


RDBMS" 


V-: 


approach  is 


wrong  for  data 
warehousing. 


Register  now  for  the 

“Performance  is  Everything” 

seminar  in  your  area. 

1  800  939  1845 
www.redbrick.com 


of  high-perfor¬ 


mance  RDBMS 


products  for  data 


ill 


I  warehousing.  Our 

'rf! 

customers  are  successful  because  our  prod- 


Red  Brick  Warehouse  is  the  only  RDBMS 


ucts  and  service  enable  more  users  to  analyze 


designed  specifically  for  data  warehousing.  more  data  and  make  better  decisions  faster. 


With  Red  Brick,  you  get  a  data  warehouse 


To  learn  more,  attend  the  "Performance  is 


solution  that  performs  ten  times  faster  for  half  Everything"  seminar  in  your  area.  Register 


the  cost,  deployed  in  one-third  the  time. 


now:  1  800  939  1845  or  www.redbrick.com. 


RED  BRICK 

The  Data  Warehouse  Company 1M 


Red  Brick  Systems,  Inc.  485  Alberto  Way,  Los  Gatos,  CA  95032  USA  www.redbrick.com 

1997  Red  Brick  Systems,  Inc.  All  rights  reserved.  All  trademarks  and  registered  trademarks  are  property  of  their  respective  holders. 


Oracle  OLAP 


On-Line  Analytical  Processing  (OLAP)  allows  you  to  get  real  business  benefit  out  of  your  data  warehouse.  Oracle’s 
OLAP  servers,  database  tools  and  applications  offer  the  most  comprehensive  capabilities  of  any  vendor.  And  with  our 
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Warehouse  Ready 


•  Relational  OLAP — direct  analysis 
of  relational  data 
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to  warehouse 

•  Object-oriented  tools 

•  Packaged  OLAP  applications 
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Web  Enabled 


•  Web  viewing:  drill,  pivot,  rotate 

•  All  analytic  capabilities 
available  on  the  Web; 
forecasting,  modeling,  etc. 

•  Supports  any  Web  browser, 
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•  Applications  can  be  built  using 
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Introducing  the  next  generation  of  OLAP  technology  from  Oracle. 
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Oracle  Financial  and  Sales  Analyzer®  are  packaged  OLAP  applications  for  finan¬ 
cial  and  sales  management. 

For  the  leader  in  OLAP  solutions,  call  Oracle  today  at  1-800-633-1071,  ext.  11394, 
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net  returns  come  slowly  for  catalog  firms 


By  Mitch  Wagner 


I  NT  B  R  N  A  T  I  O  N.  A  L. 


catalog  companies  making 
the  leap  to  the  Internet  are  find¬ 
ing  modest  sales  and  slim  prof¬ 
its,  and  significant  growth  is 
many  years  away.  Still,  they  are 
encouraged  by  early  reviews. 

It  is  particularly  easy  and  nat¬ 
ural  for  catalog  companies  to  go 
on  the  Internet,  because  they 
have  back-end  fulfillment,  or¬ 
der-entry  and  payment-process¬ 
ing  systems  designed  to  work 
with  remote  customers.  And  it 
is  fairly  simple  to  hook  those 
systems  up  to  the  Internet. 

“Anybody  who’s  got  a  catalog 
and  is  not  using  the  Internet  is 
out  of  their  mind,”  said  John 
Nylander,  director  of  informa¬ 
tion  services  at  the  International 
Male  men’s  clothing  catalog,  a 
unit  of  Hanover  Direct,  Inc.  in 
San  Diego. 

According  to  International 
Male,  it  is  achieving  modest 
profits  by  creating  a  simple, 
functional  site  and  keeping 
costs  down.  It  outsourced  its  cat¬ 
alog  creation  and  maintenance 
to  Viaweb,  Inc.  in  Cambridge, 
Mass.  International  Male  re¬ 
ceives  about  10,000  to  15,000 
site  visits  per  month.  Although 
revenue  is  small,  the  cost  of  do¬ 
ing  business  online  is  even 


International  Male's  Web  site 
(jets  about  10,000  to  15,000 
visits  per  month 

smaller  —  Viaweb  charges  $300 
per  month,  Nylander  said. 

Housewares  company  Lillian 
Vernon  Corp.  contained  costs  by 
having  its  marketing  and  infor¬ 
mation  systems  staff  create  its 
site.  The  company  hasn’t  added 
staff,  said  spokesman  David 
Hochberger. 

“Because  we  made  a  limited 
commitment  of  funds  and  re¬ 
sources,  we  can  five  with  the 
sales,”  Hochberger  said. 

Despite  early,  promising 
sales,  officials  at  catalog  compa¬ 
nies  said  they  are  looking  at  the 
long  term  before  revenue  on  the 
Internet  becomes  significant  — 


the  very  long  term. 

“We’re  not  talking  about  a  lot 
of  business  here,”  said  Joshua 
Tretakoffi  manager  of  alterna¬ 
tive  media  at  The  Sharper  Im¬ 
age  Corp.  in  San  Francisco. 
"We’re  talking  about  $1  million 
- —  total.  A  single  one  of  our 
stores  does  that  much  busi¬ 
ness.”  The  company  has  about 
90  stores  worldwide. 

Lillian  Vernon  currently  earns 
less  than  $1  million  per  year  in 
Internet  sales,  compared  with 
$240  million  per  year  through 
paper  catalogs.  It  doesn’t  expect 
to  see  annual  sales  of  several 
million  dollars  for  five  to  10 
years.  Likewise,  L.  L.  Bean,  Inc. 
in  Freeport,  Maine,  optimistical¬ 
ly  hopes  to  see  online  sales  top 
5%  of  overall  sales  within  three 
to  four  years. 

And  it  will  be  a  long  time  be¬ 
fore  online  sales  actually  exceed 
sales  from  the  print  catalog,  if 
that  ever  happens,  said  electron¬ 
ic  commerce  executives.  “That 
won’t  happen  until  well  beyond 
my  own  career,”  said  Steve  Rob¬ 
erts,  a  37-year-old  senior  media 
analyst  at  L.  L.  Bean. 

Emily  Green,  an  analyst  at 
Forrester  Research,  Inc.,  said 
items  that  sell  well  online  in¬ 
clude  products  that  buyers  like 
to  research  and  replenishment 


goods,  such  as  underwear  or 
button-down  shirts,  for  which 
going  to  a  store  and  handling 
the  product  isn’t  important. 

But,  Green  said,  figuring 
out  what  sells  is  mostly  a  black 
art.  “Merchants  often  don’t  un¬ 
derstand  what  to  offer,  how  to 
offer  it  and  who  to  offer  it 
to,”  she  said.  “If  they  can  nail 
down  one  of  those  variables, 


they  can  do  well.” 

Mail  orders  account  for  7.4% 
of  general,  apparel  and  furni¬ 
ture  sales,  up  from  4.7%  10 
years  ago,  according  to  Everen 
Securities  in  Chicago.  Mail¬ 
order  sales  totaled  $74.6  billion 
last  year,  according  to  the  Direct 
Marketing  Association,  an  in¬ 
dustry  group  in  New  York.  □ 

Prepackaged  Web  servers 
fail  to  find  mainstream 
user  base.  Page  55 


Paper  or  plastic? 


Catalogers  say  online  sales  attract  more  affluent  customers  than 
those  who  use  paper  catalogs;  overall,  people  who  can  access  the 
’net  are  more  affluent  than  people  who  don’t  have  Internet  access. 

Companies  also  report  other  differences  between  online  and  off¬ 
line  customers.  Officials  at  Spiegel,  Inc.  in  Downers  Grove,  III., 
said  the  firm’s  online  customers  are  more  likely  to  be  male  than 
customers  who  read  the  print  catalog.  International  Male  finds 
that  about  io%  to  15%  of  its  online  customers  are  from  outside  the 
U.S.,  compared  with  2%  to  3%  of  its  print  catalog  customers. 

Different  kinds  of  merchandise  sell  better  online  than  in  paper 
catalogs.  Lillian  Vernon,  for  instance,  uses  the  Internet  to  sell  over¬ 
stock  goods. 

And  companies  still  can’t  always  figure  out  why  some  things  sell 
better  online  than  on  paper. 

“Shoes  are  doing  well,”  said  Spiegel  spokeswoman  Allison 
Scherer.  “We  think  it’s  because  Spiegel  has  a  wide  array  of 
sizes,  and  people  come  to  us  because  they  know  we  have  hard-to- 
fit  sizes.” 

International  Male  finds  that  lower-priced  items  sell  better  on¬ 
line,  which  is  understandable  if  people  are  squeamish  about  Inter¬ 
net  security.  —  Mitch  Wagner 


Apple  spins  off  Newton 

Apple  Computer,  Inc.  last  week  spun  off  its  Newton 
unit  as  a  wholly  owned  subsidiary.  The  company,  called 
Newton,  Inc.,  will  create  handheld  computers  based  on 
the  Newton  operating  system.  Newton  could  seek  oth¬ 
er  investors  or  pursue  an  initial  public  offering,  Apple 
officials  said.  The  Cupertino,  Calif.-based  company  ap¬ 
pointed  Sandy  Benett,  vice  president  of  the  Newton 
Systems  Group,  Newton’s  chief  operating  officer. 

Informix  lays  off  100 

On  the  heels  of  its  $140  million  first-quarter  loss,  Infor¬ 
mix  Software,  Inc.  last  week  laid  off  100  employees  in 
the  U.S.  That  followed  an  earlier  dismissal  of  60  work¬ 
ers  at  the  database  vendor’s  Japanese  subsidiary.  Offi¬ 
cials  at  Menlo  Park,  Calif.-based  Informix,  which  had 
4,600  employees  at  the  end  of  the  first  quarter,  said  it 
“will  continue  to  evaluate  the  situation  and  take  action 
on  an  as-needed  basis.” 

New  York  delays  Lockheed  pact 

Officials  at  New  York's  Metropolitan  Transportation  Au¬ 
thority  (MTA)  said  it  would  delay  voting  on  a  $95  mil¬ 
lion  information  technology  outsourcing  contract  with 
Lockheed  Martin  Corp.  in  Lanham,  Md.,  after  Mayor 


Rudolph  W.  Giuliani  and  other  city  officials  criticized 
the  deal.  In  1994,  Lockheed  agreed  not  to  bid  on  city 
contracts  for  four  years  after  authorities  alleged  Lock¬ 
heed  had  unfair  access  to  top  city  decision-makers.  Al¬ 
though  the  MTA  is  separate  from  the  city  government, 
the  agency  heeded  calls  from  Giuliani  to  examine  the 
potential  impact  of  its  contract  on  the  city. 

Bills  aim  at  ending  spam 

Two  bills  introduced  on  Capitol  Hill  last  week  aim  to 
eliminate  spam,  or  junk  electronic-mail  messages.  Un¬ 
der  a  bill  introduced  by  Sen.  Frank  Murkowski  (R- 
Alaska),  Internet  service  providers  could  face  fines  if 
they  let  spam  reach  customers  who  ask  to  have  it 
blocked.  Separately,  U.S.  Rep.  Chris  Smith  (R-N.J.)  in¬ 
troduced  a  bill  that  would  ban  spam  outright. 

Sutter  retires  from  Rockwell 

James  F.  Sutter,  regarded  by  some  as  one  of  the  top 
chief  information  officers  in  the  country,  retired  last 
week  as  vice  president  and  general  manager  at  Rock¬ 
well  International  Corp.  Sutter,  60,  worked  for  14  years 
at  Rockwell  after  a  17-year  stint  at  Xerox  Corp.  He  will 
teach  information  technology  strategy  at  the  University 
of  South  California  and  work  as  a  consultant  at  The 
Peer  Group  in  Newport  Beach,  Calif. 


SAP  board  cleared  in  probe 

German  prosecutors  have  ruled  out  any  participation 
by  SAP  AG  board  members  in  suspected  insider  trading 
at  the  company  and  are  now  focusing  their  investiga¬ 
tion  on  four  SAP  employees  who  had  no  direct  access 
to  inside  information.  Investigators  have  turned  up  no 
evidence  against  71  SAP  employees  who  the  company 
said  had  direct  access  to  data  that  could  have  affected 
the  price  of  SAP  shares,  Job  Tilmann,  spokesman  for 
the  Frankfurt  prosecutor’s  office,  said  last  week.  The  in¬ 
vestigation  began  after  a  pessimistic  company  state¬ 
ment  on  expected  profits  caused  a  23%  drop  in  SAP’s 
share  price  on  Oct.  23,  1996.  Prosecutors  initially  said 
members  of  SAP’s  board  and  their  relatives  were  sus¬ 
pected  of  being  among  the  more  than  too  people 
who  made  suspicious  trades  around  the  time  of  the 
stock’s  decline. 

SHORT  TAKES  New  area  codes  in  California  could  foul 
up  service  for  15%  to  20%  of  Pacific  Bell’s  Integrat¬ 
ed  Services  Digital  Network  (ISDN)  users,  according 
to  a  California  ISDN  user  group.  Ten  area  codes  to 
be  implemented  in  the  next  two  years  could  cause 
connections  to  stop  working  unless  users  manually 
reprogram  the  equipment.  ...  Sony  Electronics  Corp. 
will  unveil  its  next  generation  of  PCs  and  peripherals 
and  outline  plans  to  converge  multimedia,  commu¬ 
nications  and  computers  at  PC  Expo  in  New  York 
June  16. 
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Ho  excuses  for 
year  2000  projects 

►  IS  must  stay  on  top  of  projects  to  make  deadline 


IT  project  leaders  earn  recognition 


By  Thomas  Hoffman 
Phoenix 


WHEN  YOU  THINK  about  it, 

many  IS  systems  executives  say, 
year  2000  projects  are  no  differ¬ 
ent  from  any  other  large-scale 
technology  initiative  —  and 
therein  lies  the  scary  part. 

The  average  large  software 
project  —  for  example,  an  enter¬ 
prise  application  development 
effort  —  costs  twice  its  initial 
budget  and  is  completed  at  least 
a  year  behind  schedule,  accord¬ 
ing  to  research  into  companies 


worldwide  by  the  Financial 
Times  in  London  and  Ovum 
Ltd.,  a  research  firm  in  the  U.K. 

So  where  does  that  leave  year 
2000  efforts? 

With  an  immovable  deadline, 
information  systems  either  have 
to  approach  the  millennium 
problem  differently  from  past 
projects  or  apply  a  best-practices 
approach,  according  to  execu¬ 
tives  attending  last  week’s  Exec¬ 
utive  Technology  Summit  ’97 
here.  The  information  technol¬ 
ogy  leadership  conference  was 
sponsored  by  the  Society  for  In¬ 
formation  Management  and 
Computerworld. 

NARROW  FOCUS 

John  Singel,  a  consultant  at 
Price  Waterhouse  in  New  York, 
said  one  way  to  avoid  project 
“creep,”  in  which  projects  con¬ 
tinue  to  mushroom,  is  to  keep 
the  scope  narrowly  defined. 

The  common  message  from 
attendees  was  that  year  2000  or 
other  projects  need  sponsorship 
from  the  company’s  top  execu¬ 
tives  in  order  to  succeed. 

The  biggest  problem  facing 
year  2000  projects  is  “the  lack 
of  attention  given  to  [the  prob¬ 
lem]  by  senior  management  rel¬ 
ative  to  other  projects  with  the 
same  downside  potential”  on 
the  business,  said  David  Pessel, 
director  T  strategic  technology 
and  applications  at  Caliber  Tech¬ 


nology,  Inc.  in  Akron,  Ohio. 

Senior-level  commitment 
helped  AmerCable  complete  its 
shift  from  an  IBM  AS/400- 
based  manufacturing  system  to 
a  Novell,  Inc.  NetWare-based 
system  within  its  nine-month 
target  in  early  1996,  said  Don 
Hopkins,  MIS  director  at  the 
undersea  cable  manufacturer  in 
El  Dorado,  Ark. 

Senior  management  “stayed 
on  top  of  the  project  from  Day  1 
to  make  sure  we  hit  all  our  dead¬ 
lines,  and  it  made  all  the  differ¬ 
ence,”  Hopkins  said. 


Companies  should  also  leave 
themselves  enough  time  to  test 
converted  systems.  Many  sys¬ 
tems  integrate  and  are  interde¬ 
pendent  with  other  systems, 
said  Jim  Love,  an  assistant  vice 
president  of  IS  at  ITT  Hartford 
Group  in  Hartford,  Conn.,  who 
retired  last  week. 

James  L.  Lamoin,  another  in¬ 
surance  industry  veteran  who 
became  a  consultant  at  C.  W. 
Costello  &  Co.  in  Middletown, 
Conn.,  after  leaving  Aetna  Life 
Insurance  Co.  last  year,  recom¬ 
mended  that  one  of  his  banking 
clients  form  a  year  2000  proj¬ 
ect  management  team  that 
draws  representatives  from  the 
bank’s  legal  and  auditing 
departments. 

Year  2000  gurus  say  such 
team  approaches  are  useful  in 
getting  commitment  and  feed¬ 
back  from  different  parts  of  the 
organization  and  helping  firms 
identify  their  risks  and  legal  ex¬ 
posures  relative  to  customer  and 
partner  relationships. 

Legal  problems  include  law¬ 
suits  that  could  be  filed  by  finan¬ 
cial  clients  whose  investments 
have  been  damaged  or  litigation 
by  shareholders  of  companies 
whose  software  fails  in  the  next 
millennium.  □ 


Securities  industry  seeks 
CEO  support  for  year 
2000  work.  Page  63 


►  Winners  recognized 
for  dedication  to  jobs 

By  Julia  King 

for  three  years,  Doug  Heath- 
erly  of  Mason  &  Hanger  Corp. 
frequently  juggled  up  to  100 
tasks  per  day  to  keep  on  track 
with  an  $8  million  re-engineer¬ 
ing  project  at  the  U.S.  Depart¬ 
ment  of  Energy  (DOE)’s  Pantex 
plant  in  Amarillo,  Texas. 

This  week,  the  project  manag¬ 
er  will  be  in  New  York  to  receive 
one  of  five  1997  Project  Leader¬ 
ship  Awards  from  New  York- 
based  Applied  Business  Tech¬ 
nology  Corp. 

The  other  winners  —  chosen 
from  more  than  60  nomina¬ 
tions  —  are  the  following: 

■  Jim  Wagner,  a  project  manag¬ 
er  at  Delta  Health  Systems  in 
Altoona,  Pa.,  who  sent  newspa¬ 
per  articles  to  educate  upper 
managers  and  secure  their  sup¬ 
port  for  a  critical  year  2000  proj¬ 
ect.  That  was  in  1995.  Today,  his 
team  has  fixed  more  than  1  mil¬ 
lion  lines  of  code  in  5,900  pro¬ 
grams,  which  are  being  tested 
for  deployment  next  year. 

■  Gene  Dressier,  who  managed 
a  ioo-person  team  that  devel- 


By  Justin  Hibbard 

Microsoft  corp.  and  Net¬ 
scape  Communications  Corp. 
are  pulling  users  in  different  di¬ 
rections  to  pick  a  “push”  tech¬ 
nology. 

The  two  companies  last  week 
made  competing  bids  to  users  to 
support  the  push  technology 
platforms  in  their  forthcoming 
browsers,  which  are  due  for  re¬ 
lease  this  summer.  Both  brows¬ 
ers  will  offer  mechanisms  for 
receiving  automatically  updated 
content  in  windows  that  sit  on 
users’  desktops. 

Netscape  last  week  released  to 
developers  a  beta  version  of  Net¬ 
caster,  the  push  component  of 
its  Communicator  browser.  The 
Mountain  View,  Calif.,  firm  also 
said  Netcaster  will  be  able  to  re¬ 
ceive  content  developed  by  more 
than  100  providers  for  Castanet 
push  software  from  Marimba, 
Inc.  in  Palo  Alto,  Calif. 

Microsoft  announced  12  con¬ 
tent  providers  that  will  develop 
information  channels  for  the 
vendor’s  Internet  Explorer  4.0 
browser.  The  Redmond,  Wash., 
firm  also  demonstrated  how  ad- 


oped  fraud-detection  software  at 
GTE  Telecommunications  Ser¬ 
vices  in  Tampa,  Fla. 

■  Janet  Vasak,  whose  300-per¬ 
son  team  at  government  con¬ 
tractor  Science  Ap¬ 
plications  Interna¬ 
tional  Corp.  estab¬ 
lished  a  centralized 
software  develop¬ 
ment  factory  at  the 
U.S.  Environmental 
Protection  Agency. 

■  Julio  Gonzalez, 
whose  team  at  The 
Chase  Manhattan 
Bank  Corp.  success¬ 
fully  merged  two 
customer  informa¬ 
tion  systems  that 
serve  600  retail 
branches  and  3  million  custom¬ 
ers,  following  the  Chase/Chem¬ 
ical  Bank  merger. 

The  winners  will  present  their 
projects  next  month  to  attend¬ 
ees  at  the  annual  Project  Leader¬ 
ship  Conference  in  Chicago. 

Top-notch  organizational  and 
communications  skills  —  cou¬ 
pled  with  an  ability  to  promote 
projects  —  are  key  talents  the 
winners  share,  according  to 
managers  who  nominated  them 
for  the  awards. 


ministrators  can  use  the  Inter¬ 
net  Explorer  Administration  Kit 
4.0  to  configure  browsers  to  re¬ 
ceive  pushed  content  and  to  lock 
down  the  settings.  The  kit  is  due 
out  shortly  after  the  browser. 

BATTLE  BEGINS 

Both  vendors  are  waging  a 
pitched  campaign  to  persuade 
information  systems  managers 
and  content  providers  to  devel¬ 
op  applications  for  their  respec¬ 
tive  push  platforms. 

Unique  to  Microsoft’s  plat¬ 
form  is  the  Channel  Definition 
Format  (CDF),  a  proposed  stan¬ 
dard  under  consideration  by  the 
World  Wide  Web  Consortium. 
The  CDF  lets  users  choose  to 
download  only  certain  pages  of  a 
site  and  only  certain  parts  of  a 
page.  It  also  lets  users  schedule 
downloads  and  determine  the 
size  of  downloads. 

Netscape  officials  said  Net¬ 
caster  will  offer  the  same  fea¬ 
tures  as  Internet  Explorer  4.0. 
Netscape’s  push  platform  is 
based  on  Hypertext  Markup 
Language,  Java  and  JavaScript 
—  technologies  that  Netscape 
claims  developers  already  accept 


“It’s  easy  to  put  in  a  new 
piece  of  software,  but  it’s  very 
difficult  to  get  people  to  think 
about  doing  their  jobs  different¬ 
ly,”  said  Dave  Michaels,  the  IS 
division  manager 
at  Mason  & 
Hanger,  who  rec¬ 
ommended 
Heatherly  for  the 
award. 

Among  other 
things,  Heatherly 
created  brochures 
explaining  the 
project,  which 
completely  over¬ 
hauled  the  way 
the  DOE  tracks 
the  assembly  and 
dismantling  of 
nuclear  weapons.  He  also  estab¬ 
lished  training  for  everyone 
involved  in  the  project,  Michaels 
said. 

At  GTE,  IS  director  Ron  Caru- 
ana  lauded  Dressier  for  his  on- 
time  delivery  of  what  had  been 
the  most  complex  software  de¬ 
velopment  project  in  GTE’s  his¬ 
tory.  Moreover,  throughout  the 
project,  GTE  was  in  the  midst  of 
migrating  to  new  middleware 
and  upgrading  its  Tandem  Com¬ 
puters,  Inc.  mainframe.  □ 


as  standards.  It  maintains  that  a 
new  standard  such  as  the  CDF 
is  unnecessary. 

James  King,  vice  president  of 
strategy  and  technology  at  pub¬ 
lisher  Reed  Elsevier,  Inc.  in 
Newton,  Mass.,  said  his  compa¬ 
ny  will  use  the  CDF  to  push 
content  to  employees  over  the 
corporate  intranet  and  to  cus¬ 
tomers  over  the  Internet. 

King  said  he  liked  the  simple 
way  that  Internet  Explorer  4.0 
lets  nontechnical  users  choose 
the  information  they  want  to 
receive.  “Internet  Explorer  lets 
us  not  just  put  control  in  the 
IS  manager’s  hands,  but  in 
the  hands  of  the  end  user,”  he 
said. 

Netscape’s  Netcaster  offers 
similar  features  for  personaliza¬ 
tion,  according  to  Neil  Fox, 
manager  of  advanced  develop¬ 
ment  and  applied  technology  at 
TRW,  Inc.  in  Cleveland.  Fox  test¬ 
ed  Netcaster  and  said  his  com¬ 
pany  likely  will  use  it.  □ 


“Pull"  search  engines 
have  some  users  recon 
sidering  the  "push"  intranet 
model.  Page  55 


#  Consultant  James  Lamoin 
recommends  creating  a 
project  team  to  ensure 
year  2000  projects  cover 
every  angle. 


Vendors  'push'  browser  battle 


Honored  for  DOE'S 
training  efforts 


Isn’t  it  strange  how  vendors  tell  you  what  a  great  investment 


With  constant  IT 


equipment  upgrades, 


your  old  stuff 


ends  up  someone 


else's  problem. 


Is  this  a  great  time,  or  what? 


- 

MCI 


their  bleeding  edge  technology  is  this  year,  then  come  back  the 
next  year  with  their  even  more  expensive  latest  and  greatest? 

There  is,  however,  a  less  costly  way  to  ensure  your  networks  are 
always  the  best  configuration  of  hardware,  NOS  and  applications. 
Leasing  and  upgrade  programs  from  MCI.®  That’s  right,  MCI. 

Because,  since  we  acquired  SHL  Systemhouse™  (recognized 
by  industry  analysts  as  a  leader  in  client/server  computing),  we’ve 
been  building  quite  a  reputation  for  ourselves. 

To  the  point  that  Data  Communications  magazine  has  just 
voted  our  enterprise  management  service,  with  its  end-to-end,  24/7 
service  and  support,  one  of  their  “Hot  Products”  for  1997. 

So  why  not  look  into  our  leasing  and  management  programs. 
They’ll  ensure  that  your  networks  are  always  configured  with  the 
latest  industry-standard  technology  for  a  surprisingly  small  amount 
of  money.  And  those  are  just  some  of  our  programs. 

Check  out  the  others  at  www.mci.com  or  call  1-800-338-6815, 
and  leave  your  problems  to  us. 
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Lotus,  Microsoft 
to  boost  messaging 

►  But  Notes  users  may  wait  for  later  version 


IMPROVED  MESSAGING  WARES 

Product 

New  features 

Availability 

Lotus  Notes  4.6 

Calendaring  enhancements,  tighter  integration  with 
desktop  applications  and  browsers,  customizable 
navigation  pane  for  Notes  applications 

Q3  1997 

Lotus  Notes  5.0 

IMAP,  LDAP  and  NNTP  support 

Year's  end 

Microsoft  Osmium 

Lifts  the16G-byte  message  limit,  improves  LDAP 
support  and  support  for  IMAP 

Year's  end 

By  Barb  Coli-Gomolski 

lotus  will  extend  the  Inter¬ 
net  hooks  in  its  Notes/ Domino 
messaging  products,  and  Micro¬ 
soft  will  extend  the  scalability  of 
Exchange  in  upgrades  slated  for 
later  this  year 

Lotus  Development  Corp.  last 
week  announced  plans  to  deliv¬ 
er  Version  4.6  of  its  Notes  client 
and  Domino  server  in  the  third 
quarter  and  confirmed  that  Ver¬ 
sion  5.0  will  ship  by  year's  end. 

And  Microsoft  Corp.  con¬ 
firmed  last  week  that  the 
company  will  release  an  up¬ 
grade  to  Exchange  —  code- 
named  Osmium  —  by  year's 
end. 

For  Lotus  users,  the  4.6  client 
upgrade  means  better  Internet 


hooks  and  an  improved  user  in¬ 
terface.  Domino  4.6  server  will 
add  support  for  Internet  Mail 
Access  Protocol  (IMAP)  and 
Lightweight  Director}'  Access 
Protocol  (LDAP). 

But  with  even  more  substan¬ 
tial  enhancements  on  tap  for 
Version  5.0,  several  large  Notes 
sites  said  they  would  pass  up  the 
4.6  upgrade. 

“There  are  some  nice  user  in¬ 
terface  features  in  4.6,  but  we’ll 
hold  off  until  5.0,”  said  Dale 
Llewellyn,  a  senior  scientific 
computing  consultant  at  Smith- 
Kline  Beecham  in  King  of 
Prussia,  Pa.,  a  large  Notes  shop. 
Llewellyn  said  the  release  could 
attract  customers  who  are  com¬ 
paring  Notes  with  Microsoft 
Outlook  or  Netscape  Communi¬ 


cations  Corp.'s  soon-to-be-re- 
leased  Communicator  clients. 

The  4.6  Notes  client  will 
more  closely  resemble  its  rivals’ 
offerings  in  that  it  will  include  a 
feature,  called  portfolios,  for 
grouping  frequently  used  Notes 
applications  together. 

“[Version]  4.6  is  better,  but 
5.0  will  be  better  yet,’’  said  Tom 
Austin,  an  analyst  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 

The  Notes  Version  5.0  client 
will  support  IMAP,  giving  re¬ 
mote  users  more  flexibility  in 
the  way  the}’  download  mes¬ 
sages.  It  will  also  support  LDAP 
as  a  means  of  tapping  in  to  di¬ 
rectories  and  the  Network  News 


Transport  Protocol  (NNTP). 

With  Microsoft’s  Osmium, 
users  are  expected  to  gain  need¬ 
ed  scalability  enhancements. 

Microsoft  product  manager 
Dave  Malcolm  said  Osmium 
will  lift  the  current  i6G-byte 
limit  on  mail  storage.  Malcolm 
declined  to  say  what  the  new- 
limit  will  be,  but  sources  said  it 
will  be  a  roomy  16T  bytes. 

“The  key  thing  [in  Osmium] 
will  be  the  increase  in  the  [mes¬ 
sage]  store,’’  said  Al  Mulnick.  a 
consultant  at  Glaxo  Wellcome, 
Inc.  in  Research  Triangle  Park, 
N.C.  “If  you  want  to  put  thou¬ 
sands  of  users  on  a  powerful 
server,  the  current  i6G-byte  lim¬ 


it  gets  chewed  up  pretty  fast” 

Malcolm  said  Microsoft 
showed  a  prebeta  version  of  Os¬ 
mium  handling  the  equivalent 
of  about  2  million  messages  per 
day  at  its  recent  Scalability  Day 
event  in  Newr  York. 

The  Osmium  release  will  also 
support  IMAP  and  add  en¬ 
hanced  LDAP  support  to  let 
users  edit  directories.  Also  in 
the  Osmium  time  frame,  the 
company  is  expected  to  enhance 
Outlook,  its  electronic-mail  and 
groupware  client  □ 


Integrated  messaging  still 
more  fantasy  than  reality. 
Page  51 


Quick,  hide  the  data  warehousing  experts 

roMTimirn  from  paof  1 


Compensation  for  full-time 
warehousing  personnel  is  top¬ 
ping  the  $100,000  mark  in 
some  cases,  according  to  IS  offi¬ 
cials  and  technology  staffing  re¬ 
cruiters.  Consulting  can  be  even 
more  lucrative:  Topflight  ware¬ 
housing  consultants  rake  in  be¬ 
tween  S1.500  and  $3,500  per 
day  (see  story  below). 


The  situation  is  causing  two 
kinds  of  headaches  for  employ¬ 
ers.  Companies  that  don’t  have 
internal  warehousing  skills  face 
limited  prospects  and  stiff  com¬ 
petition  in  the  job  market  And 
companies  that  have  built  data 
warehouses  are  losing  workers 
to  external  raids  or  the  consult¬ 
ing  business. 


“I  had  no  shortage  of  head¬ 
hunters  calling  me.”  said  Bren¬ 
da  Monda,  who  was  in  charge  of 
data  warehousing  and  other 
data  management  projects  at 
US  West  Communications,  Inc. 
in  Denver  until  early  last  month. 

Moncla  finally  jumped  at  an 
offer  to  become  an  executive  at 
Pine  Cone  Systems,  Inc.,  aware- 
housing  tools  start-up  in  Engle- 
wood,  Colo.  Part  of  her  reason 
for  making  the  jump  was  the  op¬ 
portunity  to  get  an  equity  stake 
in  the  company,  she  said. 

HOT  COMMODITIES 

Warehousing  experts  “are  hot 
commodities,  no  question,” 
said  Chris  Courim,  manager  of 
systems  development  for  busi¬ 
ness  operations  at  MCI  Com¬ 
munications  Corp.’s  mass  mar¬ 
kets  unit  in  Denver.  He  runs  a 
6oG-byte  data  mart  that  ana¬ 
lyzes  finandal  information. 

Courim’ s  group  used  a  mix  of 
consultants  and  internally 
trained  employees  to  build  the 
data  mart.  Since  it  went  into 
production,  “we’ve  lost  some 
people  and  gained  some,”  he 
said.  “It’s  a  process  of  give  and 
take,  and  you’re  constantly 
working  at  it.”  The  need  to  keep 
finding  and  training  workers 
has  “substantially”  slowed 
down  development  schedules, 
Courim  said. 

Winter,  Wyman  &  Co.,  a  Wal¬ 


tham.  Mass.,  staffing  and  place¬ 
ment  firm  that  serves  New  En¬ 
gland.  has  listed  137  warehous¬ 
ing-related  jobs  in  the  past  six 
months.  Nearly  half  of  those 


Staffing  a  data  warehousing 
project  is  “a  process  of  give 
and  take,  and  you're  con¬ 
stantly  working  at  it" 

jobs  —  67  in  total  —  remain  un¬ 
filled,  said  Brian  Hoffman, 
managing  partner  at  the  firm’s 
information  technology  divi¬ 
sion. 

“Right  now',  the  demand  far 
outweighs  the  supply,”  Hoff¬ 
man  said.  Experienced  ware¬ 
house  architects  can  command 
salaries  that  range  from 
$65,000  to  $115,000,  he  said. 
And  companies  that  normally 
insist  that  applicants  know  a 
specific  database  are  w'aiving 
that  requirement  and  offering  to 
train  people  with  warehousing 
skills  on  other  databases. 

Richard  Rist,  vice  president  of 
The  Data  Warehousing  Institute 


in  Gaithersburg,  Md.,  said  he 
gets  telephone  calls  weekly  from 
headhunters,  vendors  and  con¬ 
sulting  firms  that  w'ant  to  access 
the  institute's  3,000-member 
mailing  fist.  One  Big  Six  con¬ 
sulting  firm  “basically  offered 
me  $5,000  a  head”  to  steer  ex¬ 
perienced  data  warehousing  ar¬ 
chitects  its  w'ay,  he  said. 

By  contrast,  Rist  said  he 
doesn’t  get  many  calls  from  peo¬ 
ple  looking  for  warehousing 
jobs.  “If  you’re  good,  you’ve 
probably  already  been  found,” 
he  said. 

Some  companies  have  given 
up  looking  and  either  hired 
high-priced  consultants  or 
tapped  their  training  budgets  to 
develop  data  warehousing  skills. 
For  example.  Sears,  Roebuck 
and  Co.  turned  to  internal  train¬ 
ing  because  of  the  supply  short¬ 
age  and  a  decision  that  ware¬ 
housing  could  be  a  growth  path 
for  employees. 

But  now.  Sears  is  “finding 
that  our  people  have  some  very 
marketable  skills,”  said  Ryland 
Harrelson,  director  of  human 
resources  for  IS  at  the  Hoffman 
Estates,  Ill.,  retailer.  “They  be¬ 
come  known  [in  the  industry] 
and  get  recruited  away  from 
us.”  To  try  to  stay  competitive, 
Sears  pays  warehousing  work¬ 
ers  between  $50,000  and 
$95,000  in  salary  and  bonuses, 
he  said.  □ 


Wal-Mart  data  miners 
pinpoint  product  demand 
at  individual  stores.  Page  63 


Consultants:  Luring  big  fish  with  big  bucks 

it  isn’t  just  other  companies  building  data  warehouses  that  want 
to  raid  your  experienced  warehousing  staffs.  Vendors  and  consult¬ 
ing  firms  are  also  baiting  their  hooks,  and  consultants  are  offering 
the  choicest  morsels. 

Cheri  Comstock,  a  partner  at  The  Focus  Croup  recruiting  firm  in 
Chapel  Hill,  N.C.,  said  she  knows  one  warehousing  consultant 
who  puiled  in  $320,000  last  year,  “tf  you're  good  at  it,  you  can 
make  a  lot  of  money,”  she  said. 

People  who  can’t  command  those  dollars  should  still  be  able  to 
earn  $80  per  hour  on  long-term  contracts,  according  to  several 
sources.  Even  that  adds  up  to  a  tidy  S640  per  day. 

Some  high-profile  data  warehouse  managers  have  taken  note 

this  year. 

For  example,  Jerry  Silva,  who  was  development  manager  of 
data  v.arehouse  initiatives  at  PacifiCare  Health  Care  Systems,  Inc. 
in  Cypress,  Calif.,  jumped  to  a  consulting  firm.  And  Sid  Richardson 
left  a  warehousing  job  at  Montgomery  Securities,  Inc  in  San  Fran¬ 
cisco  to  become  an  independent  consultant. 

Brenda  Moncla,  the  former  head  of  warehousing  and  data  man¬ 
agement  ct  !JS  West  Communications,  lost  her  data  warehousing 
director  to  the  consulting  business  last  fall  and  spent  several  fruit¬ 
less  monti  -  r  gto  find  an  experienced  replacement  After  train¬ 
ing  someon  item  ally,  Moncla  left  two  months  ago  to  join  a  ware- 
ousing  vendo  Arid  they  still  haven't  backfilled  my  job,”  she 
said.  —  Craig  Stedman 


(www.computerworld.com;  May  26.  1997  Corn  put  erwc:  fc. 


Token  Ring  switching  activity  picks  up 


By  Bob  Wallace 


madge  networks,  inc.  became  the 
second  major  vendor  in  a  week  to  an¬ 
nounce  a  Token  Ring  switch  designed  to 
extend  the  life  of  Token  Ring  LANs. 

Mission-critical  applications  on  Token 
Ring  LANs  need  to  go  beyond  sharing 
the  available  16M  bit/sec.  bandwidth. 
The  new  switches  provide  dedicated 
bandwidth  and  protect  users’  infrastruc¬ 
ture  investment 

The  Madge  announcement  came  days 
after  Santa  Clara,  Calif. -based  Bay  Net¬ 
works,  Inc’s  formal  unveiling  of  the 
Centillion  50T,  a  16-port  Token  Ring 


Videoconferencer 
adds 'net  product 


By  Matt  Hamblen 

PictureTel  coRP.  last  week  jumped 
on  the  Internet-based  desktop  video- 
conferencing  bandwagon  with  its  Live- 
LAN  3.0. 

Analysts  and  corporate  users  said  the 
Andover,  Mass.,  company’s  move  to  In¬ 
ternet  standards  will  boost  desktop  video- 
conferencing  technology',  w'hich  is  still 
taking  baby  steps  tow'ard  business  uses. 

A  desktop  videoconferencing  manager 
at  Amoco  Corp.  in  Chicago  said  the  an¬ 
nouncement  has  tempted  him  to  test  the 
product.  “PictureTel  was  very  proprietary 
before  and  was  not  a  good  mesh  with 
Amoco’s  architecture,”  said  Joseph  Jes- 
son,  staff  information  systems  consul¬ 
tant  at  Amoco. 

Amoco  has  used  PictureTel’s  room- 
size  videoconferencing  products  for  sev¬ 
eral  years  in  37  sites  worldwide,  but  it  has 
depended  on  ProShare  by  Intel  Corp.  in 
Santa  Clara,  Calif.,  for  a  limited  number 
of  desktops,  Jesson  said. 

He  and  several  analysts  said  they  are 
encouraged  by  features  that  let  LiveLAN 
3.0  interconnect  with  other  Internet- 
based  products  that  use  the  H.323  stan¬ 
dard. 

“We  don’t  have  a  lot  of  desktop  video¬ 
conferencing  users  out  there,”  said  Rob 
Enderle,  a  senior  analyst  at  Giga  Infor¬ 
mation  Group  in  Santa  Clara,  Calif.  “The 
biggest  problem  until  recently  w>as  no  in¬ 
ter  operability,  and  now'  we’ve  got  a  bunch 
of  different  videoconferencing  compa¬ 
nies  that  dan  talk  to  each  other.” 

NetMeeting  2.0  w'as  announced  last 
month  by  Microsoft  Corp.  in  Redmond, 
Wash.  It  features  Internet-based  data  col¬ 
laboration  and  videoconferencing.  Intel 
has  an  Internet-enabled  product,  Inter¬ 
net  Video  Phone.  Zydacron  in  Manches¬ 
ter,  N.H.,  last  week  joined  the  group  with 
First  Virtual  Corp.  in  Santa  Clara,  Calif., 
to  demonstrate  the  H.323  capability. 

NetMeeting  2.0  is  free.  LiveLAN  3.0 
will  begin  selling  next  month  for  $7,995 
for  five  terminals  and  a  gateway  device.  □ 


workgroup  switch. 

Other  vendors  are  expected  to  follow' 
suit  with  summer  and  fall  product 
launches,  said  Kevin  Tolly,  an  analyst  at 
The  Tolly  Group  in  Manasquan,  N.f . 

That  is  good  news  for  users  who  were 
concerned  that  vendors  weren’t  paying 


enough  attention  to  the  switching 
technology. 

Cisco  Systems,  Inc  officials  confirmed 
plans  to  ship  a  new  Token  Ring  switch 
and  a  switch  module  for  its  Catalyst  5000 
LAN  switch  in  the  second  half  of  this 
year.  Both  were  developed  with  Olicom 


USA,  inc.  in  Plano,  Texas. 

San  Jose,  Calif. -based  Madge’s  planned 
Smart  RingS witch  Plus  has  a  1.5G 
bit/sec.  backplane  and  can  support  up  to 
36  twisted-pair  or  24  fiber  connections.  It 
can  be  equipped  with  a  $5,950  Asynchro¬ 
nous  Transfer  Mode  uplink  for  connec¬ 
tion  to  backbone  nets. 

The  Madge  switch  is  scheduled  to  ship 
in  August  at  $750  per  port  when  fully 
configured.  □ 


Trend  Micro  Is  Now  1  In  Enterprise-Wide  Virus  Protection 
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hell  Oil  shifts  safety  data  to  intranet 


►  Cost-saving  move  may  establish  industry  standard 


By  J  ustin  Hibbard 


at  shell  oil  co.,  hazardous  chemicals 
don’t  go  anywhere  without  a  safety  sheet. 
Now  those  safety  sheets  go  anywhere  the 


corporate  intranet  goes. 

The  company  is  rolling  out  an  intranet 
application  for  creating  and  distributing 
“material  safety  data  sheets”  to  employ¬ 
ees  and  perhaps  customers. 


Chemical  companies  are  required  to 
make  the  sheets  —  full  of  information 
about  the  health  hazards  and  flammabil¬ 
ity  of  a  particular  substance  —  available 
to  anyone  who  handles  their  products. 

Users  and  analysts  said  intranets  are 
gaining  popularity  in  the  chemicals  in- 
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dustry  as  an  efficient  and  inexpensive 
way  to  manage  the  numerous  safety 
sheets.  Companies  such  as  Air  Products 
and  Chemicals,  Inc.  may  follow  Shell’s 
lead. 

Mike  Salvino,  a  senior  consultant  at 
Andersen  Consulting  in  Chicago,  said 
companies  can  save  as  much  as  25%  by 
distributing  sheets  on  an  intranet. 

Shell,  an  early  adopter,  expects  its  in¬ 
tranet  system  to  be  cheaper  and  easier  to 
use  than  its  current  mainframe-based 
system. 

“We  anticipate  that  we’re  going  to  see 
some  cost  savings,”  said  Jerry  Ramsdell, 
an  industrial  hygienist  at  Shell.  “The 
mainframe  system  requires  accounts  [for 
each  user  who  needs  access],  and  we’re 
constantly  paying  for  those  whether 
we’re  using  them  or  not.”  With  the  intra¬ 
net,  departments  will  pay  based  on  actual 
usage  rather  than  the  number  of  ac¬ 
counts. 

The  Houston-based  company  codevel¬ 
oped  the  application  with  American 
Management  Systems,  Inc.  (AMS),  a 
consultancy  in  Fairfax,  Va.  The  compa¬ 
nies  chose  World  Wide  Web  technology 
because  it  can  run  on  many  different  PC 
operating  systems,  said  David  Cogar,  the 
AMS  project  manager. 

“Shell  is  a  group  of  subsidiaries,  each 
with  their  own  computing  standards  and 
CIOs,”  Cogar  said.  “There  was  no  way  to 
deploy  a  client/ 
server  system.” 

A  proprietary 
client/server  system 
would  have  required 
developing  multiple 
versions  of  a  client 
application  and  re¬ 
distributing  them 
every  time  the  appli¬ 
cation  changed,  Co¬ 
gar  said.  The  intra¬ 
net  application  is 
updated  once  in  a  central  database  and 
accessed  through  Web  browsers,  which 
run  on  many  operating  systems. 

OK  WITH  OSHA 

Widespread  access  to  the  application  is 
key  to  satisfying  the  U.S.  Occupational 
Safety  and  Health  Administration’s 
(OSHA)  Hazard  Communication  Stan¬ 
dard,  which  requires  distribution  of  the 
safety  sheets. 

Electronic  access  satisfies  the  require¬ 
ment  as  long  as  PCs  are  readily  available 
to  workers,  said  Jill  Hyman,  a  lawyer  at 
environmental  law  firm  Manko,  Gold  & 
Katcher  in  Bala  Cynwyd,  Pa. 

Shell’s  intranet  application  could  dis¬ 
tribute  the  data  sheets  to  customers,  too, 
but  the  company  must  be  able  to  prove 
the  appropriate  data  sheet  reached  the 
customer  by  the  time  the  chemical  did. 

Web  access  logs  could  show  that  a  cus¬ 
tomer  accessed  a  safety  sheet,  but  it  isn’t 
yet  clear  whether  that  will  satisfy  OSHA, 
Hyman  said. 

Shell  estimates  it  spent  between 
$3  million  and  $4  million  building  the 
application.  The  company  plans  to  re¬ 
coup  some  of  the  costs  by  working  with 
AMS  to  sell  the  software  to  other  compa¬ 
nies.  □ 


Firms  can  save 
as  much  as  25% 
by  distributing 
safety  sheets  on 
an  intranet,  said 
Mike  Salvino, 
a  senior 
consultant  at 
Andersen 
Consulting. 


The  S  AS®  Data  Warehouse  Solu  1 1 


Steel 


The  top-of-the-line  data  warehousing  software 

will  have  a  positive  impact  on  your 
business  decision  makers. 

And  wait  until  you  see  what  it  does 

for  your  bottom  line. 


Smart  business 
decisions. 

Even  smarter 
investment. 

A  recent  International  Data  Corporation  (I DC)  study 
of  organizations  that  have  implemented  data  warehouses 
reveals  an  average  three-year  Return  on  Investment  of 
401%!  There's  no  better  choice  for  reaping  similar  rewards 
than  the  SAS  Data  Warehouse,  a  data  warehousing 
Product  of  the  Year  for  two  years  running. 

And  the  world's  only  end-to-end  warehousing 
solution  for  managing,  organizing,  and  exploiting  your 
business  data — including  data  from  external  sources. 
Here's  what  two  companies  featured  in  the  IDC  study 
have  to  say: 

MERRILL  LYNCH  ROI=1,464% 

For  this  leader  in  financial  services  markets,  the  SAS 
Data  Warehouse  yielded  fast  payback  and  measurable 
benefits.  According  to  John  Crawford,  VP  of  Reporting 
Systems  in  the  Marketing  Systems  Group,  “We’ve  been 
using  SAS  software  for  all  of  our  solutions  in  terms  of 
our  data  warehouse  implementation,  and  our  return 
on  investment  has  only  grown... it’s  a  broad-scope, 
well-integrated  solution  that  provides  all  of  our  data 
warehousing  needs  from  one  vendor,  and  there's  no 
other  single  vendor  out  there  capable  of  doing  that." 

LTV  STEEL  COMPANY  ROI=16,995% 

As  the  third  largest  steel  operator  in  the  U.S.,  they've 
been  using  SAS  software  for  data  warehousing  since 
long  before  the  term  was  coined.  According  to  Quality 
Assurance  Senior  Analyst  Robert  Scharl,  “SAS  software 
is  THE  element  of  our  data  warehousing  solution.  It 
beat  everything  else  for  data  retrieval... and  it  would 
have  cost  us  maybe  a  half  million  dollars  to  bring 
something  else  in  for  a  data  warehousing  system.” 
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SAS  institute  Inc. 


The  Business  of  Better  Decision  Making 


E-mail:  cw@sas.com  www.sas.com/dw/  919.677.8200  In  Canada  1.800.363.8397 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©  1997  by  SAS  Institute  Inc 
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THERE  ARE  TWO  THINGS  BERND  BETSCHMANN,  SWISS  BANKER,  CANNOT  D 
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THE  OTHER  IS  HIS  WINDOWS  NT®  SERVER. 


When  Swiss  bankers  make  Internet  transactions,  they  do  it  on  a 
Tandem ®  Windows  NT  Server-based  system.  And  they  do  it  with 
the  security  that  Tandem  brings  in  handling  90%  of  the 
world’s  stock  transactions,  80%  of  all  ATM  transactions,  66%  of 
all  credit  card  validations,  and  two-thirds  of  all  911  calls  in 
the  United  States.  Tandem’s  cost-effective  solutions  for  modular 
growth  in  the  areas  of  finance,  retail,  telecommunications, 
insurance  and  elsewhere  now  bring  business-critical  reliability 
to  every  customer,  for  every  transaction  they  make.  Contact  us  at 
www.tandem.com  for  more  information.  Or  call  1-800-NONSTOP, 
ext.  8003  to  receive  our  latest  information  pack  which  includes 
the  new  Windows  NT  Enterprise  Management  Sampler  CD. 

Every  second,  every  transaction,  every  customer  counts. 


^ANDEWI 
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Microsoft  kit  takes  IS  out  of  intranet  loop 


►  Network  managers  divided  on  decentralized  control 


By  Justin  Hibbard 


Microsoft  corp.  is  taking  its  intranet 
message  to  the  cubicles. 

The  software  giant  is  offering  users  a 


way  to  start  their  own  small  intranets 
with  the  Microsoft  Office  60  Minute  In¬ 
tranet  Kit,  which  comes  with  ready-made 
Hypertext  Markup  Language  (HTML) 
page  templates  and  instructions  for  cre¬ 


ating  intranet  sites. 

The  kit,  available  as  a  free  download 
at  www.microsoji.com/office/intranet/,  was 
designed  for  small  workgroups  that  want 
to  share  documents  created  with  Micro¬ 
soft’s  Office  97  and  its  FrontPage  97 
HTML  page  authoring  tool. 


Technology.  It’s  moving  fast.  And  our  schools  are  falling  behind.  Why? 
Lack  of  funds.  Lack  of  resources.  Lack  of  expertise.  That’s  where  your 
company  comes  in.  By  supporting  Tech  Corps.  A  grassroots  effort  to 
enhance  teaching  and  learning  through  technology. 
And  give  students  the  advantage  they  need  to 
get  ahead  in  the  game  of  life.  Discover  the  rewards 
of  becoming  a  Tech  Corps  Corporate  Sponsor. 
508/620-7751  •  http://www.ustc.org 
America  needs  to  know. 


Organizations  already  providing  national  sponsorship  include: 

Cellular  Telecommunications  Industry  Association  Foundation  (CTIA).  Digital  Equipment  Corporation,  and  MCI  Foundation 


Workgroup  members  can  use  a  per¬ 
sonal  World  Wide  Web  server  that  comes 
with  FrontPage  97  to  serve  documents 
stored  on  their  PCs  to  other  users  on  a 
LAN.  Or  they  can  store  the  documents  on 
a  stand-alone  intranet  server. 

Pete  Skinner,  manager  of  technology 
architecture  at  BC  Hydro,  Inc.  in  Vancou¬ 
ver,  British  Columbia,  said  he  liked  the 
idea  of  a  product  that  helps  users  create 
intranet  content,  but  he  had  reservations 
about  miniature  intranets  springing  up 
around  the  company.  “The  small,  inde¬ 
pendent  Web  servers  are  going  to  be  a 
problem  for  enterprises  because  you 
can’t  manage  the  deployment,”  he  said. 

Especially  troubling  to  Skinner  was  the 
notion  of  users  serving  documents  from 
their  PCs.  Systems  could  crash  if  users 
request  too  many  documents,  he  said. 

Also,  Skinner  said,  making  documents 
available  only  to  users  on  a  LAN  defeats 
the  main  purpose  of  an  intranet. 

“Hie  big  plus  of  intranets  is  being  able 
to  link  islands  of  knowledge,”  he  said. 
"You  don’t  necessarily  want  to  create  is¬ 
lands  of  knowledge  on  the  intranet.” 

Islands  of  knowledge  are  precisely 
what  Chevron  Corp.  is  trying  to  over¬ 
come  with  its  intranet.  “Everything  that 
we’re  gearing  toward  is  going  to  be  cen¬ 
tralized,”  said  Jim  Nathlich,  a  technical 
analyst  at  Chevron  Information  Technol¬ 
ogy  Co.  in  San  Ramon,  Calif. 

Nathlich  said  Microsoft’s  kit  is  too 
small  for  companies  such  as  Chevron 
that  already  have  well-developed  enter¬ 
prisewide  intranets.  But  he  added  that  it 
may  be  useful  for  companies  that  are  just 
starting  to  experiment  with  the  networks. 

One  such  company  is  Siemens  Corpo¬ 
rate  Research,  Inc.  in  Princeton,  N.J. 
Many  employees  at  the  research  division 
of  German  science  and  technology  giant 
Siemens  AG  are  just  beginning  to  devel¬ 
op  intranet  applications,  said  Ramesh 
Viswanathan,  a  Siemens  systems  analyst. 

“We  have  an  extremely  nonstructured 
way  of  dealing  with  our  intranet,”  Vis¬ 
wanathan  said.  “Anyone  can  publish 
their  own  information  in  our  building.” 

Viswanathan  said  he  isn’t  concerned 
about  the  growth  of  isolated  intranets. 
Rather,  he  is  pleased  to  see  users  learning 
how  to  create  and  publish  content. 

Structuring  content  from  multiple  in¬ 
tranets  is  a  project  now  under  way  at 
many  companies,  said  Bart  Meltzer,  chief 
technologist  at  Intranet  Partners,  a  con¬ 
sultancy  in  Santa  Clara,  Calif. 

“One  of  the  major  trends  right  now  is 
taking  these  .grassroots  intranets  and 
building  an  architecture,”  he  said.  □ 
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Every 


(following  IT  Careers) 


Enter  the 
Sweepstakes  in 
Computerworid 
Marketplace 


pentium'U 


It’s  the 

most  powerful 
desktop  PC  we’ve 
ever  offered. 

Actually,  it’s 
the  most  powerful 
desktop  PC  anyone’s 
ever  offered. 


NEC  PowerMate  Professional 


►  Intel  Pentium  II  Processor 

233  or  266MHz 

►  32MB  or  64MB  EDO  RAM 
standard/expandable  to  256MB 

►  3.2GB  Enhanced  IDE  Drive  or 
4.35GB  Ultra  Wide  SCSI  hard  drive 

►  64-bit  PCI  accelerated 

2D  and  3D  graphics 

►  Microsoft  Windows  NT  or 

Microsoft  Windows  95 

►  Intel  LANDesk  Client  Manager 

►  NEC  MagicEye  technology 

►  3-year  limited  warranty 


We  could  compare  the  NEC  PowerMate®  Professional  to  ordinary  desktops,  but  that  wouldn't 
be  fair.  Enhanced  by  Intel's  Pentium®  II  processor,*  the  PowerMate  desktop  is  in  a  class  all 
its  own.  Of  course,  we're  not  simply  saying  that  our  new  system  is  extraordinarily  powerful. 
It's  extraordinarily  manageable  as  well.  With  Intel  LANDesk®  Client  Manager  and  NEC 
MagicEye'”  technology,  you'll  not  only  be  able  to  access  every  desktop  throughout  your 
network,  you'll  also  be  able  to  monitor  problems  before  they  happen.  All  without  leaving 

.df, 

your  desk.  For  greater  flexibility,  there  are  Microsoft  Windows  jdam 


NT®  4.0  or  Windows®  95  models.  Given  all  this,  you'll  be  glad  to  know  that  the  highest 
performing  PC  is  available  now.  Just  call  1-888-306-4636  for  more  information 
or  to  find  your  nearest  reseller.  After  all,  how  can  businesses  demand  speed  and 
efficiency  from  their  people  if  they  can't  get  it  from  their  computers? 
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©1997  NEC  Computer  Systems  Division,  Packard  Bell  NEC,  Inc.  NEC  and  PowerMate  are  registered  trademarks  of  NEC  Corporation,  both  used  under  license. The  Intel  Inside  logo, 
LANDesk  and  Pentium  II  are  registered  trademarks  and  MMX  is  a  trademark  of  Intel  Corporation.  All  other  trademarks  or  registered  trademarks  are  property  of  them  respective 
owners.  'Intel's  266MHz  Pentium  II  delivered  the  best  performance  based  upon  PCW/tk  4-7-97  article  on  desktop  PCs. 

Visit  our  web  site  at  www.nec-computers.com 


No  matter  what 
hardware  you’ve 
got,  we’ve  got 
the  pieces  to  get 
you  switched. 


Our  Ether  Jet  PC 
Card  has  a  Hake  on 
LAN ™  feature,  giving 
IT  maintenance 
access  24-11. 


The  8210  MSS  Server 
updates  you  instantly 
by  integrating  your 
current  IvlNs  with 
new  ATM  networks. 


Nways“  management 
software  helps 
you  monitor  LAN, 
ATM  and  remote 
networks. 


til 

“how  do  I  turn 
the  network 
I’ve  got  into  the 
network  I  need?” 

solution 


So  it’s  up  to  you  to  reinvent 
your  network.  Again.  Maybe 
it’s  time  for  an  IBM  network 
solution.  We  can  integrate 
switching  with  your  current 
technology  regardless  of  what 
you’ve  got  floating  around. 

Keep  your  servers.  Keep  your 
routers.  We’ll  show  you  how 
to  maximize  each  and  every 
piece  you’ve  so  painstakingly 
placed.  Often,  it’s  as  simple  as 
assigning  parts  a  new  role  in 
the  greater  switched  scheme. 

Of  course,  you  won’t  have  to  wait 
to  see  the  benefits  of  IBM’s 
any-to-any  connectivity.  We 
can  add  speed  and  critical 
bandwidth  to  hot  spots  today 
without  compromising  your 
flexibility.  Grow  at  your  own 
rate.  You  can  still  reconfigure 
any  way  youd  like  without 
starting  from  scratch. 

For  details  about  how  switching 
can  make  sense  of  what 
you’ve  got,  call  1  800  IBM" 
2468,  ext.  DA007,  or  visit  www. 
networking.ibm.com  /netad. 


Solutions  for  a  small  planet  ” 
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Extranets  may  create  extra  knots  for  IS 


CONTINUED  FROM  PAGE  1 

could  hurt  relations  with  critical 
trading  partners. 

“If  it's  done  wrong,  an  extra- 
net  is  potentially  much  more 
damaging”  than  a  simple  infor¬ 
mational  Web  site,  said  Troy 
Eid,  executive  director  of  Info- 
Test  International  in  Denver. 
InfoTest  is  developing  a  massive 
extranet  for  the  manufacturing 
industry. 

Extranets  are  applications  that 
let  outsiders,  such  as  suppliers 
or  customers,  into  internal  in¬ 
formation  systems  via  specially 
secured  Web  sites.  They  are  less 
expensive  than  electronic  data 
interchange  (EDI)  systems  and, 
in  theory,  easier  to  build. 


READ  ALL  ABOUT  IT! 


Forget  consumers.  Extranets, 
or  business-to-business  Internet 
applications,  will  drive 
electronic  commerce. 

Electronic-commerce 
software  revenue 


sible  for  others  to  use,  he  said. 

InfoTest  is  managing  an  ex¬ 
tranet  pilot  for  Caterpillar,  Inc. 
Peoria,  Ill.  The  test  began 
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1996: 

$22.4M 

1997: 

$53.3M 

1998: 

$226.6M 

1999: 

$1B 

2000: 

$3.28 

*  Projected 

Source:  Forrester  Research,  Inc.,  Cambridge,  Mass. 

But  even  savvy  GE,  which 
runs  one  of  the  most  highly 
touted  extranets,  tripped  on  a 
political  land  mine.  Besides  let¬ 
ting  suppliers  who  were  chasing 
contracts  see  and  undercut  one 
another’s  bids,  the  forerunner 
to  the  company’s  Trading  Pro¬ 
cess  Network  allowed  bidding 
only  during  certain  hours  of  the 
day. 

“You  would  see  vendors  on¬ 
line  bidding  against  you  at  5 
o’clock.  At  5:10,  they  cut  it  off. 
During  that  10-minute  time 
frame,  you’d  be  frantically  put¬ 
ting  in  prices,”  Wilson  said. 

GE  learned  that  suppliers 
must  be  included  in  the  extranet 
design  process.  Now  bids  are 
blind,  and  deadlines  are  re¬ 
vealed  days  in  advance.  And 
Wilson  is  happy. 

Other  potential  extranet  pit- 
falls  include  the  following: 

■  Business  partners  that  aren’t 
included  in  the  extranet  design 
team  may  accuse  the  company 
of  playing  favorites  with  other 
suppliers. 

■The  selection  of  certain  extra- 
net  technologies  could  exclude 
businesses  that  can’t  or  won’t 


use  those  technologies. 

■The  extranet  operator 
may  be  liable  for  the 
loss  of  business  opera¬ 
tions  at  other  compa¬ 
nies  if  the  extranet 
crashes. 

■  Training  extranet  end 
users  at  other  firms  is  a 
never-ending  chore. 

It’s  also  dangerous 
to  put  IS  workers  who 
are  inexperienced  with 
business  issues  in 
charge  of  creating  an  ex¬ 
tranet.  Decisions  about 
an  application  that 
could  become  a  critical 
money-moving  channel 
“are  not  to  be  made  in 
isolation  by  the  IT  de¬ 
partment,”  Eid  advised. 

That’s  because  extra- 
nets,  more  than  other  technol¬ 
ogy  projects,  put  IS  in  a  position 
to  possibly  sour  business  rela¬ 
tionships,  said  David  Annis, 
vice  president  of  information 
technology  at  ITT  Hartford 
Group,  Inc.  in  Hartford,  Conn. 

"This  is  more  sensitive  than 
it’s  ever  been,”  Annis  said. 

The  fear  is  that  zealous  tech- 
heads  will  create  an  extranet 
that  may  be  technologically 
sound  but  is  shot  through  with 
legal  or  business  problems. 

For  example,  a  site  that  forces 
users  to  run  fancy  Java  applets 
to  get  at  needed  information 
may  upset  companies  that  have 
banned  Java. 

SUPPORT  BOOST 

Some  companies  have  recruited 
business-side  managers  to,  in 
part,  prevent  business  snafus  in 
their  electronic -commerce  proj¬ 
ects.  For  example,  Mark  Gal¬ 
lagher,  first  vice  president  of 
technology  administration  at 
Chicago-based  First  Chicago 
NBD  Corp.,  is  a  former  invest¬ 
ment  banker.  John  Rudin  was 
promoted  to  chief  information 
officer  at  Reynolds  Metals  Co.  in 
Richmond,  Va.,  after  30  years  of 
distinctly  nontechnical  jobs  at 
the  aluminum  unit. 

Meanwhile,  Fruit  of  the 
Loom,  Inc.  had  to  play  politics 
when  it  put  up  an  extranet  for  its 
highly  competitive  clothing  dis¬ 
tributors  last  March. 

The  Bowling  Green,  Ky.,  com¬ 
pany  wanted  to  include  distribu¬ 
tors  in  the  design  process,  but  it 
also  wanted  to  avoid  the  “too 
many  cooks”  syndrome. 

When  the  company  limited 
the  number  of  participants, 
some  excluded  distributors  felt 
slighted,  said  Patrick  Flynn,  vice 


president  of  systems  develop¬ 
ment  at  Fruit  of  the  Loom.  The 
excluded  distributors  worried 
that  chosen  collaborators  influ¬ 
enced  the  extranet’s  design  in 
their  own  favor. 

To  soothe  raw  feelings,  Flynn 
said  he  wants  to  get  as  many 
partners  online  as  quickly  as  he 
can.  Twenty-three  are  up  so  far, 
and  another  12  are  in  the  works. 

MAKE  IT  EASY  TO  USE 

When  choosing  a  supplier  or 
customer  to  collaborate  with  on 
extranet  design,  look  for  an 
“average  Joe,”  Eid  advised.  An 
extranet  built  with  your  most 
savvy  tech  partner  in  mind  will 
likely  be  difficult  or  plain  impos- 


'If  it's  done  wrong,  an 
extranet  is  potentially 
much  more  damaging" 
than  a  simple  infor- 
.  [national  Web  site, 
y  Eid, 

oTest  International 


with  one  of  Caterpillar’s 
biggest  suppliers,  3M, 
but  now  Eid  is  search¬ 
ing  for  a  middle-of-the- 
road  supplier. 

The  key  is  to  make 
the  extranet  accessible 
to  as  many  partners  as 
possible,  even  those  with  limit¬ 
ed  technology  know-how,  said 
William  Estrem,  a  manager  at 
InfoTest  in  Oakdale,  Minn.  The 
more  firms  participating  on  the 
extranet,  the  higher  the  return 
on  the  investment,  he  predicted. 

But  Estrem  said  extranet 
hosts  shouldn’t  be  overbearing 
and  make  participation  manda¬ 
tory  like  when  big  retailers  re¬ 
quired  that  suppliers  adopt  EDI 
technology  in  the  1980s. 

“Getting  partners  mad  isn’t  a 
good  idea,  even  if  you  are  bigger 
than  they  are,”  he  said. 

Extranets  also  raise  some  un¬ 
charted  legal  issues. 

Liability  is  on  the  mind  of  Eu¬ 
gene  Poznikov,  an  EDI  coordi¬ 


nator  at  MS  AS  Cargo  Interna¬ 
tional,  Inc.  in  Burlingame,  Calif. 
Two  of  the  shipping  company’s 
biggest  customers  —  Intel  Corp. 
and  Motorola,  Inc.  —  are  push¬ 
ing  it  to  make  cargo  information 
available  to  them  through  an  ex¬ 
tranet.  The  chip  makers  also 
want  MS  AS  to  massage  the  data 
into  formats  acceptable  to  their 
internal  accounting  and  logis¬ 
tics  applications. 

That  kind  of  extranet  would, 
in  effect,  take  over  some  of 
Intel’s  and  Motorola’s  IS  tasks. 

“We  don’t  say  ‘no’  to  that  be¬ 
cause  our  competitors  will  say 
‘yes,’  ”  Poznikov  said. 

But  what  happens  if  the  site 
crashes  someday,  he  wondered. 
“Are  we  liable  for  that?  Can  they 
sue  us  for  loss  of  business?” 

Tight  contracts  are  one  an¬ 
swer,  according  to  Chris  Capua- 
no,  general  counsel  at  Proxi- 
com,  Inc.,  a  Web  consulting 
firm  in  McLean,  Va.  Extranet 
providers  should  specify  which 
responsibilities  they  will  shoul¬ 
der  for  their  users,  he  said. 

But  one  contract  won’t  fit  all 
extranet  partners,  said  Barbara 
Reilly,  an  analyst  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 

“If  one  party’s  business  pro¬ 
cess  is  relying  on  [round-the- 
clock]  service  and  yours  aren’t, 
individual  contracts  will  have  to 
accommodate  that,”  Reilly  said. 

Overall,  the  extranet  notion 
—  tinged  as  it  is  with  the  glam¬ 
our  of  the  Internet  —  isn’t  to  be 
taken  lightly,  she  said.  “You  are 
impacting  someone’s  ability  to 
do  business,  and  both  parties 
need  to  be  real  careful  about  be¬ 
ing  dependent  on  each  other  in 
that  way.”  □ 


Man  the  firewalls 


Key  extranet  security  issues  fall  into  two  categories:  protecting  industry  data  from  outside  —  and  inside 
—  snoops. 

Conventional  wisdom  is  to  put  firewalls  on  primary  World  Wide  Web  servers  to  act  like  a  barbed-wire 
fence  that  protects  the  corporate  extranet  from  intruders.  But  new  firewall  philosophies  are  emerging. 

“We  no  longer  believe  we  can  batten  down  all  the  hatches  and  keep  you 
out  completely.  We’re  not  going  to  try,”  said  Dave  Frost,  an  IS  capability 
leader  at  Owens  Corning  in  Toledo,  Ohio. 

Owens  Coming’s  takeover  of  several  companies  in  recent  years  con¬ 
vinced  Frost  that  he  will  never  control  —  or  even  truly  know  —  all  the  ways 
the  firm  is  linked  to  the  outside  world. 

Instead,  the  company  plans  to  protect  itself  at  a  deeper  level.  It  will  in¬ 
stall  firewall  fencing  around  each  of  its  most  important  interna!  databases, 
such  as  accounting,  finance  and  patent  data,  Frost  said. 

Rigid  barriers  also  must  be  erected  to  stop  suppliers  and  customers 
from  using  the  extranet  to  pry  into  one  another’s  business. 

Philadelphia  insurance  giant  Cigna  Corp.  wants  to  set  up  extranets  for 
doctors  and  other  medical  people  who  belong  to  its  health  maintenance 
organization. 

But  the  application  won’t  happen  until  Steve  Andriole,  chief  technology 
officer  at  the  company,  is  convinced  that  users’  eyes  can’t  wander. 

Unfortunately,  he  said,  that  kind  of  protection  is  left  largely  to  in-house 
programmers  because  few  canned  security  packages  meet  the  quirky  requirements  of  every  extranet. 

“Firewall  technology  is  OK,”  Andriole  said.  “Still,  the  last  thing  in  the  world  we  want  to  do  is  rush  out 
an  Internet  app.” 

—  Kim  S.  Nash 


Owens  Coming's 
Dave  Frost: 


The  company  plans 
to  protect  itself  at  a 
deeper  level 


MULTIPLE  VENDORS. . .  MULTIPLE  HEADACHES 

Today,  many  data  warehouse  projects  become  a  “Pandora’s  Box” 
because  they’re  built  with  tools  from  many  vendors.  Even  the 
best  tools  can  become  a  nightmare  if  they  haven’t  been  designed 
and  tested  to  work  with  one  another.  And  what  happens  when 
you  have  a  problem?  Your  data  warehouse  vendors  are  experts 
only  in  their  own  environments. . .  not  in  each  others.  The  solution? 
A  SmartMart™  data  mart  from  Information  Builders. 

THINK  SmartMart™. . .  THE  SMARTER  DATA  MART 

SmartMart  provides  all  the  tools,  technology  and  services 
you  need  to  build,  use,  and  manage  a  data  mart. . .  in  one  proven 
and  affordable  package.  You  get  tools  for  data  extraction 
and  movement,  transformation,  multidimensional  data  storage, 


reporting  and  analysis, Web  access,  and  data  mart  administration. 
You’ll  also  get  the  consulting  services  you’ll  need  to  guarantee 
a  fast,  trouble-free  implementation.  And  because  SmartMart 
is  a  complete,  single-vendor  solution,  all  components  are 
integrated  and  fully  tested  to  work  together  so  you  avoid  the 
cost  and  delays  associated  with  piecing  together  technologies 
from  multiple  vendors.  It’s  the  closest  thing  to  a  data  mart  in  a 
box.  Best  of  all,  SmartMart’s  open  architecture  ensures  full 
integration  with  your  enterprise  information  systems. . .  now 
and  in  the  future. 

CALL  THE  BUILDERS 

For  complete  information  on  our  SmartMart  data  mart 
program,  including  a  free  white  paper  "The  Data  Mart:  A  New 
Approach  to  Data  Warehousing",  call  1-800-969-INFO. 


http://www.ibi.com 


800-969-INFO 

In  Canada  Call  416-364-2760 


Information 

Builders 

SmartMart  is  a  trademark  of  Information  Builders,  Inc..  NY.  NY  212-736-4433  E-mail:  info@ibi.com 
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Industry 


Briefs 

Novell  plans  layoff 

Novell,  Inc.  in  Orem,  Utah,  is 
expected  next  week  to  an- 
nou  nee  it  will  lay  offi,200  of  its 
workforce  of  nearly  6,000  peo¬ 
ple,  sources  said.  Novell  has 
already  notified  its  offices  in 
Germany  and  the  U.K.  of  the 
upcoming  layoffs  as  required 
by  law  in  those  countries.  No¬ 
vell  on  Wednesday  will  an¬ 
nounce  results  for  its  second 
quarter.  It  has  already  told  ana¬ 
lysts  that  revenue  will  be  about 
20%  below  the  previous 
quarter. 

CA  posts  record  sales 

Computer  Associates  Interna¬ 
tional,  Inc.  in  Islandia,  N.Y., 
last  week  posted  record  annual 
revenue  of  more  than  $4  bil¬ 
lion,  up  15%  over  the  previous 
year.  It  also  said  sales  of client/ 
server  software  rose  48%  to 
$1.36  billion.  For  its  quarter 
ended  March  31,  revenue  was 
$1.2  billion,  up  9%  from  last 
year.  Quarterly  profits  were 
$336  million,  up  from  $265  mil¬ 
lion  last  year.  Profits  for  the 
year  totaled  $964  million,  up 
from  $752  million  last  year. 

Feds  eye  Microsoft 

The  Department  of  Justice  has 
asked  Redmond,  Wash.-based 
M icrosoft  Corp.  for  more  infor¬ 
mation  about  its  proposed 
$425  million  acquisition  of 
WebTV  Networks,  Inc.  in 
Palo  Alto,  Calif.  The  request  for 
information  doesn't  necessar¬ 
ily  mean  the  Justice  Depart¬ 
ment  will  challenge  the  deal, 
and  Microsoft  officials  said  the 
request  won’t  endanger  the 
deal. 

Cisco  makes  buy 

Cisco  Systems,  Inc.  in  San 
Jose,  Calif.,  has  purchased  an 
equity  stake  in  Tibco  Software, 
Inc.  in  Palo  Alto,  Calif.,  a  maker 
of  “push”  middleware,  for  an 
undisclosed  sum.  Tibco's  soft¬ 
ware  conserves  bandwidth  by 
enabling  a  single  message  to 
travel  through  a  network  to 
thousands  of  users  ratherthan 
sending  the  same  message 
thousands  of  times.  Cisco  al¬ 
ready  was  workingto  build  Tib¬ 
co  technology  into  its  IOS  soft¬ 
ware,  which  is  used  primarily 
as  an  operating  system  for 
routers. 


Bay's  CEO  makes 
waves  with  strategy 


David  House,  chairman,  CEO 
and  president  of  Bay  Networks, 
Inc.,  recently  spoke  with  Compu¬ 
terworld  Editor  Paul  Gillin  and 
Senior  Editor  Bob  Wallace. 

CW:  Describe  your  first  six 
months  on  the  job  after  coming 
to  Bay  Networks  from  Intel  Corp. 

HOUSE:  In  the  first  two 
months,  we  did  a  lot  of  listen¬ 
ing.  We  launched  10  executive 
teams  to  visit  75  customers.  We 
hired  an  external  team  to  assess 
the  internal  environment,  em¬ 
ployee  status  and  what  we  could 
do  better.  We  used  a  third  party 
to  survey  our  suppliers.  [The 
teams]  came  back  and  told  us 
consistent  things. 

First  of  all,  they  said  we’ve  got 
strong  technology,  very  good 
people,  a  broad  product  line  and 
phenomenal  customer  support. 
Our  customers  wanted  us  to 
win.  On  the  other  hand,  they 
said  we  don’t  market  well.  We 
don’t  communicate.  No.  2,  we 
needed  unification  of  leader¬ 


ship.  We  still  were  sepa¬ 
rate  East  Coast/West 
Coast  companies.  And 
they  weren’t  sure  what 
our  strategy  was.  My  job 
as  chairman,  CEO  and 
president  was  to  pull 
this  company  together. 

That’s  a  job  that’s  com¬ 
pleted. 

CW:  Did  you  have  a 
moment  where  you  said, 

“My  God,  what  did  I  get 
myselfinto?” 

HOUSE:  About  one  a 
day!  Any  new  job  is  like 
that,  though.  That’s  less 
and  less  the  case.  The  company 
is  an  entirely  different  company 
from  six  months  ago. 

CW:  Bay  has  announced  prod¬ 
ucts  based  on  something  called 
adaptive  networking.  Define  it. 

HOUSE:  The  marketplace  is 
moving  to  IP  as  a  standard.  That 
is  creating  a  new  kind  of  net¬ 
work  with  new  kinds  of  services 


Bay  Networks'  David  House  plans  to  boost 
communications  with  customers 


and  performance  requirements. 
Adaptive  networking  is  the 
products  and  technologies  that 
transition  you  from  today’s  to 
the  IP-optimized  network  of  to¬ 
morrow. 

CW:  What  are  you  doing  to 
build  momentum  around  adap¬ 
tive  networking. 

HOUSE:  We’ve  committed  to 


quarterly  road  map 
updates  —  much  more 
in-depth  nondisclosure 
presentations  to  our 
customers  about  the 
depth  of  our  plans. 
We  have  not  been 
communicating  ade¬ 
quately  with  customers, 
and  we  intend  to  im¬ 
prove  that. 

CW:  You’ve  an¬ 

nounced  a  lot  of  plans 
for  Q3.  What  are  you 
going  to  do  to  pull  all 
that  off? 

HOUSE:  In  January,  I 
reviewed  all  our  devel¬ 
opment  programs  and 
what  kind  of  resources 
they  required.  Typically, 
what  I  found  was  that 
most  of  the  programs 
were  about  50%  staffed. 

We’ve  [since]  prioritized 
the  projects,  and  we’ve  killed 
half  of  them  and  moved  re¬ 
sources  from  lower-priority  to 
higher-priority  projects. 

CW:  What  do  you  think  your 
batting  average  will  be  on  deliv¬ 
ery  over  six  months? 

HOUSE:  I  think  a  good  engi¬ 
neering  organization  should  be 
able  to  hit  80%.  □ 


SALES  FORCE  AUTOMATION 

Baan/Aurum  merger  a  harbinger 


By  Mindy  Blodgett 


the  baan  co.’s  recent  acqui¬ 
sition  of  Aurum  Software,  Inc. 
may  trigger  consolidation  in  the 
sales  force  automation  market, 
according  to  industry  observers. 

The  Nether¬ 
lands-based 
Baan  provides 
software  for  ac¬ 
counting,  hu¬ 
man  resources 
and  other  back- 
office  functions. 

Sales  force  auto¬ 
mation  leader 
Aurum,  in  Santa 
Clara,  Calif.,  manufactures 
front-office  software  that  helps 
companies  manage  their  sales 
forces. 

Analysts  said  the  merger 
is  a  sign  of  what  is  to  come 
in  the  sales  force  automation 
space  as  more  and  more  users 
demand  software  that  links  all 


enterprise  functions. 

“Before  this  acquisition,  we 
had  companies  buying  other 
companies  with  complementary 
functions,  such  as  two  customer 
interaction  software  compa¬ 
nies,”  said  Elugh  Bishop,  an  an¬ 
alyst  at  Aber¬ 
deen  Group, 
Inc.  in  Boston. 
“This  is  an  im¬ 
portant  acquisi¬ 
tion,  because 
it  is  linking 
front-office  ap¬ 
plications  with 
back-office  ap¬ 
plications.  And 
more  mergers  like 

GIVE  ’EM  WHAT  THEY  WANT 

“Users  are  increasingly  wanting 
to  link  up  their  sales  force  soft¬ 
ware  with  functions  like 
shipping  and  billing,”  Bishop 
said.  “Currently,  users  have  to 


custom-fit  such  solutions.  Prod¬ 
ucts  that  integrate  these  func¬ 
tions  are  what  the  customers 
want.” 

Industry  observers  said  acqui¬ 
sitions  and  agreements  between 
companies  to  jointly  manufac¬ 
ture  integrated  software  pro¬ 
grams  are  on  the  horizon. 

Sales  force  leaders  Vantive 
Corp.  in  Santa  Clara  and  Siebel 
Systems,  Inc.  in  Menlo  Park, 
Calif.,  have  been  mentioned  as 
likely  candidates  for  a  takeover 
or  a  joint  development  agree¬ 
ment,  observers  said. 

“Vantive  has  been  cozying  up 
to  PeopleSoft,”  said  Edgar 
Biedeman,  an  analyst  at  Dakin 
Securities  Corp.  in  San  Francis¬ 
co.  “There  will  be  more  mergers 
and  agreements,  and  that  is 
good  for  the  industry.”  □ 


Baan  will  build  Java  front 
ends  for  its  applications. 
Page  49 


Set  for  battle 

Oracle  Corp.  spin-ofF Network 
Computer,  Inc.  (NCI)  and  Net¬ 
scape  Communications  Corp. 
spin-ofF  Navio  Communica¬ 
tions,  Inc  last  week  merged 
to  better  battle  Microsoft  in 
the  area  oF consumer  network 
computer  devices. 

Navio  and  NCI  said  they 
will  develop  tools  For  open 
standards-based  network 
computers  and  other  Internet 
appliances  For  use  in  homes, 
businesses  and  schools. 

Navio  in  Sunnyvale,  Califl, 
has  been  developing  Net¬ 
scape’s  Navigator  browser 
technology  For  the  consumer 
market  and  non-PC  devices. 
NCI  in  Redwood  Shores,  CaliF., 
has  been  developing  software 
for  network  computers. 

Evan  Bauer,  an  analyst 
at  Giga  Information  Croup 
in  Cambridge,  Mass.,  said 
the  two  companies  fit  well  to¬ 
gether.  —  April  Jacobs 


Based  on  Baan's 
closing  share  price 
on  May  9,  the  value 
of  the  stock  swap 
with  Aurum  was 
$250  million. 


there  will  be 
this.” 


Plpfe  n 

m  3S«* 

gS  Sift 
*St$ 
Mi! 
S3*'  *»« 

fa**’#  *  *  Z"' 

fcm*ii,  -H  *  • 


,•.«  w»“  •  >1  «  Nev 

.  .»V«U>'*  M*'v 
,«vttn«  R.evC*-* 

,««!.<>«  TvVBK 
eo«,0i  o>»«  "A“-,M 

IKVtLorK 
MU  «  X  n  «»w 
urn  exit  Recvcte 


\^,A  .AAA  30 


■  Join  and  aggregate  files  from  multiple 
databases  on  heterogeneous  platforms 

■  Display  fully  formatted  and  styled  reports 
with  no  more  than  a  standard  Web 
browser  on  the  desktop 

■  Launch  simple  queries  or  create 
sophisticated  ad  hoc  reports  from  your 
Web  browser 

■  Automatically  create  dynamic  hyperlinks 
so  users  can  drill  down  on  reports  for 
more  detailed  information 


Ireate  Reports  From  live  Ratal 

Do  you  want  to  deploy  serious  information 
systems  on  your  corporate  intranet? 

Then  give  users  access  to  live  data. .  .not 
static  pages.  How?  With  WebFOCUS,  the 
ultimate  data  publishing  system  for  the 
corporate  Web. 

With  WebFOCUS  you  can: 

■  Publish  live  data  from  virtually  any 
database  on  any  computer  platform 


World  Leader  in  Enterprise  Reperiisg 

WebFOCUS  is  designed  and  supported  by 
Information  Builders,  a  world  leader  in 
enterprise  reporting  and  analysis  systems 
for  more  than  1 5  years. 

Take  a  Test  R rival 

For  more  information  and  a  live 
demonstration  of  WebFOCUS,  visit  our 
Web  site  or  call  our  toll-free  number 
listed  below. 
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CALL  THE  BUILDERS 


information 

Builders 


In  Canada  call  (416)  364-2760 

FOCUS  and  WebFOCUS  are  trademarks  of  Information  Builders,  Inc.  New  York,  NY  (212)  736-4433  E-mail:  info@ibi.com 


www.ibi.com 

(800)  969-INFO 
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Return  to  sender  I  say  flood 
’em.  Send  it  all  back. 
Every  single  unwanted 

and  polluting  bit  and  byte.  Hit  the  “Reply  with  history” 
button  —  multiple  times  even.  With  any  luck,  we’ll  be 
costing  them  money  the  same  way  they  cost  us  time. 

Whom  am  I  talking  about?  Spammers.  Megamailers. 
Junk-mailers.  They  arrogantly  clutter  our  mailboxes, 
disrupt  our  workflow  and  hijack  system  resources. 

I  recently  tangled  with  mass  mailer  Quantum  Com¬ 
munications  over  an  enormous,  boomeranging  E-mail 
exchange.  Here’s  what  Quantum  tells  prospective  cus¬ 
tomers:  Massive  E-mails  are  legal,  senders  have  the 
right  to  be  anonymous,  and  spamming  is  “less  intru¬ 
sive”  than  junk  postal  mail.  Oh,  and  everyone  reads 

his  or  her  E-mail,  so  the 
only  serious  complaints 
come  from  “self-appointed 
uptight  ’net  cops”  who  are 
worried  about  the  cost  of 
connection  time. 

The  cavalier  attitude  of 
these  junk-mailers  really 
frosts  me.  I  am  sinking 
under  the  weight  of  E-mail.  I  can’t  function  without  it, 
and  yet  at  times  I  can  barely  get  functional  because  of 
it.  I  don’t  need  electronic  junk  mail.  Who  does? 

Take  the  n-screen  message  I  got  from  the  yutzes  at 
Quantum.  Somewhere  it  noted  that  I  can  be  removed 
from  the  company’s  list  if  I  E-mail  them.  So  I  tried.  But 
in  my  rush  through  n  pages  of  garbage  in  the  middle 
of  more  pressing  E-mail,  I  sent  my  request  to  the 
wrong  address.  That  mistake  bought  me  six  copies  of  a 
90-screen  message  over  the  course  of  two  days.  That’s 
540  screens  of  drivel. 

A  call  to  Quantum  revealed  that  the  whole  thing  was 
my  fault  because  I  stupidly  sent  my  requests  for  relief 
to  the  wrong  addresses.  He’s  right.  I  should  make  a 
habit  of thoroughly  reading  all  the  unsolicited  E-mail 
I  get.  Too  bad  real  work  gets  in  the  way. 

Let’s  put  a  stop  to  this.  Support  a  pending  initiative 
from  the  Coalition  Against  Unsolicited  Junk  Mail, 
which  is  designed  to  slip  spam  into  the  existing  junk 
fax  law.  In  the  meantime,  give  the  spammers  a 
response  rate  beyond  their  wildest  dreams.  With  any 
luck,  it’ll  either  shut  ’em  down  or  hammer  home  the 
message:  Cut  the  crap. 

- 

Patricia  Keefe,  news  editor 
Internet:  patricia_keefe@cw.com 
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Help  for  carpal  tunnel  woes 

In  your  March  17  issue,  a  reader 
wrote  a  letter  about  carpal  tun¬ 
nel  syndrome  (CTS).  I  agree  that 
ergonomic  computer  furniture 
and  accessories  are  no  match  for 
repairing  the  damage  caused  to  the 
neural  system. 

I  recently  asked  24  companies 
about  reports  of  CTS.  The  number 
of  reported  incidents  had  signi¬ 
ficantly  dropped  from  previous 
years.  I  could  only  speculate  that 
workers  who  suspect  they  have 
contracted  CTS  feel  they  have  little 
recourse  short  of  surgery.  We  are 
a  company  that  produces  an  FDA- 
sanctioned,  PC-based  medical 
accessory  that  will  facilitate  neural 
regeneration.  Our  World  Wide 
Web  address,  www.pc-nexus.com, 
provides  information  about  our 
technology. 

Samuel  Rosenfeld 
Medrotech  Corp. 
West  Palm  Beach,  Fla. 

Virus  hoaxes  spreading? 

I  read  with  interest  your  article 
on  virus  hoaxes  [“Virus  hoaxes 
make  IS  sick,”  CW,  April  28].  The 
Good  Times  virus  hoax  made  the 
rounds  at  my  company  more  than 
a  year  ago,  and  I  have  received  the 
warning,  via  electronic  mail,  from 
friends  at  other  companies.  I  no¬ 
tice  that  Computerworld  has  not 
been  immune.  In  the 
same  issue,  another  arti¬ 
cle  warned  of  a  macro 
virus  called  Sharefun 
that  is  automatically 
launched  upon  reading 
E-mail.  As  far  as  I  know, 
there  is  no  virus  that  can  be  auto¬ 
matically  launched  just  by  reading 
an  E-mail  document  —  your  virus 
hoax  article  states  the  same. 


What’s  the  story?  Has  a  new 
type  of  virus  been  invented?  Or 
did  the  article  mean  to  say  that  the 
virus  is  carried  by  E-mail  and  can 
be  launched  by  user  action  after 
reading? 

Christopher  Powers 
Fair  Lawn,  N.J. 

Year  2000  isn't  that  Picky 

People  should  not  assume 
they  are  immune  to  year  2000 
problems  because  their  operating 
system  or  database  stores  dates  in 
a  serialized  internal  format  [“2000 
doesn’t  faze  Pick,”  Letters,  CW, 
April  28].  If  all  we  needed  was 
more  space,  the  year  2000  prob¬ 
lem  would  be  a  trivial  one. 

This  problem  is  independent  of 
operating  systems  and  hardware 
platforms,  and  all  computer  soft¬ 
ware  that  deals  with  dates  is  vul¬ 
nerable.  Think  you  don’t  have  any 
code  that  does  “IF  (YEAR=o)  PER¬ 
FORM  INVALID-YEAR?”  Think 
again. 

Keith  Stone 
Systems  administrator 
Burlington,  N.C. 

More  than  a  few  reality 
bytes  in  Myhrvold's  laws 

It  should  be  obvious  to  anyone 
who  lives  with  Microsoft's  soft¬ 
ware  products  that  “Myhrvold’s 
Laws”  [CW,  March  17] 
are  anything  but 
tongue-in-cheek  —  at 
least  for  Microsoft. 

The  ever-expanding 
disk  and  memory  foot¬ 
prints  of  the  various 
operating  systems  and  products 
such  as  Word  support  the  “Soft¬ 
ware  is  like  a  gas”  statement  as  a 
reality.  Software  product  maturity 


would  slow  down  or  end  the  “Up¬ 
grade  now!”  spiral  that  fuels  most 
vendors,  but  especially  Microsoft. 
How  many  of  these  upgrades  are 
actually  bug  fixes  or  inclusion  of 
functionality  that  was  omitted 
from  the  last  version? 

John  Zielinski 
Systems  architect 
Lynwood,  III. 

Laptops  can't  fly  high  until 
airline  seating  is  expanded 

Regarding  your  story  “Lap¬ 
top  Innovations  are  airborne” 
[CW,  April  14],  it’s  interesting  to 
read  that  at  least  a  few  of  U.S.  air¬ 
lines  are  interested  in  providing 
better  in-flight  working  services 
such  as  AC  power  outlets  and 
more  versatile  data  phones. 

However,  all  of  that  will  benefit 
only  those  few  who  sit  in  first  class 
or  are  lucky  enough  to  get  a  bulk¬ 
head  seat  in  peasant  class.  Until 
the  airlines  expand  seating  space, 
the  majority  of  us  will  continue  to 
be  unable  to  even  fully  open  our 
notebook  PCs  —  let  alone  worry 
about  running  down  the  battery  or 
sending  data  into  the  ether. 

Jim  Bronson 
Frankenmuth,  Mich. 

Computerworld  welcomes 
comments  from  its  readers. 
Letters  shouldn’t  exceed  200 
words  and  should  be  ad¬ 
dressed  to  Maryfran  Johnson, 
Executive  Editor,  Computer- 
world,  PO  Box  9171,  500  Old 
Connecticut  Path,  Framingham, 
Mass.  01701.  Fax  number: 

(508)  875-8931;  Internet: 
letters@cw.com.  Please  include 
an  address  and  phone  number 
for  verification. 


How  many  of 
the  upgrades 
are  bug  fixes? 
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Should  we  use  technology  to  automate  or  augment? 

Michael  Schrage 


Garry  Kasparov  wants  a  rematch. 

Not  to  worry:  This  won’t  be  yet  another  epis¬ 
temological  exegesis  on  the  deeper  meanings 
underlying  Deep  Blue’s  deep  thoughts. 


On  the  contrary,  the  entire  issue  of  in¬ 
telligence  —  synthetic  or  au  naturel  — 
has  been  the  most  overblown  element  of 
this  man  vs.  ma¬ 
chine  duel.  The  real 
story  here  has  little 
to  do  with  the  artifi¬ 
cial  intelligentsia 
and  chess,  but  every¬ 
thing  to  do  with  the 
essence  of  computa¬ 
tional  design. 

Kasparov’s  most 
intriguing  comment  about  the  match 
came  well  before  he  was  humiliated  by 
his  number-crunching  nemesis.  He  said 
this  would  be  a  far  fairer  fight  if  he  could 
use  a  computer  as  a  decision-support 
tool.  After  all,  IBM’s  team  of  software 
and  silicon  savants  offered  succor  and 
support  to  Deep  Blue;  why  not  a  PC  for 
Garry?  Behind  the  scenes,  Kasparov  and 
Frederick  Friedel,  his  computer  adviser, 
had  Fritz  —  their  very  own  chess-playing 
automaton  —  as  a  vehicle  to  gain  insight 


into  Deep  Blue’s  synthetic  chess- 
manship. 

Writ  small,  the  Kasparov  question 
neatly  captures  the  challenge  facing 
virtually  every  business  in  the  world 
today:  Does  it  make  more  economic 
sense  to  have  people-supported  automa¬ 
tion,  i.e.,  Deep  Blue  and  its  little  hive  of 
humans,  or  to  invest  in  machine-aug¬ 
mented  people,  i.e.,  a  computerized  Kas¬ 
parov? 

This  choice  is  neither  glib  nor  simplis¬ 
tic.  It  is  stark  and  pragmatic.  The  auto¬ 
mation  vs.  augmentation  dichotomy  has 
haunted  computerdom  from  its  earliest 
days  in  Bletchley  Park,  the  Aberdeen 
Proving  Grounds  and  the  Bureau  of  the 


Census.  There  is  a  deep  strain  in  the 
computational  design  community  that 
strongly  believes  economics  dictates  that 
replacing  humans  is  far  more  cost-effec¬ 
tive  than  amplifying  them. 

Clearly  Tim  Berners-Lee’s  image  of  the 
World  Wide  Web  was  built  more  on  aug¬ 
menting  collaboration 
rather  than  automating 
communication.  The 
idea  —  and  ideal  — 
that  technology  should 
amplify  the  individual 
rather  than  replace  him 
also  has  strong  roots. 
One  can  argue  that 
the  past  decade’s  bout  of  downsizing  has 
been  a  painful  blend  of  automation  facili¬ 
tating  layoffs  on  the  one  hand  and  tech¬ 
nology  augmenting  the  roles  and  reach 
of  those  who  remained. 

But  what  path  makes  the  most  sense 
for  the  most  companies  this  next  decade? 
Should  companies  commit  to  using  tech¬ 
nology  to  automate  products,  processes 
and  competencies?  Or  is  a  better  bet  to 
identify  the  best  people  who  had  the 
most  value  and  use  technology  to  make 
them  even  more  effective? 

In  other  words,  should  we  try  to  auto¬ 
mate  our  Garry  Kasparovs  ...  or  should 
we  augment  them?  What’s  the  invest¬ 
ment?  Perhaps  this  is  a  false  choice  be¬ 


Determining  what  to  automate 
and  what  to  augment  is 
growing  ever  more 


cause  there  are  only  a  handful  of  Kaspa¬ 
rovs  in  any  given  field.  But  there  is  an  ex¬ 
plosion  of  ever  better,  ever  cheaper  digital 
technologies  to  embody  the  best  of  their 
cognitive  skill. 

This  is  the  challenge  being  faced  by 
every  single  global  organization  every 
single  day.  Should  our  technologies  auto¬ 
mate  or  augment?  What’s  our  design 
philosophy?  What’s  the  best  mix?  Per¬ 
haps  our  future  consists  of  cognitive  cy¬ 
borgs  —  inextricably  intertwined  and 
codependent  on  technological  aids.  Or 
maybe  it’s  Deep  Blues,  totally  feeding  off 
the  expertise  of  their  handlers.  Maybe 
they’ll  converge  in  the  middle. 

But  if  there  is  a  business  lesson  to  be 
learned  from  this  faux  John  Henry  man 
vs.  machine  confrontation,  it’s  not  that 
technology  is  getting  “smarter”  —  it’s 
that  determining  the  lines  between  what 
to  automate  and  what  to  augment  is 
growing  ever  more  difficult  and  ever 
more  important.  What’s  the  biggest  de¬ 
sign  challenge  for  IS  in  the  next  five 
years,  automating  processes  or  augment¬ 
ing  humans?  Write  to  me,  and  I’ll  write  a 
column  based  on  the  results.  □ 


Schrage  is  a  research  associate  at  the  MIT 
Media  Lah  in  Cambridge,  Mass.,  and 
author  of  No  More  Teams!  His  Internet 
address  is  schrage@media.mit.edu. 


Apple  could  make  a  comeback  by  leveraging  loyalty 

Patricia  B.  Seybold 


Like  most  of  you,  I'm  saddened  by  Apple’s  down¬ 
fall.  I’m  no  longer  a  Macintosh  user,  but  I  was. 
And  I  have  six  family  members  who  still  use 
Macintoshes,  although  my  husband’s  is  a  backup  ma¬ 
chine  since  he  switched  to  a  PC  two  summers  ago. 


I  remember  that  summer  well.  It  took 
him  two  months  to  adjust  to  Windows, 
swearing  the  whole  time.  Then,  of 
course,  we  both  switched  to  Windows  95. 
And  although  Microsoft  claimed  this 
would  be  the  most  “Mac-like”  of  experi¬ 
ences,  it  fell  far  short  for  both  of  us. 

The  Macintosh  had,  and  still  has,  a  lot 
going  for  it.  The  biggest  thing  is  loyal, 
diehard  customers  such  as  my  parents, 
son,  daughter-in-law  and  brother-in-law. 
But  has  Apple  ever  communicated  with 
any  of  these  people?  Nope.  In  fact,  I’m 
pretty  sure  Apple  doesn’t  even  know  who 
they  are. 

If  I  had  a  company  that  was  under  a  lot 
of  competitive  pressure,  like  Apple,  I 
would  do  many  of  the  things  CEO  Gilbert 
Amelio  has  done.  I  would  cut  costs.  I 
would  focus  on  core  products.  I  would  in¬ 


troduce  best-in-class  products.  I  would 
keep  my  prices  low,  without  completely 
sacrificing  profit  margins.  But  first  and 
foremost,  I  would  find  out  who  my  loyal 
customers  are,  find  out  what  I  must  do  to 
keep  them  happy  and  loyal,  and  forge 
strong  relationships  with  them.  This  isn’t 
a  business  problem  that  mass  marketing 
and  advertising  can  solve.  It’s  a  business 
problem  for  which  one-to-one  relation¬ 
ships  are  ideally  suited. 

Of  course,  given  the  tens  of  millions  of 
customers  Apple  probably 
still  has,  finding  out  who 
they  are  could  be  a  daunting 
task.  But  it’s  certainly  not  an 
insurmountable  one.  I’d 
start  with  the  information  I 
have  —  all  those  registration 
and  warranty  cards  have  to 


be  somewhere.  There’s  probably  a  lot  bet¬ 
ter  use  that  could  be  made  of  that  data¬ 
base  than  simply  selling  the  names  to 
Macworld. 

OFFER  INCENTIVES 

Next,  I’d  offer  rebates  to  my  dealers  and 
resellers  for  every  valid  customer  name, 
address  and  profile  information  they  give 
me.  I’d  encourage  customers  to  register 
at  my  World  Wide  Web  site  (instead  of 
charging  them  $19.95  Per  Year  t0  j°in  the 
“Apple  Club”)  by  offering  them  benefits 
(discounts,  advance  software  downloads, 
etc.)  in  exchange 
for  information 
about  them¬ 
selves.  I’d  offer  a 
few  enticements, 
such  as  dis¬ 
counts  on  the  lat¬ 
est  and  greatest 
machines,  to  loy¬ 


al  Macintosh  users  to  stand  up  and  be 
counted. 

I’d  combine  all  this  information  in  a 
customer  information  database  —  one 
that  can  be  updated  and  queried  con¬ 
stantly  and  used  interactively  to  generate 
custom  electronic  and  physical  mailings. 
My  goal:  Make  my  loyal  customers  proud 
defenders  of  the  Apple  way  instead  of 
having  them  feel  sheepish  and  defensive 
about  their  choice. 

Finally,  I’d  let  my  customers  order 
their  Macintoshes  directly  from  my  Web 
site,  a  la  Dell.  I’d  let  them  price,  config¬ 
ure  and  buy  their  machines  online. 

With  the  technology  available  to  build 
exquisite  customer  databases,  let  cus¬ 
tomers  compose  and  maintain  their  own 
profiles  and  tailor  their  own  Web  experi¬ 
ences,  communicate  with  customers 
based  on  their  areas  of  interest,  and  build 
and  deliver  products  on  demand,  there’s 
no  excuse  for  Apple  to  not  reach  out  to  its 
customers. 

What  other  ammunition  does  the  com¬ 
pany  have?  □ 

Seybold  is  president  of  Patricia  Seybold 
Group  in  Boston,  Her  Internet  address  is 
pseybold@psgroup.com. 


The  Macintosh  had,  and  still 
has,  a  lot  going  for  it.  The 
biggest  thing  is  loyal  users. 


Welcome 
to  chapter  two. 


The  new  Pentium' II processor.  Read  on. 


When  it  comes  to  microprocessors, 
Intel  wrote  the  book.  That’s  why 
our  new  Pentium®  II  processor 
offers  even  more  power  than  the 
Pentium®  Pro  processor 
and  all  the  benefits  of 
Intel  MMX™  media 
enhancement  technology. 

Its  sleek  new  package 
incorporates  Intel’s  Dual 
Independent  Bus  architec¬ 
ture,  an  advanced  design  that  uses  two  separate 
buses— one  linked  to  the  L2  cache  and  the  other 


dedicated  to  the  main  memory.  This  allows  the 
processor  to  access  data  from  either  of  its  buses 
simultaneously  and  in  parallel  rather  than  in 
a  singular  sequential  manner.  The  result  is 

faster  information 
transfer  and  a  boost  in 
overall  performance; 

The  new  Intel 
Pentium  II  processor. 
It’s  everything  you 
need  for  your  next 
chapter  in  desktop  computing.  To  find  out 
more,  visit  our  Web  site. 


pentiurrrJJ 


SYSmark'  for  Windows  NT*  Performance  Comparison 
(no  MMX™  technology  code) 


Pentium*  processor  with  MMX"  technology  200MHz 


Pentium’  Pro  processor  200MHz-256kb  L2 


Pentium*  D  processor  233MHz-512kb  L2 


Pentium*  D  processor  266MHz-512kb  L2 
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Moschella  is  senior  vice  president  of  research 
at  Computerworld,  Inc.  His  Internet  address 
is  david_moschella@cw.com. 


tion.  In  his  State  of  the  Un¬ 
ion  address,  the  president 
indicated  that  universal 
Internet  access  could  revi¬ 
talize  American  education. 
Predictably,  the  White 
House  now  trumpets  this 
plan  as  a  big  step  toward 
that  goal.  Don’t  believe  it. 

Consider  that  $2.25  billion  is  less  than 
1%  of  what  America  already  spends  on 
public  education.  The  Federal  govern¬ 
ment  alone  already  doles  out  more  than 
$40  billion  per  year  on  grade-school 
education  programs.  Overall,  the  U.S. 
spends  some  $6,000  per  student.  The 
new  telecommunications  plan  adds 
about  another  $50. 


OTHER  COSTS 

The  FCC  hopes  that  Internet  access 
subsidies  will  jump-start  the  wiring  of 
the  nation’s  100,000  public  schools.  It 
might.  But  Hundt  and  others  largely 
ignore  the  fact  that  the  price  of  a  Ti  or  T3 
connection  is  nothing  compared  with  the 
cost  of  the  required  PCs,  campus  net¬ 
works,  software,  installation,  systems 
management  and  —  perhaps  most  im¬ 
portant  —  teacher  and  curriculum  retool¬ 
ing. 

If,  as  the  Gartner  Group  suggests,  it 
costs  $8,000  or  more  per  year  to  effec¬ 
tively  support  a  corporate  PC  user,  why 
should  student  automation  be  complete¬ 
ly  different?  Let’s  say  it  costs  only  $2,000 
per  student.  Given  that  there  are  45  mil¬ 
lion  students  in  grades  K-12,  this  project 
would  cost  $90  billion  per  year.  By  this 
calculation,  the  current  bill  does  less 
than  3%  of  the  job. 

If  our  political  leaders  really  wanted  to 
educate  the  public,  they  would  tell  us  that 
there  are  only  three  ways  that  Internet 
use  in  the  schools  can  become  pervasive. 
Current  education  budgets  must  be  sub¬ 
stantially  increased  or  dramatically  re¬ 
allocated.  Or,  much  more  likely,  the  total 
cost  of  computing  must  fall  by  nearly  an 
order  of  magnitude. 

Until  then,  groups  that  donate  PCs  or 
provide  skills  and  labor  will  deliver  far 
more  ’net  access  than  Uncle  Sam.  That  is 
why  the  White  House  is  right  to  champi¬ 
on  volunteer  organizations  such  as  Tech 
Corps.  They  might  even  cheer  on  Ora¬ 
cle’s  Larry  Ellison  for  seriously  address¬ 
ing  the  cost-to-use  issue.  But  they  should 
never  forget  to  stress  that  although  com¬ 
puters  are  marvelous  tools,  they’re  in  no 
way  essential  to  a  successful  grade-school 
education. 

Perhaps  this  is  too  much  to  ask.  One 
could  dismiss  the  hype  if  it  didn’t  rein¬ 
force  the  view  that  our  government  still 
considers  telecommunications  revenue 
as  something  it  can  commandeer  at  will. 

Yet  this  same  administration,  which 
understands  that  computers  and  com¬ 
munications  are  converging,  would  nev¬ 
er  dream  of  grabbing  a  share  of  the  com¬ 
puter  hardware  and  software  business  to 
fulfill  its  desired  social  aims. 

Or  would  it?  □ 


The  3%  solution 


ince  coming  to  power  in 
1993,  President  Clinton,  Vice 
President  Gore  and  the  vice  pres¬ 


ident’s  old  school  chum,  FCC  Chairman 
Reed  Hundt,  have  been  determined  to 
make  their  mark  on  the  information 


superhighway.  Consequent¬ 
ly,  the  recent  FCC  decision 
to  allocate  $2.25  billion  per 
year  to  subsidize  telecom¬ 
munications  services  for  the 
nation’s  schools  and  librar¬ 
ies  is  hardly  surprising. 

What’s  more  noteworthy 
is  the  disconnect  between 
the  stated  importance  of  the  issue  and 
the  narrow  focus  of  the  proposed  solu- 
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Mainframe  option 

Sun  Microsystems,  Inc.  in 
Mountain  View,  Calif.,  is  ship¬ 
ping  its  Ultra  Enterprise ioooo 
servers,  which  are  billed  as 
mainframe  replacement  serv¬ 
ers.  The  Ultras  were  an¬ 
nounced  in  January.  They  can 
carry  up  to  64  processors  and 
include  a  Dynamic  Systems 
Domain  scheme  similar  to  the 
Logical  Partitioning  capabili¬ 
ties  long  used  by  mainframes. 

Intel  camera  upgrade 

Intel  Corp.  in  Santa  Clara, 
Calif,  announced  a  camera  up¬ 
grade  kit  for  i  million  PCs  that 
shipped  with  videophone  soft¬ 
ware.  It  allows  videophone 
calls  over  a  standard  tele¬ 
phone  line.  The  camera  up¬ 
grade  costs  $i  99.  It  works  with 
PCs  from  Compaq  Computer 
Corp.,  Hewlett-Packard  Co., 
IBM,  Sony  Corp.  and  Toshiba 
America,  Inc.  that  have  Video 
Phone  with  ProShare  soft¬ 
ware  preinstalled,  Intel  offi¬ 
cials  said. 

HP  cuts  PC  prices 

Hewlett-Packard  Co.  last  week 
continued  a  PC  price  war,  cut¬ 
ting  costs  by  up  to  13%  on  its 
Vectra  PC  and  OmniBook 
notebook  lines.  Officials  at  the 
Palo  Alto,  Calif -based  com¬ 
pany  said  HP  cut  prices  10% 
on  the  OmniBook  5700  and 
800  notebook  PCs.  The  HP 
OmniBook  5700  CTX,  with  a 
i66-MHz  Pentium  processor 
and  32M  bytes  of  RAM,  lists  at 
$5,750.  The  HP  Vectra  VL  PC, 
with  a  200-M  Hz  Pentium  chip, 
lists  at  $2,059.  And  the  H  P  Vec¬ 
tra  525  MCD,  with  a  i66-MHz 
Pentium  CPU,  lists  at  $2,009. 
All  models  are  expected  to  sell 
for  less  on  the  street. 


Intel  chugs  on; 
rivals  still  lag 

►  Clone  vendors  may  make  run  this  year 


By  Jaikumar  Vijayan 


THE  RECENT  LAWSUITS  filed 

against  Intel  Corp.  by  Digital 
Equipment  Corp.  and  Cyrix 
Corp.  have  once  again  focused 
the  spotlight  on  Intel’s  competi¬ 
tion  in  the  microprocessor  mar¬ 
ket  —  or  at  least  what  remains 
of  it. 

Digital  claims  Intel  infringed 
on  its  Alpha  chip  design  [CW, 
May  19].  Cyrix  sued  Intel  over 
copyright  issues  involving  the 
MMX  multimedia  technology. 

It  wasn’t  supposed  to  be  like 
this.  If  everything  had  played 
out  according  to  the  script  of  a 
few  years  ago,  Intel  should  have 

1996  microprocessor 
unit  shipments 


Source:  Semico  Research,  Inc.,  Scottsdale,  Ariz. 

had  a  lot  of  competition  by  now 
from  clone  vendors  and  makers 
of  RISC  chips. 

And  users  would  have  had  an 
array  of  low-cost  alternatives  on 
their  desktops  from  clone  ven¬ 
dors  such  as  Advanced  Micro 
Devices,  Inc.  in  Austin,  Texas, 
and  Cyrix  in  Richardson,  Texas, 


and  RISC  vendors  such  as  IBM; 
Motorola,  Inc.  in  Austin;  MIPS 
Technologies,  Inc.  in  Mountain 
View,  Calif.;  and  Digital  in  May¬ 
nard,  Mass. 

Instead,  Intel,  with  more  than 
90%  market  share,  continues  to 
dominate  the  industry,  and  the 
mass-volume,  low-cost  options 
that  users  were  supposed  to  get 
are  only  now  starting  to  trickle 
out. 

RIVAL  CHIPS 

But  powerful  new  chips  from 
AMD  and  Cyrix  and  the  backing 
of  vendors  such  as  Compaq 
Computer  Corp.  and  Hewlett- 
Packard  Co.  could  begin  to  give 
Intel  some  serious  competition 
later  this  year,  analysts  said. 

AMD,  for  example,  has  begun 
volume  shipment  of  its  high- 
end  K6  chips,  which  for  the  first 
time  gives  users  Intel-matching 
performance  at  lower  prices. 
And  Cyrix  is  getting  ready  to  do 
the  same  with  faster  versions  of 
its  M2  chip  later  this  year. 

“Intel-done  vendors  have  had 
a  hard  time  re-engineering  the 
x86  chip  for  higher  perfor¬ 
mance,  but  they  are  getting  into 
shape  now  and  are  starting  to 
cause  Intel  some  competition,” 
said  James  Garden,  an  analyst  at 
Technology  Business  Research, 
Inc.  in  Hampton,  N.H. 

But  “the  RISC  threat  has 
failed  to  emerge  as  a  competitor 
to  Intel  because  RISC  vendors 
didn’t  get  the  volume  or  the  ap¬ 
plication  support”  needed  to 
compete,  said  Dean  McCarron, 
Intel,  page  44 


Trucker 
speeds  data 
recovery 

By  Tim  Ouellette 

when  your  data  center  man¬ 
ages  the  movements  of  2,000 
trucks  and  7,500  freight  trailers 
across  the  country,  half  a  day’s 
downtime  can  mean  thousands 
of  wasted  miles. 

That  is  a  precarious  position 


for  a  firm  such  as  Watkins  Mo¬ 
tor  Lines,  Inc.,  which  positions 
itself  as  a  premium  provider  of 
trucking  delivery  services  but 
operates  in  the  middle  of  Flori¬ 
da’s  hurricane  alley. 

So  Archie  Simpson,  Watkins’ 
manager  of  computer  opera¬ 
tions  in  Lakeland,  Fla.,  is  testing 
IBM’s  Snapshot  Copy,  storage 
software  that  may  be  able  to 
slash  his  firm’s  data  recovery 
time  from  20  hours  to  eight  — 
saving  the  firm  thousands  of 
dollars  in  the  process  (see  chart, 
page  42). 

Plunging  disk  array  prices, 
combined  with  a  flock  of  new 
storage  software  tools  such  as 

Storage  tools,  page  42 


Laptops  packing  more  bang 

►  Laptop  vendors  bow  to  low  end 


By  Mindy  Blodgett 


low-end  notebook  comput¬ 
er  vendors  are  aiming  squarely 
at  the  midrange  laptop  market 
by  keeping  prices  low  while  de¬ 
livering  high-speed  processors 
and  other  functionality. 

Among  the  recent  announce¬ 
ments  were  these:  IBM  PC  Co., 
which  built  its  notebook  pres¬ 
ence  by  manufacturing  high- 


priced  laptops  with  cutting-edge 
technology,  unveiled  the  Think¬ 
Pad  380  line  of  notebooks  that 
are  priced  at  less  than  $2,500. 

“They’re  a  bit  behind  the  oth¬ 
er  vendors  here,  but  they  [IBM] 
have  come  out  with  machines 
with  a  lot  of  features  for  a  good 
price,”  said  John  Dunkle,  an 
analyst  at  Workgroup  Strategic 
Services,  Inc.  in  Portsmouth, 
Laptops,  page  42 


IS  managers  caught  in  storage  capacity  chase 


By  Matt  Hamblen 


announcements  of  the  lat¬ 
est  storage  technology  innova¬ 
tion  pop  up  so  frequently  that  IS 
managers  and  industry  insiders 
have  to  stay  alert. 

Since  1995,  there  has  been  a 
60%  annual  increase  in  the 
number  of  bits  of  data  that  can 


be  crammed  on  a  square  inch  of 
a  hard  disk  for  a  drive  selling  at 
the  same  price,  analysts  said. 

In  effect,  the  current  annual 
growth  rate  means  the  record¬ 
setting  5G-byte  laptop  computer 
drive  announced  May  15  by  IBM 
could  store  10  times  more  data 
in  2002,  said  Jim  Porter,  presi- 
Capacity  chase,  page  42 


Norsam  Technologies'  first 


HD-R0W  reader/writer 
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Laptops 
pack  more 
for  money 

N.H.  “The  vendors  are  recog¬ 
nizing  that  this  is  what  users, 
both  corporate  and  retail,  are 
looking  for.” 

Texas  Instruments,  Inc.’s  mo¬ 
bile  computing  division,  which 
was  recently  bought  by  San  Jose, 
Calif. -based  Acer  America 
Corp.,  is  shipping  the  Extensa 
610CD  line.  The  machines  fea¬ 
ture  150-MHz  processors.  Pric¬ 
ing  starts  at  less  than  $2,000. 

At  the  same  time,  in  the  mo¬ 
bile  space,  some  corporate  users 
are  using  personal  digital  assis¬ 
tants  (PDA),  or  handheld  PCs, 
for  remote  computing  —  at  least 
part  of  the  time. 

International  Data  Corp. 
(IDC)  in  Framingham,  Mass., 
last  week  released  numbers  on 
the  worldwide  handheld  mar¬ 
ket.  According  to  IDC,  the  hand¬ 
held  market  will  ship  5.5  million 
units  this  year,  a  77%  increase 
over  last  year’s  3.1  million. 


Processor:  150-MHz  Pentium, 
with  or  without  MMX 


Level  2  cache:  356K  bytes 


Starting  price:  $2,199 


IBM  THINKPAD  380  SERIES 


IDC  analyst  Diana  Hwang 
said  those  numbers  are  expect¬ 
ed  to  grow  worldwide  to  16.2 
million  by  2001.  Part  of  the 
growth  from  last  year  was  fueled 
by  the  entrance  of  handheld  de¬ 
vices  that  run  Microsoft  Corp.’s 
Windows  CE  operating  system. 
In  the  past  few  weeks,  Hewlett- 
Packard  Co.  in  Corvallis,  Ore., 
and  Philips  Mobile  Computing 
Group  in  Sunnyvale,  Calif., 
shipped  Windows  CE  devices, 
which  provided  a  boost  to  the 
overall  market,  Hwang  said. 

Some  corporate  users  are 
coming  around  to  the  new  de¬ 
vices.  “Our  sales  force  doesn’t 
always  want  to  carry  their  lap¬ 
tops  on  the  road,”  said  Jon 
Sweet,  director  of  information 
management  at  DuCharme 
McMillen  and  Associates,  Inc.,  a 
tax  consulting  services  firm  in 
Fort  Wayne,  Ind.  “The  more 


progressive  salespeople  are 
starting  to  look  more  closely  at 
the  PDAs  and  Windows  CE  de¬ 
vices  out  there.” 

Recent  and  expected  laptop 
and  handheld  PC  announce¬ 
ments  include  the  following: 

■  IBM  ThinkPad  380  notebooks 
have  12.1-in.  screens,  150-MHz 
processors  with  or  without 
MMX  technology  and  16M  bytes 
of  RAM.  Pricing  starts  at 
$2,199. 

■  The  HP  300LX  and  320LX 
palmtop  computers  started 
shipping  last  week.  They  run 
Windows  CE  and  feature  syn¬ 
chronization  with  desktop  PCs. 
The  units  weigh  n  oz.  and  cost 
between  $499  and  $699. 

■The  Philips  Velo  1  handheld 
PC  runs  Windows  CE  and  fea¬ 
tures  an  internal  19. 2K  bit/sec. 
modem  and  4M  to  36M  bytes  of 
RAM.  It  starts  at  $739.  □ 


IS  managers  caught  in 
storage  capacity  chase 
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dent  of  Disk/Trend,  Inc.  in 
Mountain  View,  Calif. 

The  pace  of  change  means  de¬ 
cision-makers  have  to  weigh  the 
need  to  stay  on  top  of  these  stor¬ 
age  innovations  while  hedging 
their  bets  against  the  obsoles¬ 
cence  of  new  purchases,  users 
and  observers  said. 

“We  don’t  want  to  obsolete 
ourselves  if  the  storage  capacity 
is  going  to  be  suddenly  doubled, 
so  we  ask  the  vendors  what 
they’re  doing,”  said  Ken  Sliwa,  a 
principal  application  specialist 
at  Trie  Arizona  Republic  daily 
newspaper  in  Phoenix. 

Sliwa  said  he  also  worries  that 
while  storage  capacity  is  grow¬ 
ing  astronomically  on  all  types 
of  media,  the  technology  to  pro- 
ice  speedy  access  to  stored  data 
uv.y  not  improve  as  quickly. 

But  Porter  said  storage  man¬ 
agers  shouldn’t  delay  a  project 
or  equipment  acquisition  be¬ 
cause  a  new  storage  technology 
is  on  the  horizon.  “An  IS  direc¬ 
tor  should  know  that  he  has  to 


buy  what’s  available  in  the  win¬ 
dow  for  a  project,”  he  said. 

In  one  unusual  innovation, 
Norsam  Technologies  in  Los 
Alamos,  N.M.,  recently  an¬ 
nounced  it  is  developing  the 
Norsam  High  Density-Read  On¬ 
ly  Memory  (HD-ROM)  drive, 
which  reads  off  a  Pancake  Disc, 
similar  in  size  to  a  CD. 

The  technology  promises  to 
hold  up  to  65 oG  bytes  —  1,000 
times  the  capacity  of  a  CD  —  or 

"We  don't  want  to  obso¬ 
lete  ourselves  if  the  stor¬ 
age  capacity  is  going  to 
be  suddenly  doubled,  so 
we  ask  the  vendors  what 
they're  doing." 

-  Ken  Sliwa, 

The  Arizona  Republic 


47,000  analog  images  by  using 
a  focused  ion  beam  to  indelibly 
etch  a  long-lasting  disc  of  stain¬ 
less  steel  and  silicon. 

Norsam  President  John  Bish¬ 
op  said  the  first  digital  HD- 
ROM  devices  should  be  ready  in 
1999  and  will  benefit  users  who 
need  a  long-lasting  storage  me¬ 
dium  for  data  that  doesn’t  need 
to  be  changed. 

Analysts  said  there  will  be  a 
long-term  storage  market  for 
write-once,  read-many-times 
technologies  such  as  the  HD- 
ROM.  And  the  HD-ROM  tech¬ 
nology  is  physically  more  dura¬ 
ble  than  CDs,  able  to  withstand 
fire  and  rugged  conditions. 

“People  are  always  looking 
for  a  truly  durable  archive  tech¬ 
nology,  and  this  seems  to  an¬ 
swer  that  problem,”  said  Nick 
Allen,  research  director  at  Gart¬ 
ner  Group,  Inc.  in  Stamford, 
Conn. 

There  will  be  a  wider  market 
for  innovations  in  read-and- 
write  storage,  analysts  said.  One 
such  product,  the  Near  Field  Re¬ 
cording  drive,  is  under  develop¬ 
ment  by  TeraStor  Corp.  in  San 
Jose,  Calif.,  It  promises  io  times 
the  current  bit  density  of  any 
product  and  should  be  ready  to 
ship  early  next  year,  company  of¬ 
ficials  said. 


Storage  tools  revise 
user  recovery  plans 

CONTINUED  FROM  PAGE  41 


Snapshot,  are  giving  sites  such 
as  Watkins’  a  chance  to  redefine 
their  disaster  recovery  plans. 

“We  just  can’t  be  down  that 
long,”  Simpson  said.  "We  are 
required  to  recover  within  eight 
hours.” 

Instead  of  relying  on  time- 
consuming  weekly  backups  that 
are  sent  to  remote  storage  sites, 
new  software  tools  from  leading 
disk  array  makers  offer  online 
movement  of  data  to  hot  sites 
with  minimal  system  down¬ 
time. 


TICK,  TICK, 

TICK... 

Average  financial  loss  in  one  hour 
of  disk-system  failure 

|  industry 

Loss 

Securities 

$29,301 

Manufacturing 

$26,761 

Transportation 

$9,435 

Insurance 

$6,907 

Source:  Find/SVP,  New  York 


TeraStor  last  week  announced 
an  agreement  in  which  Seagate 
Technology,  Inc.  in  Scotts  Valley, 
Calif.,  will  co design  the  flying 
optical  heads  used  in  the  Near 
Field  Recording  drives. 

Seagate  officials  also  said  last 
month  that  the  company  created 
a  research  and  development 
program  to  expand  the  current 
hard-disk  density  limit  of  2.6G 
bit/sq.  in.  to  10G  bit/sq.  in.  and 
beyond. 

Porter  said  the  race  for  densi¬ 
ty  will  be  furious  until  storage 
engineers  reach  what  is  known 
as  the  superparamagnetic  limit 
of  about  40G  bit/sq.  in.  That  is  a 
physical  limit  beyond  which  the 
atoms  in  a  magnetic  orientation 
can’t  remain  stable  at  room  tem¬ 
perature.  Given  current  growth 
trends,  engineers  will  hit  that 
wall  around  2005  to  2010,  Por¬ 
ter  said. 

IBM  scientists  at  Almaden 
Research  Laboratories  in  San 
Jose  and  a  consortium  of  ven¬ 
dors  working  at  a  dozen  major 
universities  are  conducting  ex¬ 
periments  to  break  through  the 
superparamagnetic  limit,  Porter 
said.  For  example,  scientists 
eventually  may  use  holography 
to  store  data  in  three  dimen¬ 
sions  instead  of  two  dimen¬ 
sions.  □ 


Such  tools  include  IBM’s 
Snapshot,  EMC  Corp.’s  Data- 
Reach  and  TimeFinder,  Hitachi 
Data  Systems,  Inc.’s  Extended 
Remote  Copy  and  Amdahl 
Corp.’s  TDMF. 

OUTSOURCING 

Most  tools  are  tied  to  their  ven¬ 
dor’s  own  disk  arrays  [CW,  May 
12],  but  Amdahl’s  TDMF  lets 
users  move  data  among  differ¬ 
ent  vendors’  disk  arrays.  Ameri¬ 
can  Stores  in  Dublin,  Calif.,  is 
one  site  testing  TDMF  in  that 
manner. 

Users  often  depend  on  disas¬ 
ter  outsourcing  contracts  that 
provide  business  recovery  with 
data  that  may  not  be  up-to- 
date,  because  the  copying  and 
transfer  tools  haven’t  been 
available. 

“Now,  with  [direct  access  stor¬ 
age  devices]  so  cheap,  we  are 
looking  at  doing  remote  mirror¬ 
ing,”  said  Stan  Beck,  a  data  op¬ 
erations  manager  at  Phillips 
Petroleum  Co.  in  Bartlesville, 
Okla. 

By  off-loading  data  quickly  to 
a  mirrored  site,  analysts  said  the 
tools  also  let  users 
better  test  their 
data  recovery  ca¬ 
pabilities  without 
seriously  affecting 
ongoing  produc¬ 
tion  operations. 

Phillips  ships 
hundreds  of  back¬ 
up  tapes  daily  to 
its  remote  site.  Its 
last  business  re¬ 
covery  test  took  36 
hours. 

At  Watkins,  a 
data  “snapshot”  is  being  taken 
only  each  weekend,  but  soon 
snapshots  will  be  taken  three 
times  per  day,  Simpson  said. 

With  two  high-speed  data 
channels,  Simpson  can  back  up 
27  volumes  of  production  data 
in  four  hours. 

In  August,  a  field  upgrade  to 
Watkins’  IBM  Ramac  Virtual 
Array  could  help  Simpson  move 
to  eight  high-speed  data  paths 
and  cut  the  time  even  more. 

But  there  are  still  catches 
users  must  watch  out  for,  be¬ 
sides  the  next  storm  or  disaster. 

“Line  speed  is  the  issue  right 
now,”  Beck  said.  “We  need  to 
wait  for  the  [network]  lines  to 
catch  up  to  the  disk  systems 
speeds.”  □ 


Forget 

time-consuminc 
weekly  backups 
software  tools 
from  leading 
disk-array 
makers  offer 
online  movemen 
of  data  to  hot 
sites  with 
minimal  system 
downtime. 


DIGITAL  has  consistently  been  first  to  market  with 
added-valne  deliverables  for  Windows  NT.®  No  other  com¬ 
pany  can  offer  so  much: 


The  DIGITAL/Microsoft®  alliance.  Our  unique,  long-term 
alliance  has  given  us  more  hands-on  experience  with 
Microsoft  than  any  other  vendor.  For  instance,  we  now 
have  more  trained  and  certified  Windows  NT  experts 
than  anyone  else.  And  we  already  have  over  900,000  seats 
for  Microsoft  Exchange  under  contract.  It’s  this  kind 
of  service,  support  and  experience  that  gives  you  a  distinct 
competitive  edge. 


Remarkable  reliability.  DIGITAL  was  the  first  to  bring 
multisite  disaster-tolerant  computing  and  maximum  avail¬ 
ability  to  the  Windows  NT  market.  In  fact,  we’re  already  on 
our  second  release  of  DIGITAL  Clusters  for  Windows  NT 
while  others  are  still  working  on  their  first. 


Extraordinary  enterprise  expertise.  DIGITAL  also  boasts 
two  decades  of  experience  in  enterprise-level  computing 
and  multivendor  integration.  Which  probably  explains  why 
we’re  the  only  company  offering  middleware  that  allows 
seamless  interoperability  between  Windows  NT,  Open 
VMS™  and  UNIX.® 


A  great  future.  Nobody  has  a  longer-term  vision  for 
Windows  NT  than  DIGITAL.  Our  full  line  of  Windows  NT- 
optimized  products  across  Intel®  and  Alpha  platforms 
already  offers  more  headroom  than  any  other.  What’s 
more,  DIGITAL  will  be  the  first  to  bring  the  practical 
use  of  Very  Large  Memory™  to  the  Windows  NT  market 
as  well  as  64-bit  architecture  with  Microsoft’s  next  release 
of  Windows  NT. 


Microsoft 


So  if  you  re  running  wwvf  *  hhc 

Windows  NT,  go  with  - 

the  company  that’s  A  L  L  I  A  N 
putting  the  most  into  it.  for  enterprise  com 
For  more  information, 

call  1-800-DIGITAL,  or  visit  our  Web  site  at 


www.alliance.digitaI.com/microsoft. 


and  Very  Large  Memory  are  trademai 
Windows  NT  are  registered  trademarks 
Her  countnes.  i.censed  through  X 


Monkey 
on  your 
back  #55: 

If  you’re  into 

Windows  NT,* 

why  not  find 
the  company 
that’s  most 
on  top  of  it? 


Computerworld  May  26,  1997  (www.computerworld.com) 


Apple  hardware  plans  center 
on  upcoming  'G3'  PowerPC  chips 


By  Lisa  Picarille 

APPLE  COMPUTER,  INC.  plans 

to  deliver  new  desktop,  server 
and  mobile  computers  to  coin¬ 
cide  with  new  PowerPC  proces¬ 
sors  due  to  reach  500  MHz  by 
next  year. 

Apple  offered  glimpses  of  its 
hardware  road  map  at  the  recent 
World  Wide  Developers  Confer¬ 
ence  in  San  Jose,  Calif. 

Company  officials  said  Apple 
has  several  initiatives  to  im¬ 
prove  performance,  multimedia 


capabilities  and  network  con¬ 
nectivity  that  span  its  product 
spectrum. 

Macintosh  users  during  the 
next  year  can  expect  to  see  sys¬ 
tems  introduced  that 
exploit  the  yet-to-be 
released  "G3  family” 
of  PowerPC  processors,  which 
run  at  speeds  of  up  to  400 
MHz,  said  Phil  Schiller,  vice 
president  of  desktop  and  server 
marketing  at  Apple  in  Cuperti¬ 
no,  Calif. 

Apple  also  plans  to  release  a 


new  Enterprise  server  and  a  new 
minitower  server.  Both  will  use 
the  G3  chip  running  Rhapsody, 
Apple’s  next-generation  operat¬ 
ing  system,  due  in  the  middle  of 
next  year. 

Users  also  can 
look  forward  to  new 
cache  designs,  multiprocessing 
capabilities,  faster  Peripheral 
Component  Interconnect  bus 
architectures  and  revamped 
memory  and  I/O  management, 
all  to  improve  performance  of 
all  products. 


PRODUCT 

ROAD  MAP 


Intel  chugs  on,  but  its  rivals  still  lag 


an  analyst  at  Mercury  Research, 
Inc.  in  Scottsdale,  Ariz. 

“And  while  [Intel-done  ven¬ 
dors]  have  done  a  reasonable  job 
competing  against  Intel,  they’ve 
had  issues  relating  to  design 
and  capacity,”  that  have  kept 
them  from  emerging  as  major 
players,  he  said. 

WHO'S  TO  CHALLENGE? 

As  a  result,  most  of  the  vendors 
that  seemed  poised  to  grab  mar¬ 
ket  share  from  Intel  as  recently 
as  two  years  ago  have  either 
stopped  competing  directly  or 
are  only  now  beginning  to  have 
the  products  and  the  capacity 
needed  to  compete. 

The  following  are  examples: 
■The  joint  IBM,  Motorola,  Ap¬ 
ple  Computer,  Inc.  PowerPC 


chip,  which  was  once  touted  as  a 
mass-volume  RISC  rival  to  In¬ 
tel,  is  today  largely  restricted  to 
IBM’s  servers,  computers  from 
Apple  and  a  handful  of  second- 
tier  vendors. 

The  chip  so  far  has  failed  to 
attract  attention  from  main¬ 
stream  PC  vendors,  mainly  be¬ 
cause  of  a  lack  of  application 
software  —  which  is  one  rea¬ 
son  Microsoft  Corp.  recently 
announced  it  is  dropping 
Windows  NT  support  for  the 
PowerPC  platform. 

■  MIPS  Technologies’  RISC 
chip  has  suffered  a  similar  fate. 
The  chip,  which,  in  theory,  of¬ 
fered  far  greater  performance 
than  Intel’s  Pentium  chips,  was 
positioned  by  vendors  such  as 
NEC  Corp.  in  Japan  in  high- 


end  Windows  NT  desktops  and 
servers. 

MIPS’  chips  are  the  highest- 
selling  among  the  RISC  ven¬ 
dors.  But  almost  all  the  volume 
has  come  from  the  embedded 
applications  markets  and  from 
vendors  of  technical  systems 
such  as  Silicon  Graphics,  Inc. 
Microsoft  has  dropped  Windows 
NT  support  on  MIPS’  chips,  too. 
■  Clone  vendors  such  as  Cyrix 
and  AMD  have  struggled  in  the 
past  couple  of  years  with  missed 
deadlines  and  capacity  issues. 
AMD,  for  example,  was  more 
than  a  year  late  in  coming  out 
with  its  K5  Pentium  clone. 
Cyrix,  which  doesn’t  have  its 
own  fabrication  plants,  has  been 
struggling  to  prove  it  can  meet 
order  demands.  □ 


OVERLAND  BATA,  INC.  has  an¬ 
nounced  LXS,  a  compact  mini¬ 
library  for  digital  linear  tape. 

According  to  the  San  Diego 
company,  the  library  will  pro¬ 
vide  up  to  500G  bytes  of  capac¬ 
ity.  It  has  a  single  drive  and  can 
perform  backup  at  up  to  18G 
bytes  per  hour. 

The  LXS  costs  $8,495. 
Overland  Data 
(619)571-5555 
www.overlanddata.com 

LEXMARK  INTERNATIONAL,  INC. 
?■  ■ .  announced  two  Optra  SC 
color  laser  printers. 

According  to  the  Lexington, 
.  .  company,  print  speeds  for 
the  Optra  SC  1275  and  1275N 


are  up  to  12  page/min.  for 
black  and  white  and  three 
page/min.  for  color.  Standard 
features  include  ColorSharp  in¬ 
telligent  enhancement  technol¬ 
ogy  and  600-  by  6oo-dot/in. 
image  quality. 

Pricing  starts  at  $4,000. 
Lexmark  International 
(606)  232-2000 
www.lexmark.com 

BROTHER  INTERNATIONAL  CORP. 

has  announced  HL-1060,  a 
business  graphics  laser  printer. 

According  to  the  Somerset, 
N.J.,  company,  the  HL-1060 
has  a  10-page/min.  print  speed 
and  1200-  by  6oo-dot/in.  reso¬ 
lution.  Users  can  automatically 


print  electronic-mail  messages 
locally. 

The  HL-1060  costs  $799. 

Brother  International 
(908)  356-8880 
www.brother.com 

TELEVIDEO,  INC.  has  announced 
the  SV210,  a  high-resolution 
17-in.  color  monitor. 

According  to  the  San  Jose, 
Calif.,  company,  the  SV210  is  a 
flat-screen  monitor  with  a  dot 
pitch  of  .26mm.  It  was  de¬ 
signed  for  use  with  PC  and 
Macintosh  systems. 

The  SV210  costs  $568. 
TeleVideo 
(408)  9534-8333 
www.televideoinc.com 


The  future  of  Apple's  new  systems  will  coincide  with  avail¬ 
ability  of  new  PowerPC  processors  from  IBM  and  Motorola 

Availability  of  mobile  and  entry-level  processors 
603E  233  MHz  400  MHz-plus 
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One  information  systems 
manager,  whose  company  is 
considering  a  move  to  Windows 
PCs,  said  if  Apple  delivers  on 
those  promises,  he  might  have  a 
good  argument  for  sticking  with 
the  Macintosh. 

Norman  Eide,  MIS  manager 
at  American  Eagle  Insurance 
Co.  in  Sacramento,  Calif.,  said 
Apple  needs  to  offer  more  cross¬ 
platform  capabilities  and  im¬ 
proved  performance  to  win  in¬ 
terest  among  businesspeople 
and  the  “techie  and  engineering 
types”  at  his  company. 

“If  Apple  told  a  compelling 
engineering  story  that  we  could 
buy  in  to  and  then  delivered  on 


that  promise,  we  might  not 
leave,”  Eide  said. 

Apple  also  plans  in  the  next  12 
months  to  improve  its  network 
connectivity. 

Schiller  said  all  desktop  and 
server  models  soon  will  come 
standard  with  io/iooBase-T 
network  connections  and  the 
Universal  Serial  Bus. 

For  Apple’s  portable  line, 
PowerBooks  will  include  built- 
in  Ethernet  connections  and 
modems,  card  buses  for  high¬ 
speed  connections,  up  to  4M 
bytes  of  infrared  memory  and 
Apple  Location  Manager  for 
users  to  customize  their  remote 
access  configurations.  □ 


Smart  card  standards  group 

IBM  and  Sun  Microsystems,  Inc.  last  week  joined  an  industry 
effort  to  develop  a  common  smart  card  standard  for  network 
and  personal  computers.  The  PC/SC  Workgroup,  formed  last 
year  and  based  in  San  Jose,  Calif.,  also  includes  Microsoft  Corp. 
and  Hewlett-Packard  Co. 

Axil  demos  SMP  for  Windows  NT 

Axil  Computer,  Inc.,  a  Santa  Clara,  Calif.-based  subsidiary  of 
Hyundai  Electronics  America,  last  week  demonstrated  an  eight¬ 
way  symmetrical  multiprocessing  (SMP)  Windows  NT  server 
based  on  Intel  Corp.’s  microprocessors.  The  NX  801  system 
uses  a  patented  crossbar  technology  to  connect  the  processors 
in  an  SMP  configuration,  according  to  Axil. 

Java-based  smart  cards 

Schlumberger  Electronic  Transactions  in  Moorestown,  N.J.,  has 
released  a  tool  suite  for  creating  Java-based  smart  cards.  The 
Cyberflex  Development  Kit  is  the  first  such  package  to  support 
Sun  Microsystems,  Inc.'s  Java  Card  application  programming 
interface.  The  package  includes  a  card  reader,  cards  and  soft¬ 
ware  to  convert  and  load  Java  applications  onto  cards. 

Acer  Pentium  II  PCs 

Acer  America  Corp.  plans  to  offer  a  line  of  PCs  based  on  Intel 
Corp.’s  new  Pentium  II  processors.  The  San  Jose,  Calif.,  com¬ 
pany’s  line  of  AcerPower  desktops  is  available  now.  The  PCs 
come  equipped  with  network  interface  cards,  tool-less  chassis 
access  and  a  three-year  warranty.  The  company  will  also  offer 
an  AcerPower  Graphics  Workstation,  equipped  with  a  266-MHz 
Pentium  II  processor  for  high-end  users.  The  PCs  and  work¬ 
stations  range  from  less  than  $1,000  to  about  $6,100. 


It  was  supposed  to 
be  the  launch  of  a 
development  project 


Not  the  project  manager 


Should've  used  UNIFACE 


It's  more  than 
a  development 
product.  It's  a 
.complete  solution 
to  put  complex 
enterprise  applications 
into  production  — 
from  legacy  to 
client/server  to  the 
Internet.  Ask 
any  of  our  3,000 
worldwide  customers. 


For  a  white  paper  on 

creating  enterprise 
\  ' 
systems  for  the 

Internet,  call  us. 
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www.compuware.com 

1-800-365-3608 

uniface_info@compuware.com 


The  ALR  Revolution  6X6... “This  is  the  must-buy  server 
for  any  IS  department  that  wants  a  high  degree  of  fault 
tolerance  and  scalability  without  paying  top  dollar  for  it 
And  what  IS  department  wouldn’t?” 

JUS,  n  At  ALR,  we  captured  the  number  three  spot  by 

WORLD  March  31, 1997  . 

engineering  the  first  server  with  quad  processing  Pentium 
Pro  technology.  And  we’re  keeping  that 

_ _  edge  with  the  Revolution  6X6,  the 

ALR's  six-Pentium  Pro  system  raises  scalability  bap  world’s  first  industry  standard  server 

to  feature  six  Intel  Pentium  Pro  chips. 

But  being  number  three  can  be 
pretty  scary.  The  competition  from 
above  and  below  is,  well,  monstrous.  We  can’t 
afford  to  lose  a  single  customer  or  a  single  poten¬ 
tial  customer.  Which  is  why  we  make  certain  that 
eveiy  ALR  Revolution  Quad6  or  6X6  is  built  to 


PENTIUM, PRO 

PROCESSOR 


8  12  >6  20  ?4  78  32  36  40  M 

Number  of  Clients 


PC  Week  March  17.1997 


Because  down-time 
is  just  not  an  option 


Or  else. 


Revolution  6X6 


mforManager 

with  itEveCPS 

All  ALR  Revolution  6X6  and  Revolution  Quad6 
systems  are  protected  by  ALR  ActiveCPR,  ALR’s 
revolutionary  processor  protection  and  auto¬ 
recovery  technology.  It’s  just  the  latest  addition  to 
ALR  InforManager.  ALR’s  own  industry  recog¬ 
nized  server  hardware  management  system. 


1 3  integrated  sensors  constantly  monitor  vital 
aspects  of  processor  operation.  Out  of  spec  read- 
os  eager  Central  Processor  Recovery  procedures. 

fcSivOPR 


1}  warns  network  useis  or  impending  shutdown 
2)  initiates  sate  auto-shut  down  of  OS 
Si  ’•:>  <  -  iv  processor  offline  t  9  i 
i;  i.+.-xSOS,  ecuver-  ?! 

mg  normal  network  operatio'i 

Saw  ws.tc.Vog  automatically  reboots 
-  OP  ir.ths  event  of  a  software  crash. 
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Ort  Connected! 


Manufacturer 

Model 

Industry  Recognition 
CPU 

Maximum  SMP 
Memory 
Hard  Disk  Drive  Storage 

LCD  Touchscreen  Diagnostics 
CD  ROM 
RAID  Ready 
Hot  Swappable  Expansion 
Expansion  Slots 
Network  Interface 
Disk  Controller 
Server  management 

Power  Supply 
Redundant  Hot-pluggable  N+1 
On-site  Service 
Factory  Warranty 

Price 


New  from  ALR...  Autobahn  ISDN  Routers  now  available  for  under  $650,  call  1-888-ALR-ISDN 


ALR 

Dell 

Revolution  Quad6 1 

PowerEdge  6100 

£1  = 

Pentium1  Pro  200/512 

Pentium"  Pro  200/512 

4  CPU 

4  CPU 

64-MB 

64-MB 

4-Gigabytes 

4-Gigabytes 

Standard 

Not  Available 

16X 

8X 

6  Bays 

6  Bays 

6  Bays 

None 

14  Expansion  Slots 

1 0  Expansion  Slots 

10/100  Ethernet 

10/100  Ethernet 

Ultra'Wide  RAID  opt. 

Ultra/Wide  RAID  opt. 

ALR  InforManager- 

Intel"  LanDesk™ 

ActiveCPR" 

Not  Available 

575  Watts 

700  Watts 

Optional 

Optional;  Redundant  only 

3  Years  On-site  Service 

3  Years  On-site  Service 

S  Year/36  Month 

3  Year 

$9,115 

*9,995 

'Estimaled  street  price.  Based  on  IOC,  3/10/97. 


ALR 

Revolution  6X6- 

Compaq- 
Proliant-  5000 

Pentium"  Pro  200/512 

Pentium*  Pro  200/512 

6  CPU 

4  CPU 

128-MB 

128-MB 

9-Gigabytes 

9-Gigabytes 

Standard 

16X 

6  Bays 

6  Bays 

12  Expansion  Slots 

10/100  Ethernet 
Ultra/Wide  RAID  opt. 

ALR  InforManager- 
ActiveCPR" 

1050  Watts 
Standard 

3  Years  On-site  Service 

5  Year/36  Month 

Not  Available 

8X 

4  Bays 

None 

7  Expansion  Slots 
10/100  Ethernet 
SCSI-2 

Compaq  Insight  Manager 
Not  Available 

488  Watts 
Redundant  only 

3  Years  On-site  Service 

3  Year 

*13^75 

*15^40 

deliver  years  of  reliability  in  even  the  most  demanding 
applications.  And  that’s  also  why  we  make  certain  that  our 
servers  are,  beyond  a  doubt,  the  absolute  best  server 
investment  a  company  can  make. 

Sure,  being  number  three  is  tough.  But  we  think  it 
helps  us  make  better  computers.  To  find  out  how  much 
better,  visit  your  ALR  reseller  today.  Or  call: 

1 -800-444-4ALR 

http://www.alr.com 
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Briefs 

Data  mart  tool 

Informatica  Corp.  in  Menlo 
Park,  Calif.,  plans  next  week  to 
introduce  a  new  version  of  its 
PowerMart  data  mart  tools 
and  a  companion  product  that 
enables  real-time  warehous¬ 
ing  of  production  database 
updates.  PowerMart  3.5  will 
support  parallel  loading  of 
data  marts  and  be  able  to  pull 
information  out  of  source 
databases  via  the  Open  Data¬ 
base  Connectivity  specifica¬ 
tion,  Informatica  officials  said. 
Pricing  will  start  at  $45,000. 
The  PowerCapture  real-time 
update  software  will  cost 
$40,000.  The  products  will 
run  on  Unix  and  WindowsNT. 

Windows  CE  apps 

MobileSoft,  a  Sunnyvale, 
Calif.,  division  of  Philips  Elec¬ 
tronics  N.V.,  plans  to  electroni¬ 
cally  distribute  several  soft¬ 
ware  titles  for  Windows  CE 
handheld  devices.  The  online 
shop  (www.mobilesoft.com) 
will  feature  software  titles 
from  more  than  17  developers 
in  categories  that  include  pro¬ 
ductivity,  communications, 
entertainment,  information 
management,  finance,  desk¬ 
top  connectivity  and  utilities. 

Essbase  for  finance 

At  last  week’s  Database  and 
Client/Server  World  confer¬ 
ence,  Sunnyvale,  Calif.-based 
Arbor  Software  Corp.  intro¬ 
duced  a  packaged  version  of  its 
Essbase  online  analytical  pro¬ 
cessing  software  tailored  for  fi¬ 
nancial  users.  Pricing  starts  at 
$75,000.  Also  at  the  show,  Log¬ 
ic  Works,  Inc.  in  Princeton, 
N.J.,  introduced  Version  3.0  of 
its  Erwin  database  modeling 
tool  with  a  new  user  interface 
and  built-in  reporting  engine. 

• 

What  is  your  PC 
operating  system  mix? 


Windows  3.x  67% 

Windows  95  13% 

WindowsN^^^^10% 

Other  10% 


Base:  51  Fortune  1,000  companies 

Source:  Forrester  Research,  Inc.,  Cambridge.  Mass. 


Client/Server  ♦  Development  ♦  Operating  Systems 


Jumping  on  application  resp 


The  next  version  of  the  tool,  which  simultaneously  tracks 
Oracle  functions  for  database  administrators,  will  warn  about 
network  and  systems  problems  to  speed  troubleshooting 


►  Tools  shorten 
troubleshooting 

By  Patrick  Dryden 


some  savvy  information  sys¬ 
tems  managers  seek  shortcuts 
to  troubleshooting  poor  perfor¬ 
mance  from  vital  client/server 
business  applications. 

They  want  simple  monitoring 
tools  that  reveal  relevant  infor¬ 
mation  about  all  aspects  of  their 
distributed  applications  —  the 
hardware,  software  and  network 
pieces  of  the  enterprise  puzzle. 

They  then  could  get  a  jump 
on  fixing  application  response 
times  for  users  without  having 
to  follow  the  usual  approaches. 
Those  include  forming  a  team 
of  experts  or  adopting  new  tools 
such  as  an  integrated  manage¬ 
ment  suite  or  one  of  the  new 
service-level  monitors.  But  each 
can  consume  time,  money  and 
expertise. 


“It  takes  a  couple  of  hours  or 
a  day  to  set  up  an  investigation 
after  a  user  call,”  said  Mike  Ault, 
a  senior  consultant  responsible 
for  database  administration  at 
BellSouth  Business  Systems  in 


Atlanta.  "Then  we  have  to  track 
down  whose  problem  it  is.” 

Ault  monitors  the  specific 
performance  of  his  Oracle  Corp. 
databases  with  Q  Diagnostics 
Center,  a  graphical  tool  from  Sa¬ 


vant  Corp.  in  Rockville,  Md.  He 
can’t  watch  the  network,  but  he 
checks  the  basic  performance  of 
each  server  and  operating  sys¬ 
tem  that  supports  those  databas¬ 
es  through  Patrol  from  BMC 
Software,  Inc.  in  Houston. 

"I’d  like  to  see  all  that  infor¬ 
mation  in  one  place,  without 
having  to  be  an  expert,”  Ault 
said.  With  some  indication  that 
the  network  has  a  bottleneck,  for 
example,  he  said  he  can  quickly 
narrow  his  focus. 

Ault  said  he  looks  forward  to  a 
significant  expansion  of  Q  Diag¬ 
nostic  Center  in  October.  Ver¬ 
sion  2.0  will  include  in  its  over¬ 
view  of  database  functions 
several  relevant  statistics  regard¬ 
ing  network  throughput  and 
system  activity. 

If  Savant  delivers  on  its  prom¬ 
ise,  Ault  said,  “then  we  won’t 
have  to  start  from  ground  zero 
every  time.” 

To  help  assure  the  quality  of 

Troubleshooters,  page  49 


How  the  $60  billion  U.S.  IS  training  pie  gets  sliced: 


Overhead: 

$4.6B 

Seminars/conferences: 

$3.7B 

Hardware: 

$3.6B 

Custom  materials: 

$1.9B 

Outside  services: 

$1.7B 

Off-the-shelf  training: 

$2.2B 

Source:  Lakewood  Research,  Minneapolis 


Oracle  addresses  end-user  training 
with  do-it-yourself  application 


A  Darwinian 
leap  past 
the  visual 

►  App  developers  await 
time-saving  tools 

By  Sharon  Gaudin 

drag-and-drop  capabilities 
that  have  emerged  in  just  the 
past  two  years  have  diminished 
developers’  need  to  write  code, 
significantly  acceler¬ 
ating  the  application¬ 
building  process. 

They  were  a  huge 
step  in  the  evolution¬ 
ary  chain. 

Now,  fourth-gener¬ 
ation,  visual  drag-and-drop  de¬ 
velopment  languages  are  com¬ 
monplace  in  the  developer 
world.  So  what’s  next? 

Looking  to  the  next  Darwin¬ 
ian  leap,  users  and  vendors  are 
focusing  on  tools  that  automati¬ 
cally  build  the  applications’  in¬ 
frastructure.  This  allows  a  devel¬ 


oper  to  concentrate  on  business 
logic:  how  an  application  can 
help  a  company  sell  more  wid¬ 
gets,  build  more  cars  or  send 
out  more  bills. 

Users  and  analysts  point  out 
that  the  infrastructure,  or  the 
plumbing  that  allows  applica¬ 
tions,  clients  and  servers  to 
communicate,  takes  up  about 
70%  of  the  time  it  takes  to  build 
successful  applications.  Cut  out 
the  need  to  build  those  connec¬ 
tions,  and  applications  could 
rocket  off  the  drawing  board 
and  onto  workers’  desktops. 

“We  would  literally  be  allow¬ 
ing  our  application  developers 
to  focus  on  increasing  business 
value  for  our  users  instead  of 
worrying  about  the  connec¬ 
tions,”  said  James 
Chong,  vice  president 
of  architecture  and 
planning  at  San  Fran- 
cisco-based  Charles 
Schwab  &  Co.  “If  we 
didn’t  have  to  build 
the  infrastructure,  our  applica¬ 
tion  and  service  would  be  out 
there  faster.  We’d  be  first.” 

Karen  Boucher,  director  of 
The  Standish  Group  Interna¬ 
tional,  Inc.  in  Dennis,  Mass., 
said  that  scenario  isn’t  as  far  off 
in  the  future  as  some  users 
Developers,  page  49 


By  Julia  King 


all  enterprise  software  ven¬ 
dors  offer  technical  training  for 
information  systems  teams 
charged  with  implementing 
new  applications.  Training  end 
users,  on  the  other  hand,  typi¬ 
cally  has  been  left  to  high- 
priced  consultants  and  outside 
training  firms. 

Oracle  Corp.  in  Redwood 
Shores,  Calif.,  is  breaking  that 
mold  with  Oracle  Tutor,  a  soft¬ 
ware-based  end-user  training 
development  kit.  Announced 
last  week,  the  build-your-own 
training  application  promises  to 
significantly  reduce  the  time 


and  cost  of  training  day-to- 
day  users  of  Oracle’s  financial 
and  manufacturing  applica¬ 
tions. 

That’s  because  users  learn 
only  those  portions  of  the  soft¬ 
ware  they  need  to  do  their  jobs. 
And  all  training  materials  are 
reusable  and  can  be  modified  as 
a  user's  job  duties  change. 

For  example,  filling  out  an  ex¬ 
pense  report  could  be  a  15 -step 
process.  “With  Tutor,  [end  users 
don’tj  need  to  go  through  a  five- 
day  Oracle  class,  but  just  look  at 
those  steps  that  affect  them,” 
said  Mike  Alfano,  director  of  ap¬ 
plications  education  at  Oracle. 

Oracle,  page  49 


CLOSER 

LOOK 

Beyond  fourth- 
generation 
languages 


f  it'll  help  your  business  grow,  we  have  it.  Desktops. 
Notebooks.  Workstations.  Communications.  Apps. 
System  software.  Peripherals.  Mass  storage.  Just 
name  it. 

Office  equipment?  Got  it.  Mobile  and  Wireless? 

Computer  telephony?  That,  too. 

Internet  stuff?  We'll  bring  you  WEB.X,  the  East  Coast's 
#1  Internet  business  event.  Networking?  In  '97,  we'll 
premiere  the  most  important  networking  event  ever  to 
hit  the  Big  Apple.  Networks  Expo  New  York.  MAC™  OS? 
For  the  first  time  anywhere,  MAC™  OS  EXPO. 

The  most  solutions.  The  right  solutions.  That's  PC  EXPO  in 
New  York.  The  world's  one  must-attend  technology  event. 
Says  who?  Only  142,323  of  the  world's  most  important  IT 
customers,  and  over  800  of  the  world's  leading  exhibitors, 
that's  who. 

All  the  IT  you  need  to  see.  For  one  admission.  At  one  time. 
In  one  place.  PC  EXPO  in  New  York.  The  one  and  only. 

To  attend,  call  800-829-3976,  ext.  2980  or  register 
online  at  http://www.pcexpo.com. 

Exhibitors!  Reach  more  than  140,000  top  IT  buyers. 
Call  800-829-3976,  ext.  2930  and  ask  for  Geoff  Poli. 

Source  Code:  2  7 


Grant  me  the  strength  to  resist  fads, 

The  wisdom  to  recognize  legitimate  plans, 

And  the  sheer  blind  luck  to  know  the  difference. 


The  IS  Manager's  Prayer 


So,  what  makes  BackOffice  different? 


There  are  things  we've  learned 
in  twenty  years  of  connecting  people 
and  machines  and  information 
that  can  help  make  the  next  twenty 
years  a  lot  less  stressful. 

Now,  for  the  first  time,  we  can  offer  you  not  just  another  bunch  of  applications 
but  a  sane  and  sensible  approach  to  evaluating  technology  solutions.  It’s  called 
Microsoft ®  BackOffice ”  and  it  delivers  something  you  probably  don’t  expect 
from  technology— simplicity. 


ooooooooooooooooo 

BackOffice  works  on  Windows  NT®  Server  and  Windows  NT  Server  works  on  pretty  much  any 
system  you  might  have  in  place.  You  can  add  a  single  Windows  NT  Server  into  your  NetWare  or 
UNIX  environment  and  start  running  a  BackOffice-based  solution  tomorrow.  And  Windows  NT 
Server  is  tremendously  scalable.  So  you  can  actually  move  the  technology  forward  in  well-planned 
steps,  instead  of  the  white  knuckle,  all-or-nothing  leaps  IS  people  are  frequently  forced  to  make. 


BackOffice  is  not  a  noun. 
BackOffice  is  an  adjective.  For 
example,  if  you  did  your  job  well, 
collaborated  effectively  with  your 
coworkers  and  were  basically 
enjoyable  to  work  with,  you'd  be 
a  BackOffice  kind  of  person. 


ooooooooooooooooooooooo 


ocoooooooooooooooooooooooooooooooooooooooooooo 


As  goes  BackOffice,  so  goes  Windows  NT  Server.  These  three  philosophies  also  apply  to  the  relationship  between  BackOffice  server 
products  and  Windows  NT  Server.  Not  only  is  Windows  NT  Server  famously  easy  to  administer,  but  its  integration  with  the  BackOffice 
family  of  products  means  that  most  administration  tasks  need  only  be  performed  once— for  example,  you  just  create  one  account 
per  user,  no  matter  how  many  applications  they  use.  And  Windows  NT  Server  is  inherently  scalable-you  can  run  a  single  Windows  NT 
Server  in  a  mixed  environment  or  you  can  build  a  global  network  that  runs  entirely  on  Windows  NT. 


Well,  what  about  it?  Microsoft  Windows  NT  Server  has  an  Internet  strategy  built  in.  It's  called  Internet  Information  Server. 
IIS  lets  you  create,  deploy  and  administer  a  simple  Web  site  or  a  full-blown  corporate  intranet.  IIS  lets  people  in  your 
organization  view  information  stored  in  BackOffice  or  existing  systems  using  a  standard  browser.  liS  includes:  Active 
Server  Pages  so  programmers  and  designers  can  create  dynamic  content;  Frontpage ”  server  extensions  for  one-button 
publishing  to  the  Web;  NetShow ~  conferencing  software  for  multimedia  on  the  Web;  and  more. 


www.microsoft.com/backoffice/ fa  n  y 


There  is  a  BackOffice  product  for  every  business  problem  we  can  name.  When  you  come  up  with  more 
problems,  we'll  come  up  with  more  BackOffice  solutions. 


Windows  NT  Server  This  is  a  multipurpose  operating  system  capable  of  handling  applications,  file-and-print,  communications 
and  the  Web.  It  includes  Internet  Information  Server,  a  powerful  transaction  server  and  DNS  server. 

And,  by  the  way,  it’s  the  operating  system  that  makes  BackOffice  work.  We  believe  it  is  the 
future  of  network  computing. 

Exchange  Server  This  is  an  Internet  standards-based  server  that  delivers  powerful  messaging  and  collaboration 

capabilities.  More  than  e-mail,  Microsoft  Exchange  Server  gives  you  business  solutions  like  scheduling, 
group  contact  lists  and  task  management. 

SQL  Server  This  tremendously  scalable,  high-performance  RDBMS  features  Internet  integration,  integration  with 

desktop  tools  and  applications,  and  an  open-system  architecture,  making  it  a  superior  platform  for 
delivering  line-of-business  and  data  warehousing  solutions. 

Systems  Management  This  allows  you  to  centrally  manage  and  troubleshoot  your  entire  PC  network— desktop  and  server 

Server  computers.  You  can  inventory  hardware  and  software,  deliver  new  software  and  perform  diagnostic 

services— ali  from  a  single  location. 

SNA  Server  SNA  Server  gives  PC  network  users  reliable  access  to  host  systems— from  AS/400  machines  to  large 

mainframe  systems.  SNA  Server  can  be  used  to  support  line-of-business  applications  like  decision 
support,  Internet/intranet  access  and  online  transaction  processing. 


Proxy  Server 


Proxy  Server  allows  you  to  extend  secure  Internet  access  to  the  entire  organization,  easily  and 
cost-effectively. 


Future  Servers  We  are  working  on  new  server  solutions  and  technologies  right  now— increasingly  sophisticated  online 

commerce  solutions,  for  example,  and  the  next  generation  of  tools  for  the  rapid  creation  of  rich  Web 
sites  and  Web-based  business  applications.  You  can  count  on  seeing  these  and  other  new  ideas  built 
into  BackOffice  with  the  same  attention  to  integration,  comprehensiveness  and  simplicity  that 
sets  our  current  products  apart. 


Microsoft 


Where  do  you  want  to  go  today?’ 


How  to  buy  There  is  a  wide  range  of  products  in  the  BackOffice  family.  You  can  get  them  in  two  different  ways. 

One-stop:  get  the  BackOffice  Server  suite— including  Windows  NT  Server,  Exchange  Server, 

SQL  Server  ",  Systems  Management  Server  and  SNA  Server.  Pick-and-choose:  get  any  individual  server 
or  combination  of  servers  according  to  what  you  need  and  when  you  need  it. 


Try  to  Imagine  champagne 
without  the  bubbles. 

Windows  NT  Server  makes 
BackOffice  possible. 
BackOffice  makes  Windows 
NT  Server  powerful. 


&S3m 


www.storaget8k.eoin/hotshot 


StorageTek 


Where  the  world’s  information 


Teghnology  Corporation'.  All  i  iglits  reserved.  StorageTek  is  a  registered  trademark  ot  Storage  Technology  Corporation. 


m 


**- 


“The  CIO  said,  ‘let  me  see  if  I’ve  got  this  straight.  You’re  saying  you  can  implement  a  worldwide  storage 
system  that  will  actually  increase  the  company’s  performance  and  reduce  costs?’  Without  skipping  a  beat, 

I  said  yes.  And  without  skipping  a  beat,  he  said,  ‘you  have  sixty  days  to  show  me  how.’  I  remember  the  day 
StorageTek®  presented  their  recommendations.  Because  that  was  the  first  night  I  actually  got  some  sleep.” 

Call  StorageTek  today  at  1  890  786-7835.  Or  visit  us  on  the  Web.  Because  in  this  world  of  multiplatform  computing,  the 
right  choice  in  storage  can  mean  the  difference  between  proving  yourself  every  day  —  and  proving  yourself  once  and  for  all. 


(www.computerworld.com)  May  26,  1997  Com  pu  t erw orld 


LANs  *  WANs  ♦  Network  Management 


Briefs 

E-mail  outages  hurt 

Worker  productivity 
drops  an  average  of 
16%  to  26%  when  the 
E-mail  system  is  down 

Source:  Creative  Networks,  Inc.,  Palo  Alto,  Calif. 

CA  manages  OpenVMS 

Computer  Associates  Interna¬ 
tional,  Inc.  extended  the  reach 
of  its  Unicenter:  TNG  enter¬ 
prise  management  suite  last 
week  to  Digital  Equipment 
Corp.  systems  that  run  Open¬ 
VMS.  That  means  managers 
can  integrate  the  specific  func¬ 
tions  of  Digital  Polycenter 
tools  with  other  systems  man¬ 
agement  chores  from  the 
Unicenter:  TNG  console.  Sup¬ 
ported  Polycenter  products  in¬ 
clude  Console  Manager,  Sys¬ 
tems  Watchdog,  Scheduler 
and  Performance  Advisor. 

As  enticement,  CA  in  Islan- 
dia,  N.Y.,  is  offering  a  free  up¬ 
grade  to  Unicenter:  TNG  to 
Polycenter  users. 

Improved  LANDesk 

Intel  Corp.  last  week  an¬ 
nounced  improved  remote 
control  capability  for  its  LAN¬ 
Desk  Server  Manager  Pro  sys¬ 
tem.  Version  2.8,  coming  next 
month  for  $1,495,  adds  a  pow¬ 
er  module  to  the  PC  Card  that 
was  sold  separately. 

Via  dial-up  modem,  a  man¬ 
ager  can  reboot,  diagnose  and 
restore  a  failed  Windows  NT 
or  NetWare  server.  Software 
enhancements  include  the 
ability  to  send  alerts  to  the 
server  event  log  and  to  man¬ 
agement  platforms  via  the 
Simple  Network  Manage¬ 
ment  Protocol. 

Bay  offers  Token 

Bay  Networks,  Inc.  in  Santa 
Clara,  Calif.,  recently  an¬ 
nounced  new  Token  Ring  prod¬ 
ucts  and  pricing.  The  Centil- 
lion  50,  a  i6-port  workgroup 
Token  Ring  switch,  will  cost 
$10,995.  An  eight-port  Token 
Ring  switching  module  for  the 
System  5000  will  cost  $8,995. 
And  a  Token  Ring  switching 
module  for  the  Centillion  too 
switch  will  costs  $8,995.  All 
products  will  ship  in  July. 


GLOBAL  COMMUNICATIONS 

Satellite  networking 
gets  almost  practical 


You  can't 
integrate 
messages 

►  Unifledvoice,  E-mail 
systems  face  hurdles 

By  Barb  Cole-Gomolski 


years  after  vendors  began 
talking  about  it,  integrated  mes¬ 
saging  is  still  more  fantasy  than 
reality  at  most  companies. 

Integrated  messaging  sys¬ 
tems  let  users  access  electronic 
mail,  voice  mail,  faxes  and  pages 
from  either  an  E-mail  client  or  a 
telephone. 

Vendors  tout  the  technology’s 
ability  to  make  workers  more 
productive  because  they  can,  for 
example,  check  E-mail  from  an 
airport  telephone.  These  sys¬ 
tems  may  also  lower  administra¬ 
tion  costs  by  letting  companies 
maintain  one  directory  for 


E-mail  and  telephone  exten¬ 
sions.  Some  let  workers  check 
for  telephone  messages  by  E- 
mail  over  the  corporate  network, 
which  cuts  long-distance  tele¬ 
phone  charges. 

“I  know  we  are  more  produc¬ 
tive  now  —  maybe  by  as  much 
as  20%,”  said  Bob  Manougian, 
vice  president  of  operations  at 
Paralon  Technologies,  Inc.,  a 
Seattle-based  provider  of  remote 
access  products  that  is  deploy¬ 
ing  a  unified  messaging  system 
from  Active  Voice  Technology, 
Inc.  in  Kirkland,  Wash.  Paralon 
didn’t  have  a  legacy  voice-mail 
system  to  replace,  which  eased 
the  migration,  Manougian  said. 

BARRIERS  REMAIN 

Although  users  give  integrated 
messaging  systems  high  marks, 
there  are  still  barriers  that  pre¬ 
vent  users  from  rolling  these 
products  out  on  a  large  scale. 

First,  most  large  companies 
have  E-mail  and  voice-mail  sys¬ 
tems  that  may  not  work  with 
universal  messaging  products. 
Second,  some  integrated  mes¬ 
saging  systems,  although  de¬ 
signed  to  work  with  client/ 
server  mail,  don’t  yet  support 
You  can’t,  page  52 


By  Kim  Girard 


WITH  AN  INVESTMENT  boost 
from  Bill  Gates  and  a  big  con¬ 
tract  for  The  Boeing  Co.,  satel¬ 
lite  communications  is  grab¬ 
bing  some  attention  from  users 
drawn  to  its  high  bandwidth 
capabilities  and  international 
appeal. 

Although  it  is  doubtful  that 
satellite  communications  will 
evolve  as  the  network  technol¬ 
ogy  of  choice,  naysayers  who 
have  traditionally  questioned 
the  service’s  use  within  the  cor¬ 
porate  network  are  now  taking  a 
second  look. 

That’s  because  an  increasing 
number  of  start-ups  and  veteran 
satellite  companies  are  enticing 
customers  with  higher  trans¬ 
mission  rates,  shorter  signal 
delay  times  and  the  capacity  to 
Satellite  networking,  page  52 


Satellite  Pros _ 

I  Good  for  broadcasting 
to  multiple  remote 
locations  at  once 

I  Connects  sites  very 
far  apart 

I  Connects  sites  where 
infrastructure  is  poor 

Satellite  Cons 

I  Delay  in  data  or  voice 
transport  compared  with 
landlines 

I  Not  cost-effective  for 
point-to-point,  high- 
bandwidth  connections 

I  Regulatory  challenges 


Switching  won't  kill  routers,  but  roles  will  change 


By  Bob  Wallace 

ARE  ROUTERS  HEADED  for  the 
networking  industry’s  endan¬ 
gered  species  list? 

Not  according  to  users  who 
claim  there  will  always  be  a  role 
for  the  devices  in  their  enter¬ 
prise  networks. 

Stand-alone  routers  are  wide¬ 
ly  used  at  the  core  of  a  corporate 
network  to  direct  traffic  between 
LANs.  But  three  developments 
are  changing  the  role  of  the 
router:  the  emergence  of  Layer  3 
switches,  which  build  routing 
functions  into  switches;  Cisco 
Systems,  Inc.’s 
alternative  plan 
to  team  routers 
with  switches; 
and  Microsoft 
Corp.’s  efforts  to 
add  routing  soft¬ 
ware  to  servers. 

“Hardware- 
based  routers 
will  eventually 
start  to  go  away 
in  some  places, 


but  routing  func¬ 
tionality  will  con¬ 
tinue  to  be  a  criti¬ 
cal  part  of  user 
networks,”  said 
Skip  MacAskill,  a 
senior  analyst  at 
Gartner  Group, 

Inc.  in  Stamford, 

Conn.  “It’s  just 
got  a  different 
housing.” 

Vendors  have 
started  shipping  Layer  3  switch¬ 
es,  and  the  trickle  is  expected  to 
turn  into  a  river  in  the  coming 
months. 


Layer  3  switches  promise  to 
boost  network  performance  by 
reducing  or  eliminating  conges¬ 
tion  in  enterprise  networks. 

They  also  can 
be  less  expensive 
than  high-end 
routers  for  break¬ 
ing  up  band¬ 
width  bottle¬ 
necks.  But  the 
switches  are  still 
largely  unproven 
As  Layer  3 
switches  become 
more  widely  de¬ 
ployed,  analysts 


said,  high-end 
routers  may  find 
a  home  at  the 
edge  of  net¬ 
works,  serving  as 
gateways  to  a 
wide-area  net¬ 
work.  Low-end 
routers,  which 
have  long  been 
used  in  this  role, 
will  likely  be 
shifted  to  remote 

sites. 

But  router  market  leader 
Cisco’s  scheme  lets  users  keep 
their  routers  at  the  center  of  the 
network. 

Cisco  user  James  Ferry,  MIS 
network  manager  at  the  Rio 
Suite  Hotel  &  Casino  in  Las 
Vegas,  said  he  likes  the  ap¬ 
proach  in  which  routers  and 
switches  work  together  to  boost 
network  performance. 

"I'm  concerned  that  if  you 
load  all  the  functionality  of  a 
high-end  router  into  a  Layer  3 
switch,  you  degrade  the  perfor- 
Switching,  page  52 


"We  don't  expect  to 
see  a  big  change  in 
the  way  we  use  our 
routers."  ■ 
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carry  huge  amounts  of  traffic  —  even 
over  Asynchronous  Transfer  Mode. 

Satellite-based  networking  also  lures 
multinational  companies  that  operate  in 
remote  areas  of  the  world  where  infra¬ 
structure  is  poor  or  connections  are  out- 


landishly  expensive. 

Perhaps  the  most  high-profile  satellite 
plan  of  late  is  from  Teledesic  Corp.,  a  pri¬ 
vate  company  founded  by  Gates,  CEO  of 
Microsoft  Corp.,  and  Craig  McCaw,  cellu¬ 
lar  telephone  guru  and  former  AT&T 
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Corp.  wireless  executive.  Teledesic  in¬ 
tends  to  build  a  so-called  “Internet  in  the 
Sky”  by  funneling  $9  billion  to  Boeing  to 
build  288  satellites  to  be  launched  begin¬ 
ning  in  2001.  But  Teledesic  has  raised 
less  than  10%  of  the  required  capital. 

Comsat  Corp.  in  Be- 
thesda,  Md.,  also  uses 
satellites  to  offer  users 
speeds  from  T1  at 
1.54M  bit/sec.  to  a 
speedy  T3  at  45M 
bit/sec.  —  as  does  Ori¬ 
on  Network  Systems, 

Inc.  in  Rockville,  Md. 

Comsat’s  service  uses 
VS  AT  and  provides 
voice,  data  and  video 
worldwide. 

Bob  Egan,  research 
director  at  Gartner 
Group,  Inc.  in  Stam¬ 
ford,  Conn.,  said  the 
quality  of  satellite  communications  has 
improved,  but  it  can  still  be  a  risky  propo¬ 
sition  for  network  managers,  who  would 
have  little  control  over  the  technology 
that  controls  their  network. 

For  the  past  four  years,  that  hasn’t 
proved  a  problem  for  Chris  Coyle,  direc¬ 
tor  of  information  systems  for  Central 


Europe  at  a  large  New  York-based  con¬ 
sumer  product  corporation.  Coyle’s  com¬ 
pany  used  Orion’s  service  to  connect 
nine  sites  in  Eastern  Europe  to  a  network 
backbone  using  satellite  communica¬ 
tions,  which  he  said  was  a  much  less- 
expensive  option  than 
leased  lines. 

“From  Prague  to 
Warsaw  was  $98,000  a 
year  for  a  64K  bit/sec. 
digital  line,”  Coyle  said. 

Connecting  sites  in 
remote  areas  of  Eastern 
Europe  via  satellite  can 
cost  20%  to  30%  less 
than  land  links,  ana¬ 
lysts  said. 

But  the  overall  per¬ 
centage  of  companies 
using  satellite  services 
is  small  compared  with 
land-based  services. 

That’s  partly  because  of  growing  avail¬ 
ability  of  alternative  network  services  in 
developing  countries,  said  Phillip  Red¬ 
man,  a  senior  analyst  at  The  Yankee 
Group,  a  Boston-based  consultancy. 

“There’s  very  little  reason  for  a  compa¬ 
ny  that  has  traditional  access  to  use  satel¬ 
lite,”  Redman  said.  □ 


Naysayers  who  have 
traditionally  questioned 
the  use  of  satellite 
communications 
technology  within  the 
corporate  network  are 
now  taking  a  second  look. 


You  can't  integi 

CONTINUED  FROM  PAGE  51 

'ate  messages 

widely  used  products  such  as  Lotus  De¬ 
velopment  Corp.’s  Notes  and  Microsoft 
Corp.’s  Exchange. 

Bob  Jaglowski,  senior  MIS  manager  at 
Harris  Semiconductor  Systems  in  Mel¬ 
bourne,  Fla.,  said  his  road  to  unified  mes¬ 
saging  hasn’t  been  smooth. 

First,  the  company  had  to  replace  its 
voice-mail  system  with  a  system  from 
Octel  Communications  Corp.  in  Milpi¬ 
tas,  Calif. 

Then,  his  plan  to  deploy  Octel’s  Uni- 

tied  Messenger  alongside  Exchange  was 
delayed  when  Octel  pushed  back  the  de¬ 
livery  date  of  Unified  Messenger  from 
this  month  to  this  summer. 

Still,  Jaglowski  said  the  company  is 
sticking  with  the  unified  messaging  plan 
because  it  has  the  potential  to  make  the 
company  more  responsive  to  its  custom¬ 
ers.  Harris,  with  factories  all  over  the 
world,  must  have  employees  who  can 
communicate  by  voice  mail  and  E-mail 
24  hours  a  day,  Jaglowski  said.  □ 

Switching  won't  kill  routers 
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mance  of  that  switch,”  Ferry  said.  “But 

“In  our  network,  the  router  does  best 

by  just  moving  some  [functionality]  into 
the  switch,  you  lessen  any  strain  on  the 
router.” 

MORE  GROWTH 

Analysts  don’t  expect  the  rise  of  Layer  3 
switches  to  reduce  router  use.  Dell’Oro 
Group  in  Portola  Valley,  Calif.,  projects 
that  worldwide  router  shipments  will 
grow  steadily  from  357,200  in  the  fourth 
quarter  of  last  year  to  652,800  by  the 
fourth  quarter  of  this  year. 

Some  users  who  have  already  imple¬ 
mented  switching  are  using  routers  as  a 
gateway  to  their  WAN. 

“We’re  only  using  a  router  to  handle 
Internet  access  today,”  said  Pat  Allen,  a 
systems  engineer  at  Monterey  Bay 
Aquarium  Research  Institute,  an  oceano¬ 
graphic  research  firm  in  Moss  Landing, 
Calif. 


being  the  device  used  to  handle  access 
control  issues,”  Allen  said. 

“We  don’t  expect  to  see  a  big  change  in 
the  way  we  use  our  routers,  although  we 
are  very  interested  in  the  ability  to  put 
router  code  in  servers,  as  Microsoft  is 
doing,”  said  Andy  Drummond,  informa¬ 
tion  systems  manager  at  TechnoTrim  in 
Livonia,  Mich.,  a  division  of  Johnson 
Controls,  Inc.  in  Milwaukee.  “That 
would  simplify  administration  at  smaller 
sites.” 

One  user  believes  Layer  3  switching  is 
overhyped. 

“We’ve  heard  tons  on  this  topic  and 
really  don’t  believe  it’ll  bring  on  the  de¬ 
mise  of  routers,  although  their  role  will 
change”  to  one  where  they  work  closely 
with  switches,  said  a  network  manager  at 
a  major  southeastern  appliance  firm, 
who  requested  anonymity.  □ 
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Pull  technology 
fights  back 


Commerce  servers  tough  sell 


Briefs 

Customer  service 

Several  customer  service  soft¬ 
ware  vendors  have  pledged  to 
help  Netscape  Communica¬ 
tions  Corp.  in  Mountain  View, 
Calif.,  develop  versions  oftheir 
applications  that  will  let  users 
share  sensitive  information 
with  partners,  suppliers  and 
customers  through  secure  ex¬ 
tranets. 

The  vendors  —  Aurum 
Software,  Inc.,  Clarify,  Inc., 
Remedy  Corp.,  Scopus  Tech¬ 
nology,  Silknet  Software,  Inc. 
and  Vantive  Corp.  —  will 
build  interfaces  for  their  prod¬ 
ucts  based  on  Java,  JavaScript 
and  Hypertext  Markup  Lan¬ 
guage.  That  will  let  the  appli¬ 
cations  run  inside  Netscape’s 
browser  on  multiple  client  op¬ 
erating  systems  and  support 
Secure  Sockets  Layer  encryp¬ 
tion  and  digital  certificates. 

Secure  'net  commuting 

Companies  that  don’t  wantthe 
hassle  ofmaintainingtelecom- 
muting  security  over  the  Inter¬ 
net  can  outsource  the  job.  Offi¬ 
cials  at  Pilot  Network  Services, 
Inc.  in  Alameda,  Calif.,  said  the 
company’s  Secure  Road  War¬ 
rior  service  lets  off-site  work¬ 
ers  connect  to  an  internal  cor¬ 
porate  network  via  one  of  its 
Pilot  Secure  Network  Service 
Centers. 

Corporate  spending  on 
Internet  commerce 
software 

Small  companies 

(20  to  99  employees) 
1996  1999* 

$.9M  $55.1  M 

Medium  companies 

(100  to  999  employees) 
1996  1999* 

$8.9M  $287.1  M 

Large  companies 

(1,000-plus  employees) 
1996  1999* 

$12. 6M  $706.4M 


Total 

1996 

1999* 

$22.4M 

$1.049B 

♦Projected 

Source:  Forrester  Research,  Inc.,  Cambridge,  Mass. 


►  Releases  offer  range 
of  networkwide  searches 

By  Justin  Hibbard 


just  when  push  technology 
is  shoving  its  way  onto  corporate 
intranets,  pull  technology  is 
yanking  its  tail. 

A  passel  of  new  search  en¬ 
gines  (see  chart,  page  56)  de¬ 
signed  expressly  for  pulling 
information  from  in¬ 
tranets  has  some  us¬ 
ers  reconsidering  the 
pull  model  as  a  viable  answer  to 
information  overload  on  inter¬ 
nal  webs. 

Push  technology  cuts  over¬ 
load  by  automatically  delivering 
only  relevant  information  to 
users’  desktops.  Users  config¬ 
ure  push  software  to  monitor 
data  sources  for  new  informa¬ 
tion  that  fits  certain  criteria. 


By  Frank  Hayes 


what’s  in  a  shoe? 

On  the  World  Wide  Web,  sites 
from  mnning-shoe  companies 
are  a  microcosm  for  the  differ¬ 
ent  approaches  Web  developers 
are  taking  to  build  brand  image 
and  customer 
loyalty. 

Unlike  Web 
sites  Compu- 
terworld  has 
reviewed  in 
the  past  — 
such  as  those 
for  airlines, 
car  rental 
companies 
and  PC  ven¬ 
dors  —  these 
sites  weren’t 
designed  to 
let  you  do 


Search  engines,  by  contrast,  let 
users  enter  new  criteria  every 
time  they  search,  allowing  them 
to  tailor  each  query.  But  users 
must  search  manually  each 
time. 

EXPANDED  FILTERS 

Until  recently,  most  search  en¬ 
gines  retrieved  only  Hypertext 
Markup  Language  files  and  text 
files.  This  limited  their  use  on 
corporate  networks,  which  usu¬ 
ally  contain  a  multi¬ 
tude  of  file  types. 

But  new  intranet 
search  engines  come  with  filters 
that  recognize  hundreds  of  file 
types,  including  documents  cre¬ 
ated  with  productivity  suites 
from  Microsoft  Corp.,  Corel 
Corp.  and  Lotus  Development 
Corp. 

Most  of  the  new  engines  also 
offer  gateways  for  searching  var- 

Pull  technology,  page  56 


business  with  them  directly. 
They  are  more  like  advertise¬ 
ments,  intended  to  get  you  jog¬ 
ging  down  to  your  favorite  shoe 
store. 

And  like  ads  or  television 
commercials,  each  site  is  sup- 

Sports  shoe  sites,  page  58 


►  Interoperability, 
marketing  faulted 

By  Mitch  Wagner 


it’s  paradoxical:  Compa¬ 
nies  are  looking  to  the  Internet 
more  and  more  as  a  channel 
for  business.  But  prepackaged 
World  Wide  Web  servers  that 
perform  the  core  function 
of  business  —  buying  and  sell¬ 
ing  —  have  failed  to  find  a 


By  Justin  Hibbard 


air  new  Zealand  plans  to  fly 
past  competitors  by  getting 
leads  in  seconds  about  custom¬ 
ers  halfway  around  the  globe. 

What  is  the  price  of  the  real¬ 
time  communication?  An  Inter¬ 
net  connection  and  a  $395  desk¬ 
top  database. 

Like  many  companies.  Air 
New  Zealand  uses  an  outside 


mainstream  user  base. 

“Catalog  servers”  or  "mer¬ 
chant  servers,”  which  allow 
companies  to  present  an  array 
of  products,  take  orders,  process 
payments  and  manage  ship¬ 
ping,  have  been  around  for 
more  than  two  years. 

Although  they  have  a  loyal 
niche  following,  most  users 
have  given  them  the  cold  shoul¬ 
der.  Even  users  aggressively  pur¬ 
suing  sales  on  the  Internet  often 
Commerce  servers,  page  56 


company  to  maintain  its  data¬ 
base  of  customers  and  pros¬ 
pects.  The  airline  instructs  its 
sources  to  send  leads  to  its  data¬ 
base  administrator,  M/S  Data¬ 
base  Marketing  in  Los  Angeles, 
which  enters  the  information 
into  a  database. 

But  until  recendy,  M/S  Data¬ 
base  Marketing  has  sent  the  air¬ 
line  a  CD-ROM  of  new  pros- 
Airline  database,  page  56 


Reebok's  Web  site  is  packed  with  links  to 
product  information  and  sports  features 


SEARCH 

ENGINES 


WEBREVIEW*  Sports  shoe  sites 

Flash  leads  substance 
in  Web  site  sprint 


Airline  lands  Web  database 
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AVAILABLE  SEARCH  ENGINES 

Vendor 

Product 

Price 

Verity 

Search  97 
Information  Server 

$895 

Fulcrum 

Technologies 

Knowledge 

Network 

$5,000 

Sovereign  Hill 
Software 

InOuery  4.1 

$499  for 

10  seats 

ious  file  systems,  such  as  those 
in  Unix  and  Windows  NT 
operating  systems,  Microsoft 
Exchange  servers,  Notes  data¬ 
bases,  databases  that  comply 
with  Open  Database  Connectiv¬ 
ity  and  document  management 
systems. 

The  engines  can  search 
across  multiple  servers  located 
anywhere  on  a  network. 

ALTA  VISTA  TOOL 

Users  at  Xerox  Corp.’s  Wilson 
Center  for  Research  and  Tech¬ 
nology  in  Ithaca,  N.Y.,  are  evalu¬ 
ating  Alta  Vista  Search  Intranet 
Extension  97  from  Digital 


Equipment  Corp.’s  Alta  Vista 
Internet  Software  division  in 
Littleton,  Mass.  The  search 
package,  due  to  ship  in  mid-July, 
indexes  more  than  200  file 
types,  including  Microsoft  Of¬ 
fice  documents. 

Being  able  to  retrieve  Office 
documents  is  a  big  time-saver, 
said  Gregory  Zack,  manager  at 
the  center’s  Design  Research 
Institute. 

But  Zack  said  the  institute 
will  continue  to  use  the  Point¬ 
Cast  Network  push  client  from 
PointCast,  Inc.  in  Cupertino, 
Calif.,  to  deliver  news  to  users’ 
desktops  even  though  Alta 


Vista’s  product  can  index  the 
same  content. 

“I  think  there  will  always  be  a 
role  for  both  push  and  pull,” 
Zack  said.  “The  advantage  we 
get  from  push  technology  is 
we  can  filter  to  get  just  informa¬ 
tion  that  is  relevant  without  any 
active  invocation  of  a  tool  on 
our  part.  But  there  will  always 
be  questions  that  I  want  an¬ 
swers  to  that  aren’t  going  to  be 
delivered  based  on  some  exter¬ 
nal  trigger.” 

TRICKY  TRIGGER 

Such  a  trigger,  found  in  prod¬ 
ucts  such  as  the  IntelliServ  serv¬ 
er  from  Verity,  Inc.  in  Sunny¬ 
vale,  Calif.,  can  automate  a 
search  that  a  user  performs 
repeatedly. 

But  if  users  want  to  refine  a 


search,  they  have  to  reconfigure 
their  preferences  as  if  they  were 
performing  a  new  search  on  a 
search  engine. 

That’s  why  users  at  Simon  & 
Schuster,  Inc.,  who  rarely  per¬ 
form  the  same  search  twice, 
might  not  get  much  use  from 
push  technology,  said  Rob  Berk¬ 
ley,  senior  vice  president  of  in¬ 
formation  systems  and  technol¬ 


ogy  at  the  New  York  publisher. 

“We’re  big  pull  people  here,” 
Berkley  said.  “There  are  very 
few  things  that  are  routine  that 
keep  coming  up  again  where  I’d 
likq  to  put  an  agent  out  there 
and  have  it  keep  monitoring. 
There’s  so  much  stuff  on  our  in¬ 
tranet  that  people  have  to  be 
able  to  go  in  and  find  it  some¬ 
how.”  □ 


Airline  database 


Commerce  servers  a  tough  sell 
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pects  pulled  from  its  database 
every  two  weeks.  The  lag  time 
gave  competitors  a  head  start  on 
reaching  would-be  passengers. 

“There  are  new  leads  coming 
in  all  the  time  from  various 
sources,”  said  Kevin  Burke, 
cyber  services  manager  at  M/S 
Database  Marketing.  “And  [Air 
New  Zealand]  needs  to  under¬ 
stand  what’s  happening  with 
their  [marketing]  program  right 
now  to  make  decisions.” 

M/S  Database  Marketing 
wanted  to  let  Air 
New  Zealand  access 
data  stored  in  Micro¬ 
soft  Corp.’s  SQL 
Server  and  FoxPro 
databases  through  a 
secure  Internet  con¬ 
nection.  By  using  the 
Internet,  the  Auck¬ 
land,  New  Zealand- 
based  airline  could 
avoid  long-distance 
charges.  And  by  us¬ 
ing  World  Wide  Web 
browsers,  M/S  Data¬ 
base  Marketing 
could  avoid  developing  and  dis¬ 
tributing  client  applications. 

But  budding  Web  front  ends 
for  SQL  Server  and  FoxPro 
would  have  required  hiring  an 
SQL  programmer,  an  expensive 
proposition  for  a  departmental 
application.  So  instead,  M/S 
Database  Marketing  selected  the 
$395  WebFiler  database  from 
Alpha  Software  Corp.  in  Bur¬ 
lington,  Mass. 

Based  on  Alpha  Software’s  Al¬ 
pha  desktop  database,  WebFiler 
is  similar  to  Microsoft’s  Access 
or  Lotus  Development  Corp.’s 
Approach  desktop  databases. 
But  unlike  those  products,  Web¬ 


Filer  comes  with  prebuilt  Hy¬ 
pertext  Markup  Language 
(HTML)  pages  and  Common 
Gateway  Interface  scripts  that 
let  users  enter,  extract  and  ma¬ 
nipulate  data  through  a  Web 
browser  without  programming. 

CUSTOMIZATION  ON  TAP 

Burke  customized  WebFiler’s 
HTML  forms  in  a  few  days,  us¬ 
ing  Microsoft’s  FrontPage.  But 
users  don’t  need  to  know  pro¬ 
gramming  to  start  using  the 
product  out  of  the 
box,  he  said. 

“Why  do  I  need 
Access  on  my  desk¬ 
top  when  with  the 
Web  interface  I  can 
completely  design, 
upload  and  manipu¬ 
late  a  database  and 
offer  other  people  ac¬ 
cess  to  it  when  I’m 
not  online?”  asked 
Jerry  Michalski, 
managing  editor  of 
“Release  1.0”  news¬ 
letter  in  New  York. 
No  other  major  desktop  data¬ 
base  vendor  offers  that  capabili¬ 
ty,  he  said. 

But  many  companies  may 
have  reservations  about  sending 
database  traffic  over  the  Inter¬ 
net,  said  Clay  Ryder,  an  analyst 
at  Zona  Research,  Inc.  in  Red¬ 
wood  City,  Calif. 

To  address  those  concerns, 
WebFiler  supports  Secure  Sock¬ 
ets  Layer  encryption,  which  is 
also  supported  in  browsers  from 
Netscape  Communications 
Corp.  and  Microsoft.  Burke  has 
combined  the  database  authen¬ 
tication  with  authentication  in 
Windows  NT  Server.  □ 


CONTINUED  FROM  PAGE  55 

rely  on  roll-your-own  solutions. 

“I  think  we’re  just  now  get¬ 
ting  into  the  first  level  of  a  take¬ 
off  period  on  this,  where  mo¬ 
mentum  is  building.  But 
historically,  there  have  been 
some  impediments  to  adop¬ 


tion,”  said  Bob  Chlebowski,  se¬ 
nior  vice  president  of  electronic 
commerce  at  Wells  Fargo  &  Co. 
in  San  Francisco.  “There  are 
still  some  impediments.” 

What  are  those  impediments? 
Interviews  with  a  half  dozen  us¬ 
ers  failed  to  reveal  a  consensus. 

One  user  said  the  job  of  auto¬ 
mating  Internet  sales  is  too  sim¬ 
ple  and  doesn’t  require  special 
software.  Another  user  said  it  is 
too  complicated,  and  the  sys¬ 
tems  available  have  failed  to  ad¬ 
dress  the  task. 

Chlebowski  said  most  prod¬ 
ucts  don’t  interoperate  well  with 
back-end  order  processing,  in¬ 
ventory  management,  shipping 
and  other  business  systems. 

But  he  said  a  recently  an¬ 
nounced  product  from  Actra 
Business  Systems  LLC  in  Moun¬ 
tain  View,  Calif.,  a  joint  venture 
of  Netscape  Communications 
Corp.  and  General  Electric  In¬ 
formation  Systems,  Inc.,  may 
solve  some  of  the  biggest  inter¬ 


operability  problems. 

Actra  earlier  this  month  an¬ 
nounced  plans  for  a  series  of 
products  designed  for  business- 
to-business  transactions  based 
on  the  Electronic  Data  Inter¬ 
change  standard,  due  to  roll  out 
throughout  the  year. 
The  Actra  offerings 
are  based  on  the 
Merchant  Server 
from  Netscape. 

Price  was  the  is¬ 
sue  for  Percy  Young, 
manager  of  store  sys¬ 
tems  at  Burlington 
Coat  Factory  Ware¬ 
house  Corp.  in  Etna, 
N.H.  Sales  systems 
from  firms  such  as 
BroadVision,  Inc.  and  Open 
Market,  Inc.  cost  hundreds  of 
thousands  of  dollars;  from  com¬ 
panies  such  as  Microsoft  Corp. 
and  ICat  Corp.  are  insufficiently 
robust  for  big-business  sales. 
“That’s  an  awful  lot  to  spend  if 
you’re  not  really  sure  if  Internet 
commerce  is  a  reliable  business 
option,”  Young  said. 

Low-priced  products  available 
today  from  companies  such  as 
Microsoft  Corp.  and  ICat  Corp. 
are  mostly  for  Windows  95  or 
Windows  NT,  which  Young  said 
aren’t  powerful  enough  for  seri¬ 
ous  business  applications. 

Like  Wells  Fargo,  Burlington 
Coat  Factory  is  looking  to  a  new 
product  as  a  solution.  It  plans  to 
test  Oracle  Corp.’s  Internet 
Commerce  Server,  due  late  this 
month.  The  server,  formerly 
known  as  “Project  Apollo,”  is  an 
add-on  to  Oracle’s  relational 
database  and  was  designed  to  fa¬ 
cilitate  business-to-business  and 
business-to-consumer  sales. 


But  automated  Internet  sales 
systems  have  their  adherents. 
For  instance,  Fruit  of  the  Loom, 
Inc.  in  Chicago  has  built  a  na¬ 
tional  Internet-based  network 
with  its  distributors,  using  tech¬ 
nology  from  Connect,  Inc.  in 
Mountain  View,  Calif.,  and 
Snickelways  Interactive  in  New 
York.  □ 


Search  by  title 


Netword  LLC  has  launched  a 
service  designed  to  make  uni¬ 
form  resource  locators  irrele¬ 
vant  by  allowing  users  to  find 
pages  by  a  keyword.  Users 
download  a  software  module 
that  modifies  their  World 
Wide  Web  browser  to  let  them 
type  “networds”  into  the  ad¬ 
dress  space.  Site  administra¬ 
tors  can  register  their  pages 
for  a  fee  to  Netword  to  enable 
the  users  to  find  their  sites. 
The  Arlington,  Va.,  firm  offers 
the  service  starting  at  $5  per 
month. 

Procurement  ware 

Walker  Interactive  Systems, 
Inc.  in  San  Francisco  last 
week  introduced  new  desktop 
procurement  software  that 
runs  over  the  Internet.  Walker 
Commerce  Client  was  de¬ 
signed  to  integrate  with  Tam- 
aris,  Walker's  client/server 
procurement  package.  The 
package  includes  catalog  and 
transaction  software  and 
should  be  available  by  June. 


Customized 
WebFiler's  HTML 
forms  using 
FrontPage 


"I  think  we're  just  now  getting 
into  the  first  level  of  a  take-off 
period  on  this,  where  momentum  is 

building." 

-  Bob  Chlebowski, 

Wells  Fargo 


NORTEL 


INTRODUCES 

POWER 


NETWORKS 


Sk^-'v  V" 

■  ■■ 


.  • 


!■■■ 
'  ‘  ,  ^„w^,-r  * 


s  vour  business  runninn  at  the 


sueed  of  ndv*?  t  can  be 


IlNTERNET/INTRANETl 


INTRODUCING  POWER  NETWORKS.  Today,  at  the  Indianapolis  Motor  Speedway,  there’s  something  moving  faster;  more  reliably  and 
more  efficiently  than  ever  before:  their  new  digital  communications  and  computer  network.  A  Power  Network.  Designed  by  Nortel. 

Customized  to  Indy's  specific  needs,  the  Power  Network  integrates  and  enhances  all  of  the  Motor  Speedway's  existing 
communications  networks.  So  every  aspect  of  their  business  operations  -  from  their  telephone  system  to  global  Web  access  on  the  Internet  to  their 
call  center  -  works  faster;  more  reliably  and  more  cost-efficiently. 

All  of  which  allows  them  to  truly  deliver  for  their  customers.  From  the  drivers  and  teams  to  the  fans,  both  at  the  race  and  around  the  world. 
And  a  Power  Network  can  do  the  same  for  you.  Just  give  us  a  call  or  head  for  ourWeb  site  and  find  out  if  your  business  is  moving  as  fast  as  ft  can  be. 


N&RTEL 

NORTHERN  TELECOM 


Do  you  have  a  Power  Network?  Visit  our  Web  site  at  www.nortel.com/powernetworks06  or  call  1-800-4NDRTEL.  department  06. 

. 

©1997  Northern  Telecom.  Bower  Networks.  Nortel  and  the  Nortel  globemark  are  trademarks  of  NortherrtTctetom.  lody  is  a  registered  trademark  of  IMS  Carp  yst-c  v.i'h  on. 
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Nike's  site  is  attractive,  but  lacks  prod¬ 
uct  or  company  information 


posed  to  make  you  feel 
good  about  that  compa¬ 
ny’s  shoes.  But  the  ways 
those  sites  work  their  im¬ 
age-building  magic  run 
the  gamut  from  content- 
free  gloss  to  cheerful  sar¬ 
casm. 

NIKE 

Nike,  Inc.’s  Web  site,  at 
www.nike.com,  looked  and 
felt  like  Nike’s  TV  com¬ 
mercials.  It  was  lush, 
beautiful  and  full  of  chil¬ 
dren’s  faces.  But  if  you 
have  been  living  on  Mars 
and  don’t  know  that  Nike 
makes  running  shoes,  you 
would  never  figure  it  out 
from  this  site. 

Instead  of  its  products, 

Nike  focuses  on  track  events,  or 
rather  a  single  track  event. 
When  I  looked  at  the  site  in 
mid-May,  that  event  was  the 
103rd  Penn  Relays,  a  track  meet 
held  last  month  where  kids  as 
young  as  8  can  compete. 

It  was  a  beautiful  account  of 
the  event,  full  of  photos  of  smil¬ 
ing  young  people  competing. 
There  was  animation,  sound 
clips  from  athletes  and  a  few 
very  low-key  product  pitches.  If 
you  want  to  feel  good  about  kids 
and  athletics,  this  is  the  place  to 
go- 

On  the  other  hand,  if  you 
want  to  find  out  about  Nike,  you 
are  out  of  luck.  Completely.  I 
couldn’t  find  a  store  location, 
company  telephone  number  or 


address,  not  even  an  electronic- 
mail  address.  Information  on 
running  shoes?  Forget  it. 

Not  many  companies  could 
get  away  with  such  a  purely 
image-oriented,  information- 
free  Web  site.  Maybe  not  even 
Nike. 

ADIDAS 

The  Adidas  AG  site,  at  www. 
adidas.com,  calls  itself  a  Web¬ 
zine.  I  looked  at  issue  number 
11  —  a  close  approximation  of  a 
print  magazine,  complete  with  a 
visually  striking  cover,  table  of 
contents  and  an  array  of  articles. 

The  magazine  format  lets 
Adidas  quietly  include  much  of 
the  information  missing  from 
Nike’s  site,  including  corporate 


data,  a  page  for  finding 
Adidas  retailers  and  biog¬ 
raphies  of  Adidas-spon¬ 
sored  athletes.  Adidas 
plans  to  add  a  product  cat¬ 
alog  later  this  year;  when  I 
reviewed  the  site,  only  a 
few  new  products  were 
profiled. 

The  articles  were  what 
you  would  expect  from  a 
company  magazine  —  no 
hard-hitting  journalism 
here.  But  it  was  easy  to 
spend  time  paging 
through  the  site. 

One  drawback:  The  site 
used  Shockwave,  Real- 
Audio  and  other  propri¬ 
etary  multimedia  add-ons 
that  not  all  users  have  — 
or  want  to  install. 

REEBOK 

You  wouldn’t  confuse  Reebok 
International  Ltd.’s  site,  at 
www.reebok.com,  with  a  maga¬ 
zine  or  TV  commercial.  It  had 
the  familiar  structure  of  a  Web 
site,  with  links  from  the  home 
page  that  take  you  directly  to 
product  information,  corporate 
data  and  special  features. 

In  Reebok’s  case,  those  fea¬ 
tures  included  links  to  Fit-TV’s 
site  (the  cable  network  is  partly 
owned  by  Reebok),  and  an  ex¬ 
tensive  selection  of  sports  news 
on  baseball,  hockey  and  NBA 
and  NCAA  basketball  teams,  in¬ 
cluding  scores,  schedules  and 
statistics.  There  was  also  a  sec¬ 
tion  on  Reebok’s  human  rights 


New  Balance  gives  its  site  a  wise-guy  atti¬ 
tude  that  sets  it  apart  from  the  rest 


campaign  —  a 
not-so-subtle 
dig  at  arch¬ 
rival  Nike, 
which  has 
been  criti¬ 
cized  for  its 
business  prac¬ 
tices  in  third- 
world  coun¬ 
tries. 

And  yes, 
the  site  had  a 
complete  on¬ 
line  product 
catalog  and  a 
page  for  find¬ 
ing  the  nearest  Reebok  retailer. 
It  was  by  no  means  an  after¬ 
thought,  but  the  Reebok  site  was 
so  stuffed  with  other  informa¬ 
tion  that  the  product  informa¬ 
tion  felt  like  only  one  piece  of 
the  action. 

The  downside  was  “Planet 
Reebok”  wouldn’t  work  with 
older  or  oddball  browsers.  It  ab¬ 
solutely  required  a  JavaScript- 
enabled  browser,  such  as  Net¬ 
scape  Communications  Corp.’s 
Navigator  or  Microsoft  Corp.’s 
Internet  Explorer,  to  get  past  the 
home  page.  And  at  least  one 
home  page  link  resulted  in  a 
File  Not  Found  error. 

NEW  BALANCE 

While  the  other  shoe  company 
sites  took  a  glossy,  serious  ap¬ 
proach,  New  Balance  Athletic 
Shoe,  Inc.’s  site,  at  www. 
newbalance.com,  had  a  cartoony 
look  and  a  wise-guy  attitude. 
That’s  a  risky  approach  —  what 
one  customer  sees  as  clever,  an¬ 
other  may  find  off-putting.  But 
this  site  manages  to  pull  it  off. 

New  Balance’s  “CyberPark” 


included  running  tips,  a 
product  catalog  and  a  store  find¬ 
er  —  all  fairly  conventional  in¬ 
formation,  but  well  presented.  A 
string  of  cartoon  icons  down  the 
left  side  of  the  screen  simplified 
navigation  after  I  figured  them 
out. 

But  what  set  the  site  apart  was 
its  attitude.  The  legal  notices, 
for  example,  were  labeled  “le- 
galese”  and  ended  with  “Have  a 
nice  day.”  On  the  home  page, 
couch  potatoes  were  invited  to 
leave  immediately.  The  site’s  de¬ 
signers  wisely  dropped  the  wise- 
guy  approach  in  the  product  sec¬ 
tions;  there,  it  was  still  friendly, 
but  all  business. 

But  the  attitude  returned  in 
an  online  survey  about  the  site 
(choices  ranged  from  “Love  it!” 
to  “Crummy.  I  won’t  be  back.”) 
and  shoe-buying  habits,  includ¬ 
ing  the  names  of  nine  New  Bal¬ 
ance  competitors.  New  Bal¬ 
ance’s  different  look  and  feel 
made  it  stand  out,  a  crucial  ad¬ 
vantage  when  a  site  is  peddling 
image  more  than  anything 
else.  □ 
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Nike 

Adidas 

Reebok 

New  Balance 

www.nike.com 

www.adidas.com 
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TV  commercial 
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Magazine  Web  site 

Conventional  Web  site 

Conventional  Web  site 

RETAILER  FINDER 

No 

Yes  Yes 
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ONLINE  CATALOG 

No 

Yes  (new  products) 

Yes 
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SERVICE  FEATURES 

Review  of  a  single 
track  meet 

Celebrity  athlete  and 
sporting-event 
information 

Health  and  fitness  tips, 
human  rights  campaign 
information,  sports 
scores 

Fitness  and 
running  tips 

EASE  OF  NAVIGATION 
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MULTIMEDIA  CONTENT 

WAV  sound,  GIF  and 
MPEG  animation 
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RealAudio  sound,  Quick-  None 

time  and  QTVR  animation, 

Shockwave  games 

browser  requirements  JavaScript  supported  JavaScript  supported  JavaScript  required  JavaScript  supported 

but  not  required  but  not  required  but  not  required 
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TELEBYTE  TECHNOLOGY,  INC. 

has  announced  a  model 
460  ISDN  terminal  adapter. 
The  adapter  will  provide 
full  digital  access  to  the  In¬ 
ternet  and  the  World  Wide 
Web  at  speeds  up  to  46  oK 
bit/sec. 

Officials  at  the  Greenlawn, 
N.Y.,  company  said  460 
ISDN  terminal  adapter  al¬ 
lows  Integrated  Services  Dig¬ 
ital  Network  bandwidth  to 
be  allocated  in  three  ways: 
two  data  calls,  one  data  and 
one  voice,  or  two  voice  calls. 
It  includes  a  high-speed 
data  port  and  two  analog 
ports.  The  adapter  costs 
$299. 

Telebyte  Technology 
(516)  423-3232 
www.telebyteusa.com 
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Sun  Certified  Resellers  are  your  direct  link  to  Sun.  They're  the  ultimate  resource  for 
customizing  Sun  solutions  to  fit  your  business.  And  they'll  keep  those  solutions  running 
smoothly,  with  unmatched  service  and  support.  Every  Sun  Certified  Reseller  is  trained  within 
their  certification  category  -  Enterprise,  Workgroup,  or  Specialty.  So  look  ; 
for  the  Sun  Competency  Certification  logo  when  selecting  your  business  ^ 
solutions.  Because  when  you  get  a  hand  from  a  Sun  Certified  Reseller,  you 

get  one  very  bright  future  at  no  extra  charge.  THE  NETWORK  IS  THE  COMPUTER  microsystem* 
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web-enable  your  S/390  server 
and  you’ll  easily  handle 


manager 

rides 

tsunami 


of  information! 


Indiana  CIO  Brian  Evans  has  a 
handle  on  the  incoming  tidal  wave  of 
corporate  information.  His  Web -enabled 
IBM  S/390  Parallel  Enterprise  Server™ 
takes  care  of  just  about  anything  the 
Net  throws  his  way. 

Everybody,  it  seems,  is  rethinking 
the  role  of  the  powerful  S/390®  server. 
Its  superior  throughput  has  made  it  the 
hyper-fast  computing  wizard  of  the  ’90s. 
“It  runs  the  hottest  new  applications  and 
our  intranet,  too,”  reports  Brian. 

By  using  S/390  Parallel  Sysplex™ 
clustering  technology,  companies  are 


getting  the  continuous  computing  they 
crave.  At  a  low  incremental  cost.  And 
with  secure  OS/390  ”  Web  server,  IT  staffs 
can  easily  and  safely  meet  ever-expanding 
transaction  needs. 

Find  out  how  you  can  ride  those 
big  waves  of  corporate  info,  and  get  a 
new  independent  study  about  solving 
today  s  Internet  and  intranet  challenges. 
Visit  www.s390.ihm.com  to  learn  more. 


Solutions  for  a  small  planet™ 


“  You  owe  it  to  yourself 
to  evaluate 

IBM’s  DB2  Universal  Database  5.0.” 


-Infoworld,  4/28/97 


If  you’re  searching  around  for  the  right  database  engine,  a  lot  of  legwork  has  been  done  for  you 
already  at  www.software.ibm.com/db2press.  But  not  by  us.  After  evaluating  the  beta  version,  independent 
sources  refer  to  IBM’s  DB2®  Universal  Database  5.0  as  the  new  big  player  on  the  competitive  database 
scene,  for  how  well  it  handles  both  traditional  and  complex  data.  With  comments  like,  “Beta  tests  find  more  muscle, 
great  looks  in  IBM’s  revamped  database’’  (PC  Week,  3/31/97).  Also  on  the  above  site  is  the  Bloor  Report— an  independent 
study  comparing  DB2  for  Windows  NT*  to  Microsoft®  SQL  Server  in  scalability,  performance  and  reliability.  And  a 
revealing  Computerworld  customer  satisfaction  study  of  distributed  DBMS  vendors.  Visit  the  site.  Read  the  latest 
news.  And  right  now,  while  5.0  is  in  beta,  download  a  free  trial  copy  of  DB2  for  NT  and  form  an  opinion  of  your  own. 
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The  IBM  home  page  is  located  at  www.ibm.com.  IBM,  DB2  and  Solutions  lor  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.'Microsoft,  Windows, 
Windows  NT,  BackOffice  and  the  BackOffice  Logo  are  trademarks  of  Microsoft  Corporation.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©1997  IBM  Corp.  All  rights  reserved. 
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Royal  Caribbean  uses  a  decision-support  application  to  decide  cruise  fares  and  promotions 


Briefs 

Yankee  Gas  hires  IBM 

Yankee  Gas  Services  Co.  in 
Meriden,  Conn.,  has  out¬ 
sourced  development  and 
managementofa  new  custom¬ 
er  service  system  to  IBM  under 
a  lo-year,  multimillion-dollar 
contract.  Under  the  agree¬ 
ment,  IBM  will  replace  the 
company’s  existing  customer 
service  system  with  IBM  Cus¬ 
tomer  Service  System,  a  client/ 
server  system  that  provides 
functions  such  as  billing,  cred¬ 
it,  repairand  maintenance. 

ISPs  slam  spam 

The  I  nternet  Service  Providers’ 
Consortium,  an  international 
group  of  providers  in  Minne¬ 
apolis,  has  issued  an  antispam 
manifesto.  The  group  said 
spam  irritates  subscribers  and 
hurts  members’  businesses. 
It  calls  the  junk  electronic 
mail  “an  unethical,  irresponsi¬ 
ble  advertising  tech-  nique.” 
The  consortium  called  for  In¬ 
ternet  providers  to  address  the 
issue  and  not  involve  the  gov¬ 
ernment. 

Tiered  trend 

MCI  Communications  Corp.’s 
recent  move  toward  providing 
tiered  Internet  service  is  a 
trend  that  will  become  wide¬ 
spread  by  next  year,  according 
to  Meta  Group,  Inc  in  Stam¬ 
ford,  Conn.  The  research  firm 
predicted  that  carriers  will  of¬ 
fer  two  and  four  tiers  of  ser¬ 
vice,  each  with  different  levels 
of  access,  security  and  price. 
Meta  expects  MCI  to  price  its 
high-end  service  at  a  io%  to 
20%  premium,  with  limited 
availability  by  year’s  end. 


BUY,  BUY,  BUY 


1995-96  percent  increases 
in  IS  budgets  at  U.S.  vertical 
market  companies 


Health  care  72% 


Insurance  50% 


Manufacturing  40% 


Retail/Restaurant  38% 


Consulting  30% 


Overall  37% 


Source:  Worldwide  Benchmark  Project, 
Pound  Ridge,  N.Y. 


By  Jaikumar  Vijayan 


an  ocean  of  archival  data 
is  helping  Royal  Caribbean 
Cruises  Ltd.  chart  a  profitable 
course  to  the  future. 

For  the  past  six  months,  the 
Miami-based  cruise  line  has 
been  using  a  decision-support 
application  that  culls  data  gath¬ 
ered  over  three  years  to  help  it 
make  decisions  on  inventory 
management,  ship  deployment 
and  revenue  maximization. 


By  Sharon  Machlis 

the  u.s.  defense  Informa¬ 
tion  Systems  Agency  (DISA) 
will  be  standardiz¬ 
ing  on  one  tool  for 
automating  opera¬ 
tions  and  schedul¬ 
ing  at  its  computer 
centers,  which  pro¬ 
vide  information 
technology  services 
to  the  nation’s  mili¬ 
tary. 

The  $4.3  million 
contract  for  the 
scheduling  and 
management  tool 
is  one  part  of  a 
long-term  effort  to 
consolidate  many 


With  ii  luxury  liners  (and  two 
more  being  built),  1.2  million 
customers  annually  and  a 
planned  675  voyages  this  year, 
Royal  Caribbean  is  one  of  the 
country’s  largest  cruise  lines. 
Last  year,  the  company  made 
$150  million  in  profits  on  reve¬ 
nue  of  $1.3  billion. 

Much  of  the  company’s  ability 
to  maintain  its  profitability  de¬ 
pends  on  how  quickly  it  can 
spot  and  analyze  trends  in  fares, 
capacity  and  demand,  among 


of  the  military’s  business  IT 
functions  into  16  “megacen¬ 
ters.” 

“We  inherited  about  seven 
software  packages 
that  did  essentially 
the  same  thing,” 
said  Craig  Mc- 
Comb,  project 
manager  of  auto¬ 
mated  manage¬ 
ment  at  the  agency. 

The  new  tool 
from  the  Israeli 
firm  New  Dimen¬ 
sion  Software  Ltd. 
will  help  manage 
tasks  such  as  sched¬ 
uling  and  automat¬ 
ing  job  operations 
Defense,  page  64 


other  things,  said  Charles  Eu¬ 
banks,  a  senior  technologist  at 
the  company. 

“We  know  for  a  fact  that  sys¬ 
tematic  data  analysis  can  turn 
into  several  million  dollars  of 
revenue  gained,  lost  or  pre¬ 
served,”  Eubanks  said. 

In  the  past,  executives  and 
sales  analysts  at  the  company 
manually  sifted  through  ar¬ 
chived  data  about  itineraries, 
fares,  passenger  information 
Cruise,  page  64 


YEAR  2000 

Securities  group 
to  chief  execs: 
Get  involved 

By  Thomas  Hoffman 


the  securities  Industry  As¬ 
sociation  is  trying  to  smash 
through  the  biggest  roadblock  to 
successful  year  2000  projects: 
gaining  senior-level  sponsor¬ 
ship. 

SIA,  a  New  York-based  associ¬ 
ation  for  stock  trading  firms  and 
investment  banks,  is  mailing  a 
year  2000  “scorecard”  to  more 
than  2,500  CEOs.  The  score- 
cards  are  a  loose  interpretation 
of  securities  firms’  status,  in¬ 
tended  to  show  whether  respon¬ 
dents  will  be  ready  to  begin  year 
2000  testing  in  all  Wall  Street 
companies  by  February  1999. 

Trade  group,  page  64 


Wal-Mart 
mines  for 
forecasts 

By  Craig  Steelman 

just  what  other  retailers 
want  to  see:  Wal-Mart  armed 
with  detailed  forecasts  of  de¬ 
mand  for  individual  products  at 
each  of  the  stores  in  its  sprawl¬ 
ing  chain. 

Wal-Mart  Stores,  Inc.  is  trying 
to  acquire  that  knowledge  by 
probing  the  depths  of  its  mas¬ 
sive  data  warehouse  with  data 
mining  software.  The  Benton- 
ville,  Ark.,  retail  giant  has  ag¬ 
gressively  warehoused  a  variety 
of  sales  and  business  data,  and 
the  project  again  puts  it  out  on 
the  leading  edge  of  companies 
that  are  looking  to  exploit  deci¬ 
sion-support  technology  for 
competitive  advantage. 

ONE  STORE  AT  A  TIME 

Wal-Mart  is  three  months  into 
the  pilot  stage  of  a  data  mining 
application  that  analyzes  sales 
of  individual  items  “at  a  lower 
level  than  we  could  ever  have 
done  previously,”  said  Rob  Fu- 
sillo,  director  of  replenishment 
information  systems  at  Wal- 
Mart.  That  should  help  the  com¬ 
pany  manage  inventories  “one 
store  at  a  time,  like  [each  one] 
was  its  own  dedicated  chain,” 
he  said. 

Data  mining  software  uses 
Wal-Mart,  page  64 


SELLING  POINTS 


Wal-Mart's  expected 

benefits  from  data  mining 

1  Sales  forecasts  and 
buying  profiles  for 
individual  stores 

I  Detailed  analysis  of 
seasonal  impact  on 
shopping  habits 

i  Lower  inventory  levels 
and  costs  associated 
with  holding  goods 

1  Less  out-of-stock 
merchandise  at  stores 


Defense  agency  merges 
IT  into  16  ‘megacenters' 


"We  Inherited ... 
software  packages 
that  did  essentially 
the  same  thing” 
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and  ship  capacity. 

“The  ability  to  handle  core 
operations  certainly  is  what  this 
whole  data  warehouse  move¬ 
ment  is  all  about,”  said  Wayne 
Eckerson,  an  analyst  at  Patricia 
Seybold  Group  in  Boston. 

“We  are  just  seeing  compa¬ 
nies  in  all  indus¬ 
tries  build  very 
robust  decision- 
support  systems 
that  give  knowledge  workers 
the  ability  to  analyze  core 
data,”  Eckerson  said. 

By  comparing  current  data 
with  past  information,  execu¬ 
tives  decided  cruise  fares,  when 
and  how  to  promote  certain  voy¬ 
ages  and  whether  there  was  a 
need  to  redeploy  ships  in  the 
fleet. 

“A  voyage  could  have  revenue 
opportunity  because  there  is  a 
lot  of  demand  for  it  [compared 
to  previous  years],  and  we  could 
raise  the  price.  Or  it  could  be  the 
other  way,  and  we  would  need  to 
do  something  to  stimulate  de¬ 
mand,”  said  Bill  Martin,  man¬ 
ager  of  revenue  management 
systems  at  Royal  Caribbean. 

But  the  time  and  effort  taken 
to  get  to  the  information  was 
often  onerous. 

“There  literally  would  be  a 
stack  of  reports  about  io  inches 


high  that  analysts  would  have  to 
wade  through”  before  having 
enough  information  to  analyze 
a  situation,  Martin  said. 

Since  October,  Royal  Caribbe¬ 
an  has  been  using  a  new  Reve¬ 
nue  Decision  Support  System  to 
speed  up  the  analysis. 

A  iooG-byte  Oracle  Corp.  re¬ 
lational  database  management 
system  handles  the  decision- 
support  system  and  supports 
analytical  models,  including  a 
custom  online 
analytical  pro¬ 
cessing  applica¬ 
tion.  The  whole 
thing  runs  on  a  Sun  Microsys¬ 
tems,  Inc.  Ultra  5000  server. 

The  system  feeds  on  histori¬ 
cal  data  from  multiple  IBM 
AS/400  servers  and  looks  for 
trends  based  on  a  comparison 
of  past  and  current  data.  It  then 
generates  forecasts,  what-if  sce¬ 
narios  and  graphical  visualiza¬ 
tions  for  executives  to  act  upon. 

HOT  OR  COLD  LEADS 

By  looking  at  just  one  screen  of 
information,  analysts  can  im¬ 
mediately  figure  out  the  reve¬ 
nue  status  of  upcoming  voyages 
and  what  action  needs  to  be  tak¬ 
en.  “Red  [on  the  screen]  denotes 
a  hot  revenue  opportunity,  yel¬ 
low  a  warm  opportunity  and 
blue  a  cold  one,”  Martin  said. 

The  new  applications  “give  us 
a  lot  more  information  a  lot 
quicker  and  in  a  lot  more  ways 
than  before,”  he  said.  □ 


DECISION-SUPPORT 

SYSTEM 


Wal-Mart  mines  for  data 
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advanced  algorithms  to  sift 
through  reams  of  data  in  an  ef¬ 
fort  to  uncover  hard-to -detect 
patterns  and  relationships.  The 
promise  is  that  companies  can 
use  the  findings  to  better  align 
their  marketing  and  business 
plans  with  customer  demand. 

Wal-Mart  expects  to  save 
“millions  and  millions  of  dol¬ 
lars”  on  inventory  costs  by  get¬ 
ting  a  better  handle  on  seasonal 
and  week-to-week  sales  varia¬ 
tions,  Fusillo  said. 

“We’re  trying  to  make  sure 
that  if  someone  wants  to  come 
in  and  buy  toothpaste,  it’s  there 
on  the  shelves,”  Fusillo  said. 
“And  if  they  don’t  want  to  buy  it 
at  that  time,  we  don’t  want  to 
have  more  than  we  need  be¬ 
cause  it  costs  us  money  to  have 
that  inventory.” 

Wal-Mart  is  using  data  min¬ 
ing  software  developed  by  Neo- 
Vista  Software,  Inc.  in  Cuperti¬ 
no,  Calif.  Each  week,  business 
analysts  at  the  retailer  pick  the 
products  they  want  to  examine. 
The  NeoVista  software  spends 


two  days  crunching  through  a 
year’s  worth  of  point-of-sale  in¬ 
formation  in  Wal-Mart’s  data 
warehouse  and  spits  out  buying 
patterns  and  other  results  for 
each  ofits  2,400  U.S.  stores. 

The  findings  are  then  used  to 
fine-tune  Wal-Mart’s  automated 
product  ordering  and  replenish¬ 
ment  system.  When  the  applica¬ 
tion  is  fully  implemented  this 
summer,  the  company  should 
be  able  to  analyze  up  to  700  mil¬ 
lion  store-item  combinations. 

Already,  data  mining  has 
turned  up  "very  different  [buy¬ 
ing]  patterns  from  store  to  store 
and  throughout  the  course  of 
the  year”  on  high-inventory  con¬ 
sumer  staples  such  as  mouth¬ 
wash  and  pet  food,  according  to 
Fusillo. 

UNCHARTERED  TERRITORY 

But  data  mining  remains  rela¬ 
tively  untried.  Only  two  other 
committed  customers  are  com¬ 
mitted  to  NeoVista,  and  Interna¬ 
tional  Data  Corp.  in  Framing¬ 
ham,  Mass.,  estimates  that  total 
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Even  if  only  a  few  companies 
aren’t  fully  compliant  by  2000, 
it  could  be  catastrophic  for  other 
firms,  users  and  observers  said. 
And  while  most  securities  in¬ 
dustry  CEOs  and  chief  financial 
officers  are  aware  of  the  year 
2000  issue,  the  industry’s  re¬ 
sponse  to  it  has  so  far  been  in¬ 
consistent. 

Experts  say  many  software  ap¬ 
plications  and  hardware  devices 
contain  code  with  two-digit  date 
fields  that  will  either  fail  or  be 
unable  to  recognize  the  year 
2000.  For  the  securities  indus¬ 
try,  that  could  mean  stock  trades 
that  might  not  be  settled  or  trad¬ 
ing  systems  that  fail. 

Stock  exchanges,  broker/ 
dealers  and  clearinghouses  are 
like  interdependent  nodes  on  a 
network.  The  network  can  sur¬ 
vive  a  single  point  of  failure, 
such  as  if  a  single  brokerage 
goes  belly-up. 

But  if  multiple  nodes  fail,  “it 
could  have  huge  implications” 
on  the  entire  industry  because 
these  companies  are  so  reliant 
upon  one  another  for  financial 
data  and  transactions,  said  Mag¬ 
gie  Parent,  a  principal  on  the 
year  2000  team  at  Morgan  Stan¬ 
ley  &  Co.  in  New  York. 

The  problem.  Parent  said,  is 
that  nobody  knows  if  date-sensi- 


data  mining  sales  amounted  to 
just  $90  million  last  year.  The 
technology  also  isn’t  cheap:  Neo- 
Vista’s  software  can  cost  more 
than  $750,000  when  consulting 
help  is  added. 

For  most  users,  data  mining 
“is  something  that’s  still  around 
the  next  bend,”  said  Richard 
Winter,  a  Boston-based  consul¬ 
tant  who  focuses  on  large  data¬ 
bases.  Many  companies  are  still 
wrestling  just  with  the  dirty 


five  code 
will  cause  a 
minor  blip 
in  the  secu¬ 
rities  indus¬ 
try  or  deliv¬ 
er  a  crush¬ 
ing  blow. 

That’s 
why  SIA  is 
asking 

CEOs  and  CFOs  to  sign  off  on 
the  scorecard  and  question¬ 
naires  it  is  mailing  out  so  that 
senior  management  at  compa¬ 
nies  that  are  behind  the  curve 
can  get  things  in  gear. 

“Our  objective  is  to  try  and 
help  every  organization  within 
our  industry  to  come  through 
this  safe  and  sound,”  said 
Art  Thomas,  chairman  of  the 


work  of  building  a  data  ware¬ 
house,  he  said. 

Still,  the  concept  has  wide  ap¬ 
peal. 

For  example,  Sears,  Roebuck 
and  Co.  wants  to  use  data  min¬ 
ing  to  match  its  marketing  to 
marriages  and  other  events  in 
customers’  lives.  That  will  let 
the  Hoffman  Estates,  Ill.,  retail¬ 
er  move  from  shotgun  market¬ 
ing  to  a  more  tailored  approach, 
a  Sears  official  said.  □ 


SIA’s  year  2000  Oversight 
Committee. 

Analysts  place  the  cost  of  the 
year  2000  problem  for  the  secu¬ 
rities  industry  at  $4  billion, 
“and  not  a  nickel  of  that  goes  to¬ 
ward  [company  revenues],”  said 
Thomas,  a  senior  vice  president 
at  Merrill  Lynch  &  Co.  in  New 
York.  “That’s  why  we  have  to 
drive  this  home  with  senior 
management.” 

“Until  the  CEO 
gets  involved, 

there’s  not  enough 
high-level  sponsor¬ 
ship”  for  year  2000 
efforts  to  succeed, 
said  Bruce  Hall,  a 
former  Gartner 
Group,  Inc.  analyst 
who  recently  joined 
Southboro,  Mass.- 
based  Trigent  Soft¬ 
ware,  Inc.  as  vice 
president  of  market¬ 
ing  for  the  year  2000  project 
management  vendor. 

Some  firms  “have  scores  of 
people  working  on  [the  year 
2000  problem]  with  a  well- 
funded  effort,”  Parent  said.  Oth¬ 
ers,  however,  are  studying  the 
problem  and  plan  to  “tee  it  up” 
as  a  budget  item  for  1998.  Year 
2000  gurus  say  that  won’t  leave 
enough  time  or  resources  for 
stragglers  to  tackle  the  issues. 

For  its  part,  SIA  has  a  strong 
track  record.  The  industry  coor¬ 
dinated  a  successful  shift  from 
five-day  to  three-day  settlement 
of  transactions  in  1995  and  a 
shift  to  same-day  funds  settle¬ 
ments  in  February  1996. 

The  securities  industry  has 
“the  disciplines  in  place  to  make 
[the  year  2000  project]  success¬ 
ful,”  said  Dennis  Dirks,  chief 
operating  officer  at  The  Deposi¬ 
tory  Trust  Co.,  a  New  York -based 
clearinghouse.  □ 


"Our  objective  is  to 
try  and  help  every 
organization  within 
our  industry  to  come 
through  this  safe  and 
sound." 

-  Art  Thomas, 

Merrill  Lynch 
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and  restarts.  The  centers  run 
IBM,  Unisys  Corp.,  Tandem 
Computers,  Inc.,  Sun  Microsys¬ 
tems,  Inc.  and  Hewlett-Packard 
Co.  systems. 

ESTIMATED  SAVINGS 

DISA  estimated  the  software 
could  save  more  than  $13  mil¬ 
lion  over  five  years,  partly  by  cut¬ 
ting  training  and  staffing  re¬ 
quirements  at  the  various 
megacenters.  The  tool  may  also 
replace  some  code  that  isn’t  year 
2000  compliant. 


The  Department  of  Defense 
is  trying  to  consolidate,  out¬ 
source  and  modernize  its  com¬ 
puter  centers,  but  savings  op¬ 
portunities  are  being  squan¬ 
dered  because  different  branch¬ 
es  of  the  military  aren’t  coordi¬ 
nating  efforts,  according  to 
critics. 

Although  DISA  is  gearing  up 
for  more  work  from  various  mil¬ 
itary  agencies,  most  of  the  mili¬ 
tary  isn’t  planning  to  send  such 
work  to  the  megacenters,  ac¬ 
cording  to  a  General  Accounting 


Office  report  released  last 
month.  The  GAO  plans  a  future 
evaluation  of  the  megacenter  ef¬ 
fort. 

Robert  Sorgen,  the  GAO’s 
head  evaluator  on  that  report, 
said  he  wouldn’t  oppose  a  cur¬ 
rent  investment  in  new  schedul¬ 
ing  and  management  tools  be¬ 
cause  such  a  relatively  small 
amount  of  money  would  likely 
result  in  greater  efficiency. 

“They’re  trying  to  optimize 
the  megacenters  to  make  them 
more  competitive,”  Sorgen 
said.  □ 


mmmm 


Viasoft’s  Bridge  2000™  fixes  your  critical  applications  today  so  your  business  stays  alive  tomorrow. 

The  year  2000  deadline  is  looming  over  your  access  the  same  data.  Historical  data  remains 
enterprise.  You  need  safety.  Protection.  Confidence,  untouched,  but  it’s  still  easily  accessible.  System 
With  Viasoft’s  Bridge  20007  that’s  exactly  what  you  disruptions  are  minimized.  And  data  exchange 
get.  Because  now  you  can  convert  your  programs  with  outside  parties  moves  swimmingly  along, 
without  simultaneously  converting  your  data.  In  You’ll  think  Viasoft’s  Bridge  2000  is  a  miracle, 

fact,  it’s  the  year  2000  software  that  allows  you  to  But  rest  assured,  there’s  nothing  fishy  about  it. 
prioritize  and  fix  your  mission-critical  applications 

first.  In  the  meantime,  it’s  business  as  usual.  Both  To  download  your  FREE  demo  today,  go  to 
compliant  and  non-compliant  applications  can  www.viasoft.com/bridge.  Or  call  1-888-VIASOFT. 
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We  knew  we  had  some  of  the 
most  innovative  furniture  designs 
ever  envisioned.  The  challenge 
was  getting  our  clients  to  see  it 
too.  That’s  where  GTE  came  in 
with  their  World  Class  Network: 
They’d  already  wired  some  local 
coffee  shops  with  fast  ISDN 
access.  So  when  they  put  us 
on  the  Web,  we  were  able  to 
share  our  latest  creations  over 
a  cup  of  French  Roast.  Now 
we’re  not  only  in  the  business 
of  making  furniture,  we’re  in 
the  business  of  moving  it. 


MOST  CLIENTS  DON’T  HAVE  TIME 
TO  VISIT  A  FURNITURE  SHOWROOM 


SO  HOW  ABOUT  A  COFFEE  SHOP 

ON  ELM? 
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It’s  Amazing  What 
We  Can  Do  Together. 
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Have  another  headache! 

Europe’s  move  to  a  single  currency 
won’t  make  life  easier  for  IS 
departments.  Page  70 


Dilbert  isn't  the  only  one  out  there  with  a 
boss  who  doesn't  get  it.  What  do  you  do 
when  you  work  for  a  boss  who's  . . . 


TECHNICALLY 

LLENGED? 


BY  KATHLEEN  MELYMUKA 


I  worked  for  a  woman  who  didn’t  know  what  a 
programmer  or  systems  engineer  was,”  an  infor¬ 
mation  systems  manager  at  a  Fortune  500  com¬ 
pany  says. 

“She  would  make  commitments  to  customers  with 
no  knowledge  of  how  long  it  would  take.  She  would  say, 
‘I  told  the  customer  one  week,  so  you’ll  have  to  do  it.’  ” 
Sound  familiar?  How  about  this? 

“My  boss  thought  he  was  techie,  but  wasn’t.  He  truly 
just  didn’t  get  it,”  a  manager  at  an  outsourcer  says.  “He 
would  be  the  guy  at  meetings  with  customers,  and  his 
whole  role  was  to  build  confidence  that  he  had  a  strong 
group  behind  him.  The  trouble  was,  he  made  it  sound 
like  we  were  a  band  of  idiots.” 

Dilbert  isn’t  the  only  one  who  has  boss  trouble,  and 
often  the  trouble  is  that  the  boss  is  technically  chal¬ 
lenged.  A  recent  survey  of  Fortune  1,000  chief  informa¬ 
tion  officers  by  Forrester  Research,  Inc.  in  Cambridge, 
Mass.,  revealed  that  30%  had  nontechnical  back¬ 
grounds.  And  that  trend  is  accelerating,  says  David 
Foote,  a  program  director  at  Meta  Group,  Inc.  in  Stam¬ 
ford,  Conn.  “People  are  being  replaced  every  day,  and  19 
out  of  20  of  those  positions  are  being  filled  from  the 
business  side.” 

It  isn’t  that  there  aren’t  enough  techies  to  go 

Technically  challenged,  page  68 
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around,  says  Madeline  Weiss,  president 
of  Weiss  Associates,  Inc.,  a  Bethesda, 
Md.,  consulting  firm.  “In  many  cases, 
those  people  are  there  because  executives 
in  the  company  decided  IT  is  not  doing 
something  right.  IT  may  be  too  slow,  not 
responsive,  too  expensive,  not  adding 
value.” 

But  regardless  of  why  he’s  there,  you’ve 
still  got  to  deal  with  the  technically  chal¬ 
lenged  CIO.  And  nontechnical  back¬ 
grounds  are  only  part  of  the  problem. 
Many  technical  CIOs  are  strong  in  one 
area  —  software,  for  example  —  but  igno¬ 
rant  in  others. 

Then  there’s  the  subset  of  bosses  who 
were  technically  astute  20  or  10  or  even 
five  years  ago,  but  whose  skills  and  styles 
have  been  left  in  the  dust  of  advancing 
technology. 

Whether  your  boss  is  technically  illiter¬ 
ate,  semiliterate  or  old-skills  literate,  if  he 
makes  you  feel  like  Dilbert,  you  have  sev¬ 
eral  options,  depending  on  whether  he’s 
educable  or  arro¬ 
gant,  confident  or 
defensive,  curi¬ 
ous  or  clueless. 

“If  the  person 
knows  that  he 
doesn’t  know  and 
is  willing  to  learn, 
then  you  can  edu¬ 
cate  him,”  says  a 
former  IS  manag¬ 
er  who’s  been 
there. 

“I  had  a  boss 
who  didn’t  under¬ 
stand  PCs  at  all,” 
another  says.  “He 
was  a  business 
analyst.  He  knew  he  was  illiterate  in 
terms  of  the  tech  pieces,  and  he  didn’t  try 
to  make  us  believe  he  wasn’t.  He  was  able 
to  manage  people  and  customers,  but  he 
knew  he  needed  someone  who  under¬ 
stood  the  tech  part,  and  he  wanted  to 
learn.” 

With  that  kind  of  boss,  establishing 
trust  is  at  least  as  important  as  working 
on  his  education.  “If  he  trusts  you,”  one 
manager  says,  “he  will  let  you  do  what 
you  need  to  do  regardless  of  whether  he 
understands.” 

“The  boss  knew  he  had  technical  limi¬ 
tations  and  looked  to  me  as  the  tech  team 
leader,”  says  a  manager  who  won  the 
boss’s  trust.  “If  a  guy  gave  a  job  estimate 
of  two  weeks,  he’d  say,  ‘Does  this  look 
good?’  ” 

A  nontechnical  boss  may  be  defensive 
about  his  limitations,  unwilling  to  trust 
and  uninterested  in  education.  Then  you 
may  need  to  manage  around  him.  “I 
worked  [for]  a  director  who  came  from  an 
accounting  background,”  says  former  IS 
manager  William  H.  Whitney,  now  own¬ 
er  of  Micro  Business  Applications  in  Jam¬ 


,JMy  boss 
thought  he 
was  techie, 
but  wasn't. 
He  truly  just 
didn't  get  it.'' 
-  Outsourcer 
manager 


ison,  Pa.  “Being  a  ‘bean  counter,’  he  was 
often  more  interested  in  the  costs  of  run¬ 
ning  the  department  than  making  sure 
the  appropriate  tools  were  available  to  do 
a  good  job.  The  final  insult  was  when  [he] 
questioned  the  secretary  as  to  why  she 
was  ordering  so  many  pencils.” 

The  solution  to  the  pencil  czar  was  to 
ignore  him  and  prepare  supply  orders 
within  the  signing  authority  of  a  lower, 
but  saner,  manager. 

Another  nontrusting  boss  would  never 
let  the  manager  go  “outside  the  box”  to 
try  anything  new  or  creative.  The  manag¬ 
er  decided  to  work  half  the  day  on  what 
he  was  ordered  to  do  and  the  other  half 
on  what  he  wanted  to  do,  because  the 
boss  wasn’t  savvy  enough  to  know  the 
difference. 

GET  SPONSORSHIP 

If  you  can’t  gain  the  boss’s  tmst  and  you 
can’t  manage  around  him,  your  best  bet 
is  to  find  a  powerful  sponsor. 

“I  worked  under  a  CIO  who  was  par¬ 
tially  competent,”  a  former  IS  manager 
says.  “This  guy  was  a  hardware  guy.  He 
knew  all  the  latest  and  greatest  main¬ 
frame  and  network  stuff,  but  he  knew 
nothing  about  software. 

“I  was  hired  by  the  CFO  to  be  director 
of  applications,”  she  says.  “He  told  the 
CIO  to  leave  me  alone  and  let  me  do  what 
I  needed  to  do.” 

That’s  exactly  what  happened.  She  re¬ 
ported  to  the  chief  financial  officer,  the 
CIO  eventually  moved  to  a  different  de¬ 
partment,  and  she  became  CIO. 

If  you’re  lucky  enough  to  avoid  the 
technically  clueless  or  semiclueless  boss, 
you  may  face  another  challenge:  the  ca¬ 
reer  technologist  reared  in  the  classical 
mainframe  mode  who  clashes  with  the 
world  of  PCs  and  the  Internet. 

“When  [mainframe-era  bosses]  don’t 
understand  something,  they  make 
people  do  it  the  old  way,”  a  Fortune  500 
manager  says.  “Today’s  apps  can  be  de¬ 
veloped  so  rapidly  that  you  can  have  one 
mnning  before  the  project  plan  to  do 
it  the  old  way  could  be  written.  They  say 
it  can’t  be  that  simple.  They  think  you 
have  to  go  through  all  these  different 
checks.” 

The  best  strategy  in  that  situation,  an 
old-school  CIO  says,  is  to  persuade  the 
boss  to  loosen  up  and  try  things  the  PC 
way  on  a  small,  noncritical  application.  If 
your  methodology  works,  keep  proving 
it  with  increasingly  important  projects 
until  you  win  him  over. 

Finally,  for  technically  challenged 
CIOs  who  find  themselves  rattling  the 
Dilberts  in  their  departments,  there’s  a 
fairly  easy  way  out:  “The  model  is  very 
simple,”  Foote  says.  "The  business- 
oriented  CIO  immediately  hires  a  chief 
technical  officer.  You’ve  got  to  put  some¬ 
one  in  there  who  knows  what’s  happen¬ 
ing  —  what’s  being  accomplished  and 
what  isn’t.  They  make  very  good  partners 
to  run  the  everyday  technology  pieces.”  □ 


Melymuka  is  a  freelance  writer  in  Duxbury, 
Mass. 


HELPING  THEM  GET  IT 

People  who  have  worked  with  technically  challenged 
bosses  have  come  up  with  specific  educational 
strategies  that  help.  A  few  follow: 

1  Empathize,  says  Naomi  Karten,  former  IS  manager  and  president  of  Karten 
Associates,  a  consulting  firm  in  Randolph,  Mass.  Think  of  how  you  feel  when  you 
take  your  car  in  with  a  mysterious  grinding  noise.  You’re  in  over  your  head.  You 
don’t  understand  the  systems,  the  complexity  or  the  diagnosis.  You  have  no 
basis  for  evaluating  anything.  That’s  how  your  boss  feels  every  day. 

1  Recognize  that  ego  is  involved.  Help  him  save  face.  Don’t  humiliate  him  for 
what  he  doesn’t  know. 

1  Don’t  talk  techie.  He  either  won’t  get  it  or  will  try  to  pretend  he  does. 

1  Talk  business,  says  Rina  Delmonico,  CIO  at  Scott  Sports  Croup/Schwinn 
Bicycling  and  Fitness  in  Boulder,  Colo.  If  he  doesn’t  understand  the  impact  of 
computers  being  down,  talk  about  the  implications  in  lost  revenue  and  customer 
complaints  that  will  result  if  automated  invoices  don’t  go  out  If  you  want  new 
development  tools,  talk  about  benefits  in  productivity,  dollar  and  time  savings, 
and  revenue  generation. 

1  Communicate  in  his  preferred  style,  Karten  says.  If  he  likes  things  in  writing,  for 
example,  write. 

1  Take  him  to  seminars,  conferences  and  site  visits  to  organizations  that  use  IS  in 
creative  ways,  says  Madeline  Weiss,  president  ofWeiss  Associates.  Then  spend 
time  exploring  what  you  heard  and  how  it  might  apply  to  your  organization. 

You’ll  build  a  relationship  as  you  educate  him. 

1  Arrange  staff  presentations  for  the  boss  and  make  sure  the  staffis  talking  in 
lay  terms.  You’ll  be  educating  the  boss,  training  your  staff  to  talk  with  business 
clients  and  helping  them  know  and  trust  each  other. 

1  Show  him.  If  the  boss  constantly  underestimates  project  timetables,  involve 
him  in  the  analysis  and  technical  design  phases  to  make  him  understand. 

1  Bring  in  the  experts,  says  Douglas  Mackie,  vice  president  of  megacenter  opera¬ 
tions  at  Zurich  Insurance  Co.  in  Schaumburg,  III.  Take  him  to  management  con¬ 
sultant  seminars,  and  back  up  your  arguments  with  articles  and  consulting  re¬ 
ports.  It  helps  for  him  to  know  it  isn’t  just  your  opinion. 

1  Help  him  learn  from  his  mistakes,  Delmonico  says.  When  there’s  a  72-hour 
power  outage  and  no  backup,  it’s  a  good  opportunity  to  remind  him  why  disaster 
recovery  is  a  good  idea. 

1  Help  him  communicate  with  his  bosses,  Karten  says.  Give  him  what  he  needs 
to  succeed  with  his  superiors. 


I  Establish  trust.  Resist  the  temptation  to  put  one  over  on  him.  Build  up  his  con¬ 
fidence  that  you  know  what  you’re  doing  —  that  if  you  say  so,  it’s  a  fact. 

—  Kathleen  Melymuka 


Looks  like  a  floppy  drive. 
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Feels  lilce  a  floppy  drive. 

Works  like  a  floppy  drive. 
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(A  120  megabyte  floppy  drive.) 


LS-120  technology. 

The  first  high  capacity  storage  system  compatible  with  3.5"  diskettes. 


Take  a  good  look  at  the  next  PC  you  buy 

and  make  sure  its  floppy  drive  has  the  LS-120 

' 

Advantage:  hassle-free,  high-capacity  storage. 
Only  the  LS-120  drive  can  give  you  120  MB 
of  floppy  capacity,  higher  performance,  and 
the  ability  to  read  and  write  to  the  1 ,44MB 
and  720K  floppies  you  use  all  the  time. 


LS-120  is  the  same  simple  floppy  you 
already  know  how  to  use — just  faster  and 
roomier — and  backed  by  a  consortium  of 
global  technology  leaders.  It's  the  new 
standard.  No  matter  how  you  look  at  it. 


Find  out  more  at  www.LS120.com.  Or  call 
us  at  1-800-888-1889,  ext.  4002. 
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MANAGING 


FIRST  TIME,  THEN  MONEY:  Europe's 
move  to  a  common  currency  will  add 
new  strains  to  IS  departments  coping 
with  the  year  2000 


By  the  staff  of  Computerworld,  Computerwoche 
(Germany)  and  the  IDG  News  Service 


SPRING  1998:  JAN.  1, 1999: 


i  The  European 
Commission  will 
decide  which 
countries  will  be 
allowed  to  join  the 
EMU  and  share  a 
single  currency. 


i  Participating  countries  will  fix 
exchange  rates  against  one  an¬ 
other  and  the  Euro, 
i  Banks  will  begin  to  use  the  Euro 
for  EFT  among  banks.  They  may 
still  use  national  currencies. 

■  European  Central  Bank  to  open. 


JAN.  1,  2002: 

i  The  Euro  will  become  the 
only  valid  currency  for  EFT 
among  banks, 
i  Euro  coins  and  paper  bills 
to  be  introduced  in  EMU 
countries.  National  curren¬ 
cies  may  still  be  used. 


JULY  1,  2002: 

i  The  Euro  will 
become  the  only 
legal  currency  in 
EMU  countries. 


he  lastthing  IS  executives  need 
is  another  big  conversion  project. 
But  it’s  looming,  right  on  the  heels 
of  the  year  2000  problem:  the  arriv¬ 
al  of  the  European  Union’s  new  cur¬ 
rency,  the  Euro. 

Already,  information  systems 
managers  in  the  European  Union 
(EU)  are  preparing  for  European 
Monetary  Union  (EMU)  and  the 
Euro,  which  is  expected  to  gradually 
replace  the  national  currencies  of  EU  mem¬ 
bers  between  1999  and  2002. 

Banks  will  feel  the  impact  first:  In  1999, 
they  will  have  the  option  of  conducting  elec¬ 
tronic  funds  transfers  in  Euros. 

For  other  businesses,  the  crunch  comes  in 
2002,  when  the  Euro  begins  circulating  and 
national  currencies  are  phased  out. 

For  now,  many  U.S.  firms  doing  business 
in  Europe  are  putting  the  Euro  on  the  back 
burner. 

“I  think  the  year  2000  is  still  the  highest  [priority],” 
says  Lauris  Nance,  vice  president  and  year  2000  project 
executive  at  Equifax,  Inc.,  an  Atlanta  business  informa¬ 
tion  services  firm.  “People  keep  hoping  [the  Euro]  will 
be  delayed.”  Others  question  whether  the  adoption  of 
the  Euro  will  stick  to  its  timetable  or  whether  all  EU 
countries  will  adopt  the  currency. 

“[The  Euro]  is  certainly  on  our  radar  screen,  but  we 
haven’t  put  a  lot  of  resources  into  it,”  says  Karl  Moore, 
chief  information  officer  at  International  Paper  Co.  in 
Memphis.  “We’re  kind  of  waiting  to  see  if  [the  Euro]  is 
going  to  become  a  reality.” 

But  European  banks  are  planning  for  the  Euro’s  im¬ 
pact  on  information  technology. 

The  initial  goal  for  bankers  is  “multicurrency  capabil¬ 


ity”  —  adjusting  applications  so  they  can  handle  multi¬ 
ple  currencies.  The  Federal  Association  of  German 
Banks  says  automated  teller  machines,  statement  print¬ 
ers  and  system  connections  to  customers  and  other 
banks  will  be  affected. 

By  2002,  retailers  will  need  point-of-sale  systems  and 
cash  registers  capable  of  handling  two  currencies  as  well 
as  the  century  change.  Companies  will  have  to  adjust 
their  finance,  accounting,  payment  and  billing  systems. 

All  told,  converting  to  the  Euro  should  cost  about 
$100  billion  worldwide,  according  to  Bruce  Hall,  former 
research  director  at  Gartner  Group,  Inc.  in 
Stamford,  Conn.  That  compares  with  $300 
billion  to  $600  billion  worldwide  for  the 
year  2000  problem. 

Like  the  year  2000,  the  Euro  will  force  IS 
organizations  and  their  vendors  to  make 
changes  to  their  software. 

They  will  need  to  identify  systems  that 
contain  monetary  values  and  currency  iden¬ 
tifiers,  replace  or  patch  those  systems  with 
Euro-compliant  code  or  third-party  software 
and  test  the  results.  They  will  also  have  to  cope  with  old, 
undocumented  systems,  analyze  databases  and  applica¬ 
tions  and  scrutinize  systems  that  connect  to  computers 
at  other  companies. 

“The  lack  of  management  resources  and  program¬ 
ming  resources”  is  the  biggest  challenge  for  IS  depart¬ 
ments,  says  David  Talbot,  director  of  software  technol¬ 
ogy  at  the  European  Commission’s  industry  directorate 
in  Brussels,  which  coordinates  EU  industrial  policy. 
“There  is  no  silver  bullet.  It  is  unrealistic  to  expect  fully 
automated  solutions  to  the  Euro.” 

IT  leaders  likely  will  debate  whether  to  outsource  or 
replace  in-house  systems,  rather  than  make  them  Euro¬ 
compatible.  Still,  the  Euro’s  legal  uncertainties  are  caus¬ 
ing  difficulties.  "It  doesn’t  make  sense  to  begin  specific 


data  processing  work  without  a  detailed  legal  framework 
for  the  method  and  time  of  the  conversion,”  says 
Friedrich-Wilhelm  Kuchenberg,  divisional  manager  of 
planning  and  control  of  data  processing  at  the  Cologne- 
based  department  store  chain  Kaufhof  Warenhaus  AG. 

So  far,  national  governments  haven’t  spelled  out 
when  businesses  will  be  required  to  implement  specific 
changes  in  accounting  procedures.  That  kind  of  legal 
uncertainty  makes  it  difficult  for  IS  managers  to  plan 
Euro  projects. 

PREPARE  NOW 

What,  then,  should  American  IT  leaders  do  to  prepare 
for  the  Euro?  Following  are  some  suggestions: 

1  Stay  informed  on  the  Euro  timetable.  A  good  way  to  do 
that:  Ask  European  staff  to  report  on  the  Euro’s 
progress,  read  European  business  publications  such  as 
the  Financial  Times  of  London  or  search  the  World  Wide 
Web  for  “European  Monetary  Union.” 

1  Most,  but  not  all,  consultants  advise  companies  not  to 
try  to  fix  both  problems  at  the  same  time.  “It’s  a  nice 
idea,  but  the  complexity  of  it  prohibits  this  from  being 
doable,”  says  Wolfgang  Schwab,  customer  care  research 
manager  at  Meta  Group,  Inc.  in  Munich. 

•  Look  out  for  reusable  processes.  Test  environments 
and  change  processes  from  a  year  2000  project  might 
be  reusable  when  you  convert  to  the  Euro,  according  to 
Brian  Wegenroth,  a  vice  president  at  Booz  Allen  & 
Hamilton,  Inc.  in  New  York. 

•  Stay  in  touch  with  your  European  suppliers  and  cus¬ 
tomers  —  not  just  on  the  Euro,  but  on  the  year  2000 
issue  also.  □ 


Written  by  Allan  E.  Alter  and  reported  by  Robert  L.  Scheier, 
along  with  Torsten  Busse,  Kristi  Essick  and  Joanne  Taaffe  at 
the  IDG  News  Service  and  Heinrich  Vaske  and  Ludger 
Schmitz  at  Computerwoche  (Germany). 


Converting  to  the 
Euro  should  cost 
about  $100  billion 
worldwide,  says 
Bruce  Hall,  former 
research  director  at 
Gartner  Group. 
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Introducing  the  Toshiba  Equium  ™ 

We  know  you  have  high  expectations.  So  when  you  asked  for  a  new  line 
of  business  systems,  we  put  the  same  ingenuity,  quality  and  design  you 've 

come  to  expect  from  our  portables  into  our  new  Equium  line.  You  can 
depend  on  features  like  the  latest  Intel  processors,  system  ^ 
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monitoring  software  and  robust  security.  Plus  Toshiba 's 
sleep  button  with  Secure  Sleep'"  and  Instant  On  features  that  can  increase  your  ||&HP 
productivity  and  manageability.  And  there’s  room  for  growth  provided  by  enough  system  memory 
and  hard  disk  capacity  to  handle  future  application  needs.  But  there's  more  to  building  a  better 
computer  than  just  great  features.  Working  with  strategic  partners  and  most  importantly, 
keeping  an  open  dialogue  with  you  to  create  solutions  together.  To  bring  you 
the  best  products  possible,  like  our  new  Equium  line.  Find  out  more  about  it.  Call 
1-800-457-7777  or  look  us  up  on  the  Web  at  http://equium.toshiba.com. 
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WINDOW  MG. 
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In  Touch  with  Tomorrow 

TOSHIBA 


Equium  6200M 

200MHz  Pentium8  Pro  processor 

Dual  processor  support 

32MB  EDO  DRAM, 
expandable  to  512MB 

4.5  billion  byte  (=4.24GB) 
ultra-wide  SCSI  hard  drive 

12X  IDE  CD-ROM 

PCI/ATI  3D  RAGE”  D+ 
video  controller 

2MB  SGRAM  video  memory, 
expandable  to  4MB 

Sound  Blaster®  Pro  compatible 

3  PCI,  1  PCI/ISA  (shared) 
expansion  slots 

4  extemal/2  internal  drive  bays 

2  USB,  1  serial,  1  parallel  ports 

Integrated  Intel  EtherExpress"" 
Pro/IOOB  10/100Mbps  Ethernet® 

200-watt  power  supply 

Sleep  button  with  Instant  On 
and  Secure  Sleep* 

Microsoft®  Windows  NT,.  Workstation 

Intel  LANDesk*  Client  Manager 

DM12.0 

Security  features:  chassis  intrusion 
alert  and  key  lock  port 

3-year  limited  warranty, 
with  one  year  on  site 

Dedctop  systems  and  ctha 

canfiguraocns  also  available 


►  PRODUCTIVITY  ADVANTAGES 

Designed  to  enhance  productivity  with  Intel 
Pentium  Pro  processors,  Windows  NT, 

Secure  Sleep  and  Instant  On  features. 

Saving  you  time,  energy  and  money. 

►  BUILT-IN  MANAGEABILITY 

DMI  2.0  support  and  Intel  LanDesk  client 
manager  software  allow  easy  system 
management  to  lower  your  total  cost 
of  owning  a  computer. 

►  PROTECTING  YOUR  INVESTMENT 

A  rich  feature  set  offers  performance  and  value 
today  and  in  the  future  with  10/100  Ethernet, 

USB  ports  and  enough  system  memory  and  hard 
disk  capacity  to  handle  future  application  needs. 

►  QUALITY  AND  RELIABILITY 

You  can  rely  on  Toshiba,  the  world  leader  in 
portable  technology,  to  bnng  you  the  same 
quality  and  ingenuity  in  our  new  Equium  line. 
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JIM  CHAMPY 


SHOULD  YOU 
'PUSH1  YOUR 
PITCH  TO 
CONSUMERS? 


e  emergence  of  the  World  Wide 
eb  has  facetiously  been  called 
the  first  global  experiment  in 
chaos.  Yet  discernible  principles 


are  emerging: 


Individuals,  increasingly  pressed  for 
time,  are  beginning  to  find  the  ’net  a  con¬ 
venient  way  to  do  research  and  compare 
prices. 

So  far,  online  comparison  shoppers 
have  had  to  spend  time  browsing  for  in¬ 
formation.  But  soon,  “push”  technology 
will  speed  the  process  immeasurably. 
People  will  select  the  kind  of  information 
they  want  to  receive  automatically  from  a 
universe  of  data.  It’s  the  start  of  what  will 
be  a  truly  consumer-centric  world. 

But  although  push  technology  will 
benefit  consumers,  the  Internet  —  and 
its  successors  —  also  will  create  chaos  for 
companies  that  no  longer  understand 
what  business  they’re  really  in. 

With  time  of  the  essence,  three  Inter¬ 
net  business  models  will  eventually  arise. 
The  first  will  be  content  and  product 
providers.  Those  will  be  manufacturers 
or  companies,  such  as  newspaper  pub¬ 
lishers,  that  produce  information.  Those 
companies  have  always  been  around. 
But  now  they’ll  be  challenged  with  how 
to  reach  consumers  electronically.  Will 
they  send  information  directly  to  the 
consumer,  or  will  it  be  through  an  inter¬ 
mediary? 

The  second  business  model  will  be 
consolidators  —  the  electronic  form  of 
intermediaries.  Travel  agents  are  early  ex¬ 
amples  of  consolidators.  They  take  infor¬ 
mation  and  services  from  airlines,  hotel 
operators  and  car  rental  companies  and 
package  them  in  ways  consumers  want 
them.  Watch  how  large  travel  agents 


such  as  American  Express  and  Rosen- 
bluth,  enabled  by  the  power  of  the  Inter¬ 
net,  battle  with  the  airlines  for  control  of 
the  consumer. 

But  the  Internet  also  will  provide  for 
new  types  of  consolidators.  Think  of 
all  the  items  individuals  buy  without 
adequate  information  simply  because 
they  don’t  have  enough  time.  There’s  a 
real  opportunity  for  a  sort  of  online 
Consumer  Reports,  continuously  updated 
by  individuals’  product  reviews  and  tes¬ 
timonials. 

The  list  of  rated  items  could  include 
cars,  financial  products,  homes,  appli¬ 
ances  and  electronic  devices  such  as 
VCRs  and  PCs. 

INSTANT  INFORMATION 

Think  of  providing  a  service  by  which  an 
individual  could  push  a  “send”  button 
and  have  the  Web  instantaneously  pro¬ 
duce  information  on  the  best  price,  prod¬ 
uct  location,  delivery  schedule  and  war¬ 
ranty  provider. 

Peapod,  an  online  grocery  shopping 
service,  is  another  example  of  a  con¬ 
solidator.  It  not  only  provides  order-entry 
and  delivery  services,  but  also  lets  you 
select  produce  and  grocery  goods  on 
the  basis  of  price,  calories  or  even  fat 
content.  Another  oft-cited  version 
(though  not  yet  profitable)  is  Amazon, 
com,  where  editorial  content  and  reviews 
create  demand  for  book  sales  that  are 
slickly  fulfilled. 

The  third  business  model  will  be  infra¬ 


structure  providers.  Those  will  include  I 
network  operators,  software  companies,  I 
banks  and  credit-card  processors.  The  lat¬ 
ter  two  will  handle  the  cash  in  cyber¬ 
space.  Microsoft  might  be  considered  the 
most  formidable  of  the  infrastructure 
providers,  but  its  ambition  won’t  allow  it 
to  be  put  in  any  single  box.  In  addition  to 
providing  technology,  it  wants  to  own 
content  —  and  the  consumer! 

In  fact,  in  all  the  chaos,  there  will  be 
some  interesting  jousting  as  companies 
seek  to  shape  themselves  into  one  or 
more  of  these  models.  Following  are 
some  questions  that  might  help  you  posi 
tion  your  company: 

■  If  you’re  a  content  provider  —  say  a 
consumer  products  company  such  as 
RJR  Nabisco  or  Philip  Morris/Kraft 
Foods  —  do  you  have  to  own  a  consolida¬ 
tor,  or  can  you  maintain  your  market  po¬ 
sition  in  cyberspace?  Or,  if  you  continue 
just  to  manufacture  products,  how  will 
you  manage  logistics  to  support  the  in¬ 
stant  delivery  the  new  consolidators  will 
demand? 

■  If  you’re  a  consolidator  such  as  a  travel 
agency,  how  will  you  provide  consumer 
experiences  that  are  unique  and  not  just 
a  boring  online  catalog?  Consumers  are 
concerned  with  time,  efficiency  and  price 
—  and  they  want  to  enjoy  their  shopping 
experience. 

■  If  you  provide  infrastructure,  how  will 
you  create  alliances  with  consolidators 
and  content  providers  that  will  return 
solid  profits  to  you  and  your  partners?  Al¬ 
liances  have  always  been  problematic, 
mainly  because  everyone  wants  to  “own” 
the  consumer.  In  the  new  world  of  elec¬ 
tronic  commerce,  the  consumer  won’t  beg 
owned. 

Those  are  all  questions  that  should 
keep  you  up  at  night.  But  a  good  start  will 
be  to  decide  which  business  you  should! 
“push”  yourself  into.  □ 


Champy  is  chairman  of  consulting  at  Perot 
Systems  Corp.  in  Cambridge,  Mass.  His 
Internet  address  is  JimChampy@ps.net. 
His  newspaper  columns  are  syndicated  by 
Tribune  Media  Services. 


Net.Gain:  Expanding 
Markets  Through 
Virtual  Communities 

By  John  Hagel  III  and 
Arthur  G.  Armstrong 
Harvard  Business  School 
Press,  Boston;  $24.95;  256 
pages  (hardcover) 


URGES:  I  S  M  A  N  A  G 

Are  “virtual  communities”  the  ultimate  way  to  make  money  on 
the  World  Wide  Web?  Nobody’s  done  it  yet,  but  the  authors,  two 
McKinsey  &  Co.  analysts,  make  a  convincing  case  that  such  commu¬ 
nities  can  be  wildly  profitable  and  that  you  shouldn’t  get  left  behind  in 
building  them. 

Their  virtual  communities  are  groups  that  share  com¬ 
mon  interests  and  needs  online,  whether  they  are  golf 
enthusiasts  or  cancer  sufferers.  The  authors  argue  that 
the  prime  value  of  such  communities  is  the  experiences, 
insights,  fellowship  and  product  recommendations  that 
users  contribute.  As  more  users  log  on,  the  community 
acquires  a  critical  mass  of  purchasing  power  and  prod¬ 
uct  knowledge. 

That  is  where  “the  laws  of  increasing  returns”  kick  in 
and  provide  the  profit  engine,  the  authors  claim.  The 
more  people  who  contribute  to  the  site,  the  more  valu¬ 
able  it  becomes  as  a  place  to  advertise  or  sell  goods.  The 
more  vendors  advertise  or  sell  in  the  community,  the 
more  enthusiasts  will  contribute  content,  and  the  cycle 


^  p  r  ^  BO  O  K  S  H  E  L  F 

starts  again.  The  owner  makes  money  through  advertising  and/or 
commissions  on  sales  made  over  the  site.  The  authors  estimate  that  a 
virtual  community  created  with  an  initial  investment  of  about  $15  mil¬ 
lion  could  grow  to  a  $700  million  business  within  10  years. 

They  acknowledge  some  stumbling  blocks,  such  as  whether  ven¬ 
dors  will  find  it  profitable  to  sell  amid  the  “auction¬ 
like”  atmosphere  of  online  price  wars.  I’m  more  wor¬ 
ried  about  issues  they  barely  mention,  such  as  the  cost 
of  managing,  filtering  and  indexing  the  ever-growing 
data  needed  to  make  the  sites  attractive.  Those  costs,  as 
well  as  a  lack  of  robust  management,  security  and 
transaction-processing  software,  could  turn  early  com¬ 
munities  into  money  pits. 

Despite  such  misgivings,  this  is  the  most  well- 
thought-out  analysis  I’ve  seen  of  how  to  actually  make 
money  on  the  Web.  The  authors  are  right  in  arguing 
that  it’s  all  about  content,  interaction  and  community. 
Now,  someone  just  has  to  do  it. 

—  Robert  L.  Scheier 
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A  MONTHLY  LOOK  AT  WEB  DEVELOPMENTS  BEHIND  THE  FIREWALL 


APPLICATION  BUILDING 


By  Natalie  Engler 


Code  Conspirators 

For  programmers,  collaboration  has  always  been  a  necessary  evil,  and  cultural 
biases  persist.  But  leading-edge  organizations  are  finding  that  shared  design 
elements,  knowledge  bases  and  extended  development  teams  made  possible 
by  the  intranet  really  work. 
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eneral  Motors  Corp.’s 
Powertrain 
Control  Center  I 

0 

engineers  span  I 
the  globe.  They  1  1 

develop  software  in  C,  0  I 

assembly  and  a  GM 
proprietary  language 
at  sites  in  Michigan, 

Australia,  France,  Ger¬ 
many  and  Sweden  for 
the  “little  black  boxes”  (sen¬ 
sors  and  indicators)  that  con¬ 
trol  automobile  engines  and 
transmissions.  They  support  companies 
in  Korea,  Japan  and  China  and  distribute 
the  software  to  controller  manufacturing 
locations  in  the  U.S.,  Germany  and  Mexico. 

“We  have  development  activities  going  on  worldwide, 
24  hours  a  day,  with  different  holidays  and  vacations,”  says 
Dave  Poirier,  manager  of  controls  process  support,  “but 
were  working  as  a  virtual  team.” 

What’s  the  vehicle  for  that  teamwork?  The  intranet. 

Developers’  need  to  share  knowledge  is  nothing  new. 
When  they  don’t,  dozens  of  people  end  up  writing  the  same 


Mm 


bug  fix  or  working  with 
out-of-date  versions  of 
objects,  simply  because 
nobody  knows  what  his 
W  IS  co-workers  have  done. 

i  ■  HOB  gggl^gg  ■  e\'Wm 

Without  a  process  for 
tracking  changes  and 
revisions,  all  large  proj¬ 
ects  get  out  of  control. 

But  these  familiar 
problems  are  about  to 
meet  a  radical  solution. 
At  present,  most  devel¬ 
opers  rely  on  paper- 
based  documents,  electronic 
mail,  voice  mail  and  meet¬ 
ings  to  share  code  and  status  information. 
Or  they  require  a  dedicated  pipe.  “The  Web,”  says  Dan 
Kara,  chief  technology  officer  at  Natick,  Mass.-based  Soft¬ 
ware  Productivity  Group,  “opens  all  that  up.” 

It’s  still  early.  Tools  are  just  now  becoming  intranet- 
enabled.  And  intranets  remain  decentralized  grassroots 
efforts.  Still,  groups  of  developers  in  the  far-flung  corners 
of  automakers,  pharmaceutical  firms,  insurance  compa¬ 
nies  and  banks  are  beginning  to  see  the  potential  for  using 
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Look  for  our  list  of 
vendors  with  Web- 
enabled  development 
tools  and  links  to 
their  site  at 

vww.compuieworlri.com/intranets 


Continued from  page  1 
their  intranets  as  backbones  for  distrib¬ 
uted  collaboration. 

GM’s  Powertrain  Control  Center  uses 
its  intranet  to  coordinate  the  work  of 
more  than  300  engineers  all  over  the 
world.  Now,  instead  of  completing 
dozens  of  disjointed  efforts,  everyone 
works  with  consistent  standards,  pro¬ 
cedures,  documentation  and  code. 

Executives  at  a  large  Midwestern 
insurance  company  receive 
constant  updates  on  a  new 
application’s  status  —  with¬ 
out  nagging  the  project 
manager.  And  developers  at 
Sapient  Corp.,  a  Cam¬ 
bridge,  Mass. -based  con¬ 
sulting  firm,  share  source 
code,  prototypes  and  lessons  learned 
(see  related  story,  page  4. 

Sapient’s  project  teams  and  technolo¬ 
gy  experts  create  internal  Web  sites  with 
information  about  their  projects  or  area 
of  expertise.  Each  project  home  page 
offers  an  overview  of  the  project,  its  busi¬ 
ness  purpose,  the  time  line,  group  doc¬ 
umentation,  data  model  diagrams,  busi¬ 
ness  rules,  design  delivery,  a  prototype 
(including  screens  with  business  rules, 
documentation  and  flows  all  tied  togeth¬ 
er),  team  particulars  and  lists  of  tools, 
vendors  and  vendor  contacts.  Devel¬ 
opers  even  document  “lessons  learned.” 

When  they’re  finished,  they  package 
the  Web  pages  as  a  CD-ROM,  which 
serves  as  documentation  for  support. 
Each  technology  home  page,  or 
“knowledge  center,”  contains  every¬ 
thing  from  links  to  vendors’  Web  pages 
to  scripts.  The  benefits:  no  more  “rein¬ 
venting  the  wheel,”  fewer  interruptions 
and  development  intelligence  that  no 
longer  lives  (and  leaves)  with  the  indi¬ 
vidual  programmer. 

CH-CH-CH-CHANGES 

But  if  intranets  are  the  solution,  they  are 
also  part  of  the  problem.  Internet/intranet 
applications  represent  “one  of  the  biggest 
change  management  conundrums,”  says 
Brendan  Conway,  research  director  at 


Gartner  Group,  Inc.’s  applications  devel¬ 
opment  group.  The  intranet  allows 
employees  to  deliver  more  versions  and 
more  code  than  ever  before.  People 
update  Web  sites  many  times  a  day,  with 
each  change  following  a  complex  series 
of  approvals.  Each  site  includes  file  types 
that  range  from  HTML  to  GIF  to  CGI 
to  Java.  And  each  development  team  con¬ 
tains  everyone  from  programmers  to 
Webmasters  to  marketers.  Project  man¬ 
agers  don’t  realize  it  yet,  but  their  jobs 
just  got  harder. 

It’s  a  case  of  too  much  of  a  good  thing. 
Remember  the  early  days  of  desktop  pub¬ 
lishing,  when  people  used  27  fonts  for 
a  single  brochure  simply  because  they 
could?  With  Web  development,  too, 
“people  will  get  into  trouble,”  says  Sandy 
Taylor,  a  market  analyst  at  the  Software 
Productivity  Group.  “It’s  so  easy  to  set 
up  and  change  Web  pages  that  it  becomes 
a  problem  for  people  trying  to  control 
the  quality.” 


LLUSTRATIONS  BY  DOUG  ROSS 


Through  1998,  Gartner  Group  esti¬ 
mates  that  more  than  half  of  external 
Web  site  implementations  will  experi¬ 
ence  annual  application  maintenance 
costs  that  are  two  to  three  times  greater 
than  budget  due  to  inefficient  content 
change  management  practices.  But  “most 
people,”  Conway  says,  “don’t  even  know 
they  have  a  problem  yet.” 

We  re  in  the  throes  of  first-generation 
Internet/intranet  development  —  unco¬ 
ordinated  efforts  that  spring  up  outside 
the  information  systems  group.  Most  of 
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today’s  intranet  “developers”  are  really 
users  who  have  never  heard  of  change 
management  (CM),  a  comprehensive 
approach  to  tracking  changes  to  an  appli¬ 
cation’s  software  components  and  their 
interrelationships  over  time. 

Soon  it  will  be  up  to  IS  to  educate 
them.  As  organizations  enter  the  second 
generation  of  intranet  development,  “IT 
infrastructure  groups  will  jump  in  and 
start  implementing  real  world  applica¬ 
tions,”  says  David  Hsieh,  vice  president 
of  product  marketing  at  Sybase,  Inc. 
Those  who  don’t  find  a  way  to  track  tasks, 
objects,  revisions  and  approvals  could 
find  themselves  the  victims  of  massive 
scope  creep. 

Vendors  see  this  scenario  coming.  “All 
of  the  CM  tool  vendors  are  talking  about 
Web-enabling  their  products,”  Gartner’s 
Conway  says.  This  news  is  both  good 
and  bad. 

“The  number  of  new  technologies  is 
mind-boggling,”  says  Mark  Morrissey, 
program  manager  at  Continuus  Soft¬ 
ware  Corp.,  which  makes  a  configura¬ 
tion  management  system.  “Every  client/ 
server  tool  has  a  Web-related  product  or 
vehicle.”  It  takes  a  psychic  to  figure  out 
which  applications  to  build  with  which 
tool,  he  says. 

What’s  more,  the  technology  is  in  its 
infancy.  It’s  plagued  with  product  imma¬ 
turity  and  a  dearth  of  standards,  Hsieh 
says.  Vendors  are  “rushing  stuff  to  mar¬ 
ket,”  so  users  may  find  products  with 
wacky  configuration  requirements  or 
special  plug-ins  or  discover  that  the  Web 
version  of  their  favorite  CM  tool  is  miss¬ 
ing  the  very  feature  that  made  them  fall 
in  love  with  the  non- Web  version.  But, 
Hsieh  predicts,  these  problems  should 
be  short-lived. 

END  NUISANCE  REQUESTS 

Interruptions  are  the  curse  of  the  proj¬ 
ect  manager.  Five  developers  want  to 
know  whether  they  have  the  latest  ver¬ 
sion  of  a  specification.  Four  others 
have  heard  about  a  new  software 
release.  Three  want  to  know  if  it’s  on 
schedule.  One  wants  it  “now.” 


Configuration  Management  Features 


Configuration  management  can  reduce  bureaucracy,  improve  developer  efficiency  and  clue  everyone  in 
on  project  status.  Use  the  following  features  to  help  you  evaluate  commercially  available  tools: 

Version  control:  Maintains  a  history  of  changes  to  a  component  as  it  evolves  over  time  and  allows 
access  to  a  particular  version,  not  just  the  last  version  created. 

Workspace  management:  Manages  independent  work¬ 
spaces  for  developers  so  each  can  work  in  isolation  of  other 
changes  and  give  visibly  complete  work  to  colleagues  as  needed. 

Parallel  development:  The  ability  for  several  developers  to 
make  changes  to  the  same  component  at  the  same  time  and  , 
merge  those  changes,  resolving  any  conflicts  in  the  process. 

Supports  development  of  software 
across  geographically  distributed  sites  or  companies.  Supports  the 
periodic  synchronization  of  databases  between  sites. 

Configuration  management:  Configurations  are  software 
components  associated  for  a  single  purpose.  CM  tools  track  the 
dependencies  of  each  component  on  any  others,  including,  where 
possible,  dependencies  on  nonsoftware  items  such  as  design  documents  or  test  specs. 

Change  management:  Addresses  problem  tracking  and  change  control  and  the  presentation  and 
analysis  of  management  information  derived  from  these  sources.  Can  users  log  change  requests  and 
problem  reports  and  monitor  their  progress  through  the  system  to  closure? 

Build  and  release  support:  Reduces  build  times  dramatically  by  reusing  partially  built  items  from 
previous  builds.  Release  support  allows  developers  to  track  which  users  have  which  versions  of  which 
components  and  to  therefore  be  sure  which  of  those  will  be  affected  by  a  particular  change. 

Allows  developers  to  ensure  that  components  progress  through  chosen  life 
cycle  phases  before  being  released.  Helps  ensure  that  testing  and  quality  assurance  occur  before  release. 

Source:  Ovum  Ltd. 


software  change  management 
(a.k.a.  configuration  management) 
n.  a  comprehensive  approach  to 
tracking  changes  to  an  apphca Jon 
software  components  and  then  inte 

relationships  over  time.  Functions 

include  source  jolgect)  library  man¬ 
agement.  version  control,  configura¬ 
tion  management,  promotion,  release 

management,  problem/change  man¬ 
agement  and  process  management. 
Source:  Gartner  Group 


Sapient  solves  this  problem  with 
“knowledge  centers”  —  internal  Web 
pages  set  up  by  technology  experts  to 
share  information  about  everything 
from  C++  to  CORBA  to  databases. 
For  each  one,  the  “expert”  creates  links 
to  the  Internet  or  downloads  files  that 
describe  standards,  best  practices,  soft¬ 
ware  classes,  version  control  and  more. 

Angelo  DiSanto  created  and  main¬ 
tains  the  database  knowledge  center, 
which  contains  information  about  all 
the  databases  the  company  uses. 
When  developers  click  on,  say,  “Year 
2000,”  they  discover  how  database 
vendors  Informix  Corp.  and  Oracle 
Corp.  handle  the  date  Field  issue. 
Developers  can  also  copy  reusable 
code  that  solves  problems  such  as 
“Find  who  is  locking  who  in  the  data¬ 
base  and  what  object  is  being  affect¬ 
ed”;  register  for  a  class;  visit  data¬ 


base  vendors’  home  pages;  or  read 
white  papers,  product  comparisons 
and  frequently  asked  questions  down¬ 
loaded  from  the  Web.  If  they  can’t 
find  what  they  need  among  all  that 
information,  they  can  click  on  an  icon 
that  says  “questions.”  That  gives  them 
DiSanto’s  name,  phone  number,  pager 
number  and  location. 

Before  the  knowledge  centers, 
DiSanto  says,  he  received  about  400 
E-mail  messages  a  day,  many  of  them 
general  and  repeat  questions.  Now 
when  someone  has  a  question  about 
a  database,  a  vi  command  or  a  devel¬ 
opment  tool,  he  just  looks  it  up.  It 
saves  hours  of  waiting  and  makes  bet¬ 
ter  use  of  DiSanto’s  and  the  other 


experts  time. 

According  to  a  companywide  sur¬ 
vey,  the  intranet  saves  employees  an 
average  of  20  minutes  a  day,  gener¬ 


ating  a  1 ,000%  return  on  investment. 
The  intranet  also  enables  new  employ¬ 
ees  to  get  up  to  speed  quickly,  which 
is  critical  for  a  company  that  doubled 
in  size,  from  250  to  500  employees, 
last  year. 

Sapient  is  not  the  only  company  to 
cut  down  on  message  send¬ 
ing  and  paper  shuffling.  At 
GM’s  Powertrain  Control 
Center,  “the  Web  gives  us 
a  single  information 
source,”  says  Robert  Haar, 
staff  project  engineer 
responsible  for  the  group’s 
developers  Web  site.  “It  is 
automatically  consistent 
and  always  up  to  date,”  he  says.  So 
staffers  can  all  be  sure  they’re  work¬ 
ing  on  the  same  version  of  every  piece 
of  software  and  following  the  latest 
Continued  on  page  6 
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For  a  discussion  on 


application  building, 
visit  our  online  forum, 
hosted  by  the  Software 
Productivity  Group’s 
Sandy  Taylor,  at 

www.romputerwd.'Id.convintianBU 
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Sapient  Centralizes  Knowledge  Centers 


^.Sapient  Corp.,  a  6-year-old,  $45  million,  Cambridge, 
Mass.-based  consulting  firm  that  designs,  develops  and 
implements  information  systems  for  such  clients  as 
Merrill  Lynch,  Public  Service  Electric  &  Gas  of  New 
Jersey,  Pacific  Bell  Internet  Services,  Wells  Fargo  and 
Digital  Equipment  Corp. 

^Sapient  is  expanding  its  intranet,  called  "Source,"  to 
let  developers  share  information  and  code  (right). 

Eight  months  ago,  technology  experts  (called  the 
'SWAT  team")  began  creating  "knowledge  centers"  — 
internal  Web  pages  devoted  to  their  area  of  expertise. 
Project  teams  began  creating  home  pages  and  sharing 
information  on  their  projects  with  the  rest  of  the  com¬ 
pany.  Soon  they  expanded  these  home  pages  to  share 
code  and  track  lessons  learned. 

Knowledge  Centers:  Experts  in  everything  from  C++ 
to  CORBA  to  databases  maintain  internal  Web  sites 
devoted  to  their  area  of  expertise.  Each  includes  stan¬ 
dards,  best  practices,  software  classes,  version  control 
and  more  (see  middle  screenshot). 

Project  home  pages:  For  each  project,  team  mem¬ 
bers  create  a  set  of  Web  pages  to  share  information  to 
assist  application  development.  Other  employees  use 
the  home  pages  to  stay  apprised  of  the  many  projects 
going  on  simultaneously  and  learn  from  other  teams' 
experiences.  ROI:  1,000%  (see  bottom  screenshot). 

The  company  works  on  a  fixed  price,  fixed  time  frame 
basis.  Fostering  collaboration  and  increasing  speed  and 
quality  of  application  development  is  the  goal.  "Any  way 
in  which  we  can  cut  to  the  chase  offers  us  a  real  advan¬ 
tage,"  says  John  Senk,  a  project  manager. 


CHALLENGES 


ADVICE 


PERSPECTIVE 
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Getting  developers  to  stop  coding  and 
^document, 

^Source  works  well  because  1)  Sapient 
is  efficiency-driven.  2)  The  company  culture 
'  emphasizes  collaboration  and  teamwork.  People  don't 
have  titles.  3)  Source  has  multiple  owners,  so  content  is 
kept  up  to  date.  4)  Source  has  buy-in  from  all  teams  at 
Sapient,  thanks  to  a  board  of  advisers  that  helps  priori¬ 
tize  new  content  and  provides  continuous  feedback. 
5)  Sapient  provides  employees  with  extensive  training. 

^For  an  intranet  such  as  Sapient's  to 
work,  there  has  to  be  a  culture  in 
^  which  trust  is  not  taken  for  granted  but 
rewarded,  says  Richard  Hunter,  research  director  at 
Gartner  Group's  applications  development  and  man¬ 
agement  service. 

Whether  you  use  an  intranet  or  groupware,  knowl¬ 
edge  management  carries  a  "substantial  human  over¬ 
head,"  he  says.  On  an  enterprise  level  for  a  global  con- 
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New  Media 


suiting  firm,  for  example,  that  may  be  5%  to  10%  of 
consulting  revenue,  he  says.  Sapient  has  a  team  of 
three  people  committed  to  Source  and  more  than  60 
content  owners.  Even  for  those  who  practice  knowl¬ 
edge  management  on  a  smaller  scale,  Hunter  sug¬ 
gests  spending  1%  to  4%  of  overall  personnel  re¬ 
sources  if  you  want  to  see  results.  "If  your  strategy 
is  aimed  at  cutting  costs,"  he  adds,  "forget  it." 

—  NATALIE  ENGLER 
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Introducing  Netscape 
Communicator  and  SuiteSpot. 

The  browser  was  only  the 
beginning. 

At  some  point  you’ll 
launch  Netscape^  you’ll 
exchange  emails  with 
people  inside  and  outside 
your  company 
and,  all  of  a 
sudden,  it  will  ^ 
hit  you.  The 
enterprise  email  and  groupware 
solution  you’ve  been  looking  for 
is  closer  than  you  think. 

Netscape  Communicator 
and  SuiteSpot™  is  the  world’s 
only  fully  native  open  solution 
for  email  and  groupware.  And, 
because  it’s  built  from  the  ground 
up  on  the  Internet  messaging 
standards  that  Netscape  helped 
create,  you  can  now  extend  your 
intranet  beyond  the  traditional 
boundaries  that  restrict  existing 
proprietary  solutions. 

To  come  face  to  face  with 
the  future  of  communication 
and  collaboration  look  over  The 
Networked  Enterprise:  Netscape 
Enterprise  Vision  and  Product 
Roadmap  by  Marc  Andreessen. 
Just  call  415-937-2 555  or  visit 
http://home.netscape.com/misc/ 
portal_enterprise.html 
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Continued  from  page  3 
naming  convention. 

The  GM  team  achieved  this  with  a 
Unix-based  Netscape  Enterprise  Serv¬ 
er,  linked  via  a  Web  interface  —  and 
developed  and  supported  by  Elec¬ 
tronic  Data  Systems  Corp.  —  to 
another  server  running  Continuus. 
Developers  “check  in”  a  process  or 
requirements  document  to  the  Con¬ 
tinuus  repository  and  identify  where 
on  the  Web  it  belongs,  and  it  auto¬ 
matically  goes  to  the  appropriate 
URL. 

So  colleagues,  whether  in  Michi¬ 
gan  or  Munich,  can  access  this  doc¬ 
ument  with  their  Netscape  Commu¬ 
nications  Corp.  Netscape  2.02 
browsers.  The  developers  have  sup¬ 
plemented  this  with  an  E-mail  noti¬ 
fication  system  that  automatically 
sends  users  a  message  every  time  a 
document  that  concerns  them 
changes. 

They  use  a  second  intranet  to 
deploy  executable  fdes  —  the  code 
that  runs  the  “black  boxes.”  Cus¬ 
tomers,  including  manufacturing 
companies,  the  GM  service  organi¬ 
zation,  auto  dealers  and  assembly 
plants,  use  the  software  to  program 
the  Powertrain  and  transmission  con¬ 
trollers. 

The  Web  server  consists  of  a  ded¬ 
icated  IBM  704  dual  processor  serv¬ 
er  with  RAID  drives  running 
Microsoft  Corp.’s  Windows  NT  4.0 
connected  to  a  Microsoft  SQL  Serv¬ 
er  database.  They  developed  the  inter- 
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RESOURCES 


Extranets  —  Extending  Intranet 
Technology  to  the  Second  Generation 
June  16- 18,  Toronto;  June  23-25, 
Washington;  June  25-27,  San  Francisco 
Contact:  (508)  820-8601,(800)  667- 
4423  or  www.idg.com/ice 


face  using  HTTP  Version  3.0, 
to  provide  bidirectional  File 
transfer  functionality. 

The  payoff:  All  the  constituent 
organizations  receive  the  soft¬ 
ware  through  a  single  interface, 
no  matter  where  they  are  or  what 
technology  they  use. 

Prior  to  the  intranet  Web 
servers,  GM  engineers  filed 
paper  documents  and  distrib¬ 
uted  them  via  the  internal  mail 
system.  In  1994,  they  installed  a  Unix- 
based  shared  file  server,  but  it  lacked 
data  organization,  control  and  file 
naming  standards.  The  Continu- 
us/Web  solutions  are  “more  compre¬ 
hensive,”  they  say. 

The  intranet  doesn’t  solve  all  their 


If  intranets  are  the 
solution,  they  are  also 
part  of  the  problem. 


problems,  however.  They  still  wrestle 
with  incompatibility  issues,  such  as 
reconciling  the  different  Unix  and 
Windows  fde  formats  and  tools.  Nor 
does  the  intranet  help  them  balance 
the  need  for  security  with  the  need 
for  usability. 

The  group  hasn’t  calculated  a  return 
on  investment,  GM’s  Haar  says.  Nor 
has  it  reached  its  ultimate  objective: 
moving  its  “entire”  software  develop¬ 
ment  process  (source  code  manage¬ 
ment,  case  models,  simulation  models, 
requirements  documentation,  program 
management,  job  schedules  and  change 
management)  to  a  single  database  and 
communicating  all  that  information 
through  a  Web  server.  But  the  group 
has  accomplished  an  important  inter¬ 
im  goal:  consistency. 

GM  developers  are  luckier  than 
developers  in  many  other  organizations. 
GM  has  been  creating  the  software  for 
controllers  since  only  1993,  so  they 
“had  a  green  field  to  start  with,”  accord¬ 


ing  to  Poirier.  They  didn’t  have  to  re¬ 
engineer  systems,  processes  and  cul¬ 
tural  issues  that  go  back  decades. 

MANAGE  LATER 

A  large  Midwestern  insurance  com¬ 
pany  that  didn’t  start  from  scratch 
may  represent  a  more  typical  exam- 
»  pie.  Developers  there  face  rapid-fire 
I  deadlines  and  need  tactical  solutions. 
F  The  intranet  makes  it  easier  for  them 
to  share  code  and  ideas  with  consul¬ 
tants  at  The  Planet  Group,  Inc.,  a 
Chicago-based  Internet/intranet  con¬ 
sulting  firm  that’s  building  the  insur¬ 
er  an  intranet-based  executive  infor¬ 
mation  system.  It  also  helps  segment 
development  and  avoid  “check-in/ 
check-out”  issues,  says  James  Cicenia, 
The  Planet  Group’s  president. 

The  insurer  uses  a  Domino  server  to 
schedule  all  projects  and  track  budgets, 
work  plans  and  updates.  It  created  a 
browser  front  end  to  its  corporate  data 
with  a  Java-based  application  server  from 
NetDynamics,  Inc.  in  Menlo  Park,  Calif 
It  does  all  of  its  “intelligent”  program¬ 
ming  on  a  self-contained  NT  worksta¬ 
tion.  When  an  application  update  is 
ready,  staffers  copy  it  to  production  and 
post  it  to  a  home  page.  People  know  it’s 
been  updated  via  an  “alert  mechanism” 
based  on  the  concept  of  the  rotating  ban¬ 
ner  ad  on  many  Web  sites.  When  a  busi¬ 
ness  metric  goes  outside  its  benchmark, 
the  banner  alerts  the  user  upon  login. 

Thanks  to  the  intranet,  business  users 
are  better  able  to  contribute  to  the 
requirements  and  prototyping  stages  of 
Continued  on  page  9 
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SUITESPOT,  CALL 
FOR  YOUR  FREE 
WHITE  PAPER, 
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1  800-397-8607 


Why  is  Netscape  software 
the  Internet/intranet  software  of 
choice  for  so  many  Fortune  100 
companies?  One  reason  is  our 
single-minded  focus  on  Internet 
technology  and  how  it  can 
improve  business  communications. 

Take  our  new  intranet  solu¬ 
tion,  SuiteSpot'."  It  contains  the 
functionality  of  older  systems 
like  Lotus  Notes  and  Microsoft 
BackOffice,  but  offers  greater 
productivity  and  flexibility. 

Only  with  SuiteSpot  can  you 


communicate,  collaborate,  and 
share  information  across  any 
platform  or  operating  system, 
whether  inside  your  company 
or  out.  SuiteSpot  also  costs  less 
than  Notes  or  BackOffice.  And 
SuiteSpot  easily  integrates  with 
current  client/server  applications 
running  on  Unix  and  Windows  NT. 

SuiteSpot  is  just  one  example 
of  how  Netscape  is  providing 
open  Internet  technology  to  better 
link  people  and  information. 

To  see  how  we  can  help  your 


company  improve  its  internal 
communications,  call  us  toll 
free  at  1-800-397-8607.  Or 
visit  our  Internet  Web  site  at 
http://info.netscape.com/pre4 
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Visual  Java  Development 


Build  Rome  in  a  day. 

It's  easy  with  Symantec 
Visual  Cafe"  for  Java: 


development  environment  now  unleashes 
the  first  Rapid  Application  Development 
environment  for  Java  developers: 


Develop  faster.  Compile 
faster.  Debug  faster.  Realize 
your  Java™  dreams  faster. 


Symantec,  the  creator  of 
the  first  full-featured  Java 


Symantec  Visual  Cafe™ 

Visual  Cafe  comes  complete  with  an 
extensible  component  library  with  all  of  the 
building  blocks  you  need  for  your  application. 

Simply  drag  and  drop  a  component 
onto  a  form.  Our  Interaction  Wizard 
lets  you  visually  specify  all  the  actions 
and  events.  And  then  Visual  Cafe 
automatically  generates  the  Java 
code  for  you. 

Thanks  to  our  exclusive  two-way 
programming  you  can  add  or  modify 
the  code  at  the  source  level,  too. 

So  you’ll  be  whipping  out  those 
application  prototypes  at  speeds 
you  can  only  dream  of  now. 

Imagine  building  all  of  your  forms 
visually.  Or  building  your  entire  user  interface 
without  writing  one  single  line  of  code! 


Mac  OS 


Designed  for 


Microsoft* 

Windows®95 


As  an  added  bonus,  Symantec's 
Just  In  Time  (JIT)  compiler  (included  in 
Netscape's  new  Navigator™)  runs  your  Java 
applications  faster  than  any  other  browser 
or  Java  virtual  machine  on  the  planet. 


So  get  your  hands  on  the  hottest  new 
development  tool  for  Java  right  away. 

For  more  information,  please  call  us 
at  1-800-453-1059  ext.  9B68  or  visit  our 
Web  site  at  cafe.symantec.com. 


SYMANTEC. 


Symantec  is  a  registered  trademark  and  Visual  Cafe  is  a  trademark  of  Symantec  Corporation.  Java  is  a  trademark  of  Sun  Microsystems,  Inc.  Microsoft,  Windows,  and  the  Windows  logo  are 
registered  trademarks  of  Microsoft  Corporation.  Macintosh  is  a  registered  trademark  and  the  Macintosh  OS  logo  is  a  trademark  of  Apple  Computer  Inc.,  used  under  license.  Netscape  Navigator 
is  a  trademark  of  Netscape  Corporation.  All  other  brand  names  or  trademarks  are  property  of  their  respective  owners.  ©1997  Symantec  Corporation.  All  rights  reserved.  In  Canada,  call 
1-800-365-8641 .  In  Australia,  call  02-879-6577.  In  Europe,  call  31-71-535-31 1 1. 
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Continued  from  page  6 
development,  Cicenia  says.  Prototypes 
can  be  mocked-up  quickly  in  HTML 
and  requirements  analyzed  against  screen 
and  workflow. 

The  intranet  also  enables  the  devel¬ 
opers  to  share  add-on  classes,  so  they 
don’t  have  to  reinvent  objects  for  every 
application.  They’ve  developed  their 
own  login,  security  and  user  interface 
classes.  And  they’re  standardizing  on 
NetDynamics  and  Net  Charts  from 
Net  Factory,  a  Laurel,  Md.,  software 
company.  This 
gives  them  a 
base  class  of 
sophisticated 
charts  and  an 
applet  that 
charts  auto¬ 
matically,  so 
they  can  create  static  charts  that  are 
updated  daily. 

The  developers  compile  data  from 
various  sources  and  publish  it  as 
reusable  tablets  and  charts  in  HTML. 
Examples  include  a  chart  for  accounts 
receivable  that  remain  open  for  90  days, 
another  for  cash  that  hasn’t  been  applied 
to  a  particular  insurance  policy  or 
another  that  tracks  errors  that  turn  up 
in  insurance  policies. 

This  use  of  the  intranet  may  be  a  snap¬ 
shot  of  the  future  of  software  develop¬ 
ment,  says  James  Martin,  president  of 
James  Martin  &  Co.  and  one  of  the 
founding  fathers  of  CASE.  He  sees  a 
brave  new  reusable  world  in  which  most 
software  is  built  by  components  and  most 
components  are  accessed  over  the  Inter¬ 
net  and  intranets. 

Of  course,  “most  of  this  is  futur¬ 
istic,”  says  Carma  McClure,  vice  pres¬ 
ident  of  research  for  Extended  Intel¬ 
ligence,  Inc.,  a  Chicago-based  software 
technology  company  specializing  in 
products  and  services  that  support 
software  reuse.  “De  facto  standards 
haven’t  s£ttled  down.”  The  wars 
between  ActiveX  and  Java  applets,  and 
Microsoft  vs.  the  Object  Management 
Group,  rage  on.  And  “a  lot  of  peo- 


This  use  of  the  intranet 
may  be  a  snapshot  of 
the  future  of  software 
development. 


pie  are  now  just  developing  their 
strategies  with  respect  to  the  languages 
and  technologies,”  McClure  says. 

To  be  sure,  the  intranet  makes  a  great 
backbone  for  collaboration.  Especial¬ 
ly  when  the  alternative  is  paper-based 
documents  and  phone  calls.  With 
intranets,  people  can  develop  software 
faster,  share  knowledge  better  and  man¬ 
age  change.  And  many  of  the  tools  are 
sitting  out  there  on  the  Web,  ready 
for  downloading. 

But  in  the  long  run,  analysts  say,  the 
biggest  barriers  are  cultural.  “An 
organization 
may  be  ori¬ 
ented  toward 
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competitive 
advantage,” 
says  Richard 
Hunter, 

research  director  at  Gartner  Group’s 
applications  development  and  manage¬ 
ment  service,  “but  the  culture  may  be  as 
antagonistic  to  sharing  as  you  can  get.” 

And  within  the  corporate  culture, 
there’s  a  developer  subculture.  “Devel¬ 
opers  are  like  artists,”  says  John  Senk,  a 
project  manager  at  Sapient.  “They  love 
to  code.”  Asking  them  to  stop  their  cre¬ 
ative  Java  programming  to  document 
what  they’ve  done  on  the  Web  is  like 
telling  Picasso  to  “take  out  the  trash.” 

Most  developers  work  alone  or  in  small 
islands,  adds  Clay  Ryder,  a  research  ana¬ 
lyst  at  Redwood  City,  Calif. -based  Zona 
Research.  “When  you  start  to  make  the 
intranet  the  focal  point  of  [their]  activ¬ 
ities,  you  are  bringing  a  strategy  to  appli¬ 
cation  development.  I’m  not  sure  most 
companies  are  up  to  that  yet.” 

But  grassroots  tactical  solutions  are 
springing  up  among  small  groups  of 
developers.  And  often  that’s  how  a 
strategy  begins,  especially  when  it 
comes  to  intranets.  At  GM,  “a  lot  of 
the  other  groups  are  watching  us  close¬ 
ly,”  Poirier  says.  “And  in  a  lot  of  cases, 
they  are  following  suit.” 


Engler  is  a  freelance  writer  in 
Cambridge,  Mass. 


Tips  for  developing 
via  the  intranet 

Create  a  culture  in  which  trust  and 
sharing  are  actively  rewarded. 

Cultivate  a  relationship  with  your  tool 
vendors.  "We  are  spending  a  lot  of 
money  to  meet  face-to-face  with 
Continuus  monthly,"  GM  s  Dave  Poirier 
says.  "We  think  it's  worth  it” 

document  repository  and  sup¬ 
plement  it  with  automatic  E-mail  noti¬ 
fication  whenever  documents  change. 

ive.  Get  involved  with  users 
who  are  creating  Web  sites.  Educate 
them  on  testing,  quality  assurance  and 
change  management 

■H 

|4S?1% 

Jon't  throw  out  the  old  for  the  new. 
There's  proven  technology  under  your 
nose  that  you  can  apply  to  your  new 
intranet  endeavors. 
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PROJECT:  MCI 

MCI  Puts  Object  Repository  Online 


WHAT'S  ONLINE 


For  RealAudio  with 
MCl's  Mike  Kremer,  an 
expanded  version  of  the 
story  and  screen  shots 
of  the  repository,  visit 
us  online  at 

www.computerworId.com/intfanets 


By  Sharon  Gaudin 

ggi  he  developers  at  MCI 
Communications  Corp. 
weren’t  always  good  at  shar¬ 
ing.  In  fact,  several  attempts 
to  get  them  to  share  and  reuse  com¬ 
ponents  in  new  applications  died  of 
neglect.  But  that  seems  to  be  chang¬ 
ing  ever  since  Mike  Kremer,  manag¬ 
er  of  MCl’s  Object  Technology 
Group,  built  a  component  reposito¬ 
ry  on  the  company  intranet. 

Today,  the  repository  has  blossomed 
with  10  times  the  amount 
of  information  it  held 
when  it  first  went  online 
last  October.  And  not  only 
are  developers  sharing 
information,  but  Kremer 
is  also  keeping  an  eye  on 
who  is  using  it  for  what  as 
it  connects  teams  of  devel¬ 
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opers  from  around  the  country  who 
may  be  working  on  similar  projects. 

“We  save  a  lot  of  time  and  money 
just  by  putting  people  in  touch  with 
one  another,”  Kremer  says.  “And  I 
think  people  feel  better  knowing 
they’re  not  the  only  ones  on  this 
development  journey.” 

WHAT  THEY'RE  DOING 

The  object  repository  of 
components,  widgets  and 

MCl’S  MIKE  KREMER  can 

now  monitor  what  proj¬ 
ects  offices  are  work¬ 
ing  on  and  'save  a  lot 
of  time  and  money 
just  by  putting  peo¬ 
ple  in  touch  with 
one  another' 


how-to  text  for  MCl’s  6,000  devel¬ 
opers,  managers  and  support  and  test 
staffers  is  open  to  the  range  of  lan¬ 
guages.  Developers,  testers  and  man¬ 
agers  can  take  a  chunk  of  code  out 
of  the  repository  and  drop  it  into  the 
applications  they  are  building  (live 
order-entry  forms  or  billing  and  finan¬ 
cial  applications,  for  example). 

Once  their  application  is  done,  they 
can  take  new  components  out  of  it 
and  store  them  in  the  repository  for 
other  developers  to  use. 

WHY  THEY'RE  DOING  IT 

An  executive  mandate  for  more  soft¬ 
ware  reuse  spurred  this  latest  effort. 
Earlier  repositories  were  kept  in  Lotus 
Notes,  so  to  get  to  them,  users  had  to 
open  up  yet  another  application, 
which  took  time  and  memory.  Also, 
developers  simply  didn’t  want  to  share, 
believing  that  whatever  someone  else 
built,  they  could  build  better.  Mon¬ 
itoring  who  uses  what  on  the  intranet 
will  indicate  whether  the  new  medi¬ 
um  will  foster  success.  MCI  is  just 
now  getting  the  tools  needed  to  judge 
the  amount  of  reuse. 

HOW  LONG  IT  TOOK  TO  SET  UP 

Kremer  decided  to  use  the  intranet 
in  July,  started  building  the 
repository  by  September 
and  had  it  up  and  run¬ 
ning  by  Oct.  12.  It  has 
grown  from  fewer  than 
20  components  to  about 
150  today. 

CHALLENGES 

Finding  a  tool  for 
complex  text  searches. 
Kremer  wants  to  store  doc¬ 


umentation  with  the  code,  and  most 
tools  search  only  for  keywords  or 
phrases  inside  the  components. 

BUILDING  TEAMWORK 

Kremer  can  monitor  what  projects 
different  offices  are  working  on  and 
put  staffers  in  touch  with  one  anoth¬ 
er  when  he  thinks  they  could  share 
information.  “It’s  very  helpful,  espe¬ 
cially  where  we’re  so  spread  out  across 
the  country,”  he  says.  “We  save  a  lot 
of  time  and  money  just  by  putting 
people  in  touch  with  one  another.” 

ADVICE 

“Try  not  to  be  parochial.  Don’t  say, 
‘Here  it  is.  Use  it.’  If  you  involve  other 
people,  they’ll  kind  of  help  you  do  your 
work.  If  they  commit  some  time  and 
effort,  they’ll  be  more  likely  to  use  it. 
If  it  was  just  me  doing  this  project,  I 
guarantee  no  one  —  well,  hardly  any¬ 
one  - —  would  be  using  it.” 

COST 

Kremer  wouldn’t  specify  how  much 
MCI  has  spent  on  this  repository,  but 
he  said  the  biggest  expense  came  from 
manpower.  Kremer  and  his  staff  of  six 
are  all  focused  on  working  on  the  proj¬ 
ect. 

TECHNOLOGY  USED 

The  repository  is  housed  in  a  dedi¬ 
cated  Hewlett-Packard  Co.  HP  9000 
server  and  built  on  a  straight  file  sys¬ 
tem,  but  Kremer  says  that  won’t  scale 
up  very  far.  He  is  now  looking  at  using 
Informix’s  Illustra  data  store  or  Object 
Design’s  Object  Design. 


Gaudin  is  a  Computerworld  senior 
editor  for  application  development. 
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and  Internet-ready. ..with  unmatched  publishing,  navigation, 
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platforms,  it  provides  the  most  scalable,  manageable,  secure 
Intranet  and  Internet  solutions  going.  All  backed  by  our  expert 
Net  consulting,  education,  and  support.  Check  out  the  engines 
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PRODUCT  REVIEW:  A  look  at  Castanet  and  BackWeb  push  tools 
Inside:  One  company's  experience  with  SAP  financials 


By 


OSS 

Greenberg 


he  days  of  your  daily  paper,  newsletter, 
radio  station  and  maybe  even  your  Inter¬ 
net  browser  may  be  numbered.  “Push” 
technology  is  coming  to  a  desktop  near 
you  —  in  fact,  it  may  already  be  there. 
Navigating  to  a  number  of  World 
Wide  Web  sites  to  gather 
•  news  is  a  thing  of  the  past 
if  the  news  —  general,  fi¬ 
nancial,  corporate  and  enterprise, 
along  with  software  updates  —  can 
come  to  you  with  no  fuss  or  muss. 

True  push  technology  is  the  unsched¬ 
uled  delivery  of  content  data  to  an  end  user,  al¬ 
though  some  vendors  force-fit  scheduled  delivery  prod¬ 
ucts.  Most  push  products  require  a  client  element  of 
some  sort  —  software  to  catch  the  incoming  packets  of 
data  and  delivery  instructions  and  process  them.  Some 
are  stand-alone  clients,  but  many  use  a  browser  for  dis¬ 
play.  Microsoft  Corp.’s  Internet  Explorer  4.0  and  Net¬ 
scape  Communications  Corp.’s  Navigator  4.0,  both  in 


beta,  promise  to  include  push  client  software. 

There  are  three  pieces  of  push  technology  to  consider: 
the  client  software,  the  channel  server  and  the  content 
on  the  channels.  Some  servers  are  sold  for  intranet  and 
enterprise  use,  and  some  vendors  lease  delivery 
capabilities  on  their  server,  or  “channels,”  to  de¬ 
liver  information  across  the  Internet.  Ulti¬ 
mately  third-party  content  will  deter¬ 
mine  which  technology  platform  wins. 

Push  products  can  be  split  into  two 
main  groups:  scheduled  polled  push 
—  included  in  this,  the  first  of  a  series  of 
push  technology  reviews  —  and  unsched¬ 
uled  push.  This  series  will  focus  on  products 
that  could  be  useful  in  a  corporate  environment,  giving 
organizations  a  means  to  get  an  announcement,  product 
or  marketing  message  to  subscribers,  customers,  poten¬ 
tial  customers  and  employees.  We  are  excluding  con¬ 
sumer-oriented  products  geared  toward  using  pre-exist¬ 
ing  channels  rather  than  creating  such  channels. 

Push-y,  Push-y,  page  74 
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technology 
put  to  the 
test 


product:  Castanet 

COMPANY:  Marimba,  Inc.,  Palo  Alto, 
Calif.,  www.marimba.com 
PROS:  Integrated  Java  environment  for 
transmitter/server  and  tuner/client;  rich 
channel  selection,  enabling  rich  content 
CONS:  Large  channel  applets;  Java  envi¬ 
ronment  is  slow  and  bulky;  transmitter 
requires  Java  expertise 
PRICE:  Tuner/client:  free;  Transmitter/ 
server:  free  evaluation  for  five  users;  ioo 
users  per  hour  license,  $1,000;  unlimit¬ 
ed  license,  $25,000;  interface  editor: 
$495 

marimba’s  castanet  is  a  full-featured 
Java  applet  viewer  that  lets  users  select 
from  a  wide  selection  of  content  chan¬ 
nels,  each  offering  its  own  content  and 
update  schedule.  Whether  it’s  delivering 
news  and  crossword  puzzles  or  deploy- 
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PRODUCT:  BaclcWeb 

COMPANY:  BackWeb  Technologies,  San 
Jose,  Calif.,  www.backweb.com 
PROS:  Wide,  deep  selection  of  channels; 
"polite”  and  unobtrusive  agent;  very  scal¬ 
able;  server  application  programming  in¬ 
terface 

CONS:  Pricing  schedule  unfamiliar  to 
most  buyers;  expensive  to  get  started 
PRICE:  Client:  free;  Server  software:  for 
Internet,  $10,500,  plus  $1,250  to  $7,500 
per  month;  for  intranet,  $10,500,  plus  a 
onetime  charge  of  $15  to  $35  per  user 

backweb  technologies’  BackWeb 
provides  on  its  server  public  channels 
full  of  content,  including  news,  weather, 
technology  news,  newsletters  and  more. 
For  c<  :  potation  ready  to  get  its  message 
out  'o  f  public,  it’s  a  great  technology 
that's  all  set  to  go. 


ing  remote  applications  and  updates, 
Castanet  does  its  job  well.  However,  a 
reasonably  modern  system  with  at  least  a 
100-MHz  Pentium  CPU,  a  fast  hard 
drive  and  at  least  16M  bytes  of  memory  is 
a  must.  As  with  any  Java-based  system, 
the  trade-off  for  portability  is  speed. 

A  content  provider  produces  channel 
information,  which  is  distributed  from  a 
server  running  the  Transmitter  software; 
multiple  channels  can  exist  on  any  Trans¬ 
mitter.  It  is  reasonable  to  expect  Trans¬ 
mitter  operators  to  be  able  to  lease  excess 
channels. 

The  downloaded  content  is  stored  on 
the  local  hard  disk,  and  it  can  consist  of 
anything  from  a  simple  presentation 
graphic  to  stock  quotes  and  full- 
fledged  Java  applications.  The  execution 
of  the  now-local  content  will  be  within 
the  so-called  “sandbox”  protected  envi¬ 
ronment,  similar  to  the  ones  presented 
by  browsers. 

To  mitigate  the  damage  an  errant  or 
malicious  channel’s  content  can  cause, 
Castanet  restricts  reading,  writing  and 
executing  of  files  to  a  single  directory. 
And  network  connections  within  the 
sandbox  may  be  between  only  the  client 
and  the  transmitter.  Other  connections 
aren’t  affected. 

If  a  firm  needs  to  get  its  message  or 
content  out  to  subscribers,  it  must  con¬ 
tract  with  a  channel  delivery  service  or  set 


Marimba’s  Castanet  offers  a  wide  se¬ 
lection  of  content  channels 

up  its  own  Transmitter  software. 

The  Castanet  Transmitter  is  a  server 
application  that  can  send  a  channel’s  up¬ 
dated  content  to  subscribers’  tuners 
when  they  are  first  initiated.  This  usually 
occurs  at  system  start-up  and  at  user- 
defined  intervals  thereafter.  Different 
channels  need  different  update  sched¬ 
ules;  for  example,  stock  quote  channels 
should  be  updated  every  few  minutes. 
Hypertext  Markup  Language  (HTML) 
subscribers  can  minimize  tire  perfor¬ 
mance  drain  on  their  systems  during  up¬ 
dates.  Subscribers  to  non-HTML  chan¬ 


nels  don’t  have  this  option. 

When  the  channel’s  content  is  updat¬ 
ed,  the  Transmitter  is  notified  via  a  “pub¬ 
lish”  request  in  the  Transmitter’s  inter¬ 
face.  The  new  content  is  then  made 
available  for  download,  along  with  the 
suggested  update  frequency  for  new 
subscribers.  The  channel’s  existence  is 
published  on  the  Transmitter  for  public 
consumption  unless  it  is  marked  as 
hidden,  in  which  case  it  is  available  only 
to  those  who  know  its  precise  name. 
Castanet’s  next  version  promises  addi¬ 
tional  security,  with  password  access  and 
encryption. 

Only  the  changed  content  on  a  channel 
is  actually  downloaded.  A  graphics-laden 
channel,  for  example,  would  have  to  be 
downloaded  in  its  entirety  only  when  it  is 
initially  subscribed  to. 

To  build  an  application  channel  for 
transmission,  you  need  to  program  in 
Java.  Several  class  libraries  are  available 
to  help  programmers  create  a  rich  frame¬ 
work,  and  experienced  Java  program¬ 
mers  should  have  no  problem  picking 
up  tools  from  their  extensive  methods 
libraries. 

Castanet  isn’t  a  consumer-oriented 
tool,  but  it  is  optimal  for  the  typical  enter¬ 
prise  environment.  The  transmission  of 
daily  messages,  inventory  updates,  appli¬ 
cation  updates  and  other  shared  items 
shows  off  the  product’s  capabilities.  □ 


But  the  BackWeb  package  is  going  to 
drive  purchasing  agents  nuts.  When  they 
ask  the  corporate  purchaser  what  it  costs, 
the  answer  starts  with  “Well,  it  depends.” 
After  licensing  or  leasing  the  server  tech¬ 
nology  for  the  outlined  yearly  price,  the 
number  of  times  your  message  gets 
transmitted  across  tire  Inter¬ 
net  determines  the  eventual 
price.  For  larger  intranet 
customers,  however,  the 
price  is  set  on  a  per-user  ba¬ 
sis  after  a  one-time  purchase 
of  the  server  technology. 

BackWeb  calls  its  product 
a  "push/pull”  hybrid,  mean¬ 
ing  the  client  lets  the  server 
know  when  it’s  available  for 
content  reception  on  a 
scheduled  basis.  The  server 
then  delivers  updated  infor¬ 
mation  to  the  client,  but  only 
when  the  client  gives  per¬ 
mission  and  the  physical 
connection  has  been  quiescent  for  a  time 
—  BackWeb’s  “Polite  Agent”  technology. 

Channels  deliver  “InfoPaks”  that  can 
contain  “InfoFlashes,”  or  brief,  usually 
active,  teasers  of  information.  An  Info- 
Flash,  which  is  often  an  animation,  may 
contain  audio  or  video  content,  or  infor¬ 
mational,  educational  or  marketing  in¬ 
formation.  The  rest  of  the  information  is 
accessed  by  clicking  on  the  teaser.  This 


information  may  be  implemented  as 
HTM  L  files  given  to  your  browser,  screen 
savers  or  even  as  background  wallpaper. 
The  wallpaper  and  screen  saver  can  be 
set  up  automatically. 

InfoPaks  include  files  tied  together  by 
a  BackWeb  Authoring  Language  Inter¬ 


face  (BALI)  script.  BALI  is  a  full-featured 
programming  language  that  allows  ani¬ 
mation,  position  determination  and  con¬ 
trolled  movement  of  visual  elements. 
The  BALI  editor  allows  relatively  rapid 
and  easy  construction  of  visually  stun¬ 
ning  but  potentially  complicated  Info¬ 
Paks.  They,  in  turn,  can  call  for  the  dis¬ 
play  or  execution  of  other  parts  of  the 
InfoPak.  But  security  is  left  in  the  hands 


of  users:  The  hole  discovered  in  March  in 
Microsoft  Corp.’s  Internet  Explorer  3.0 
could  have  allowed  a  malicious  InfoPak 
to  adversely  affect  your  system.  Likewise, 
each  subscriber  is  alone  in  deciding 
whether  to  execute  a  downloaded  pro¬ 
gram.  Because  the  user  had  to  subscribe 
to  the  channel  and  presum¬ 
ably  knows  and  trusts  the 
channel  provider,  errant  pro¬ 
grams  are  more  of  a  worry, 
just  as  ActiveX  downloads 
are  fraught  with  risk. 

BackWeb  lets  users  broad¬ 
cast  InfoPaks  to  all  of  a  chan¬ 
nel’s  subscribers,  narrow¬ 
casting  an  Infopak  to 
subscribers  who  fit  certain 
categories  based  on  their 
channel  sign-up  profile, 
such  as  age  or  gender. 

The  distribution  of  files, 
such  as  viral  scanner  signa¬ 
ture  database  updates,  is 
easy  with  BackWeb.  Personalized  chan¬ 
nels  allow  server-side  registration  in  or¬ 
der  to  even  subscribe  or  access  a  channel. 
Downloads  from  the  channel  are  then 
polled  and  end-user  permission  is 
sought  before  the  downloaded  material 
is  installed.  □ 


Greenberg  is  a  reviewer  and  developer  in 
New  Kingston,  N.  Y. 


BackWeb  calls  its  product  a  “push/puir  hybrid 
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Diamonds  in  Your 
Data  Warehouse 


Introducing  the  first-ever,  fully  integrated  data  mining 
solution. .  .one  that  maximizes  your  return  on  investment  in  data 
warehousing  and  data  marts— as  decision  makers  exploit  your 
customer  data  for  competitive  advantage. 

SAS  Institute,  for  20  years  the  leader  in  data  discovery, 
provides  the  most  complete  and  reliable  data  mining  solution 
for  modeling,  measuring,  and  enhancing  the  profitability  of  your 
business.  This  Web-enabled,  point-and-click  approach  lets  you 
employ  OLAP,  neural  networks,  churn  analysis,  and  many  other 
visualization  and  analytical  techniques  to  improve  customer 
retention,  target  key  prospects,  profile  market  segments, 
detect  fraud,  analyze  customer  response,  and  much  more 

Begin  Your  Discovery  with  our 
Free  Web -Integrated  CD  ROM 


Digging  for  Diamonds:  The  SAS ®  Solution  for  Data  Mining 

lets  you  explore  data  mining  from  both  a  business  and  an  IT 
perspective.  And  it’s  linked  directly  with  our  World  Wide  Web 
site,  so  you  can  continue  to  make  new  discoveries  and  gain 
fresh  insights. 

To  request  your  copy,  visit  SAS  Institute 

at  www.sas.com/datamining/ 

or  give  us  a  call. 


SAS  Institute  Inc. 

The  Business  of  Better  Decision  Making 


E-mail:  cw@sas.com  www.sas.com/datamining/  919.677.8200  In  Canada  1.800.363.8397 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©  1997  by  SAS  Institute  Inc. 
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with  this  FREE  tool 

http://careeragent.computerworld.com 


Use  these  FREE  features  at  http://careeragent.computerworld.com 


Search  for  specific  learning  resources 


Describe  your  training  and  education  interest  areas 

Optionally  receive  email  updates  of  new  learning  resources  that  meet  your  interest  areas 

Describe  your  current  or  ideal  I.T.  position 

Assess  your  skills  relative  to  the  skills  required  for  that  position 

Calculate  a  personalized  “skills  gap”  to  compare  your  fit  to  that  position 

Record  work  experience  for  use  in  skills  assessment 

Define  goals  for  later  use  in  career  planning 


And  if  you’re  an  I.T.  manager  concerned  about  staff  retention,  you’ll  want  to  check  out  the  “about 


Careeragent”  button  also  at  http://careeragent.computerworld.com.  Here  you’ll  see  how  a  cor 
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Search  Thousands  of  Course  listings  From 

Learning  Tree  International 
Wave  Technologies 
Hewlett-Packard  Educational  Services 
Boston  University  Corporate  Education  Center 
Interpersonal  Technology  Group 
DPEC  . 

Business  Communication  Review 
American  Research  Group  (ARG) 

IKON 

HOTT  (Hands  on  Technology  Transfer) 

NUT,  Incorporated 

The  Center  for  Systems  Management 
New  Horizons  Computer  Lear:~~ 
Sybase/Powersoft  Education 
ESI  International 
The  Seale  Group,  Inc. 

And  more  coming  soon.. 


■  ■ 


Ki¬ 


ss 


SV, 


m 


m 


?  ■  •■i- 


- 


•if? 


m 


any  more 


Your  future  is  tied  to  doing  business  on  the  Internet  and  the  World 
Wide  Web.  Internet  Commerce,  Extranets  and  corporate  Intranets 
have  changed  the  world  of  business  as  we  know  it.  Whether 
you're  a  vendor  with  an  Internet  solution  for  the  Enterprise...  or 
a  corporate  decision  maker  looking  for  productivity  enhancing 
products,  you  need  to  be  at  ICE. 


for  Exhibitors:  a  proven  to  deliver  event. 

Thousands  of  corporate  buyers  will  be  there  looking  for  the  new 
products  and  services  that  make  Intranets,  Extranets  and  Internet 
commerce  practical  and  secure. 


Attendees:  the  coolest  way  to  find 
the  hottest  Internet  solutions. 

Leading  Internet  vendors  and  solution  providers  will  show  you 
howto  increase  productivity  and  profitability  using  the  latest 
Internet  technology. 

join  your  peers  at  this  business-critical 
.  Expo  anti  Conference. 
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Company _ 
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Phone _  Fax _ 

e-Mail  _ 

111  Speen  Street,  P.O.  Box  9107,  Framingham,  MA  01701. 
Phone:  800-667-4ICE  (4423)  Fax:  508-370-4325 
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Case 

Study 


BY  AMY  MALLOY 


Francs,  pounds,  dollars 
and  rupees  just  didn’t  add 
up  at  W.  R.  Grace,  in  any 
language. 

In  1994,  chemical  and 
materials  company  W.  R. 
Grace  &  Co.’s  financial 
services  staff  was  using 
disparate  systems  that  didn’t  communi¬ 
cate  with  one  another  or  with  manufac¬ 
turing  applications.  The  systems  also 
didn’t  deal  well  with  international  cur¬ 
rencies.  The  company,  then  going 
through  consolidations  and  spinoffs, 
wanted  to  get  away  from  regional  man¬ 
agement  and  operate  globally  to  tie  to¬ 
gether  its  20,000  employees. 

“We  knew  we  couldn’t  piece  together 
global  information  with  the  montage  of 
systems  that  we  had,”  says  Stephen 
Noone,  vice  president  of  financial  ser¬ 
vices  development  at  Grace. 

Grace  undertook  a  general  review  of  its 
financial  services,  and  learned  that  it 
scored  lower  than  many  first-tier  compa¬ 
nies  on  the  overall  cost  of  providing  fi¬ 
nancial  services.  More  time  was  spent 
collecting  information  than  analyzing  it, 
which  left  the  company  with  an  overload 
of  paper  and  not  enough  answers. 

Grace  needed  a  new  underlying  sys¬ 
tem,  so  it  chose  SAP  AG’s  R/3  integrated 
financial  suite.  R/3  had  the  most  com¬ 
plete  graphical  user  interface,  offered 
good  international  currency  and  lan¬ 
guage  support  and  was  several  steps 
ahead  of  the  rest  of  the  applications  mar¬ 
ket  in  moving  to  client/server,  says  Mary 
B.  Akyuz,  manager  of  software  engineer¬ 
ing  at  Grace’s  Boston  IT  service  center. 

Grace  started  the  companywide  rollout 
with  its  construction  products  and  can- 
sealant  business  units  in  Boston.  Once  it 
began  the  SAP  implementation,  Grace 
officials  decided  that  the  sales  and  distri¬ 
bution  and  production  and  materials 
management  units  should  be  moved  to 
SAP  as  well.  On  Jan.  1,  it  migrated  600 
users  in  these  business  units. 

We  interviewed  Grace  officials  from 
the  information  technology  and  business 
sides  to  find  out  how  a  company  imple¬ 
ments  SAP,  including  cost  justification, 
implementation  team  development,  and 
management  and  IT  processes. 

COST/BENEFIT 

To  justify  the  expense  of  a  major  overhaul 
(Grace  declined  to  release  budget  fig- 


GRACE 


ures),  Grace  came  up  with  a  vision  of 
what  the  company  would  look  like  oper¬ 
ating  with  SAP  and  included  anticipated 
cost  savings  after  it  removed  its  main¬ 
frames.  The  promise  of  increased  pro¬ 
ductivity  in  the  business  units  and  the 
elimination  of  jobs  in  the  accounting  and 
sales  units  provided  the  strongest  justifi¬ 
cation.  “The  real  currency  you  use  to  jus¬ 
tify  a  SAP  implementation  is  your  peo¬ 
ple’s  time,”  Noone  says. 

Using  SAP,  Grace  financial  analysts 
wouldn’t  have  to  spend  time  “hunting 
and  gathering  information,”  Noone  says. 
After  entering  information  once,  it  would 
be  at  their  fingertips,  letting  them  find  fo¬ 
cused  answers.  On  the  old  system,  it 


would  take  a  significant  amount  of  time 
to  find  data  before  analysis  could  even  be¬ 
gin,  says  William  P.  Porcello,  director  of 
shared  financial  services  at  Grace. 

PEOPLE 

The  switch  to  SAP  required  a  full-time 
staff  devoted  to  the  project.  Rather  than 
hire  outsiders  with  SAP  skills,  Grace  re¬ 
cruited  more  than  40  staff  members 
from  the  business  side  to  work  on  SAP 
implementation  teams  and  used  the 
equivalent  of  xo  to  15  full-time  IT  people. 

The  project  took  the  team  14  months  to 
complete,  with  many  80-  to  90-hour 
weeks.  “Using  full-time  people  is  key. 
They  have  to  make  it  work  because  it  is 
what  they  live  and  breathe,”  Noone  says. 

They  did  make  it  work.  The  project  fin¬ 
ished  on  time  and  on  budget.  But  attri¬ 
tion  took  its  toll,  Noone  says.  A  quarter  of 
the  team  members  —  primarily  from  the 
business  side  —  found  the  salaries  of¬ 
fered  by  other  firms  too  enticing.  “Some 
of  these  people  could  double  their  salary 
by  going  to  work  for  a  consultant,” 
Noone  says.  Some  team  members  are 
now  working  on  regional  or  worldwide 
SAP  implementations. 

One  factor  that  kept  the  teams  together 
was  that  members  want-  _________ 

ed  the  project  to  succeed, 
says  Henry  Hess,  direc¬ 
tor  of  finance  implemen¬ 
tation  at  Grace. 

Those  teams  differed 
from  past  implementa¬ 
tion  teams  because  the 
business  side  took  the 
lead  instead  of  IT.  “IT 
was  the  enabler  rather  than  the  driver,” 
Akyuz  says.  The  business  staff  members 
who  use  the  system  drove  the  process. 

Along  the  way,  Price  Waterhouse  in¬ 
structed  the  SAP  team,  primarily  on  the 
business  side.  Price  Waterhouse  provid¬ 


ed  discipline,  kept  the  team  on  track  and 
enforced  documentation,  Hess  says. 

Looking  back,  Grace  officials  say  they 
wish  experienced  SAP  consultants  had 
been  brought  in  at  the  start.  “When  we 
went  live,  we  [brought  in  consultants], 
but  we  should  have  done  it  on  the  front 
end,”  says  Charles  N.  Tremblay,  manager 
of  computer  technology  services  at 
Grace’s  Boston  IT  service  center. 

TECHNOLOGY 

Grace  converted  40  legacy  systems.  Dur¬ 
ing  conversions,  the  team  used  some 
supplied  code,  but  they  had  to  write  25 
interfaces  and  more  than  65  forms  and 
reports.  They  also  customized  some  pro¬ 
grams,  such  as  an  automatic  cash  pro¬ 
gram  that  didn’t  work,  Akyuz  says. 

During  implementation,  Grace  decid¬ 
ed  to  stabilize  on  a  single  version  until 
the  system  was 
running.  The 
frequency  with 
which  SAP  re¬ 
leases  new  ver¬ 
sions  con¬ 
vinced  the  firm 
that  it  was  easi¬ 
er  to  get  the  sys- 


"We  knew  we  couldn't  piece 
together  global  information 
with  the  montage  of  systems 
that  we  had." 

-  Stephen  Noone,  W.  R.  Grace 


Tips  from  W.  R.  Grace 

Create  a  cost-savings  scenario  for  removing  mainframes  to  justify  implemention. 
Cull  an  in-house  SAP  team  from  various  business  units  and  make  members’ 
participation  full-time. 

Give  the  SAP  implementation  team  incentives  to  stay  by  tying  payment  to  the 
completion  of  the  project  or  offering  cash  bonuses  along  the  way. 

Avoid  sending  SAP  team  members  to  industry  conferences  where  they  might 
be  recruited  by  other  companies. 

Slightly  overstaff  to  account  for  turnover  and  learning  curves. 

Bring  in  SAP  consultants  from  the  start  and  at  several  interim  points  to  advise 
the  team  on  the  technical  side. 

Be  aware  that  SAP  monitoring  tools  aren’t  that  great;  you  might  need  to  rely 
more  on  third-party  tools. 

Keep  in  mind  that  there  can  be  interface  problems  between  SAP  and  your 
database  system. 

Learn  German.  Get  German  expertise,  or  at  least  a  good  German/English 
dictionary,  because  much  of  SAP’s  underlying  code  is  written  in  German. 


terns  regulated 
on  one  version 
rather  than 
continually  ad¬ 
justing  to  the 
changes  in 
new  versions.  SAP  tends  to  just  have  ma¬ 
jor  releases,  not  only  fixing  bugs  but  add¬ 
ing  functionality,  Akyuz  says.  This  caus¬ 
es  problems  because  the  new  functions 
may  not  be  well-coordinated  or  the  bug 
fix  may  interact  with  a  function  that 
changed  during  the  releases,  Akyuz  says. 

When  Grace  rolled  out  the  system,  it 
had  to  acquire  new  Hewlett-Packard  Co. 
servers.  But  it  saved  money  by  using 
many  of  its  existing  PCs,  although  some 
needed  to  be  upgraded.  Tremblay  found 
that  users  need  16M  bytes  of  RAM  to  run 
SAP  —  a  486  33-MHz  Pentium  will  run 
it,  but  it’s  sluggish.  Most  machines  still 
run  Windows  3.1,  but  the  company  is  pre¬ 
paring  to  migrate  to  Windows  95,  Trem¬ 
blay  says. 

Once  it  got  down  to  the  nitty  gritty  of 
SAP,  Grace  found  a  few  surprises.  SAP 
performance  monitoring  tools  aren’t 
great,  Tremblay  says.  Grace  now  uses  an 
HP  utility  for  better  monitoring. 

The  company  also  discovered  that 
some  of  the  performance  and  tuning 
problems  had  to  do  with  the  interface  be¬ 
tween  SAP  and  Grace’s  Informix  Corp. 
database,  which  is  a  fairly  uncommon 
combination.  □ 

Malloy  is  associate  editor  of  Computer- 
world's  Buyer's  Guide. 


Every  week,  almost  a  million  IT  Lead¬ 
ers  read  Computerworld  religiously. 

And  from  what  we  hear,  some 
people  will  do  anything  to  get  their 
hands  on  Computerworld. They’ll 
remove  it  from  the  company 
mail-room  or  even  right  off  their 
colleague’s  (or  boss’)  desk. 

So  you  ask,  what’s  so  special 
about  Computerworld? 

Is  it  the  solid  reporting?  Maybe 


it’s  rfgorous  analyses  of  industry 
trends?  Straight  talk,  whatever  the 
subject ...  product  reviews,  soft¬ 
ware  problems,  feisty  editorials, 
'career  management  articles  or 
the  hottest  news? 

In  this  industry  one  thing  is 
clear.  You’ve  got  no  time  to  waste 
You  can’t  wait  to  read  someone 
else’s  copy  of  Computerworld. 

So  come  join  the  ranks  of  the 


super-informed. Those  who  get 
the  news  first. 

Order  today  and  you’ll  receive 
51  information-packed  issues  of 
Computerworld. 

Call  us  at  1-800-343-6474  or 
visit  us  on  the  world  wide  web  at 
www.computerworld.com. 

To  order  by  mail,  use  the  post- 
age-paid  subscription  card  bound 
into  this  issue. 
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>nd  geeks:  A  new  genre  of  high-tech 
novels  emerges  /  By  Steve  Ulfelder 


In  writing  about  IT,  Po  Bronson  "wanted  to  get  away  from  the  myth  of  geek  types' 


o  bronson  just  finished  up  a  photo  shoot  for  Entertainment  Week¬ 


ly.  Today  he  spoke  to  every  TV  and  radio  station  in  Manhattan 


and  some  networks  besides.  He  is  promoting  his  new  novel, 


The  First  $20  Million  Is  Always  the  Hardest. 


He’s  riding  back  to  the  New  York  Palace  Hotel  with  his  publicist, 


who’s  excited  because  the  book  just  hit  No.  2  on  The  San  Francisco  Chronicle  best¬ 


seller  list.  Tired  though  he  must  be,  Bronson  finds  time  for  a  cell-phone  Booked  up,  page  82 
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Microserfs 

By  Douglas  Coupland. 
1995,  ReganBooks,  New 
York.  Trade  paperback; 
371  pages;  $13.  Douglas 
Coupland  Web  site: 
www.coupland.com. 

A  group  of  stunted 
Microsoft  employees  in 
their  20s  (Coupland 
coined  the  phrase  “Gen¬ 
eration  X”;  it  was  the  ti¬ 
tle  of  his  first  novel) 
form  a  start-up  in  the 
lead  character’s  parents’  basement.  Their  hot  pur¬ 
suit  of  a  breakthrough  object-oriented  application 
(essentially  cyber-Legos)  tours  cultural  touchstones 
ranging  from  the  Osmonds  to  MTV. 


The  First  $20  Million  Is  Always  the  Hardest 

By  Po  Bronson.  1997,  Random  House,  New  York. 
Hardcover;  295  pages;  $23.  Po  Bronson  Web  site: 
members.aol.com/pobronson/index.htm. 

A  gung-ho  start-up  in¬ 
vents  a  brilliant  device 
called  the  "Hypnotizer” 
that  renders  operating  sys¬ 
tems  irrelevant.  (Sound  fa¬ 
miliar?)  This  underpins 
the  “VWPC,”  which  can 
revolutionize  computing  if 
only  the  tiny  start-up  can 
birth  it  before  omnivorous 
tech  firm  Omega  Logic 
swallows  it  whole  through 
purchase,  legal  trickery  or 
bullying.  (Sound  familiar?) 


The  Last  Best  Thing 

By  Pat  Dillon.  1996,  Simon  &  Schuster,  New 
York.  Hardcover;  350  pages;  $23.  Web  site: 
www.sjmercury.com/lastbest. 

Essentially  a  farce.  Heroine  Maria  Cisneros 
tries  to  impose  some  honor  on  a  shady  start-up 
company  launched  by 
“visionary”  J.  P.  McCor- 
win.  She  finds  just  how 
little  honor  there  is  in 
the  Valley  (which  was 
agog  during  the  serializa¬ 
tion  as  real-life  insiders 
tried  hard  to  figure  out 
which  of  the  book’s 
insiders  were  based  on 
which  other  real-life 
insiders). 


CQ  NT  IN  USD  FROM  PAGE  81 

interview  from  the  car. 

Bronson’s  book  is  the  latest 
in  a  new  breed  of  novel  — 
launched  by  Douglas  Coup¬ 
land’s  1995  Microserfs  and  fol¬ 
lowed  by  Pat  Dillon’s  The  Last 
Best  Thing,  which  was  published 
last  October.  The  books  feature 
three-dimensional,  fully  realized 
characters  who  love,  hate,  as¬ 
pire,  envy  —  and  work  in  Sili¬ 
con  Valley. 

The  books  are  succeeding 
both  in  the  Valley  and  beyond. 
Publishers  are  notoriously  tight- 
lipped  with  sales  figures,  but 
The  First  $20  Million  made 
The  New  York  Times  Business 
bestseller  list  (the  “Business” 
rationale  is  anybody’s  guess) 
and  remains  planted  on  the 
Chronicle’s  list.  Producer/direc¬ 
tor  Harold  Ramis  has  pur¬ 
chased  the  movie  rights.  Bron¬ 
son’s  book  has  been  enough  of 
a  crossover  success  to  get  the 
author  featured  in  not  only  En¬ 
tertainment  Weekly,  but  also 
Time  magazine. 

When  The  Last  Best  Thing  was 
serialized  online  by  The  San  Jose 
Mercury  News,  that  newspaper’s 
site  saw  its  hit  rates  increase 
nearly  70%.  And  Microserfs  has 
become  a  cult  classic;  it’s  a 
knapsack  staple  at  universities. 

Of  course,  computers  and  fic¬ 
tion  are  hardly  strangers.  But  in 
the  past,  they  tended  to  inter¬ 
sect  either  on  the  science  fiction 
shelf  or  in  thrillers  that  featured 


asocial  nerds  whose  can’t-get-a- 
date  rage  was  as  likely  as  not  to 
explode  into  a  killing  spree. 

The  new  books  are  different. 
They  may  signal  that  the  gener¬ 
al  public  is  now  able  to  accept 
computing  as  a  milieu,  just  as 
the  hospital  and  the  courtroom 
have  long  been  accepted.  If  so, 
this  may  be  yet  another  Inter¬ 
net-driven  breakthrough. 

According  to  methodology  ex¬ 
pert  and  author  Edward  Your- 
don,  it’s  simple:  “Computers 
are  in  the  mainstream  because 
of  the  ’net.”  He  pauses.  “That, 
and  everybody  knows  who  Bill 
Gates  is.” 

Gregory  H.  Anderson,  chief 
executive  officer  at  Anderson  Fi¬ 
nancial  Systems,  Inc.  in  Spring- 
house,  Pa.,  agrees  that  “IT  ter¬ 
minology  has  entered  the 
vernacular  more  rapidly  since 
the  ’net.”  But  he  says  the 
change  began  before  that,  when 
PCs  found  their  way  to  end 
users’  desktops.  “Now  [that  PC] 
is  yours,  for  better  or  worse,”  he 
says. 

There’s  another  reason  for 
curiosity  about  Silicon  Valley: 
“Money,”  Pat  Dillon  says. 
“Spread  among  people  who’d 
never  had  it  before.” 

Dillon  is  an  editor  at  The  Mer¬ 
cury  News,  and  he  remembers 
when  what  is  now  Silicon  was 
the  sleepy  Santa  Clara  Valley. 
The  astonishing  generation  of 
wealth  here  is  a  natural  draw 


for  writers  —  much  the  way  oil, 
then  finance  made  Texas  and 
Wall  Street  favorite  settings  dur¬ 
ing  the  1980s.  Dillon  strove  to 
make  The  Last  Best  Thing  as 
outrageous  as  possible,  but  he 
says  he  found  the  Valley  “un- 
satirable.”  After  all,  when  com¬ 
puter  company  executives  are 
fighting  the  local  zoning  board 
for  the  right  to  build  their 
house  to  the  scale  of  the  red¬ 
woods  that  surround  it,  what  do 
you  do  for  a  topper? 

NEW  HEROES 

In  Bronson’s  book,  the  elite 
code  writers  who  turn  out  the 
fastest  “big  iron”  (blindingly  fast 
chips,  in  this  context)  are 
known  reverently  as  “ironmen.” 
The  author  consciously  pilfered 
this  term,  which  connotes  the 
physical  prowess  of  the  triath¬ 
lete,  and  attached  it  to  the  field 
of  science.  His  ironmen  show 
“devotion,  discipline,”  Bronson 
says.  “I  wanted  to  get  away 
from  the  myth  of  yahoo  types, 
geek  types.” 

Instead,  Bronson  (and  Dillon 
and  Coupland)  take  pains  to 
“draw  interesting,  well-rounded 
people  into  it,”  Bronson  says. 
“People  are  perceiving  techies 
as  heroes  rather  than  villains. 
You’ve  got  to  get  past  the  geek 
characters,  past  technology  as  a 
plot  device  for  some  terrible 
thriller.” 

The  characters  in  the  three 
novels  tend  to  be  young,  talent¬ 
ed  and  difficult  to  motivate  — 
they’re  ambivalent  about  stock 
options,  managerial  roles  and 
secure  futures.  Their  jobs  sap 
most  of  their  lives  and  spirits. 
Yourdon  thinks  he  knows  why. 
His  book  Death  March  [CW, 
March  31]  is  about  the  growing 
popularity  of  the  grind-it-out, 
damn-the-torpedoes  project. 

Yourdon,  who  writes  fiction 


himself,  has  read  most  of  Mi¬ 
croserfs  and  some  of  The  First 
$20  Million.  He  says  younger 
programmers  are  most  vulnera¬ 
ble  to  Death  March  projects. 
“What’s  glorified  in  these  books 
is  not  just  computer  geeks,  but 
Generation  X  kids  in  their  20s 
who  are  fanatically  attached  to 
their  projects.”  Indeed,  in  The 
Last  Best  Thing,  heroine  Maria 
Cisneros  spends  her  Friday 
nights  on  the  health-club  stair- 
climber,  silently  sympathizing 

The  new 
books  are 
succeeding 
in  Silicon 
Valley  -  and 
beyond. 

with  other  singles.  In  Microserfs, 
the  core  characters  live  together 
in  a  group  home  that  runs  like 
a  dying  fraternity  house. 

START  ME  UP 

Some  of  the  novels’  finest  detail 
comes  during  pursuit  of  the  Sil¬ 
icon  Valley  dream:  the  tech 
start-up.  The  Microserfs  coders 
set  up  shop  in  one  of  their  par¬ 
ents’  basement  —  in  what  was 
the  rumpus  room  “when  society 
still  manufactured  Brady  chil¬ 
dren.” 

In  The  First  $20  Million,  the 
start-up  is  housed  in  Single-Guy 
Heaven:  over  a  secretarial 
school.  En  route  to  their  first 
big  venture-capital  meeting,  the 


principals  realize  with  horror 
that  they’re  all  wearing  shorts. 
Solution?  They  buy  four  pairs  of 
identical  plaid  golf  pants  at  a 
nearby  country  club. 

Idealism  is  another  common 
trait.  The  characters  salute  nei¬ 
ther  flag  nor  man,  but  they  do 
believe  in  the  superiority,  the 
goodness,  of  their  technology. 
This  rings  true  —  to  a  point. 

“In  my  experience  hiring 
young  application  program¬ 
mers,  interesting  work  on  ‘wor¬ 
thy’  operating  systems  is  almost 
as  important  [to  them]  as  mon¬ 
ey,”  Anderson  says.  However,  he 
adds,  “Money  is  never  far  from 
the  forefront,  even  with  ideal¬ 
ists.” 

And  idealists  are  crushed 
every  day  in  Silicon  Valley.  Their 
ideas  are  stolen,  bought  for 
a  pittance,  co-opted,  reverse- 
engineered  with  savage  skill. 
Bronson  suspects  this  is  the 
reason  young  entrepreneurs 
there  go  out  of  their  way  to  act 
laconic. 

“People  don’t  want  to  create 
highfalutin  terms,”  he  says, 
out  of  fear  that  any  such  enthu¬ 
siasm  will  present  too  tempting 
a  target.  His  characters  often 
define  things  by  what  they  are 
not.  One  character  is  described 
as  someone  who  “didn’t  sleep 
with  makeup  on.  She  wasn’t 
frail.  She  wasn’t  frilly.  She 
didn’t  wear  nice  shoes  when  it 
rained,  and  she  didn’t  own  five 
pairs  of  comfy  sweatpants.” 

Despite  the  snake  pit  that  Sil¬ 
icon  Valley  appears  to  be,  all 
three  novels  share  a  final  opti¬ 
mism.  “You  hope  there’s  some 
redemption  there,”  Dillon  says. 
“You  hope  that  beyond  that 
screen  is  some  soul.”  n 


Ulfelder  is  Computerworld ’s  se¬ 
nior  editor,  In  Depth.  His  Internet 
address  is  steve_ulfelder@cw.com. 
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Gimme  some 


By  Rochelle  Garner 

t’s  great  to  work  in  information  systems!  The  best  pay.  The 
chance  to  use  the  hottest  technologies.  Dream  bosses  who  treat 
you  as  trusted  partners  in  their  business  decisions.  As  if! 


While  most  IS  staffers  say  they  love  their  chosen  profession,  they 
also  revealed  in  ComputerworlcT s  Annual  Job  Satisfaction  Survey  that 
they  hate  their  working  conditions. 


You’d  think  companies  would  be  doing  a  better 
job  keeping  their  IS  staff  fit  and  happy.  After  all, 
this  is  an  industry  where  demand  for  skilled  pro¬ 
fessionals  outstrips  supply  by  15%,  according  to 
Gartner  Group,  Inc.  in  Stamford,  Conn.  Gartner 
predicts  the  shortfall  will  double  in  two  years. 

And  yet,  something  is  strangely  wrong.  Stress  is 
becoming  almost  unmanageable  —  95%  of  all  se¬ 
nior  managers,  90%  of  all  middle  managers  and 
80%  in  the  rank  and  file  describe  their  days  as 
“very  stressful.”  By  a  ratio  of  4-to-i,  they  say  work¬ 
load  is  the  culprit.  Small  wonder,  then,  that  few 
believe  they  are  paid  a  realistic  salary. 

“When  you  look  at  my  compensation  and  con¬ 
sider  my  impact  on  business  and  what  would  hap¬ 
pen  if  I  didn’t  perform  well,  then  I  believe  I’m  not 
adequately  rewarded,”  says  one  IS  middle  manag¬ 
er  at  AT&T  Corp.,  who  asked  notto  be  identified. 

Another  equally  publicity-shy  director  said,  “I 
believe  I’m  providing  value,  but  I  can’t  measure  it 
—  to  the  point  that  I  don’t  even  know  if  my  pay  is 
commensurate  with  my  performance.” 

That’s  quite  a  statement  from  an  IS  director 
who  oversees  250  people  and  all  information  tech¬ 
nology  at  a  large  insurance  firm.  The  problem: 
“My  company  sees  my  role  as  operational,  rather 
than  strategic.  That  means  I  have  very  little  say  in 
coming  up  with  a  business  solution.  And  it  means 
that  my  company  rarely  acknowledges  IS’s  contri¬ 
bution.  It’s  frustrating,  feeling  so  disconnected 
from  business  results.” 

It’s  a  question  of  respect. 

“I’m  paid  well,  and  I’m  expected  to  know  a  lot,” 
says  a  manager  at  a  large  computer  manufacturer. 
“But  when  my  opinion  is  different  from  senior 
managers’,  I’m  obviously  a  lesser  person,  not 
their  peer.  I  often  tell  myself  I’d  take  a  pay  cut  for  a  - 
respect  increase.”  ; 

The  comments  above  pretty  much  sum  up  the  * 
results  of  Computerworid’s  survey.  Sure,  those  re-  l 
sponding  to  Computerwodd’ s  questionnaire  cited  s 
their  pay,  their  relationships  with  managers  and  * 
their  work  environments  as  sources  of  dissatisfac-  ; 
tion.  But  delve  deeper,  and  you  find  them  express-  ; 
ing  anger  and  frustration  at  not  being  heard. 
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You  talkin'  to 


hat  certainly  was  the  case  with  Ken  Jen¬ 
kins,  programming  project  manager  at 

H  Total  Systems,  Inc.  in  Columbus,  Ga. 
Things  got  so  bad  for  Jenkins  that  he 
quit  —  without  first  fining  up  another  job. 

“Sometimes  you  have  to  kick  management  in 
the  teeth  to  get  their  attention,”  Jenkins  says.  He 
hasn’t  left  yet,  but  he  got  their  attention,  all  right. 
Now  management  listens  to  Jenkins,  whose  nine- 
person  team  converts  banks  to  the  company’s 
turnkey  credit-card  processing  system. 


Jenkins’  source  of  desperation?  His  workload, 
which  encompasses  at  least  300  hours  of  overtime 
per  year,  all  on  weekends,  without  overtime  pay. 
Worse,  each  person  on  his  team  has  been  with  the 
company  less  than  a  year. 

“I  have  twice  as  much  to  do  as  any  other  team 
leader,  when  most  of  my  people  have  only  six 
months’  experience,”  Jenkins  says. 

For  years,  Jenkins  has  been  trying  to  get  better 
compensation  for  his  staff,  to  no  avail.  Now,  upper 
managers  are  listening  to  what  he  has  to  say. 
Which  is  why,  at  least  for  now,  Jenkins  remains  at 


Total  Systems.  But  his  intended  resignation  indi¬ 
cates  the  degree  of  Jenkins’  frustrations  —  that 
higher-level  executives  were  deciding  what  and 
how  Jenkins’  team  should  be  doing  without  regard 
to  how  those  decisions  would  affect  the  customer. 

“I’ve  made  my  suggestion  on  what  needs  to  be 
done,  and  everyone’s  very  positive  about  it,”  he 
says.  “They  say  I  have  valid  points,  and  maybe 
they  could  be  implemented.” 

Whether  they  are  remains  to  be  seen.  But  Jen¬ 
kins  says  he  feels  a  lot  better  just  knowing  he’s  fi¬ 
nally  being  heard. 

The  same  can  be  said  for  Joe  Morgan, 
team  leader  of  client/server  develop¬ 
ment  at  Hastings  Books,  Music  &  Video 
in  Amarillo,  Texas.  Morgan  says  han¬ 
dling  an  increased  workload  with  fewer 
people  was  bad  enough.  Stress  was  get¬ 
ting  out  of  hand.  Worse  was  the  fact  that 
management  didn’t  listen  to  him  about 
the  inherent  difficulties  of  Powersoft’s 
PowerBuilder  development. 

“They  drastically  don’t  understand  my 
particular  environment,  and  they  don’t 
realize  how  much  they  don’t  know,” 
Morgan  says.  Fortunately  for  Morgan, 
Hastings  has  a  corporate  culture  that 
gives  everyone,  at  almost  every  level,  a 
voice.  He  just  made  sure  management 
heard  his  voice  —  by  demanding  to  evaluate  them. 

“I  had  some  harsh  opinions  in  my  review  of 
them.  But  they  reacted  positively  to  everything  I 
said,”  Morgan  says.  It’s  a  much-needed  change 
for  Morgan,  who  has  felt  immense  frustration  at 
his  managers’  apparent  lack  of  respect  for  his 
opinions.  “I  have  my  own  philosophies  on  how  an 
MIS  department  should  be  ran.  And  I’d  be  happi¬ 
er  if  I  could  present  those  ideas  with  some  degree 
of  acceptance  or  at  least  hear  why  they  aren’t  ac¬ 
cepted,”  he  says.  “In  the  past,  my  ideas  were  shot 
down  with  j  ust  a  ‘no.  ’  ” 
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istening  to  w'hat  an  employee  has  to  say 
isn’t  the  only  way  a  company  can  show7 
respect.  Promotion  and  money  do  a  lot 
in  that  department,  too.  But  how  much 
money  can  actually  compensate  for  that  heavy 
workload?  And  how  far  can  someone  from  IS  ac¬ 
tually  rise? 

“People  in  IS  have  no  career  path  whatsoever,'' 
says  a  manager  at  a  large  Western  university. 
“Plus,  we  are  far  below  the  industry  in  pay.”  He 
stays  because  of  job  security,  the  working  environ¬ 


ment  and  the  benefits,  he  says. 

It’s  a  theme  echoed  throughout  the  industry: 
The  pay  sucks  eggs.  Advancement  opportunities 
are  nil.  But  you  can’t  beat  the  benefits,  or  the  peo¬ 
ple  or  the  work. 

So  w7hat  would  make  the  university  manager 
happier  next  year? 

‘To  pay  my  employees  competitively,  so  I  could 
hire  the  best  people  for  the  job,  rather  than  take 
wrhat  w'e  can  get,”  the  manager  says.  “I’m  feeling 

Job  Satisfaction  Survey,  page  89 


LIKING  THEIR  JOBS  (SORT  OF) 


How  satisfied  overall  are  you  with  your  job . . . 


Senior  IS 

IS  middle 

.S 

executive 

manager 

I  professional 

Very 

satisfied 

41%  28%  21% 

42%  46%  47% 

3%  12%  11% 

Somewhat 

satisfied 

Neither 

Somewhat 

dissatisfied 

9%  10%  18% 

Very 

dissatisfied 

5%  4%  3% 

. . .  and  has  your  level  of  satisfaction  increased,  decreased 
or  stayed  the  same? 


Senior  IS  ■  IS  middle  ■  IS 
executive  ■  manager  I  professional 


Increased 

32%  28%  30% 

Stayed 
the  same 

36%  33%  29% 

Decreased 

32%  39%  41% 

NEAR  THE  BREAKING  POINT 


How  stressful  is  your  job  . . . 


Very 

stressful 

Somewhat 

stressful 


Not  very 
stressful 


Senior  IS 
executive 

IS  middle 
manager 

1  * 

j  professional 

42% 

49% 

23% 

55% 

43% 

57% 

3% 

8% 

20% 

. . .  and  how  would  you  compare  your  stress  level 
with  one  year  ago? 


Increased 

Stayed 
the  same 

Decreased 


Senior  IS 
executive  1 

IS  middle 
manager 

I  professional 

55% 

60% 

47% 

40% 

34% 

35% 

5% 

6% 

18% 
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Programmer/Analyst  needed  for 
computer  software  development 
and  consulting  firm  located  in 
Duluth,  Georgia.  Job  duties 
include:  Analyze,  design,  devel¬ 
op,  implement  and  test  software 
applications  on  a  variety  of  busi¬ 
ness  and  industry  applications. 
Software  consulting  on  various 
in-house  projects  and/or  contract 
basis  throughout  the  United 
States  Re-engineer  software 
applications  using  state-of-the- 
art  tools  and  techniques.  Install 
and  maintain  LAN  based  net¬ 
works.  Will  use  C,  UNIX,  VISUAL 
BASIC,  ORACLE,  and  MS-ACC¬ 
ESS  databases.  Will  also  use 
MS-EXCEL  and  LAN  Manager  in 
Windows  and  MS-DOS  environ¬ 
ments.  Applicant  must  have  4 
yrs.  exp.  in  the  job  duties  descr¬ 
ibed  above  or  as  a  Programmer/ 
Analyst.  4  yrs.  exp.  must  include 
exp.  analyzing  and  developing 
computer  applications  and  use 
of  C,  UNIX,  VISUAL  BASIC, 
ORACLE  and  MS-ACCESS. 
Applicant  will  also  qualify  with 
B.A.  in  Computer  Science  and  2 
yrs.  exp.  with  skill  sets  listed 
above.  40hrs/wk,  8:00  am  -  5:00 
pm,  Mon-Fri,  $41 ,621/yr.  Apply 
in  person  or  send  2  resumes  to: 
Georgia  Department  of  Labor, 
Job  Order  #GA  6100073,  1535 
Atkinson  Road.  Lawrenceville, 
GA  30243-5601  or  the  nearest 
Department  of  Labor  Field 
Service  Office. 


Senior  Application  Design 
Analyst.  Develop  new  applica¬ 
tion  software,  including  PC- 
based  and  AS400.  Prepare 
detailed  specifications  in  accor¬ 
dance  with  departmental  stan¬ 
dards,  analyze,  modify,  diag¬ 
nose  and  correct  problems  in 
existing  software.  Develop  accu¬ 
rate  project  estimates  and  accu¬ 
rate  and  complete  systems  and 
operations  documentation.  Con¬ 
sult  with  others  within  and  out¬ 
side  of  IS  concerning  technical 
and  application  issues.  Conduct 
through  unit  and  integration 
testing.  Requirements.  Bach¬ 
elor's  Degree  in  Electronic 
Engineering;  4  years  experience 
in  job  offer  or  related  occupation 
of  Systems  Analyst/Engineer. 
South  Dakota.  8:00  am  -  5:00 
pm.,  M-F.  $55,000/yr.  Applicants 
must  have  proof  of  legal  author¬ 
ity  to  work  permanently  in  the 
U.S.  Submit  a  letter  of  applica¬ 
tion  or  resume  to:  Job  Service  of 
South  Dakota.  Attention:  Duane 
Sitter,  P.O.  Box  351,  1024  West 
Cherry.  Vermillion,  SD  57069- 
0351.  Telephone  (605)  677- 
6900,  Fax:  (605)  677-6909.  An 
employer  paid  ad. 
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Take  a  Challenging  Ride  into  the  Year  2000 


VYe  see  value  in  what 
you  already  know. 

That's  why  Year  2000  can 
be  just  the  beginning  of 
your  Compuware  career. 

Working  with  our  clients  on 
high-profile,  mission  critical 
projects,  you'll  be  able  to  apply 
your  proven  expertise  while 
learning  new  skills  to  prepare  you 
for  the  future. 

Rated  a  top  provider  of  Year  2000 
testing  services  by  the  Gartner  Group, 
Compuware  provides  exceptional 
opportunities  for  IT  professionals  to  gain 
automated  testing  and  systems  analysis 
experience.  You'll  work  with  a  wide  range  of 
market-leading  testing  products,  including 
File-AID,  Abend-Aid,  XPEDITER,  QAPlayback 
and  OAHiperstation. 
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COMPUWARE, 


As  one  of  the  1 0  largest  independent  software  companies,  we  offer  you  oppor¬ 
tunities  for  the  year  2000  and  beyond,  including  new  mainframe  and  client/ 
server  development  projects.  Opportunities  exist  throughout  North  America 
for  project  managers,  mainframe  programmer/analysts  and 
client/server  developers.  We  provide  competitive  pay,  great 
benefits  and  first  class  training.  And  our  staff  retention  ranks  among 
the  highest  in  the  industry.  Fax  your  resume,  referring  to  CW597, 
to  1-800-871-0401  or  e-mail  to:  ads_careers@compuware.com. 
Or  send  to :  Compuware  Corporation,  Recruiting  Department, 
31440  Northwestern  Highway,  Farmington  Hills,  Ml  48334. 


www.compuware.com 

1-800-267-4884 

An  Equal  Opportunity  Employer. 
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SAP 


PEOPLE  SOLUTIONS  FOR 
SAP  IMPLEMENTATIONS 


★  ★ATTENTION  ★★ 

BASIS  &  MCSE 

Triple-I  Consulting  has  a  priority  need  for  SAP  consultants 
who  posess  a  BASIS  (TCC)  certification  &  a  Microsoft  Certified 
Systems  Engineer  certification  (MCSE). 

We  are  experiencing  phenomenal  growth.  We  also  have  urgent 
needs  throughout  Financials,  Logistics  &  HR  for:  Project 
Managers,  Team  Leads,  Sr.  Functional  Analysts, 

Sr.  ABAP  Programmers  and  Basis  Analysts. 

For  information  contact  Michelle  or  Shane  (800)861-6140;  fax 
(713)861-5935.  Check  out  our  webpage  www.neosoft.com/-triplei 

EEO/M/F/D/V 


NATIONWIDE 
CONTRACT  &  PERM 


Any  and  all  skills  are  of  interest  to  us  with  immediate  positions 
tor  the  following: 

•  GEAC  M&D  'M"  series  &  MSA  “E"  series,  HR/PR,  Financials 

•  MRP/AMAPS-Q  a  plus 

•  SMARTSTREAM  client  server,  all  modules 

•  PEOPLESOFT  HR/PR,  AP/PO,  GL,  AP,  AR 

We  specialize  in  financial  and  HP/PR  packaged  software  solu¬ 
tions.  Rates  to  $125/hr.  Perms  to  95k  with  relo  and  bonuses. 
Send  resume  or  call: 

EN-DATA  CORPORATION 
P.O.  Box  2949,  SANFORD,  FL  32772-2949 
Ph:  407-323-0033  •  Fax:  407-323-0685 
For  jobs  /  locations,  visit  our  web  site 


http://www.is-careers.com 


OUR  STAFF 
MAKES  US  #1, 

WE  NEED  YOU  TO  KEEP  US  THERE! 

We  have  immediate  openings  in  Phoenix,  Arizona  for 
highly  motivated  and  career  oriented  consultants  with  at 
least  2  years  experience  in  one  or  more  of  the  following: 


MAINFRAME 

•  COBOL 

•  SAS 

•  DB2 

•  IMS 
•CICS 

•  Viasoft  Year 
2000  Toolset 

•  IMS  and/or 
DB2  DBA 

•  Banking/ACH 
/COBOL 

•  ADABAS  DBA 


DISTRIBUTED/CLIENT-SFRVFR 

•  C/C++ 

•  Sybase  or  Oracle  DBA 

•  Java/CGI/HTML/ActiveX 

•  Visual  Basic  and/or 
PowerBuilder,  SQL 

•  Informix 

•  Oracle  and/or  SAP  Financials 

•  Gl'PTA/ Centura  Developer 

LAN/WAN 

•  Windows  NT  Help  Desk  Support 

•  Unix  Systems  Administrator 

•  Novell  Systems  Administrator 


PLEASE  CALL,  MAIL  OR  FAX  RESUMES  TO: 

Professional  Software  Consultants,  Inc. 
Paul  Rosenthal 

4747  N.  7th  St.  #424,  Phoenix,  AZ  85014 
(800)  279-4498,  Fax  (602)  279-1161 
prosen4 1 92@aol.com 


Member  NACCB 
A  DPRC  Company 


Software  Engineer  Analyze,  design, 
develop,  test  and  implement  C/C+  + 
Object  Oriented  client/server  appli - 
cations  on  UNIX  using  ORACLE- 
Structured  Query  Language  (SQL) 
databases.  Design  and  develop 
graphical  user  interface  using  X- 
Windows-Motif.  Work  with  UNIX 
shell  scripts  to  automatically  run 
system  servers.  Develop  Internet 
World  Wide  Web  html  documents 
using  JAVA.  Set  up  and  maintain 
internal  Web  servers  and  integrate 
Web  browsers  with  applications 
being  developed.  T ransfer  data  files 
across  UNIX  and  mainframe  sys¬ 
tems.  Requires  a  Bachelor  of  Science 
degree  in  Engineering  or  Computer 
Information  Systems,  or  Computer 
Science  plus  2  years  experience  in 
job  duties  described  above.  40  hour 
work  week.  $5 2,000  per  year.  Apply 
at  the  Texas  Workforce 
Commission,  Fort  Worth,  Texas,  or 
send  resume  to  the  Texas 
Workforce  Commission,  1117 
Trinity, Room  424 T,  Austin,  Texas 
78701,  JO#TX7858237.  Ad  Paid  by 
An  Equal  Opportunity  Employer. 


We  specialize  in 

he  placement  of  SAP 
professionals  -  all  modules, 
ABAP,  BASIS. 

Contract  &  Permanent  Positions 
Available  Nationwide. 

We  have  low  oveihead  so 
we  can  pay  you  top  rates. 

Wff  People  Unlimited 

B \\  1811  Sardis  Rd.  N  .  STe.  210 

Chorlofte,  NC  28270 
Phone  704-841-1135 
Fax:  704-845-1052 


iimisr 

Baptist  Healthcare  System,  Kentucky’s 
premier  not-for-profit  health  care  provider,  is 
seeking  a  System  Software  Analyst  for  its 
Information  Services  department  located  in 
Louisville.  This  position  will  be  responsible 
for  working  with  VMS  operating  system  and 
its  clustering  technology,  multi-users  access 
to  large  disk  arrays  including  shadowing, 
striping,  mounting,  and  dismounting,  and 
installing  layered  products  and  system  utili¬ 
ties  including  Authorize,  SYSGEN,  and  SYS- 
MGR.  Helpful  to  have  problem  solving  skills 
relating  to  the  use  of  Cognos  Powerhouse 
Products  in  the  VMS  environment  as  well  as 
experience  with  RMS  filing  system. 

Position  may  require  some  travel.  Experience 
in  healthcare  setting  preferred.  This  position 
offers  competitive  compensation  and  excel¬ 
lent  benefits  package.  Qualified  individuals 
should  send  resume  to: 

Human  Resources 
4007  Kresge  Way 
s|s  Louisville,  KY  40207 

RAPf  1ST  HEALTHCARE  SYSTEM 


READ  FOR  PROFIT 


mm 


\fes,  I  want  to  receive  my  own  copy  of  COMPUTERWORLD  each  week.  I  accept  your  offer  of  $39.95*  per  year  - 
a  savings  of  over  73%  off  the  single  copy  price. 


First  Name 

Ml 

Last  Name 

Title 

Company 

E-mail  address 

Address 

Address  Shown:  □  Home  □  Business 

□  New  □  Renew 

Single  copy  price:  $3. 00/issue 

City  State  Zip 

*U.S.  Only.  Canada  $95,  Mexico,  Central/Sduth  America  $150,  Europe  $295,  all  other  countries  $295. 

I .  BUSINESS/INDUSTRY  (Circle  one) 

1 0.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilities/Transportation 
70.  Mining/Construction/Petroleum/ 
Refining/ Agriculture 
80.  Manufacturer  of  Computers, 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators, VARs,  Computer 
Service  Bureaus,  Software  Planning  & 
Consulting  Services 


Please  complete 

90.  Computer/Peripheral  Dealer/Dist./ 
Retailer 

95.  Other _ 

(Please  Specify) 

2.  TITLE/FUNCTION  (Circle  one) 
IS/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice 
President/Asst. VP  IS/MIS/DP 
Management 

2 1 .  Dir./Mgr.  MIS  Services,  Information 
Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  I_AN  Mgr./PC  Mgr., Tech. 
Planning,  Administrative  Services 

23.  Dir./Mgr.  Sys.  Development,  System 
Architecture 

3 1 .  Programming  Management,  Software 
Developers 


the  questions  below. 

4 1 .  Engineering,  Scientific,  R&D,Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst  Vice  President 

1 3.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 
5 1 .  Sales  &  Mktg.  Management 

70.  Medical,  Legal,  Accounting  Mgt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 


3  •  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  O  Yes  O  No 
Networking  Products  O  Yes  O  No 

Intranet  Products  O  Yes  O  No 

4.  Which  of  the  following  products  do  you 
buy,  specify,  recommend  or  approve  the 
purchase  of?  (Check  all  that  apply.) 

(a)  O  Internet  software 

(b)  O  Internet  browsers 

(c)  O  Web  authoring/development  tools 

5*  Do  you  use  the  Internet?  O  Yes  O  No 


COMPUTERWORLD 

I 
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I 

1 - 
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ef 


READ  FOR  SUCCESS 


Yes,  I  want  to  receive  my  own  copy  of  COMPUTERWORLD  each  week.  I  accept  your  offer  of  $39.95*  per  year  - 
a  savings  of  over  73%  off  the  single  copy  price. 


First  Name 

Ml 

Last  Name 

Title 

Company 

E-mail  address 

City  State  Zip 

□  Renew  Single  copy  price:  $3.00/issue  *U.S.  Only.  Canada  $95,  Mexico,  Central/South  America  $  1 50,  Europe  $295,  all  other  countries  $295. 


Please  complete  the  questions  below. 


Address 

Address  Shown:  □  Home  □  Business  □  New 


BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilities/T Transportation 
70.  Mining/Construction/Petroleum/ 
Refining/  Agriculture 
80.  Manufacturer  of  Computers, 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators, VARs,  Computer 
Service  Bureaus,  Software  Planning  & 
Consulting  Services 


90.  Computer/Peripheral  Dealer/Dist./ 
Retailer 

95.  Other _ 

(Please  Specify) 

2.  TITLE/FUNCTION  (Circle  one) 
IS/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice 
President/ Asst.  VP  IS/MIS/DP 
Management 

2 1 .  Dir./Mgr.  MIS  Services,  Information 
Center 

22.  DirVMgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  MgrJPC  Mgr., Tech. 
Planning,  Administrative  Services 

23.  Dir./Mgr.  Sys.  Development,  System 
Architecture 

3 1 .  Programming  Management,  Software 
Developers 


4 1 .  Engineering,  Scientific,  R&D,Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Assl  Vice  President 

1 3.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 
5 1 .  Sales  &  Mktg.  Management 

70.  Medical,  Legal,  Accounting  Mgt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 


3.  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  O  Yes  O  No 
Networking  Products  O  Yes  O  No 

Intranet  Products  O  Yes  O  No 

4.  Which  of  the  following  products  do  you 
buy,  specify,  recommend  or  approve  the 
purchase  of?  (Check  all  that  apply.) 

(a)  O  Internet  software 

(b)  O  Internet  browsers 

(c)  O  Web  authoring/development  tools 

5 . Do  you  use  the  Internet?  O  Yes  □  No 
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PULLING  THEIR  WEIGHT,  AND  THEN  SOME 


CONTINUED  FROM  Pflf.F  AT 

more  and  more  stressed  just  trying  to  do  the  work 
that’s  expected  with  people  who  stay  only  a  few 
months.” 

It  all  seems  so  crazy.  We’re  talking  about  IT,  re¬ 
member?  The  skill  that  companies  around  the 
country  are  desperately  trying  to  fill.  The  unidenti¬ 
fied  IS  manager  at  AT&T  also  wants  more  money 
—  but  not  for  money’s  sake.  “I  wouldn’t  make  a 


lateral  move  just  for  a  higher  salary,”  she  says.  “I 
want  to  be  in  charge  of  the  technical  decisions 
within  a  business  and  to  make  changes  that  affect 
everyone’s  ability  to  be  productive.  I  say  I  want 
more  money  only  because  I  don’t  want  to  under¬ 
sell  myself.” 

Again,  it  comes  down  to  respect  —  from  the 
company  itself  and  whether  the  company  views  IT 
as  a  business  asset.  MCI  Communications  Corp. 

views  technology  in  just  such  a  light 
And  the  result  is  “responsibility,  respect 
and  empowerment,”  says  Lance  Boxer, 
chief  information  officer  at  the  Richard¬ 
son,  Texas,  company. 

“The  biggest  difference  between  MCI 
and  other  companies  is  IS  isn’t  wrapped 
up  with  human  resources  or  any  other 
back-office  responsibility,”  Boxer  says.  “I 
deal  with  core  business,  and  that’s  the 
difference  between  me  and  CIOs  who 
are  dissatisfied  with  their  jobs.  WTien 
technology  is  a  mission  rather  than  a 
business,  you  can  never  be  looked  on  as 
part  of  the  team.” 

And  if  you  aren’t  part  of  the  team, 
you're  just  another  hired  hand.  And 
w  here’s  the  respect  in  that3 


learly.  Boxer  is  part  of  the  team.  So,  too, 
is  Robert  Spicer,  executive  vice  presi¬ 
dent  and  CIO  at  Chevy  Chase  Bank  in 
Chevy  Chase,  Md.  But  these  two 
men  have  more  in  common  than  just  their  ex¬ 
alted  positions:  They  both  love  their  jobs.  And 
we  mean  they’re  crazy  about  them.  Each 
checked  off  “very  satisfied”  in  every  category  in 
Computenvorid’s  Job  Sat¬ 
isfaction  Survey. 

Sure  it  helps  that  each 
man  heads  his  own  de¬ 
partment  But  somehow^ 
these  twro  enjoy  their 
work  with  more  gusto 
than  most  other  IS  heads. 

What  boosts  Boxer’s 
and  Spicer’s  satisfaction 
quotient?  Both  have  be¬ 
come  as  interested  in 
business  as  they  are  in 
technology.  Both  work  for 
organizations  that  value 
technology  for  the  asset 
it  can  be.  Not  surprising¬ 
ly,  each  has  developed 

strong  philosophies  regarding  the  pursuit  of  hap¬ 
piness  —  for  themselves  and  for  the  people  who 
work  for  them. 

“In  the  past,  creativity  was  coming  up  with  new 


code,”  Spicer  says.  “Now-.  people  in  IS  need  to 
push  creativity"  to  the  next  level  —  to  take  concepts 
and  architecture  and  blend  them  to  solve  a  busi¬ 
ness  problem.  That’s 
where  the  IT  managers 
of  the  future  have  to 
step  up.  If  they  can't  do 
that,  they  will  alw  ays  be 
reporting  to  someone 
else,  always  be  at  the  op¬ 
erational  end.” 

Think  of  it  as  oppor¬ 
tunity,  Spicer  says. 
Sine,  everyone  says  to 
really  get  ahead  in  busi¬ 
ness.  you  have  to  start 
thinking  about  busi¬ 
ness.  Many  people  in  IS 
hate  sentiment.  Spicer's 
advice:  Stop  thinking 
that  way. 

"This  is  where  IT 
folks  are  missing  an  op¬ 
portunity.  The  neat 
thing  is.  IT  people  are 

-  the  only  ones  who  can 

bring  a  business  solution  to  bear.  And  the  visibili¬ 
ty"  that  comes  of  that  is  tremendous.” 

Boxer  definitely  agrees.  For  him,  as  for  Spicer, 
Job  Satisfaction  Survey,  page  91 


Top  factors  cited  for  increased  stress 


Senior  IS 
executive 


Increased 

workload 

23% 

New/more 

duties 

23% 

Under¬ 

staffed 

11% 

New 

managers 

11% 

Do  more 
with  less 

9% 

IS  middle  ■  IS 
manager  I  professional 


20%  30% 

23%  22% 

14%  13% 

9%  5% 

9%  6% 


SO  MUCH  MORE  TO  OFFER 


Do  you  believe  you  are  working  to  your 
fullest  potential . . . 


Senior  IS  I  IS  middle  ■  IS 
executive  I  manager  I  professional 


YES 

61%  40%  40% 

NO 

39%  60%  60% 

. . .  and  if  not,  what  are  your  top  reasons? 


Senior  IS  ■  IS  middle  I  IS 
executive  I  manager  8  professional 


Lack  of 
opportunity 

27%  17%  31% 

Too  much 
work 

15%  17%  10% 

Abilities 
not  utilized 

10%  11%  17% 

LOYALTY  IS  ONLY  SKIN  DEEP 


Are  you  interested  in  employment  opportunities  elsewhere? 


Senior  IS 
executive 

IS  middle 
manager 

1  s 

I  professional 

Always/currently 
seeking  new  job 
opportunity 

17% 

30% 

33% 

Not  looking  but 
would  consider 
right  offer 

56% 

56% 

56% 

No  desire  to 
change  jobs 

27% 

14% 

11% 

90 
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VAX/VMS  System 
Administrator 

Intel  earned  its  reputation  for  excellence  by  challenging 
the  status  quo  and  embracing  change.  Values  like  these 
have  led  to  technological  leadership  as  well.  If  you 
share  this  vision,  join  us  in  the  following  opportunity 

in  Portland,  OR. 

You'll  be  a  member  of  Portland’s  PTD  Automation 
VAX  system  management  team  in  a  24-hour  by 
7-day  manufacturing  and  development  environment, 
providing  day-to-day  system  support.  Areas  of  support 
will  include  system  tuning,  account  management, 
system  security/performance  monitoring,  office 
automation  and  network  support,  new  system 
installation,  software  upgrades  and  maintenance 
contract  management.  Requires  a  BSCS  or  equivalent 
and  3+  years’  experience  managing  open  VMS  cluster 
systems  in  a  large  user  environment.  Must  also  have 
working  knowledge  of  I/O  systems,  as  well  as 
experience  writing  system  and  applications  programs 
using  Macro  or  a  high-level  compiled  language.  Also 
requires  experience  evaluating  new  systems;  managing 
disk  configurations,  Decnet,  LAT  and  TCP/IP  networks; 
and  experience  with  I/O  balancing  and  disk  backup 
strategies.  On-call  after  hours  and  weekends  on  a 
rotating  basis  may  be  required. 

Intel  offers  an  excellent  salary  and  benefits  that 
include  employee  profit  sharing  and  stock  ownership 
plans,  tuition  reimbursement,  periodic  paid  sabbaticals 
and  relocation  assistance. 

Join  Intel  in  Oregon. 

Please  e-mail  your  ASCII  text  resume  to 
jobs(a'intel.com,  referencing  Dept.  TMG836.  Or  mail 
your  letter  quality  resume  to  our  central  electronic 
resume  processing  center:  Intel  Corporation,  Oregon 
Opportunities,  Staffing  Dept.  TMG836,  P.O.  Box 
1141,  Folsom,  CA  95763-1 141.  For  more  information 
about  this  and  other  opportunities  with  Intel,  visit  our 
WWW  server  at  http://www.intel.com 

The  Intel  logo  is  a  registered  trademark  of  Intel 
Corporation.  Intel  Corporation  is  an  equal  opportunity 
employer  and  fully  supports  affirmative  action  practices. 
Intel  also  supports  a  drug-free  workplace  and  requires 
that  all  offers  of  employment  be  contingent  on  satisfactory 
pre-employment  drug  test  results. 

irty 


Integrated!  Systems  Professionals 

A  Fast-Growing  National  Consultancy  Offers  Exciting 
Opportunities  For  Top  Quality  Professionals. 

Projatf  Managers 
?eam  Leaders/Censwltcnts 

•Long  Term  Coreer  Opportunities 

•Short  Term  And  Long-Term  Contract  Opportunities 

Experience  :n  all  SAP  R/3  Modules  Basis  and  ABAP 
Oracle  •People Soft  • Baan 

;  Performance-Based  Compensation  provides  exciting  opportunities 
!  for  experienced  professionals.  (To  $250K  OR  $150  per  hour  for 
1  experienced  SAP  experts) 


L  Please  fax  resumes  to  516-625-0740 
or  visit  us  at  http://www.  iprr.com 
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CONTINUED  FROM  P  A  G  F  B9 

there’s  no  greater  high  than  blending  technology 
and  business.  But  he  also  says  he  realizes  that 
many  IS  staffers  who  report  to  him  need  some¬ 
thing  else.  They  need  to  feel  they  are  an  integral 
part  of  the  organization.  They  need  to  be  listened 
to,  recognized,  rewarded. 

In  his  first  12  months,  Boxer  personally  met  all 
8,000  people  in  his  division.  And  in  the  mean¬ 
time,  he  increased  salaries,  reorganized  the 
division  around  centers  of  excellence,  doubled 
training,  upgraded  all  tools,  computers  and  equip¬ 


ment,  and  instituted  job-sharing,  flex  time  and 
telecommuting. 

“I  want  people  to  say  they  work  in  the  best  IT 
organization  in  the  world,”  Boxer  says.  And  to  im¬ 
prove  communication,  Boxer  regularly  sends  out 
letters  to  his  staff,  holds  employee  meetings  and 
strategy  sessions  and  even  “pops  in  to”  training 
sessions  to  sit  with  people  at  the  lowest  ranks.  “I 
don’t  want  them  to  love  me;  I  want  them  to  re¬ 
spect  me,”  he  says. 

When  you  respect  the  big  guy,  you  can  only  re¬ 
spect  yourself,  too. 


EVERYONE  HAS  THEIR  PRICE 


What  would  be  the  most  important  reasons  for 
taking  another  job? 


Senior  IS 
executive 


IS 

professional 


Increased 

compensation 


61%  62%  65% 


More  challenging 
assignment 

44% 

47% 

Technology 
direction  of  IS 
department 

36% 

47% 

46% 

37% 


Talkin 


But  how  do  you  respect  the  big  guy  when 
you  can’t  communicate  with  him? 
That’s  the  question  plaguing  many  peo¬ 
ple  in  IS.  The  answer,  Spicer  says,  is  to 
get  creative.  “A  key  part  of  any  job  is  to  take  poor 
communication  and  turn  it  into  good  communi¬ 
cation,”  he  says. 

“If  you’re  on  the  receiving  end  of  poor  commu¬ 
nication,  you  have  to  figure  out  ways  to  get  a  clear 
message,”  Spicer  says.  “It’s  my  job  to  get  creative, 
in  every  way,  to  get  the  information  I  need  to  make 
sure  a  problem  gets  solved.  “That’s  real  life.  You 
have  to  learn  to  adapt  and  to  put  that  environment 
to  your  advantage.” 

We’re  not  talking  about  technical  expertise.  In¬ 
stead,  it’s  the  art  and  skill  of  creative  problem¬ 
solving  at  its  most  fundamental  level:  communi¬ 
cating  with  people  who  place  business  issues 
above  those  of  technology.  It’s  a  skill  that  all  peo¬ 
ple  in  IS,  no  matter  their  rank,  need  to  hone. 

Because  when  push  comes  to  shove  —  which  it 
always  does  —  it’s  not  how  well  you  program  or 
analyze  a  database  or  configure  an  architecture 
that  earns  you  respect  within  a  company.  It’s  how 
well  you  understand  your  company’s  business 
problems  and  how  well  you  convey  that  under¬ 


standing  to  those  above  and  below  you  on  the  cor¬ 
porate  rungs. 

No,  it  doesn’t  seem  fair.  But  history  has  shown 
that  people  mistrust  and  fear  what  they  don’t  un¬ 
derstand.  That’s  as  true  in  business  as  it  is  in  soci¬ 
ety.  To  gain  that  trust,  and  managers’  respect,  peo¬ 
ple  in  IS  must  learn  to  love  their  work  for  a 
different  set  of  reasons. 

“I  eat,  drink  and  sleep  this  stuff  because  I  love  it 
so  much,”  Spicer  says.  “And  there  are  people  who 
work  for  me  who  love  it  with  the  same  passion. 
But  it’s  not  that  we’re  geeks  and  not  that  I  haven’t 
been  a  geek.  It’s  just  that  I  can’t  think  of  another 
career  where  you  can  mix  business  and  creativity 
to  deliver  products  the  way  IS  can  today.” 

You  want  more  respect?  Take  a  hint  from  Spicer 
and  Boxer,  who  both  say  the  key  to  earning  respect 
is  becoming  an  integral  player  in  a  company’s 
business.  Accent,  please,  on  “player.”  No  matter 
what  your  position  in  IS,  get  to  know  your  busi¬ 
ness  colleagues,  their  workday  frustrations  and 
what  role  you  can  play  in  making  the  business 
score  big.  The  ball’s  in  your  court.  Now  run  out 
and  play.  □ 


Gamer  is  a  freelance  writer  in  San  Carlos,  Calif. 


SHOW  THEM  THE  MONEY,  OFTEN 


Top  features,  if  increased,  that  would  most  improve  your 
job  satisfaction 


Salary 

increase 

Performance 

bonuses 


Use  of  new 
technologies 

Opportunities  to 
contribute  to 
business  goal 

Opportunities 
for  advance¬ 
ment 


Senior  IS 
executive 

IS  middle 
manager 

is 

|  professional 

54% 

59% 

58% 

41% 

44% 

44% 

33% 

35% 

50% 

37% 

43% 

32% 

32% 

35% 

40% 

STRUGGLING  FOR  SOMETHING  TO  SAY 


Which  management  skills  are  most  often  lacking  in  your 
supervisors? 


Communication 

People 

Technical  know¬ 

skills 

skills 

ledge/expertise 

18% 

7% 

7% 

Base:  503  respondents  were  surveyed  tor  all  charts 


IT  CAREERS  INDEX 


I  Hiring  competition  for  IS 
professionals  will  remain  strong  in 
the  months  ahead,  according  to 
Computerworld' s  new  monthly  hiring 
forecast  survey.  More  than  20%  of 
IS  managers  say  they  will  increase 
their  full-time  staffs  and  add 
temporary  staff  and  contractors  in 
the  next  guarter. 

Base:  985  IS  managers 
NA=not  available 


Within  3  months  I  Within  12  months 


Permanent 

Temporary 

Permanent 

Temporary 

Percentage  change  in  IS  staff 

2.97% 

12.83% 

2.43% 

NA 

Percentage  of  managers  increasing  staff 

20.6% 

8.3% 

21.51% 

6.96% 

Percentage  of  managers  decreasing  staff 

NA 

NA 

3.59% 

5.22% 

Percentage  of  managers  maintaining  staff  levels 

NA 

NA 

74.90% 

87.82% 

Current  staff  mix 

Permanent  94.2% 

Temporary  5.8% 
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Programmer/Analyst:  Analyze, 
design,  develop  &  test  software 
for  scientific  &  engineering  appli¬ 
cations  in  a  client/server  environ¬ 
ment.  Applications  will  be  devel¬ 
oped  on  OS/2  &  AIX  operating 
systems  as  well  as  DB2/2 
Database  using  C,  Presentation 
Manager,  X  Motif,  Visualizer  & 
SQL.  Consult  with  company 
clients  &  analyze  application 
requirements  for  systems 
automation  &  to  implement  the 
systems.  Some  projects  per¬ 
formed  at  client  sites  in  various 
geographic  locations.  Must  have 
a  Bachelor  of  Science  degree  in 
Engineering  or  Computer 
Science.  Must  have  at  least  two 
years  of  experience  in  the  job 
offered.  40hrs/wk,  9:00am  - 
5:00pm.  $58,000/yr.  Overtime 
exempt.  Must  submit  resume. 
Must  have  proof  of  legal  authori¬ 
ty  to  work  permanently  in  the 
U.S.  Send  resumes  to  ILLINOIS 
DEPARTMENT  OF  EMPLOY¬ 
MENT  SECURITY,  401  South 
State  Street  -  3  South  Chicago,  IL 
60605,  Attn:  SHELLA  LINDSEY, 
Ref#  V-IL-16484-L.  NO  CALLS. 
AN  EMPLOYER  PAID  AD  - 
SEND  2  COPIES  OF  BOTH 
RESUME  &  COVER  LETTER 


PROGRAMMER/ANALYST:  (2 
positions)  40  hrs/wk.  8  a.m.  -  5 
pm.,  $36,079.00/yr.  Prepare 
software  application  program 
specifications,  develop  and  test 
programs  and  assist  in  technical 
documentation  utilizing  VAX, 
MS-WINDOWS,  and  MS-ACC- 
ESS.  Reqr.  bachelor’s  degree  in 
Computer  or  Electrical  or 
Mechanical  Engineering.  Reqr. 
6  mos.  expr.  in  job  offered  or  6 
mos.  expr.  in  Systems  Analysis 
&/or  S/W  Engineering  &/or 
Programming  &/or  Consulting 
(on  campus  experience  accept¬ 
able).  Reqr.  experience  with 
VAX,  MS-WINDOWS,  and  MS- 
ACCESS.  Employer  is  a  s/w 
development/consulting  firm. 
Relocation  to  client  sites  throu¬ 
ghout  the  U.S.  for  periods  of  6 
mos.  to  2  yrs.  required.  “Empl¬ 
oyer  paid  ad.”  E.O.E.  Send 
resumes  to:  7310  Woodward 
Ave.,  Rm.  415,  Detroit,  Ml 
48202.  Ref  No:  1766-96 


SOFTWARE  ENGINEER 

Duties:  Design,  develop  and  test 
computer  programs  for  business 
applications;  analyze  software 
requirements  to  determine  feasi¬ 
bility  of  design;  direct  software 
system  testing  procedures  using 
expertise  in  Progress  8.0,  Pro¬ 
gress  4GL,  C,  Oracle  and  Forms 
3.0.  Requirements:  Bachelor’s 
Degree  or  equivalent  in  Engi¬ 
neering,  Computer  Science  or 
related  field,  2  years  experience 
as  Software  Engineer  or  Comput¬ 
er  Programmer,  knowledge  of 
Progress  8.0,  Progress  4GL,  C, 
Oracle  and  Forms  3.0.  Salary: 
$48, 000/year.  Working  Condi¬ 
tions:  8  am  to  5  pm,  40  hours/ 
week.  Apply:  PA  Job  Center, 
2103  Ninth  Avenue,  Beaver  Falls, 
PA  15010.  No.  7023303. 


Consultant.  Data  collection  & 
analysis  as  well  as  design,  devel¬ 
opment,  testing  &  implementation 
of  complex  software  applications 
for  drug  research  using  client/serv¬ 
er  technology.  Development  of  user 
interface  to  human  genes  data¬ 
base.  Configuration  management. 
Tools:  UNIX;  make;  awk;  sed; 
Oracle;  SQL’Forms;  SQL'Plus; 
SQL'Reportwriter;  Pro'C.  M.S.  in 
Computer  or  Systems  Science, 
Electrical  Engr.,  or  Math  as  well  as 
1  yr  in  job  offered  or  as  Progra¬ 
mmer  Analyst  or  Systems  Analyst 
required.  Previous  experience 
must  include:  configuration  man¬ 
agement;  Unix;  make;  awk;  sed, 
Oracle;  SQL'Forms;  SQL'Plus; 
SQL'Reportwriter;  Pro'C.  40 
hrs/wk,  8am-5pm.  $55,000/yr. 
Interested  applicants  should  apply 
to  the  nearest  Job  Service  Office 
or  submit  a  resume,  including  your 
social  security  number,  Job  Order 
#NC5761297  &  DOT  code  030. 
062-010,  to  Job  Service,  742-F 
East  Chatham  Street,  Cary,  NC 
27511. 


Software  engineer  with  2  (two) 
years  of  experience  as  a  s/w 
engineer  or  computer  profes¬ 
sional,  who  will  develop  s/w 
systems,  applying  computer 
science,  engineering,  and 
mathematical  analysis,  with  2 
years  of  experience  using 
ORACLE  RDBMS,  COBOL, 
TCP/IP,  Client  server  architec¬ 
ture  and  at  least  one  year 
experience  with  DB2  and 
Embedded  SQL.  Analyzes  s/w 
reqs.  and  performs  testing  and 
user  training  after  develop¬ 
ment.  Extensive  travel  and  fre¬ 
quent  relocation.  Master’s 
degree  in  engineering,  statis¬ 
tics,  mathematics  or  computer 
science.  $60,000/yr.  40 

hours/wk.,  9:00  -  5:00,  Send 
resumes,  listing  job  order  num¬ 
ber  9069436,  to  Mr.  James 
McCoy,  Manager,  Office  of 
Employment  Security,  6206 
Broad  Street,  Pittsburgh,  PA 
15206. 
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Recruit  '97. 
Technically  speaking, 
it's  the  best  career  move 
you  can  make. 


recr  uO©97 

THE  HIGH  TECHNOLOGY  CAREER  EXPO 

at  Jacob  K.  Javits  Convention  Center  •  New  York  City 
Tuesday,  June  17  &  Wednesday,  June  18  •  10  am  -  5  p.m. 
Thudsday,  June  19  •  10  am.  -  4  pm. 


Excellent  full-time  & 
consulting  opportunities 
available  with 
the  nation's  leading 
technology  and  other 
high-profile  companies. 


c 


EXPO 


RECRUIT  '97  CURRENT  AND 
PAST  EXHIBITORS  INCLUDE: 


Recruit  '97 
held  in 
conjunction 
with  PC  EXPO 


•MINIMUM  two  years  of  industry  experience 

•  Free  admission  with  resume 

•  To  pre-register  for  the  show,  visit  our  Web  site  at 
http:// www.  recruit97.  com 

•  To  be  listed  on  the  Recruit  '97  National  Job 
Databank,  mail  or  e-mail  your  resume  to: 

Mail:  Recruit  '97 

c/o  Miller  Freeman,  1 1th  floor 
One  Penn  Plaza 
New  York,  NY  10119 

E-Mail:  resume@recruit97.com 


OFFICIAL  SPONSORS: 


CAREERMagazine 

COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 


ReseUerNews 


THE  WALL  STREET JOURNAL 


tit  Miller  Freeman 

Recruit  '97  is  produced  and  managed  by  Miller  Freeman,  Inc. 
One  Penn  Plaza,  New  York,  NY  10119 
800-829-3976  •  212-714-1300  •  Fox.  212-643-4801 
Photographs  token  of  you  a!  the  show  may  be  used  (or  promotional 
purposes.  Your  badge  is  non-Ira nsferable  and  will  be  confiscated 
and  terminated  upon  any  attempt  to  Iransfer  or  sell  if.  You  must  be 
1 8  years  of  age  or  older  to  attend. 


Adobe 

ADC  Telecommunications 

Aerotek 

AIG 

AIITel 

Arthur  Anderson 
AT&T 

Avon  Products 
B&M  Associates 
Bluestone 

Booz-Allen  &  Hamilton 
Burlington  Northern 
Candle  Corporation 
Cheyenne  Software 
Chubb  Computer  Services 
Cisco 

Compaq  Computer  Corp. 
CompUSA 

Computer  Associates 
Computer  Systems  Develop. 
Comsys 

Coopers  &  Lybrand  LLP 
CSSI 

CTG  (Computer  Task  Group) 
DotaSys 

Depository  Trust  Co. 

Dialogic  Corporation 
Disney  On  Line 
Dun  &  Bradstreet 
EDS 

Entex  information  Services 
Ernst  &  Young 
Excel  Communications 
Gartner  Group 
GTE 


IBM 

IKON  Office 
Inacom 

Information  Builders 
Ingersoll  Rand 
Instinet 

Intel  Corporation 
Judge  Technical 
Lockeed  Martin 
Lucent  Technologies 
MCI  Systems  House 
Merrin  Financial 
MicroAge 

Microsoft  Corporation 
Oracle 

Perot  Systems 
Price  Waterhouse 
PrimeCo. 

Prudential 

SHL-An  MCI  Company 
Smith  Barney 
Software  Quality  Partners 
Software  Solutions 
Software  Spectrum 
Source  Services  Corp. 
Sprint 

Sybase,  Inc. 

Tangent  International 
Technology  Edge 
Unisys  Corporation 
Vanguard  Group 
VarTec  Telecom 
Volt  Services  Group 
...and  more 


FOR  EXHIBITOR  INFORMATION,  CALL  800-829-3976,  EXT.  2940. 
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Learn  the  Latest  in 
ORACLE  Technology 


Ready  to  make  the  leap  from  the  older  versions  of  ORACLE 
or  Powerbuilder  technology  to  the  LATEST?  We  are  Design 
Data  Systems,  one  of  the  fastest-growing  developers  of 
business  applications  using  the  latest  ORACLE  technologies. 
Learn  Developer  2000  (Forms  4.5  &  Reports  2.5).  Designer 
2000,  and  more!  Be  a  part  of  one  of  the  more  dynamic 
ORACLE  technology  teams  in  Florida  and  the  Southeast! 


Career  Opportunities  for  Recent  Graduates 
(We  will  train  you!): 

•  Sales:  Product  Specialists 
&  Jr.  Account  Executives 

•  Client/Services:  User  Support  Specialists 
&  Technical  Support  Specialists 

•  Product  Development:  Jr.  Programmers 
&  Quality  Control  Specialists 

Career  Opportunities  for  Experienced 
Individuals  in  the  Following  Areas: 

•  Sales  Consulting  Manager 

•  Account  Executive  -  Boston  Area 

•  Project  Leaders/Project  Managers 

•  Sr.  Applications  Programmers 

•  Oracle  DBA 


Excellent  competitive  salaiy,  bonuses,  medical/dental  cover¬ 
age.  401(k),  and  more.  Fax  resume  c/o  Human  Resources, 
813.539.8402. 

E-mail  at  humanresources@designdatasys.com  or  mail  to: 


Design  Data  Systems  Corp. 

11701  S.  Belcher  Rd.,  Suite  105 
Largo  FL  33773 
800.655.6598 
FAX  813.539.8042 


SYSTEMS 


Florida's  ORACLE  Software  Development  Company 


HIGH  TECH 
CAREER  FAIR 

Monday,  June  2  •  Tuesday,  June  3 

35  Companies  Attending 


1 2000  Government  Center  Pkwy 
Fairfax,  Virginia 


Produced  by  FaxPair  Corporation 
Sponsored  by  "Women  in  Technology.  ; 
WARW  94.7  FM  &  The  Washington  Times 


1  Computer 

SENIOR  PROGRAMMER  ANALYST 

Ullico  Inc.,  an  Insurance  &  Financial  Services  Corporation 
has  a  super  opportunity  for  a  Senior  Programmer  Analyst, 
working,  primarily,  in  a  client/server  environment. 

We  are  seeking  a  technically  advanced  individual  with  five 
to  seven  years  expenence  in  applications;  knowledge  of  system 
design  concepts,  application  programming,  maintenance 
and  established  standards;  expenence  with  PowerBuilder  Sr 
Client  Server  development  required  Knowledge  of  COBOL 
and/or  IDEAL  also  preferred.  Knowledge  of  NT  preferred 
The  incumbent  will  handle  a  mynad  of  tasks  from  developing 
Sr  coding  applications  as  well  as  maintaining  them  Will 
also  provide  technical  and  analytical  guidance  to  team 
members  and  end-users. 

We  offer  an  outstanding  benefits  package  to  include  health, 
dental  Sr  vision  coverage.  401(k),  tuition  assistance.  II  this 
sounds  like  a  great  opportunity,  we  want  to  hear  from  you1 
Please  forward  your  resume  and  cover  letter  including 
salary  requirements  to 

ULLICO  Inc. 

Attn  HRD/SRJB/CW  111  Massachusetts  Ave.,  NW 
Washington,  D  C.  20001,  or  FAX:  (202)  962-8856 
EOE,  M/F/DA' 


Find  Out  Why  Computerworld  Rated  CA 
As  One  Of  The  Best  Places  To  Work  In 
The  Entire  Computer  Industry. 

Why  CA?  Just  ask  any  of  our  9,000  employees  in  more  than  40  countries  and  they’ll  tell  you  why.  We’re  the  world’s  leading 
independent  business  software  company,  offering  more  than  500  software  products  from  systems  management  to  database  and 
applications  development  to  all  kinds  of  business  applications  like  manufacturing  and  financials.  We  make  more  kinds  of  soft¬ 
ware  for  more  kinds  of  computers  than  any  other  company  in  the  world.  Immediate  opportunities  exist  at  our  Pittsburgh,  PA 
office  and  other  U.S.  locations. 

Technical  Consultants  (Professional  Services) 

These  positions  will  get  you  involved  with  state-of-the-art  technology.  Successful  candidates  will  plan,  install,  implement  and 
manage  Unicenter/Unicenter  TNG  at  multiple  client  sites.  Strong  UNIX,  Windows  NT  and  Novell  experience,  and  exposure  to  using 
and  implementing  system  and  network  tools  are  required.  Knowledge  of  systems  management  disciplines  such  as  security,  dis¬ 
aster  recovery,  help  desk  operations  and  software  distributions  is  a  plus.  Strong  project  management  and  communications  skills 
along  with  the  ability  to  work  with  multiple  operating  systems  is  a  must.  Previous  experience  with  Unicenter  or  Unicenter  TNG 
preferred.  Travel  required. 

Field  Technical  Specialists 

These  exciting  and  dynamic  positions  promote  leading  edge  technology  throughout  the  sales  cycle.  As  a  Field  Technical  special¬ 
ist,  you  work  closely  with  our  clients  to  determine  their  IT  needs  and  strategies.  Additional  responsibilities  include  implementa¬ 
tion  and  configuration  of  our  software  at  client  sites.  Successful  candidates  possess  a  minimum  of  3  years’  experience  with 
UNIX,  Windows  NT,  or  Novell  environments,  and  are  able  to  present  our  technology  to  a  variety  of  audiences.  CA  product  knowl¬ 
edge  a  plus.  Travel  required. 

System  Engineers 

Work  with  our  clients  to  promote,  implement  and  customize  our  enterprise  management  and  database  software  solutions.  The 
successful  candidates  will  have  a  proven  track  record  of  at  least  3  years’  experience  in  Systems  Integration  using  Windows  NT, 
UNIX  and/or  Novell.  Experience  with  Unicenter  and  Openlngres  or  similar  products  is  a  plus.  Candidates  may  also  have  experi¬ 
ence  in  implementation  of  CA-Endevor  or  a  similar  product  in  an  MVS  environment,  database  development  using  Openlngres,  CA- 
Ingres  or  a  similar  product,  or  Object  Oriented  Database  development. 

Customer  (Technical)  Support  Representative 

Candidate  will  provide  technical  product  support  to  customers/clients  over  the  telephone.  Must  be  able  to  work  with  customers 
to  assist  with  installation,  describe  usage,  and  resolve  problems  as  they  pertain  to  CA  products.  Ideal  candidate  will  possess  2-5 
years  experience  with  MVS  systems  in  systems  programming,  help  desk,  or  operations.  Experience  with  VTAM  sessions  man¬ 
agers  preferred.  BA  or  BS  degree  in  Computer  Science  or  Mathematics  preferred.  IBM  Assembler  Language  and  JCL  knowledge 
desirable. 

Product  (Technical)  Support  Representative 

Candidate  will  provide  advanced  technical  product  support  to  customers/clients.  Be  able  to  understand  internal  product  logic, 
debug  problems,  and  create  fixes  and  solutions.  Work  to  assist  and  mentor  level  one  and  international  representatives.  Work 
directly  with  customers  over  the  telephone  for  situations  which  are  escalated  or  require  in-depth  expertise.  Ideal  candidate  will 
possess  5-10  years’  experience  with  MVS  in  systems  programming.  Understanding  of  MVS  internals  and  performance  manage¬ 
ment.  Must  have  heavy  IBM  Assembler  language  and  MVS  debugging  skills.  BA  or  BS  degree  in  Computer  Science  or 
Mathematics  preferred. 

Product  (Technical)  Support  Representative 

Candidates  will  provide  advanced  technical  product  for  the  Session  Manager  Family  of  products  (CA-TPX,  CA-Teleview,  CA- 
VMAN).  Must  be  able  to  understand  internal  product  logic,  debug  problems,  and  create  fixes  and  solutions.  Work  to  assist  and 
mentor  level  one  and  international  representatives.  Work  directly  with  customers  over  the  telephone  for  situations  which  are 
escalated  or  require  in-depth  expertise.  Ideal  candidate  will  process  5-10  years’  experience  with  MVS  in  systems  programming. 
Experience  with  VTAM  internals  and  applications  desired.  VTAM  trace  reading,  heavy  IBM  Assembler  language,  MVS  problem 
analysis,  dump  reading,  and  debugging  skills  preferred.  BA  or  BS  degree  in  Computer  Science  or  Mathematics  preferred. 

We  otter  extremely  generous  compensation  packages  with  a  long  list  of  benefits  that  nobody  else  can  match,  including  401  (k) 
and  profit  sharing  plans,  company-paid  health  and  dental  coverage,  corporate  fitness  centers  in  many  locations,  as  well  as 
tremendous  opportunities  for  growth.  For  immediate,  confidential  consideration,  please  call  or  send  your  resume  to: 


Human  Resource  Department-  CW519 
Computer  Associates  International,  Inc. 

2000  Park  Lane,  Pittsburgh,  PA  15275 
Tel:  412-494-1371  •  Fax:412-494-1030 
E-mail:  resumes-usa-r3@cai.com 
Or  visit  our  Web  Site  at:  http://www.cai.com 


( COMPUTER « 

Dissociates 

Software  superior  by  design. 


All  product  names  referenced  herein  are  the  trademarks  or  registered  trademarks  of  their  respective  companies. 
Computer  Associates  International,  Inc.  is  an  Equal  Opportunity  Employer  M/F/D/V. 
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IT  CAREERS  EAST 


Opportunities  in  Information  Technology 


Sonat  Inc.  has  immediate  career  opportunities  in  our  Birmingham,  Ala., 
and  Houston  offices  in  the  following  areas: 

Programmer  Analysts 

Application  development  and  support  in  client  server  environment,  new  system  releases, 
updates  and  implementation.  Experience  in  following  areas:  PeopleSoft  HR  and  Financials, 
People  Tools,  SQR  and  SQL,  Oracle  and  UNIX. 

Client/Server  Developers 

Design,  develop,  test  and  implement  client/server  systems  using  Powerbuilder  and  relational 
databases:  design  and  maintain  Lotus  Notes  and  web-based  applications  running  on  Domino 
server. 

PowerBuilder  Developers 

Provide  technical  expertise/support  to  application  development  and  tuning.  Must  have  work¬ 
ing  knowledge  of  the  following  client/server  technologies:  Software  Development  Life  Cycle 
methodology,  PowerBuilder  5,  UNIX,  Windows  NT,  Windows  95,  C/C++,  Oracle  and  related 
tools,  CASE  tools,  Microsoft  Access,  Data  Warehousing,  Internet  and  Network  protocols. 

Database  Administrator 

Provide  technical  expertise/support  to  database  administration  and  developers  for  tuning. 
Must  have  working  knowledge  of  the  following  client/ server  technologies:  UNIX,  Windows 
NT.  Windows  95,  C/C++,  RDBMS  and  related  tools,  Data  Warehousing  and  network  protocols. 

Imaging  Project  Leader 

Minimum  of  five  years  experience  in  IT  systems  development  or  implementation;  experience 
with  imaging  systems  and  technologies;  client/server  or  distributed  systems  environment; 
ability  to  work  independently. 

Many  positions  require  some  travel  as  well  as  BS/MS  degrees 
or  relevant  technical  equivalency. 

We  offer  an  excellent  benefits  package,  including  low-cost  medical,  dental  and  insurance 
options,  retirement  and  savings  plans,  relocation  and  educational  assistance. 

Sonat  Inc.  is  an  integrated  oil  and  natural  gas  company  engaged  in  exploration,  development 
and  production  of  oil  and  natural  gas,  interstate  transmission  of  natural  gas,  and  natural  gas 
and  electric  power  marketing. 

Opportunities  are  available  at  the  following  Sonat  subsidiary  companies:  Sonat  Exploration 
Company,  Southern  Natural  Gas  Company  or  Sonat  Energy  Services  Company. 

Please  forward  your  resume  to:  Kristie  Russell,  Sonat  Energy  Services,  R  0.  Box  2563, 
Birmingham,  AL  35202  or  Fax:  (205)  325-7558  or  e-mail:  kristie_russell@sonat.com. 

S#NAT 

Visit  our  web  site  at:  http://www.sonat.com 

EKO/AAP/M/F/D/V 


DATABASE  DESIGN  ANALYST  to 


IT  Application  Integrator  (6 
positions  available).  Respon¬ 
sible  for  analysis,  design,  devel¬ 
opment  and  implementation  of 
SAP  R/3  software  systems  uti¬ 
lizing  Sales  and  Distribution, 
Materials  Management,  Ware¬ 
house  Management,  and  Fi¬ 
nance  applications  modules. 
Prepare  detailed  description  of 
user  needs,  program  functions 
and  steps  required  to  develop 
new  programs  or  upgrade  sys¬ 
tems.  Configure  tables  to  ensure 
proper  transactional  functionali¬ 
ty  and  integration  with  other 
modules.  Create  and  document 
conceptual  and  detailed  pro¬ 
gram  design  specifications. 
Prepare  flow  charts,  project 
development  reports,  program 
specifications,  test  suitabilrty  of 
processing  programs  and  modi¬ 
fication  modules.  Requirements: 
Bachelor's  degree  or  foreign 
degree  equivalent  In  computer 
science,  engineering,  math  or 
technology  plus  two  years  of 
experience  in  job  offered  or  as 
Systems  Engineer,  Systems 
Analyst,  Systems  Programmer 
or  related  job.  The  stated  expe¬ 
rience  must  include  SAP  experi¬ 
ence  iri  either  R/3  or  R/2  sys¬ 
tems  and  the  functional  imple¬ 
mentation  and  configuration  of 
applications  modules  including: 
Materials  Management,  Sales  & 
Distribution,  Warehouse  Man¬ 
agement,  and  Finance;  ABAP/4; 
and  SAPScript.  Must  be  willing 
to  relocate  to  work-sites  nation" 
ally.  (Employer  will  reimburse  for 
relocation  costs.)  $70,000  per 
year.  40  hours  per  week,  M  ■  F. 
8:00  a.m.  to  5:00  p.m.  All 
resumes  must  include  the  appli¬ 
cant's  Social  Security  number 
Job  Order  NC3161303  DOT 
Code  030.062-010 


Software  Design  Engineer  to 
research,  design,  develop  and 
test  call  waiting  service  software 
application  package  for  different 
agents  on  a  digital  communica¬ 
tion  switch,  using  a  software 
design  methodology  used  in  the 
industry  for  developing  large 
object-oriented  software  pro¬ 
jects.  Perform  requirements 
modeling  of  the  service  following 
two  standards  of  design  required 
by  BellCore  and  CEPT;  perform 
domain  analysis  of  the  service; 
prototype  the  objects  identified 
in  the  analysis  phase  to  predict 
and  measure  the  outcome  and 
consequences  of  design;  test 
operation  and  performance  re¬ 
quirements  of  the  service  and 
perform  debugging  and  revisions 
as  needed;  40  hrs  wk_,  8:30  a.m. 
to  5:30  p.m..  Salary  $43,000/ 
year.  Minimum  Requirements: 
Master's  degree  in  Computer 
Science  with  one  year  experi¬ 
ence  in  the  job  offered  or  one 
year  experience  in  software 
engineering.  Experience  to 
include  object-oriented  software 
design  using  Rumbaugh  metho¬ 
dology  of  OO  software  develop¬ 
ment;  call  processing,  CEPT  and 
BellCore  standards,  object-ori¬ 
ented  databases  and  program¬ 
ming  languages;  all  resumes 
must  include  applicant’s  Social 
Security  number  Apply  to  near¬ 
est  Job  Service  office  or  submit 
a  resume  to:  Job  Service,  1104 
Briggs  Avenue,  Durham,  North 
Carolina,  27703,  Job  Order 
number  NC3063341  and  DOT 
code  030  062-010. 


analyze,  design,  develop,  test,  imple¬ 
ment  and  maintain  application  data¬ 
bases  in  Informix  and  Oracle;  Study, 
design  and  create  data  models  and 
provide  solutions  to  fine-tune  and 
improve  database  performance; 
Utilize  Visual  Basic,  C++.  Cobol.  Shell 
scripts  and  Java  under  Unix, 
Windows  and  Windows  NT  in  a 
client/server  environment;  Provide 
solutions  in  the  area  of  development 
and  migration  over  cross-platforms 
and  cross-languages  balancing  I  PCs 
using  RPCs  and  ODBC.  Require:  B.S. 
degree  in  Computer  Science/ 
Mathematics/Statistics,  or  a  closely 
related  field  with  five  years  of  pro¬ 
gressively  responsible  experience  in 
the  job  offered  or  in  the  related 
occupation  of  Consultant.  40°/o  trav¬ 
el  to  client  sites  within  the  U.S. 
Salary;  $67,000/year;  M-F,  8  a.m.  to 
5  p.m.  Forward  resume  to:  Amar 
Lama.  Cook  Systems  International, 
Inc.,  1770  Kirby  Parkway,  Suite  206, 
Memphis  TN  38138,  Attn:  Dept.  RG. 


Systems  Analyst.  Duties: 
Develop  class  libraries  and 
relational  databases  for  distrib¬ 
ution  and  logistics  system 
using  expertise  in  object  orient¬ 
ed  design  with  PowerBuilder 
Sybase,  Visual  Basic  and  SQL 
Forms  applications.  Respons¬ 
ible  for  systems  analysis,  data 
modeling  and  data  design 
resulting  in  the  implementation 
of  object  oriented  class 
libraries.  Utilize  knowledge  of 
relational  databases  and  inte¬ 
gration  of  new  software  applica¬ 
tions  to  create  and  enhance 
Client/Server  environment.  Re¬ 
quires:  MIS  degree  with  course- 
work  in  PowerBuilder  and 
Visual  Basic.  EOE.  40  hrs/wk; 
8:00  AM  to  5:00  PM.  Salary: 
$50,000/yr.  Send  resume  (no 
calls)  Rick  Baker,  Computer 
Task  Group,  Inc.  5295  Brook 
Hollow  Parkway,  Suite  120, 
Norcross,  GA  30071. 


Recruit  '97.  _ 
Technically  speaking, 
it's  the  best  career  move 
you  can  make. 
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THE  HIGH  TECHNOLOGY  CAREER  EXPO 

at  the  Inforum  •  250  Williams  Street  •  Atlanta 
Tuesday,  June  3  8,  Wednesday  June  4  •  I  p.m.  -  7  p.m. 


Excellent  full-time  & 
consulting  opportunities 
available  with 
the  nation's  leading 
technology  and  other 
high-profile  companies. 


ONE 

BLOCK 

FROM 

COMDEX/ 

SPRING 


RECRUIT  '97  CURRENT  AND 
PAST  EXHIBITORS  INCLUDE: 


• MINIMUM  two  years  of  industry  experience 

•  Free  admission  with  resume 

•  To  pre-register  for  the  show,  visit  our  Web  site  at 
http:// www.  lendman.  com 

•  To  be  listed  on  the  Recruit  '97  National  Job 
Databank,  mail  your  resume  to: 

Mail:  The  Lendman  Croup 

Attn:  Candidate  Debelopment  (ATTCW) 
141  Business  Park  Drive 
Virginia  Beach,  VA  23462 


OFFICIAL  SPONSORS 


CAREERMagazine 

COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 


Co-produced  by: 

THE 
LENDMAN 
GROUP 


h 


lit  Miller  Freeman 

Recruil  '97  is  produced  and  managed  by  Miller  Freeman,  Inc. 

One  Penn  Plaza,  New  York,  NY  101 19 
800-829-3976  •  212-714-1300  •fax;  212-643-4801 
Photographs  taken  of  you  al  the  show  may  be  used  for  promofional  purposes. 
Your  badge  is  non-transferable  and  will  be  confiscated  and  terminated  upon  any 
attempt  lo  transfer  or  sell  it.  You  must  be  1 8  years  of  age  or  older  to  attend. 


Adobe 

ADC  Telecommunications 

Aerotek 

AIG 

AilTel 

Arthur  Anderson 
AT&T 

Avon  Products 
B&M  Associates 
Bluestone 

Booz-Allen  &  Hamilton 
Burlington  Northern 
Condle  Corporation 
Cheyenne  Software 
Chubb  Computer  Services 
Cisco 

Compaq  Computer  Corp. 
CompUSA 

Computer  Associates 
Computer  Systems  Develop. 
Comsys 

Coopers  &  Lybrand  LLP 
CSSI 

CTG  (Computer  Task  Group) 
DotaSys 

Depository  Trust  Co. 

Dialogic  Corporation 
Disney  On  Line 
Dun  &  Bradstieet 
EDS 

Entex  Information  Services 
Ernst  &  Young 
Excel  Communications 
Gartner  Group 
GTE 


IKON  Office 
Inacom 

Information  Builders 
Ingersoll  Rand 
Instinet 

Infel  Corporation 
Judge  Technical 
Lockeed  Martin 
Lucent  Technologies 
MCI  Systems  House 
Merrin  Financial 
MicroAge 

Microsoft  Corporation 
Oracle 

Perot  Systems 
Price  Waterhouse 
PrimeCo. 

Prudential 

SHL-An  MCI  Company 
Smith  Barney 
Software  Quality  Partners 
Software  Solutions 
Software  Spectrum 
Source  Services  Corp. 
Sprint 

Sybase,  Inc. 

Tangent  International 
Technology  Edge 
Unisys  Corporation 
Vanguard  Group 
VorTec  Telecom 
Volt  Services  Group 
...and  more 


FOR  EXHIBITOR  INFORMATION,  CALL  800-562-2820. 


C  o  m  p  u  t  e  r  w  o  r  I  d  May  26,  1997  careers.computerworld.com 


IT  CAREERS  EAST 


Get  Stuck  on  Technology,  not  in  Traffic 


Portsmouth,  NH 


Beverly/Danvers,  MA 


At  Liberty  Mutual  l/S  we  provide  our  people  with  the  cutting-edge  training  they  need  to  solve  the  challenges  of  tomorrcnv... today.  On  the 
average,  each  employee  experiences  two  weeks  of  each  year  dedicated  solely  to  training  on  the  latest  and  hottest  new  technologies.  Get  stuck 


on  technology  not  in  traffic.  Choose  from  our  conveniently  located  corporate  data  center  in  the  beautiful  seacoast  town  of  Portsmouth,  NH 
or  our  easily  accessible  development  center  located  just  off  Route  128  m  the  Beverly  /Danvers  area.  Either  way,  Liberty  I/S  offers  you  the 
opportunity  to  design  and  develop  leading-edge  business,  applications  in  an  object-oriented,  client /server  environment.  So  get  yourself  to 
Liberty  Mutual  l/S  and  increase  your  overall  skills  by  working  beside  the  most  technologically  advanced  individuals  in  the  industry. 

Project  Managers/Project  Leaders 

Coordinate  the  analysis,  design,  budget,  technical  resources  and  accuracy  of  I/T  projects.  Lead  multiple  projects  involving 
data  warehousing  in  an  OO  client/server  environment  (Sybase/DB2  preferred).  Experience  with  Wintel  desktop,  mid-range, 
and/or  mainframe  systems  preferred. 

OO  Client/Server  Developers 

Design,  develop,  test  and  implement  OO  client/server  systems.  Experience  with  object  oriented  tools  &  methodologies 
(distributed  objects  and  3  tiered  architectures)  Visual  C++,  VB,  MFC,  CORBA,  MQ,  C++/UNIX,  Booch/Rumbaugh, 
Jacobson,  OMT,  RogueWave,  Snif+,  Win95/NT,  RS6000-AIX,  HP-UX. 

Database  &  Technical/Programmer  Analysts 

Data  modeling,  application  development  and  support  in  an  OO  client/server;  mainframe  environment.  Experience  in  one  or  more 
of  the  following  areas:  Win  95/ NT,  4D,  UNIX/ Sybase,  Cobol,  or  MVS/IMS/DB2.  Data  modeling  tool  experience  preferred. 


Software  Test  Leaders/ Analysts 


Assist  in  the  development,  implementation,  and  management  of  test  plan  activities  for  a  release.  Define  test  cases/ 
scripts,  recommend  test  tools,  execute  test  analysis/debug  and  optimize  performance.  Experience  with  Purify,  Pure 
Coverage  or  QA  Partner  preferred. 

Business  &  Data  Analysts/Architects 

Structure  and  model  shared  data  requirements  and  designs.  Experience  with  data  modeling,  data  flow  and  object  modeling 
tools  (Silvermn  or  Rational  Rose  preferred). 

IMS  Systems  Programmer/Technical  Consultant 

Strong  technical  knowledge  in  IMS  Systems  tuning  and  recovery  procedures.  Experience  with:  VSAM,  DB2,  and  IMS  FP 
required.  VTAM,  APPC  and  RACE  experience  helpful.  Will  train  on  MQ,  Sysplex,  SysAuto. 

Software  Usability  Test  Analyst 

Establish  a  new  usability  test  lab,  develop  and  implement  standard  testing  methods  and 
processes,  and  coordinate  testing  schedules.  BS/BA  in  cognitive  psychology  or  human 
factors,  with  3+  years'  user  interface  design  or  usability  testing  experience  in  the  software 
development  industry. 

If  you're  ready  to  accept  the  challenges  of  one  of  the  positions  listed  and  change  yc 
lifestyle/ workstyle  for  the  better,  send  your  resume  to:  Bill  Hickmott,  Liberty  Mul 
I/S,  225  Borthwick  Avenue,  Portsmouth,  NH  03801.  Fax:  (603)  431-0709. 

Liberty  Mutual  Group  is  an  equal  opportunity  employer  committed  to  workforce  diversity. 
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Look  us  up  on  our  web  site  at:  www.libertymutual.com  or  email  us  at:  Jobs@Lmig.com 


Maconomy  NE 
Inc.  is  part  of 
the  Maconomy 
Croup  special¬ 
izing  in  general 
accounting,  job 
costing,  project 
accounting  and 
wholesale 
distribution 
management. 


#9730:  TECHNICAL 
SUPPORT  ENGINEER 

This  individual  will  perform  Maconomy  installations 
on  NT  4.0  and  UNIX  servers  with  Mac  or 
Windows  clients:  provide  customer  support  and 
participate  in  troubleshooting  and  work  closely  with 
our  application  engineers  and  sales  consultants. 

Requires  a  BSCS  or  equivalent  and  3+  years 
experience.  Good  communication  skills  (verbal  and 
written).  Good  analytical  and  troubleshooting  skills; 
Experience  with  Windows  3. 1 ,  Windows95, 
Macintosh, Wintel  based  NT  4.0  servers  and  UNIX 
servers. Travel  to  Europe  will  be  required. 

To  apply,  please  reference  the  Job  #  and  mail,  fax  or 
Email  your  resume  to  our  Human  Resource 
Department 

Maconomy  NE  Inc. 

33  Boston  Post  Road  West,  Suite  310 
Marlborough,  MA  0 1 752 
508/460-8337  •  fax  508/303-8075 
http://www.maconomy-usa.com 
jobs@maconomy-usa.com 


SOFTWARE  PROJECT  LEA¬ 
DER:  Lead  project  teams  in  the 
design,  development  and  imple¬ 
mentation  of  large  distributed 
financial,  brokerage  and  banking 
applications  using  client/server 
technology,  object  oriented 
methodology  and  relational  data¬ 
base  modeling.  Will  interact  with 
business  analysts/end  users  and 
be  responsible  for  implementing 
projects  on  schedule.  Requires: 
M  S  in  Computer  Science.  4 
years  experience  in  Software 
Development  of  financial  and 
banking  applications  with  at  least 
1  year  experience  leading  teams 
Demonstrated  ability  to  build 
object  and  class  libraries  and 
complex  user  interfaces  using 
Windows  C++  and  PowerBuilder 
Demonstrated  knowledge  of 
development,  administration  and 
performance  tuning  of  large  dis¬ 
tributed  databases  using  Sybase 
SQL  Server,  Open  Client,  Open 
Server,  APT  Workbench,  and  T- 
SQL  on  UNIX  platforms  Excell¬ 
ent  communication  and  presen¬ 
tation  skills.  40  hrs/per  wk  (9:00 
a  m  to  5:00  p.m  )  $60,000  00/yr 
Send  2  resumes/respond  to 
Case#  70362,  PO  Box  8968, 
Boston,  Ma  02114 


Software  Engineer.  Design  and 
development  in  client/server 
architectures  using  Oracle 
RDBMS  Technology.  Write  code 
using  C,  COBOL,  and  Pro*C,  PU 
SQL,  provide  report  generation 
capabilities  using  SQL*Report. 
Manage  large  accounts  on  UNIX 
systems  in  the  capacity  of  a 
UNIX  system  as  well  as  a  data¬ 
base  administrator.  Demonstr¬ 
ated  ability  in  developing  data¬ 
base  related  applications  on 
Oracle  and  Foxbase.  Demonstr¬ 
ated  ability  on  multiple  UNIX  plat¬ 
forms  in  UNIX  utilities  such  as 
AWK  and  Shell.  Demonstrated 
ability  in  functionally  specifying 
applications  and  mapping  to  a 
relational  database  design,  using 
modeling  techniques.  Demonstr¬ 
ated  ability  in  performing  system 
and  database  administration 
tasks  such  as  creating  and  man¬ 
aging  user  accounts,  capacity 
planning,  performance  tuning, 
backups,  crash  recovery  Must  be 
willing  to  travel  $55,000/yr  40 
hr/wk.  9  a.m  -  5  p.m  Must  have  2 
yrs  exp  and  Bachelor  Degree  in 
Computer  Science,  rel  disci- 
pline/equiv.  Send  2  resumes: 
Case  #61804.  PO.  Box  8968. 
Boston,  MA  02114 


Information  Systems 
Professionals  — — 


Valley  Health  System,  a  regional  health  care  provider  located  in  the 
beautiful  northern  Shenandoah  Valley,  is  seeking  qualified  candi¬ 
dates  to  join  our  Information  Systems  team.  Grow  professionally 
along  with  our  rapidly  expanding  I.S.  Dept.! 

Current  opportunities  include: 

PROCESS  ENGINEER 

B.S.  degree  required,  preferably  in  Industrial  Engineering  or 
Industrial  Management.  One  year  experience  with  a  hospital/health 
care  firm  desired;  however,  related  experience  in  a  non-medical  field 
may  be  substituted  in  some  cases. 

INTERNET/INTRANET  ANALYST 

B.S.  in  Computer  Science  or  related  field  required.  Must  also  have 
diverse  experience  with  corporate  internet  solutions,  enterprise 
intranet  design  and  implementation,  AIX  and  AS/400  environment, 
Microsoft  Exchange,  and  wide  area  network  design.  Programming 
experience  and  MSCE  preferred. 

COMPUTER  INTEGRATED/ 

INTERFACE  SPECIALIST 

Qualifications  include  a  B.S.  in  Computer  Science  or  related  field 
with  2-3  years  experience  with  UNIX  and  a  working  knowledge  of  C, 
C  +  or  C+  +  .  Should  also  have  strong  organizational  and  analytical 
skills  to  complement  knowledge  of  interfaces.  Experience  with  an 
interface  engine  and  health  care  experience  is  desired  but  not 
required. 

SR.  PROGRAMMER  &  PROGRAMMER  ANALYST 

Should  have  B.S.  in  Computer  Science  or  related  field,  plus  previous 
work  experience  with  IBM  AS/400  and  RPG  III.  IBAX  SERIES  4000, 
HBOC  software  exp.,  and  health  care  experience  is  a  plus. 

For  consideration,  please  submit  resume  and  cover  letter  specifying 
the  position  of  interest  to: 


HUMAN  RESOURCES  DEPT. 

VALLEY  HEALTH  SYSTEM 

333  WEST  CORK  ST.,  WINCHESTER,  VA.  22601 
FAX  (540)  665-5320  EOE  M/F/D/V 


Programmer  Analyst,  Malden, 
MA;  Perform  business  analysis, 
review  and  reengineer  busi¬ 
ness  processes,  logical  and 
physical  data  modeling  using 
IE  Advantage.  Design  and 
implement  databases  for 
Sybase  system  10.0  and  MS- 
SQL  Server  6.xxx  Design, 
develop  and  test  ClientServer 
based  applications  using 
PowerBuilder  4.0,  Visual  Basic 
4.0.  C/C++  and  DBLibrary/C 
Req’d.  Bachelors  in  Comp.  Sci, 
or  Engg.  1  yr  6mths.  exp  in  job 
offered.  40  hrs/wk,  9:00am- 
6:00pm.  $50,000/yr  Submit 
two  (2)  copies  of  his/her 
resume  in  response  to:  Case 
#70305,  PO  Box  8968,  Boston, 
MA  02114. 


Software  Consultant  -  Durham, 
NC  -  Design  &  develop  real¬ 
time  embedded  systems  and 
transaction  processing  moni¬ 
tors  for  data  acquisition  and 
monitoring  on  UNIX  based 
hardware  using  object-oriented 
technology  and  C++  language. 
Req  Bach  in  Comp.  Sci., 
Electronics/Electrical  Engr.  or 
Physics  and  2  yrs  exp  inc.  6 
mos  using  DMS200  M-F, 
8AM-5PM.  40  hrs/wk, 
$60,000/yr.  Submit  resume 
including  Social  Security  #  to: 
Job  Service.  1 105  Briggs  Ave., 
Durham,  NC  27703,  JO#: 
NC3063572  &  DOT  code  030- 
062-010. 


WHY 


JUST 


THINK 


Here  at  Office  Depot,  the  way  we  maintain  our  industry  dominance  is 
by  continually  developing  new  systems  and  applications  that  maximize 
our  efficiency  and  operational  expertise.  That’s  why  our  dynamic  MIS 
team  in  Delray  Beach,  Florida,  is  integral  to  the  many  exciting 
growth  plans  we  have  for  the  future.  Consider  joining  us  now  to 
create  the  technology  that  will  define  our  success  in  the  months  and 
years  to  come! 

Delray  Beach  —  the  All-American  city  we  call  home  —  is  a  first-class 
resort  town  on  the  Atlantic  coast,  about  50  miles  north  of  Miami. 
Visitors  and  residents  alike  enjoy  the  location’s  rich  history,  natural 
beauty  and  endless  leisure-time  activities.  From  a  renovated  down¬ 
town  to  diving  reefs,  from  annual  festivals  to  attractive  neighborhoods, 
what  Delray  Beach  offers  is  a  Florida  paradise  deserving  of  a  much 
closer  look.  We  currently  have  the  following  opportunities  available: 


WHEN 


Application  Developers 

•  COBOL,  CICS,  MVS,  DB2 
•  C++,  Visual  Basic 
•  AS/400,  RPG,  COBOL 


Network  Developer 

•  TCP/IP,  Frame  Relay,  WAN 
•  Bay  Networks,  Routers, 
Sniffers 


YOU 


CAN 


Systems  Programmers 

•  MVS,  CICS,  DB2,  AS/400 

We  offer  competitive  compensation  and  great  benefits.  For  immediate 
consideration,  please  reference  JOB  CODE  CW-526  and  forward 
resume  to  Human  Resources,  Office  Depot,  PO  Box  5085, 

Boca  Raton,  FL  33431-0885.  Fax 
(561)  279-3344  or  respond  via  E-mail 
to  ILevine@officedepot.com  (text  only, 
no  attachments  please).  For  more 
information,  please  visit  our 
employment  website  at 
http://members.aol.com/ofcdepot 


Taking  Care  of  Business 

EOE,  M/F/D/V.  A  smoke/drug  tree  environment. 


Large  public  sector  organization  in  New  York 
area,  is  seeking  a  Director  of  Systems  & 
Computer  Services  to  develop  &  implement  the 
organization's  strategic  and  policy  approach  to 
information  systems.  The  selected  candidate  will 
have  managed  a  large  complex  systems  environ¬ 
ment  and  have  the  administrative  background 
required  to  manage  an  annual  budget  in  excess  of 
24  million  dollars.  She/he  will  oversee  a  profes¬ 
sional  staff  of  two  hundred  persons  and  will  be 
responsible  for  the  successful  management  of  a 
24  hour  LAN,  WAN,  Client  Server  environment 
serving  three  central  locations,  162  remote  instal¬ 
lations  and  two  large  data  centers. 

Technical  Responsibility:  AS400,  UNIX,  Mainframe, 
MVS/ESA  operating  systems  DBMS  applications 
are  IDMS  and  DB2.  4gl  include  Progress,  Informix, 
etc.  Application  development  in  COBOL,  RPG,  C 
Assembler,  CICS-Command.  Office  automation  PC 
and  desk-top  hardware/software.  Banyan  Vines. 
Experience  with  Year  2000  conversion.  Intra  Net 
and  Data  Warehousing  highly  desirable. 

Qualification  Requirements:  BS  or  higher  degree 
from  an  accredited  college  plus  a  minimum  of  ten 
years  of  progressively  responsible  administrative 
experience.  Public  sector  experience  is  desirable. 

Excellent  communication  and  interpersonal  skills 
required.  Salary  commensurate  with  experience. 
Excellent  benefits.  Submit  your  resume  and  salary 
history  not  later  than  June  6,  1997: 

BOX  CW-796 

902  Broadway,  10th  Floor 
New  York,  NY  10010 


C  o  m  p  u  t  e  r  w  o  r  I  d  May  26,  1997  careers.computerworld.com 


IT  CAREERS  EAST 


KNOWLEDGE  IS  POWER 


And  We're  The  Power  Source! 


As  the  data  solutions  generator  for  customers  with  diverse  information  needs,  NCCI, 
headquartered  in  Boca  Raton,  Florida,  makes  sure  that  our  technological  resources  - 
both  in  talent  and  tools  -  are  incomparable.  That's  why  you  need  to  be  a  part  of  our 
growing  team. 

Sr.  Systems  Analysts/Year  2000  (Job  Code  PM) 

•  8+  years  IDMS/ADSO  or  DB2,  CICS 

•  10+  years  IBM/MVS  JCL  COBOL 

•  Large  system  conversion  experience 

Systems  Analyst/Data  Warehousing  (job  Code  AY) 

•  3+  years  IDMS/ADSO  and  Mainframe  COBOL  in  an  IBM/MVS  JCL  environment 

•  Some  exposure  to  project  planning  &  life  cycle  methodology 

Sr.  Systems  Programmer  (job  Code  JL) 

•  5+  years  experience  as  MVS  Systems  Programmer 

•  JES2,  MVS/ESA  5.x,  Assembler,  SMP/E,  SMS,  HCD,  MVS  exit  maintenance 

•  Problem  determination,  performance  tuning,  and  recovery  skills 

Informix  DBA  Developer  (Job  Code  CM) 

•  Minimum  1  year  experience  as  Informix  DBA  in  a  UNIX  environment;  Informix  OnLine 
Dynamic  Server  7.x  preferred 

•  Experience  supporting  COBOL,  C  or  C++  programming  staff,  strong  SQL,  SQL  Tuning 

•  Logical  and  Physical  modeling  concepts,  UNIX  Scripting 

Sr.  Oracle  Database  Administrator  (job  Code  HR) 

•  Minimum  3  years  experience  as  DBA  in  VLDB,  SMP  environment  using  Oracle  7.x, 
SQL‘Net2.x,  UNIX  environment 

•  Oracle’Financial,  PL/SQL,  SQL’Forms,  SQL’ Report,  MS  Windows  a  plus 

•  Performance  tuning,  logical  and  physical  modeling,  disaster  &  recovery  skills  required 

Sr.  IDMS  Database  Administrator  (Job  Code  HR) 

•  2+  years  experience  as  IDMS  and  relational  database  DBA  in  mainframe  environment 

•  IDMS  Data  Dictionary,  DB2/MVS,  DDCS  in  MVS/ESA  or  OS/390  environment 

•  Performance  tuning,  logical/physical  modeling,  data  administration,  recovery  skills 
Along  with  a  unique  corporate  setting,  casual  work  environment  and  flex  time  options, 
we  offer  competitive  earnings,  immediate  health  benefits,  and  401 K.  For  considera¬ 
tion,  send  resume  including  job  code  to 

HR,  Rj/CW,  NCCI,  Inc.,  750  Park  of 

Commerce  Drive,  Boca  Raton,  FL  33487.  National 

FAX:  561/997-4406.  An  EOE.  Only  qualified  BPLi  Council  on 

candidates  will  be  contacted.  Compensation 

Insurance,  Inc. 

Visit  our  Website  at  http://www.ncci.com 

" ,  / pup!  pj  <  -  '//'///v,  -  -  |p 


PROGRAMMER/ANALYST  to 
analyze,  design,  develop,  imple¬ 
ment  and  support  information 
systems  for  various  financial  and 
commercial  applications  using 
VAX/VMS,  VAX  COBOL, 
VAX/Rdb,  DECForms,  ACMS, 
CDD,  and  VAXSet  Tools;  Utilize 
C++  and  GUI-based  front-end 
tools  such  as  PowerBuilder, 
FoxPro,  Visual  FoxPro  and  Visual 
Basic  with  Sybase,  Oracle,  SQL 
Server  and  MS-Access  back-end 
databases  on  MS-Windows, 
Windows  95  and  NOVELL 
Netware  platforms.  Require:  B.S. 
degree  (or  equivalent)  in 
Computer  Science  and  two  years 
of  experience  in  the  job  offered. 
Must  have  at  least  six  months  of 
experience/training  in  VAX/VMS 
Transaction  Processing  method¬ 
ologies.  Salary:  $40, 000/year; 
M-F,  8:00  a.m.  to  5:00  p.m.  Apply 
in  person  or  by  resume  to:  G.V. 
Iyer,  Paragon  Technologies,  Inc., 
800  Windemere  Oak  Way,  Lilburn 
GA  30247.  Attn:  Dept.  AG. 


SYSTEMS  ANALYST.  Ana¬ 
lyzes  user  requirements,  pro¬ 
cedures,  and  problems  to 
automate  processing  or  to 
improve  existing  computer 
systems.  Bachelor  of  Science 
degree  in  computer  science, 
engineering,  or  math-related, 
and  2  yrs.  exp.  in  job  offered  or 
as  programmer  req’d.  Two 
years  exp.  C++,  Sybase,  on  X- 
Windows/MS-Windows  req’d. 
$41,000/yr.  Apply  by  resume 
to  Georgia  Department  of 
Labor,  Job  Order  #  GA 
6096809,  2943  N.  Druid  Hills 
Road,  Atlanta,  GA  30329- 
3909,  or  the  nearest  Depart¬ 
ment  of  Labor  Field  Service 
Office. 


Manager-Customer 
Technical  Services: 

Opportunity  in  Jack¬ 
sonville,  F!.,  for  quali¬ 
fied  person  with  bache¬ 
lor's  degree  in  busi¬ 
ness,  or  equivalent 
degree,  to  provide  cus¬ 
tomers  w*tb  technical 
services  and  support 
with  computerized  of¬ 
fice  product  purchasing 
activities.  Resumes  to: 
Mr.  Scott  Foltz,  3023 
Powers  Avenue.  Jack¬ 
sonville,  FL  32207. 


3 


PRINCIPAL  ENGINEER:  To  des¬ 
ign,  develop  and  implement  large 
distributed  three-tier  client/server 
applications  for  the  financial  and 
marketing  industry.  Will  be  respon¬ 
sible  for  leading  technical  project 
teams,  interacting  with  business 
analysts/end-users,  mentoring 
junior  team  members,  and  imple¬ 
menting  projects  on  schedule. 
Evaluate,  recommend  and  intro¬ 
duce  emerging  technologies  in  all 
areas  of  the  application.  B.S.  in 
Computer  Science  or  related  field. 
5  years  in  software  development 
with  at  least  one  year  in  leading 
teams  In  development  of  client/ 
server  based  large  business/  finan¬ 
cial  applications.  Demonstrated 
knowledge  of  OOD/OOA,  C++, 
MS-Windows,  complex  GUI 
design,  and  UNIX  systems  pro¬ 
gramming.  Demonstrated  ability  in 
SQL  programming,  RDBMS, 
Windows  based  4GL  and  Report 
writing  tools.  Strong  knowledge  of 
Software  Life  Cycle  Methodology, 
Project  management  and  Version 
control  tools.  Excellent  communica¬ 
tion  and  presentation  skills.  40 
hrs./per  wk  (9:00  a.m.  to  5  p.m.) 
$66,000.00/yr.  Send  two  resumes/ 
respond  to  Case  #70365,  PO  Box 
8968,  Boston,  Ma  02114. 


Start 
your 
day. . . 


COMPUTERWORLD 

The  online  connection  ot  information  technology  leMdmu 

www.computerworld.com 


PROJECT  MANAGER:  Respon¬ 
sible  for  overall  delivery  of 
client/server  application  develop¬ 
ment  projects  including  entire  life 
cycle  of  project  from  defining 
strategy  to  developing  prototype, 
design,  development,  and  main¬ 
tenance  of  custom  software  app¬ 
lications.  Develop  project  plan 
and  ensure  development  mile¬ 
stones  and  cost  objectives  are 
met.  Ensure  that  project  imple¬ 
mentation  is  consistent  with 
specifications  and  the  client’s 
requirements.  Act  as  primary 
interface  between  company  and 
client  and  manage  client  expec¬ 
tations  for  deliverables  through¬ 
out  project  life  cycle.  Facilitate 
flow  of  information  among  team 
members  and  client.  Requires 
B.S.  in  M.I.S.  and  3  years  experi¬ 
ence  in  design  and  development 
of  client/server  applications. 
Demonstrated  knowledge  of 
UNIX,  C,  C++,  Relational  Data¬ 
bases  including  Sybase  and  MS 
Access,  Case  Tools,  Visual 
Basic,  Local  and  Wide  Area 
Networks,  and  e-mail  and  reposi¬ 
tory  systems.  Demonstrated  abil¬ 
ity  in  executing  projects  in  inter¬ 
national  markets.  Excellent  writ¬ 
ten  and  spoken  communication 
and  presentation  skills.  40  hr/per 
wk  (9:00  a.m.  to  6:00  p.m.) 
$58,420.00/yr.  Send  two  resu¬ 
mes/respond  to  Case  #70269, 
PO  Box  8968,  Boston,  Ma  02114 


SOFTWARE  ENGINEER:  Inte¬ 
grate  PACE  library  &  SNAP 
board  with  SKU  &  Statistical 
Plan  Forecasting.  Improve  & 
extend  Neural  Network  based 
forecasting  modules  of  SKU 
Plan.  Develop  custom  forecast¬ 
ing  &  replenishment  systems 
running  both  Windows  NT  & 
UNIX.  Develop  tools  to  assist 
SKU  Plan  install  teams.  Travel  to 
customer  sites  to  install  sys¬ 
tems.  BS  in  electrical  engineer¬ 
ing  plus  1  yr.  related  exp.  in 
engineering  field.  Special  re¬ 
quirements  include  knowledge 
of:  (1)  Multiplatform  C/C++ 
development  (UNIX  &  Windows 
NT);  (2)  Developing  Neural 
Network  S/W;  (3)  Relational  D/B 
systems  &  SQL;  (4)  Developing 
systems  with  4  GL  languages;  & 
(5)  SNAP  board  or  other  parallel 
processing  architecture.  Exp. 
with  team  S/W  development 
tools  i.e.,  version  control  &  bug 
tracking  D/B.  Exp.  With  UNIX 
shell  languages  (ksh,  esh)  &Tcl. 
40  hrs/wk  (9:00  A.M.  to  5:00 
P.M.).  $49,754.00  yrly.  Must 
have  proof  of  legal  authority  to 
work  in  the  U.S.  Submit  two 
resumes  or  respond  to  Georgia 
Dept,  of  Labor,  Job  Order  #GA 
6094341,  2943  N.  Druid  Hills 
Road,  Atlanta,  GA  30329-3909 
or  the  nearest  Dept,  of  Labor 
Field  Service  Office. 


SOFTWARE  ENGINEER  to 
design,  develop,  test,  imple¬ 
ment,  maintain  and  support 
client-server  software  for  engi¬ 
neering/manufacturing  applica¬ 
tions  using  Visual  Basic,  C,  and 
C++  in  VAX/VMS,  UNIX  and 
Windows  3.X/95/NT  Server  envi¬ 
ronments;  Enhance  and  main¬ 
tain  Statistical  Process  Control 
(SPC)  application  system  and 
other  management  information 
systems  using  TCP/IP,  DEC 
Pathworks,  RS232,  wireless 
networking,  touchscreen  pro¬ 
gramming,  and  automation 
techniques;  Implement  and  ad¬ 
minister  database  management 
systems  for  corporate  networks 
using  ODBC  and  JET  engines, 
SQL  Server  and  Access  rela¬ 
tional  databases,  and  Crystal 
Reports.  Require:  B.S.  degree  in 
Computer  Science  or  an 
Engineering  discipline  with  two 
years  of  experience  in  the  job 
offered.  Salary:  $54,000  per 
year,  8  am  to  5  pm,  M-F.  Apply 
by  resume  to:  Sid  Mookerjie, 
Software  Paradigms,  Inc.  6004 
Bordeau  Walk,  Smyrna  GA 
30082;  Attn:  Dept.  PM, 


Senior  Research  Economist  to 
design  and  develop  components 
of  the  SAS  system  for  financial 
and  econometric  modeling  and 
analysis,  including:  identify  finan¬ 
cial  modeling  and  analysis  tools 
to  be  added  to  software  prod¬ 
ucts;  design  algorithms  to  per¬ 
form  computations  involved  in 
financial  and  econometric  mod¬ 
eling  and  analysis  and  to  imple¬ 
ment  such  algorithms  in  the  C 
language.  Min.  req.  Ph  D.  in 
finance  or  econometrics  with 
specific  emphasis  on  mathemat¬ 
ical  and  statistical  modeling  of 
financial  markets  in  addition  to: 
graduate  work/study  in  the  theo¬ 
ry  of  financial  markets  and 
econometric  analysis  as  applied 
to  financial  markets;  implemen¬ 
tation  of  econometric  and  finan¬ 
cial  modeling  techniques  in  a 
computer  language  such  as  C; 
use  of  SAS  system.  Salary 
$60.000/yr.,  35  hrs.  wk.  Apply  to 
nearest  Job  Service  or  submit 
resume  to:  Job  Service,  742-F 
East  Chatham  Street,  Cary,  NC, 
27511.  Refer  to  Job  Order 
#NC5761 144  and  DOT  code 
050.067-010.  Resumes  must 
include  social  security  #. 


ENGINEERING  TEAM  LEA¬ 
DER:  Responsible  for  design 
and  coding  of  intelligent  agent 
based  software  systems  based 
on  company’s  "Automated  Col¬ 
laborative  Filtering  Technology". 
Design  large  scale  software 
systems  that  can  provide  real¬ 
time  personalized  responses  to 
hundreds  of  simultaneous  user 
queries.  Invent  and  improve  on 
the  state  of  the  art  in  intelligent 
agent  technology  to  provide 
users  with  better  and  more  flex¬ 
ible  ways  to  navigate  large  prod¬ 
uct  and  information  spaces. 
Requires:  M.S.  in  Computer  Sci¬ 
ence.  Knowledge  of  Automated 
Collaborative  Filtering  Technol¬ 
ogy,  Intelligent  Agent  Technol¬ 
ogy,  Artificial  Intelligence  and 
Machine  Learning  and  databas¬ 
es  and  networks.  Demonstrated 
ability  in  database  and  network 
coding,  large  scale  system 
design,  building  intelligent  agent 
systems,  and  expertise  in  C, 
C++,  UNIX,  TCP/IP,  SQL  and 
Perl.  40  hrs/per  wk  (9:00  a.m.  to 
5:00  p.m.)  $67,000.00/yr.  Send 
two  resumes/respond  to  Case 
#70056),  PO  Box  8968,  Boston, 
Ma  02114. 


SOFTWARE  ENGINEER.  Des¬ 
ign,  develop  and  implement 
large  distributed  three-tier 
client/server  applications  for  the 
financial  marketing.  Requires 
B.S.  in  Computer  Science  and  3 
years  experience  in  software 
development  in  client/server 
environment.  Demonstrated 
knowledge  of  C,  C++,  Windows 
SDK,  MS  Window,  Windows 
NT,  Win32  SDK,  OLE  2.0,  Vis¬ 
ual  C++,  PowerBuilder,  Oracle 
and  SQL  Server.  Demonstrated 
ability  in  SQL  programming, 
defining  and  writing  stored  pro¬ 
cedures,  and  writing  DLLs 
using  MFC.  Good  understand¬ 
ing  of  Component  Object  Model 
(COM).  Excellent  communica¬ 
tion  and  presentation  skills.  40 
hrs/per  wk  (9:00  a.m.  to  5:00 
p.m.)  $60,000.00/yr.  Send  two 
resumes/responses  to  Case  # 
70165,  PO  Box  8968,  Boston, 
Ma  02114. 


Fi  nd 

training 

now. 


careeragent.computerworld.com 


Let 

COMPUTERWORLD 

i\ 

help  with  your 
I  .T.  salaries. 

The  industry's  most  authoritative 
resource  for  setting  I.T.  salaries  is  now 
available  on  disk.  Computerworld's  10th 
annual  Salary  Survey  on  disk  reveals  the 
salaries  of  27  I.T.  positions,  by  21 
industries  and  9  regional  breakouts. 

Also  included  is  Computerworld's  Skill  Survey 

•  Learn  the  premiums  I.T.  managers 
are  paying  for  specific  I.T.  skills. 

•  How  are  full-time  and  contract  workers 
being  paid  for  the  same  skill? 

•  Which  skills  are  in  the  highest  demand? 

•  Over  80  skills  are  listed  including  lan¬ 
guages,  development  tools,  client/server 
applications,  system  software,  groupware, 
networking  and  more.  Each  broken  out  by 
20  industries  and  9  geographic  regions. 


price:  $349 

to  order,  call  1  -800-500-7460 
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Experienced 

Telecommunications 

Professionals 


Bellcore  is  experiencing  explosive  growth  and 
success  in  the  telecommunications  industry 
and  is  seeking  highly  motivated,  innovative 
individuals  who  would  like  to  help  shape  the 
telecommunications  infrastructure  of  the 
emerging  information  age. 


Consultant  needed  for  computer 
consulting  firm  located  in 
Deerfield,  Illinois.  Job  duties 
include:  Design,  develop,  adapt, 
install  and  debug  computer  sys¬ 
tems.  Analyze  and  assist  in 
implementation  of  new  systems 
and  troubleshoot  problems. 
Consult  with  client  companies  at 
their  site  to  determine  computer 
needs.  Develop  new  system 
specifications  and  flow  charts, 
write  manuals,  and  train  client 
employees  in  the  use  of  the  sys¬ 
tem.  Will  use  C,  CICS,  Asse¬ 
mbler,  COBOL,  and  DB2.  Appl¬ 
icant  must  have  B.S.  degree  in 
computer  science  and  3  yrs. 
exp.  In  job  offered  or  as  a  sys¬ 
tems  analyst,  programmer  ana¬ 
lyst,  or  computer  related  gradu¬ 
ate  assistant  w/exp.  in  CICS  and 
Assembler.  M.S.  degree  in 
Computer  Science  with  1  yr. 
exp.  in  skills  listed  above  also 
acceptable.  Exp.  may  be  gained 
before,  during  or  after  attain¬ 
ment  of  the  required  degree. 
40hrs/wk,  8:00  am  -  5:00  pm, 
Mon-Fri,  $44,600/yr.  Must  have 
proof  of  legal  authority  to  work 
permanently  in  the  U.S.  Send  2 
resumes  &  2  cover  letters  (NO 
CALLS)  to:  Illinois  Department 
of  Employment  Security,  401 
South  State  Street  -  3  South, 
Chicago,  Illinois,  ATTN:  Joan 
Sykstus,  Ref#  V-IL  16261  -  S. 
AN  EMPLOYER  PAID  AD. 


DATABASE 

EXPERTS 


Relocating  or  desire  more  challenge? 
Our  focus  is  D.B.  Technology 
We  list  outstanding,  permanent 
positions  across  the  U.S.A. 
Relocofion  &  Fees  Poid 

DBA/Tech  Support  to  $95k 

Strong  performance  tuning  /  will 
support  very  large  Oracle  databases 

Oracle  DBA  to  $75k 

Lead  logical  &  physical  design  of 
major  systems  up-grade  for  F50  corp 

C/S  Development  to  $65+stock 

SAV  vendor  requires  excel  VB  or 
PowerBuilder  product  development 

INFORMIX  DBA  to  $57k 

N.East,  low  cost  of  living  area. 

Also: 

Oracle/MFG  to  $65k 
Oracle/C  -+-  -F  to  $85k 


HAMILTON 

1  TECHNICAL  PERSONNEL  INC. 

P.O.Box369  WestHurlev,NY  12491 
914-679-4050-Fax:  914-679-5704 

email:  htp@mhv>net 
http://wwwl.rnnv.net/~htp/ 


DIRECTOR  Of  IMFORMATIOH  SERVICES 

The  Town  of  Addison  is  implementing  a  full  scale  integrated  technology  infrastructure  in  direct 
support  of  its  business  operations.  The  Director  of  Information  Services  is  an  executive  team 
position  reporting  to  the  City  Manager’s  Office  with  ultimate  responsibility  for  the  successful 
planning,  execution,  operation,  management  and  support  of  all  aspects  of  the  Town’s  informa¬ 
tion  technology  environment. 

Successful  candidate  must  have: 

•  A  Bachelor’s  Degree  in  Information  Science,  Business  Administration, or  related  field. 

•A  minimum  of  ten  (10)  years  work  experience  in  a  service  industry  as  a  business  gener¬ 
alist  with  specific  technical  abilities  reflecting  experience  in  one  or  more  information  tech¬ 
nology  areas. 

•  A  Minimum  of  three  (3)  years  in  a  middle  management  position. 

We  offer: 


•  Location  in  Dallas  North  Parkway  area. 

•  Exceptional  quality  of  life. 

•  Scores  of  quality  restaurants  &  malls. 

•  Salary  $59K  to  $78K  D.  O.  Q. 

•  Superior  benefits  package. 


It's  an  exciting  and  rewarding  time  at  the  Town  of  Addison. 

We  want  you  to  become  a  part  of  it. 

Please  submit  your  resume  by  06/03/97  to: 

Betty  Salem,  Human  Resources  Director 
POBox  144  Addison, TX  75001-0144 
FAX#:  (972)450-2835 


•THE  TOWN  OF  ADDISON  IS  AN 
EQUAL  OPPORTUNITY  EMPLOYER- 


Please  forward  your  resume  lo:  Edison  ( irony  -  f  it 

FAX:  (800)  792-9030 
E-MAIL:  careers@edisongroup.com 
WEB  SITE:  www.edisongroup.com 
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H  v  Ini  re  openings  in  the  folloiring  nrensi 


EDISON  GROUP  is  one  of  North  America  s  fastest 
growing  systems  consulting  firms  specializing  in 
Advisory  Services,  Systems  Implementations  and 
Systems  Development.  We  pride  ourselves  on  the 
quality  of  our  work  and  our  personal  commitment  to 
our  clients'  success.  We  have  rewarding  career 
opportunities  for  team-oriented,  self  motivated 
professionals  who  are  looking  for  career  growth. 
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Bellcore 

www.bellcore.com 


SOFTWARE  DEVELOPER  to 
develop  software  packages  for 
estimation  &  improvement  of 
Multiple  Parallel  processing  in 
Database  Computers  (DBC’s) 
such  as  NCR  3600/3700  &  Tera- 
data  1012  (processing  under 
360/370  IBM  mainframes)  using 
Assembly  (machine)  language, 
PL/1.  Duties  include:  develop¬ 
ing/coding  of  algorithms;  provid¬ 
ing  development  work  &  software 
support  for  a  wide  range  of  large 
IBM  mainframe  computer  envi¬ 
ronments;  &  Relational  Database 
Design  in  GUPTA  RDBMS.  Pos¬ 
ition  involves  use  of:  MS- 
Windows,  SQL  Windows  (version 
5.0);  "C”  &  C++  programming 
development  in  Borland  Integ¬ 
rated  Development  environment. 
Position  involves  using  OS 
BTAM,  OS  MVT,  &  VS  for  devel¬ 
oping  communication  software. 
Requires  B.S.  in  Systems  Engin¬ 
eering  (if  foreign  degree  must  be 
U.S.  Equiv.).  Requires  2  yrs. 
direct  exp.  or  4  yrs  related  exp  as 
a  Systems  Programmer.  If  quali¬ 
fying  under  related  exp.  then 
related  exp.  must  have  included 
using:  360/  370  IBM  mainframes; 
Assembly  (Machine)  language;  C 
&  C++  in  a  Borland  environment; 
MS-Windows  &  SQL  Windows 
(V.5.0);  developing/coding  algo¬ 
rithms;  maintaining  Relational 
Database  design  &  using  OS 
BTAM,  OS  MVT  &  VS  for  soft¬ 
ware  communication  develop¬ 
ment.  Salary  $52,000/yr.,  40 
hrs/wk,  9  am.  -  5  p.m.,  O.T.  n/a. 
Must  have  proof  of  legal  authori¬ 
ty  to  work  permanently  in  the 
U.S.  Send  2  copies  ot  both 
resume  &  cover  letter  to:  ILLI¬ 
NOIS  DEPARTMENT  OF  EMP¬ 
LOYMENT  SECURITY,  401  S. 
State  Street-3  South,  Chicago  IL 
60605.  Ref.  #  V-IL  16254-M.  AN 
EMPLOYER  PAID  AD.  NO 
CALLS. 


We’re  everything  you’ll  imagine  us  to  he. 

Due  to  our  tremendous  growth  and  success  we  are  currently  seeking  the  following  candidates; 

Telecommunications  Engineers 

Individuals  must  have  a  background  in  telecommunications  engineering  spanning  2-5+  years.  Qualified  applicants  will  have  a  Bachelors  or  Masters  degree  in  Electrical  Engineering, 
Systems  Engineering  or  a  related  field. 

The  following  opportunities  are  available: 


•Telephony  Operations  •Transport  &  Operations  Systems  •Signaling  •Program  &  Major  Project  Management 

•Traffic  &  Performance  Engineering  ‘Software  Quality  Engineering  *Risk  &  Reliability  Analysis  •Security  &  Fraud  Reduction 

•Switching  *Testing  &  Analysis  ‘Network  Administration  &  Maintenance  ‘Disaster  &  Business  Contingency  Planning 

A  background  in  one  or  more  of  the  following  is  required:  Internet  (particularly  R  &  D  and  network  planning)  and  Internet  Protocols;  Data  Communications;  Frame  &  Cell  Relay;  SONET, 
ATM;  Telecommunications  Management  Network  (TMN)  &  OS  Planning;  Operations  Network  Architecture;  AIN  Planning;  Intelligent  Networking;  Wireless  Technologies; 
Telecommunications  Switching  and  Signaling;  Synchronous  Digital  Hierarchy  (SDH);  Fiber  in  the  Loop;  Asymmetric  Digital  Subscriber  Line  (ADSL);  MMDS,  LMDS,  DBS  &  IDLS;  High 
Speed  Optical  Transport;  Wavelength  Division  Multiplexing  (WDM);  AOM;  Information  Modeling;  Network  Planning  and  ISDN. 


Software  Professionals 

Individuals  must  have  a  background  in  software  development  spanning  2-5+  years.  Qualified  applicants  will  have  a  Bachelors  or  Masters  degree  in  Computer  Science  or  Electrical 
Engineering.  Candidates  with  a  Math,  Psychology  or  English  major  with  computer  programming  backgrounds  are  also  welcome  to  apply. 

The  following  opportunities  are  available: 

•Software  Developers  ‘Testers  •Usability  Engineers  ‘Project  Managers  ‘Systems  Engineers  ‘Systems  Administrators  ‘Internet  Developers  •Technical  Writers 

A  background  in  one  or  more  of  the  following  is  required:  C,  C++;  Unix,  Dbase;  Informix;  Visual  C++;  GIS  Tools/Graphics;  GUI;  Visual  Basic;  Oracle;  PowerBuilder;  Windows  NT  Platform; 
HP-UX  Platform;  Stratus  VOS;  IMS;  MVS  Open  Platform;  PL/1;  Human  Factors;  Client-Server  Tfechnology;  JAVA  or  HTML 

We  offer  a  competitive  salary  and  compensation  package  as  well  as  incomparable  resources  which  are  in  keeping  with  our  leadership  position.  For  immediate,  confidential  consideration,  forward 
your  resume  indicating  postion  of  interest  and  salary  requirements,  which  must  include  Dept  Code  006,  to:  e-mail:  employ@hr.bellcore.com  (please  indicate  depL  code  in  document  text); 
Bellcore,  Recruiting  &  Staffing,  6  Corporate  Place,  Piscataway,  NJ  08854.  As  all  resumes  are  electronically  scanned,  please  submit  on  plain  ivkite  bond  paper,  using  standard  format  and 
fonts.  We  regret  that  only  applicants  who  are  being  considered  wiR  be  contacted.  No  phone  calls,  please.  We  are  an  equal  opportunity  employer. 
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IT  CAREERS 


Be  an  impact  player  in  a  global  retail  com¬ 
pany  while  enjoying  the  benefits  of 
Northwest  Arkansas...family/fun.  At  work, 
enjoy  a  fast-paced  environment  full  of  revo¬ 
lutionary  thinkers,  paving  the  road  to  inno¬ 
vation....  then...  At  home,  enjoy  all  the  area’s 
amenities,  boating  and  fishing  on  any  of  our 
9  lakes,  golfing  on  any  of  24  golf  courses, 
25  miles  to  the  University  of  Arkansas, 
Broadway  plays  at  the  Walton  Art  Center, 
and  much  more . 

INFORMATION  SYSTEMS 
OPPORTUNITIES 

Both  entry  level  and  experienced  professionals 
are  encouraged  to  apply  for  positions  using: 

•  UNIX  -  C,  C++,  Administration, 
Engineering,  Powerbuilder, 
Informix  DBA’s 

•  PC  Workstation-  Visual  Basic, 
NT,  SQL  Server 

•  IBM  Mainframe  -  COBOL,  CICS, 
DB2  &  IMS  DBA’S 

•  Networking  -  Ethernet,  VSAT, 
Frame  Relay,  ATM 

•  Telecommunications. 


WAL-MART 

WAL*MART  Information  Systems  Division 
Attention:  Recruiting  Department  ISD9050CW 
702  S.W.  8th  Street,  Bentonville,  AR  72716-9050 
Call  Toll  Free:  1-888-JOBS-ISD 
Fax#  501-273-6879 
E-Mail:  resumix@wal-mart.com 


Data  Architect/Systems  Analyst. 
Responsible  for  the  design  and 
implementation  of  complex  soft¬ 
ware  systems  describing  various 
aspects  of  buildings  including 
electrical,  mechanical,  and  HVAC 
subsystems.  Creates  object  mod¬ 
els  of  these  systems  that  include 
structure,  function,  and  dynam¬ 
ics.  Uses  abstract  and  theoretical 
reasoning  in  the  creation  of  mod¬ 
els  and  systems.  Implements 
these  models  in  a  combination  of 
technologies  including  relational 
databases,  files,  and  software. 
Develop  algorithms  in  SQL  and 
other  programming  languages, 
including  C++,  Delphi,  VB,  or 
Powerbuilder.  Develops  user 
interfaces  for  these  systems 
using  various  user  interface 
metaphors.  Advises  application 
and  business  analysts  in  data 
and  database  design,  information 
sharing,  and  integration  methods 
for  delivering  integrated  applica¬ 
tion  software.  Responsible  for 
identifying  and  documenting 
company  business  information 
along  with  the  business  policies 
and  rules  that  govern  that  infor¬ 
mation.  Analyzes  business  infor¬ 
mation  needs  and  utilizes  this 
knowledge  to  implement  data 
and  database  design  solutions. 
Interacts  with  customers  to  gath¬ 
er  business  information  and 
serves  as  a  resource  for  that 
information.  Utilizes  the  following 
software  and  hardware  to  per¬ 
form  duties:  Oracle,  Unix. 
Applicants  must  have  a  Master’s 
Degree  in  Computer  Science  or 
Engineering  and  at  least  one 
year  of  experience  in  systems 
design,  data  modeling,  database 
design,  and  user  interface 
design.  Must  also  have  at  least 
one  year  of  experience  in  the 
design,  development,  and  admin¬ 
istration  of  Oracle  Database 
System.  Must  also  have  experi¬ 
ence  in  Web  Internet  design. 
Must  have  experience  with  the 
following  programming  lan¬ 
guages;  C++,  Visual  Basic, 
Delphi,  Powerbuilder,  and  Java. 
All  of  the  experience  require¬ 
ments  can  be  obtained  concur¬ 
rently.  $40, 500/year,  40  hr.  wk. 
Two  copies  of  resume  to:  Mike 
Brooks;  JETS-ALC;  P.O.  Box 
7972;  Madison,  Wl  53707-7972. 
Reference  case  #C100122. 
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THE  HIGH  TECHNOLOGY  CAREER  EXPO  FROM 

at  the  Inforum  •  250  Williams  Street  •  Manta  COMDEX/ 
Tuesday,  June  3  -  Wednesday  June  4  •  1  p.m.  - 1  p.m.  SPRING 


Excellent  full-time  &  consulting  opportunities  available  with 
the  nation's  leading  technology  ana  other  high-profile  companies. 

•  MINIMUM  two  years  of  industry  experience 

•  Free  admission  with  resume 

•  To  preiegister  for  the  show,  visit  our  Web  site 
at  http://www.lendman.com 

•  To  be  listed  on  the  Recruit  77  National  Job 
Databank,  mail  your  resume  to: 

The  tendman  Group 

Attn:  Candidate  Development  (ATTCW) 
Ml  Business  Park  Drive 

Virginia  Beach,  VA  23462  i 

OFFICIAL  SPONSORS: 

CAREERMagazine 

COMPUTERWORLD 

The  Newsweekly  (or  Information  Technology  Leaders 

CO-PRODUCED  BY:  ■■■ 

UENDMAN  III 

GROUP 
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tail  '97  is  produced  ond  monogcd  by  Miller  Freeman,  Inc. 

One  Penn  Piezo,  New  foil;,  NY  10119  -  800-829-3976  •  212-714-1300  •  fix:  212-6134801 
Phofogiophs  taken  of  you  afthe  show  may  be  used  foe  pioci»lionol  purposes.  Your  bodge  5 
.  non-lronsfecoble  end  will  be  confiscated  end  feoninoted  upon  any  oltempt  to  transfer  or  sell  il. 
r  Yon  must  be )  8  years  ol  oge  or  older  to  offend. 

FOR  EXHIBITOR  INFORMATION,  CALL  800-562-2820 

Object-Oriented  Programmer/ 
Analysts  wanted  to  design,  devel¬ 
op  and  test  software  applications 
and  systems  for  utility  compa¬ 
nies,  banks,  insurance  compa¬ 
nies  and  industrial  companies 
using  object-oriented  design 
methodologies.  Develop  systems 
software  for  client/server  applica¬ 
tions  in  a  Windows  environment 
using  object-oriented  design 
methodologies,  code  using 
Smalltalk  dialects,  JAVA,  C++ 
and  other  object-oriented  lan¬ 
guages.  Integrate  third-party  ven¬ 
dor  software  applications,  such 
as  Gemstone  and  other  object- 
oriented  databases  into  client/ 
server  systems.  Consult  with 
users  to  identify  current  operating 
procedures  and  clarify  program 
objectives,  determine  feasibility 
of  projects  in  terms  of  cost  and 
time  required,  and  compatibility 
with  current  software  and  hard¬ 
ware  capabilities.  Prepare  flow 
charts  and  diagrams  to  illustrate 
sequence  of  steps  programmers 
follow  to  describe  logical  opera¬ 
tions  involved.  Implement  sys¬ 
tems  software  and  test  and 
debug  during  start-up  phase. 
Develop  system  documentation 
and  provide  continuing  technical 
support  to  clients.  Position 
requires  travel  to  various  client 
locations  throughout  the  United 
States  90  to  100  percent  of  the 
time,  and  performance  of  bench- 
work  between  field  assignments. 
Requirements:  Bachelor's  degree 
in  Computer  Science,  Engineer¬ 
ing  or  a  related  field  and  at  least 
one  year  of  object-oriented  soft¬ 
ware  design  experience,  or 
Master's  degree  in  Computer 
Science,  Engineering  or  a  related 
field  and  six  months  of  object-ori¬ 
ented  software  design  experi¬ 
ence.  Experience  must  include 
coding  in  a  Smalltalk  dialect, 
JAVA,  or  object-oriented  C++. 
Salary  60K  to  90K  per  year, 
based  on  object-oriented  design 
expertise  gained  through  experi¬ 
ence  or  education.  Please  send 
resume  to  Objectlntelligence, 
900  Ridgefield  Drive,  Suite  240, 
Raleigh,  NC  27609,  or  fax  to 
(919)  878-6690,  attn:  Amy  Lan¬ 
caster,  or  e-mail  resume  to 
amyl  @  objectint.com. 


Ever  helped  design  a  system 
that  tracked  a  tuba  from 
Tel  Aviv  to  Tallahassee? 

It's  just  business  as  usual  at  Airborne  Express. 

Vie  are  a  multi-billion  dollar  international  company  with  a  commitment  to  investing 
in  quality  people  and  technology.  As  one  of  the  fastest  growing  air  express  carriers 
in  the  industry  we  provide  the  innovative  solutions  that  transport  one  million  pack¬ 
ages  daily  to  more  than  two  hundred  countries  worldwide.  Through  the  application  of 
leading  technology,  we  are  creating  responsive  solutions  for  our  clients'  distribution 
challenges.  Combining  the  best  elements  from  across  the  board —  distributed  PC 
systems,  to  COBOL,  to  Oracle,  to  TCP/IP. 

It  all  adds  up  to  great  service  for  our  customers  and  outstanding  Information 
Systems  opportunities  for  you.  From  mainframe  to  client-server  and  object  oriented 
environments,  Airborne  Express  is  the  place  to  keep  your  IT  career  moving.  Check  out 
the  following  opportunities: 

Mainframe  COBOL  -  Analyst 

EDI,  Marketing,  International  Operations  and  Finance,  and  Global  Tracking  applications.  Must  have: 
3+  years  COBOL  II  development  using  a  systems  development  lifecyde*Experience  with  CICS, 
TSO/ISPF,  VSAM,  MVS.  Job  Code  #  ST2104 

Visual  Basic  Developer 

Participate  in  the  design,  development  and  implementation  of  our  PC  shipping  system,  Lightship. 
Must  have:  4+  years  of  Windows  development  experience,  Win  3.x,  Win95,  Win  NT*Expert 
knowledge  of  Visual  Basic,  experienced  in  C++  development.  Window's  API,  LAN  based  multi-user 
development,  and  data  communications  using  ASYNC  &  TCP/IP  protocols.  Job  Code  #  ST2208 

Distributed  Application  Developer 

Must  have:  3+  years  application  development  experience*Experience  with  COBOL  II,  Visual  Basic, 
PowerBuilder,  distributed  applications,  VSAM  files  and  database  concepts.  Job  Code  #  ST2202 

Payroll  Applications  Developer 
DBS  Payroll  system 

Includes  support  of  existing  systems  as  well  as  analysis,  design,  development  and  implementation 
for  new  payroll  sub-applications.  Must  have:  2+  years  systems  development  and  maintenance  in 
a  large  scale  MVS  environment*Experience  in  structured  COBOL/COBOL  II  programming*Excellent 
user  interface  skills.  Job  Code  #  ST2261 

LAN  Technical  Architect 

Provide  consulting  support  to  distributed  systems  development  project  teams.  Provide  direction  in 
the  use  of  LAN/WAN  technology,  Unix,  Oracle,  MVS,  Netware,  and  NT  technology.  Must  have:  4+ 
years  designing  and  implementing  large-scale  systems  utilizing  distributed  technology,  including 
Unix  servers,  Windows  clients,  and  server-based  RDBMS's.  Job  Code  #  ST2237 

These  positions  are  located  at  our  corporate  headquarters  in  Seattle.  Relocation  assistance  avail¬ 
able.  Send  your  resume  indicating  Job  #  to:  Airborne  Express,  Information  Systems  Recruiter,  P.O. 
Box  662,  Seattle,  WA  981 1 1.  Fax  (206)  286-4245.  Equal  Opportunity  Employer.  Email  (ASCII 
text  only  please):  its.recruiter@airborne-express.com 

/IIRBORNE 

EXPRESS, 


Visit  our  Web  Site  at:  www.airborne-express.com 


IT  CAREERS 


Computer 


MEET  THE  CHALLENGES 
OF  THE  21st  CENTURY. 

The  Washington  State  Deportment  of  Information  Services  (DIS)  in 
beautiful  Olympia,  Washington  is  the  technology  agency  for  state  gov¬ 
ernment,  and  a  nationally  recognized  leader  in  information  resource 
management.  Currently,  we  have  the  following  opportunity  available: 

MANAGER,  S/390  COMPUTING 

Manage  a  diverse  group  of  42  technical  managers  and  staff  that  pro¬ 
vide  computer/customer  support  services  on  three  S/390  mainframes 
that  serve  160  state  and  local  government  agencies.  Also  plan,  orga¬ 
nize,  direct  and  control  all  aspects  of  a  large  scale,  multiprocessing  data 
center  on  a  three-shift,  seventy  basis,  as  well  as  develop  and  imple¬ 
ment  new  information  products/services  and  provide/maintain  effec¬ 
tive  customer  service  objectives. 

Requires  6  years'  IT  managerial  experience,  including  3  years  in  tech¬ 
nical  software  support  and  hardware  operations  management,  and  a 
background  in  developing  budgets  and  establishing  service  rotes,  long- 
range  strategic  planning  and  advanced  project  management.  Excellent 
communication  skills  and  the  ability  to  develop  and  maintain  high-level 
partnerships  with  customers  are  a  must. 

Salary:  $54,000  -  $72,000  annually,  D0Q.  Interested  applicants 
please  call  (360)  902-3503  for  an  application  package, 

Jan  Cabe-CW,  Personnel  Officer,  Department  of 
Information  Services,  1110  JeHerson  Street  SE,  P.O. 
Box  42445,  Olympia,  WA  98504;  FAX:  (360) 
753-4170;  Internet:  janc@dis.wo.gov  Applications  must  be 
received/postmarked  by  June  13, 1997. 

The  State  of  Washington  is  on  equal  opportunity  employer  and 
actively  supports  diversity  in  the  workplace.  Applicants  needing  assis¬ 
tance  or  alternative  formats  in  this  process  please  call  (360)  902- 
3503  or  TDD  1-800-833-6388. 


State  of  Washington 


SAP 


WORLDWIDE  IMPLEMENTATIONS 


Functional 

Configuration 

ABAP 

BASIS 


POSITIONS  THROUGHOUT 
THE  U.S.  AND  ABROAD 


1975  North  Park  Place 
Atlanta,  GA  30339 
800-599-9550 
770-955-1714 
FAX:  770-937-0423 
e-mail:  slcl  l@aol.com 


m 

CURRENTLY  STAFFING  PROJECTS  IN: 


SAP 

PROFESSIONALS 


US,  Canada,  South  America,  Pacific  Rim, 
and  Europe.  We  are  seeking  professionals  in 
all  modules,  ABAP  and  Basis  with  industry 
experience  in  the  Retail  environment  to 
join  Spearhead’s  SAP  Retail  Team. 


Fast-growing  national  and  international  consultancy  with 
a  reputation  for  first-class  consultants  offers  world-wide 
career  opportunities  for  top-quality  professionals. 


► 


Experienced  project  managers 


$180K+ 

Team  leaders 
$150K+ 

Consultants 


$100K+ 


SPEARHEAD  SYSTEM  CONSULTANTS  (US)  LTD. 

SAP™  National  Implementation  Partner 

99  Seaview  Blvd.,  Suite  340 
Port  Washington,  NY  11050 
voice  51 6.625.9000  fax  51 6.625.9687 


55  Broad  Street 
New  York  Information  Technology  Center 
New  York,  NY  10004 
voice  212.968.1346/1348  fax  212.968.1352 


Competitive  compensation  with  performance 
incentives  for  strong  professionals  with  deep 
experience;  comprehensive  benefits  package. 


1.888. spearhead 
www.spearhead.com 

Send  resumes  to  the  Attention  of  Resource  Manager. 

SAP  is  a  Registered  Trademark  of  SAP  AG. 
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ACQUISITIONS  WANTED 


We  are  looking  for  a  computer 
consulting  firm  to  acquire.  Fast 
closing.  Distressed  firms  are 
no  problem.  Will  consider  an 
equity  investment  or  financing. 

Contact:  Laura  Ponsford 

JUSTTECHNICAL  ASSOCIATES 
Plaza  of  the  Americas 
600  N.  Pearl,  Ste.  370 
Dallas,  TX  75201 

Ph  (800)  777-2738  Fax  (800)  777-2714 


Contractors 


V 


JOBS  on  the 
INTERNET :  www.winterwym&n.com 


INFORMATION  SYSTEMS 

•  Oracle  Developers  &  DBA’s 

•  Messaging:  cc:Mail,  MS  Exchange,  MS  Mail 

•  SAS:  (UNIX/PC/VMS) 

•  Visual  Basic,  SQL  Server,  NT,  Internet 


f  m 


SOFTWARE  ENGINEERING 

■  Visual  C++,  Secure  Socket  Layer  (SSL) 

1  C/C++,  pSOS,  Telecommunications  Industry  Exp 

■  C/C++,  3D  Graphics,  Games  Dev.  Experience 

■  VC++,  MFC,  NT,  ActiveX 


PROGRAMMER  ANALYST 
(2  openings):  Analyzing, 
designing  and  developing 
client  server  relational  data¬ 
base  management  system 
applications.  Use  SQL  Ser¬ 
ver.  Requires:  Bachelor’s  in 
Computer  Science,  Systems 
Analysis,  Computer  Inform¬ 
ation  Systems,  Computer 
Engineering,  Electrical  Engi¬ 
neering,  Electronic  Engin¬ 
eering,  Mathematics  or  its 
equivalent:  and  1  yr.  exp.  in 
the  job  offered.  Send 
resumes  to  7310  Woodward 
A ve„  4th  Floor,  Detroit,  Ml 
48202  &  include  Ref.:  1774- 
96.  Employer  Paid  Ad. 


Computer 
Jobs... 
Lots  of  'um. 

http://www. 


[Select  I 


.com 

if  you  muit... 

954-424-0563 


•  UNIX  System  Administrator  (Solaris,  HP9000) 

•  Systems  Analysts 

•  HTML/JAVA  Web  Developers 

•  NT  Administrators 

•  Desktop  Support 

•  Ul  Developers  (C++,  00,  OLE) 

•  Mainframe  (Cobol,  CICS,  DB2,  JCL) 

•  Lotus  Notes  Administrators  &  Developers 

Winter,  Wyman 

BOSTON  AND  NATIONAL  CONTRACTS: 

Contact:  Donna  Byrne  617-890-7007 
Outside  MA:  800-890-7002  Fax:617-890-4433 
400-1  Totten  Pond  Road.  Waltham.  MA  02154-2000 
Email:  contract@wintefwyman-contract.com 


•  Windows  NT  Device  Drivers 

•  IP  Protocol  Router  Dev.,  TCP/IP,  RIP.  PIM,  DVMRP 

•  C,  Windows,  Sockets,  TCP/IP 

•  Internationalization,  Multibyte  Developers 

•  European  &  Asian  Translators 

•  QA:  Win95,  NT  Automated 

•  QA:  Windows,  MAC,  Web  Experience 

•  QA:  UNIX,  C,  SQA  Robot 


Contract  Services 


ATLANTA: 

Contact:  March  Mansell 
770-933-1525  Fax:  770-933-1526 
1 100  Circle  75  Pkwy.,  Ste.  800  Dept.  CW,  Atlanta.  GA  30339 
Email:  atlanta@winterwyman.com 


C  o  m  p  u  t  e  r  w  o  r  I  d  May  26,  1997  careers.computerworld.com 

IT  CAREERS 


100 


Chicago 

Area 


CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


Software  Enqineer  Analqze,  desiqn,  and 
develop  Oftjecl  Oriented  clienf-Server 
application  for  decision  support  and  fore¬ 
casting.  Perform  Otjtci  o  rien  ted 
Analqsis  (OOA),  in  d  Object 
Oriented  Desiqn  (OOD)  usinq 
Pumbouqb  s  Object  VIcJ  elinq 
Techniques  and  Jacobsons  Object 
Oriented  Software  Enqineerinq 
(OOSE)  Tech  niques  on  Paradigm 
Plus  case  tool.  Develop  and  unit  test 
application  usinq  C  +  +  on  UMIX  plot- 
form.  Use  parallel  proqramminq  tech¬ 
niques  with  Multi-thread  proqramminq 
to  optimize  applications  performance. 
Desiqn  Graphical  User  Interface 
(GUI)  for  client  application.  Work  with 
Oracle  relational  database  an  J  SQL. 
Requires  a  Master  of  Science  deqree  in 
Computer  Science  or  Enqineerinq  plus  I 
gear  experience  in  job  duties  descri  U 

above.  40  hour  work  week.  $55,000 
per  gear.  Applq  at  the  Texas  Workforce 
Commission,  E ort  Worth,  Texas,  or  send 
resume  to  the  Texas  Workf  orce 
Commission,  1117  Trinitq,  Poom  42 4T, 
Austin,  Texas  78701, 
JO#TX7858238.  Ad  Paid  bq  An 

Equal  Opportunilq  Emploqer. 


DATA  PROCESSING 

Contract  &  Permanent  Jobs: 

♦  Database  Administrator 

♦  IMS  DB  /  DC 

♦  UNIX  Sy*  Admin  / Novell  /NT 

♦  UNIX  /C/C+  + 

♦  SmallTalk  /  PowerBuilder 

♦  Visual  Basic  /  Access 

♦  Sybase  /  Oracle  /  Ingres 

♦  Lotus  Notes  /  Progress 

♦  COBOL  /  CICS  /  DB2 

♦  ID  MS  /  Data  com 

♦  Assembler  /  Banking 

rAv  ProTech 

'Systems  group  Inc. 

5545  Murray  Road,  Suite  300 
Memphis, TN  38119 
800-459-5100  Fax:901-767-9350 
e-mail:  protech@maqibox.net 


We  are  seeking  Professionals  to  join  {_ 
=  our  PeopleSoft  Consulting  Practice-  = 
|  all  modules.  Contract  &  permanent  | 
a  positions  available  nationwide,  s 


making  IT  happen 


1 

2 

m 

Attn:  Craig  Stevens 
g  Tel.  1.800.676.7374  ext.  227 
5  FAX  +1630.717.0909 

=  cstevens@trans-tech.com 
|  www.trans-tech.com 
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Career  Survey:  Advanced  Materials 


Industry  Hiring  Trends 


Regional  Growth  Analysis 

10.3% 


Overall  growth  rate 


3.1% 


Stable 

Growing  at 
less  than 
25% 


Growing  at 
more  than 
25% 


Shrinking 


Survey  Base:  52  Technology  Firms 
involved  in  Advanced  Materials 


Survey  conducted  between  February  '97  and  April  '97; 


CorpTech,  a  directory  publisher  in  Woburn,  Mass., 
tracks  the  U  S.  45,000  technology  manufacturers. 
This  survey  relates  to  the  31,042  tracked  firms  with 
fewer  than  1  000  employees. 


9.2% 


m 


8.9% 


8.0% 


■ 

.,  ■: ■  - 
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4.4% 


2.9% 


1  -5%  1-4%  1 .3% 


1.2% 


.5% 


Northern 

California 


Northwest 

U.S. 


Southern 

California 


Southeast 

U.S. 


Mid- 

Atlantic 


Eastern 

Lakes 


New  York 
Metro 


Southwest 

U.S. 


New 

England 


Mid-West 

U.S. 


New  Jersey  & 
Delaware  Valley 


Great 

Lakes 


Central 

U.S. 


Multiple  openings  for  the  posi¬ 
tion  of  PROGRAMMER/ANA¬ 
LYST.  40  hrs/wk,  $40,000  -  $44, 
000.  Carry  out  program  analy¬ 
sis,  program  design,  coding  and 
testing  of  computer  software 
systems  in  one  of  the  following 
environments:  IBM  Mainframe, 
IBM  AS/400,  UNISYS  A-Series, 
UNIX  Internals,  utilizing  one  of 
the  languages:  COBOL,  RPG/ 
400,  ALGOL  and  C/C++,  and  an 
RDBMS.  Reqr.  bachelor’s  deg¬ 
ree  in  Computer  Science  or 
Computer  or  Electrical  or  Mech¬ 
anical  or  Electronics  Engin¬ 
eering.  Relocation  to  various 
client  sites  throughout  the  U.S. 
for  periods  of  6  mos.  to  2  yrs. 
required.  CBSI  is  a  s/w  consult¬ 
ing/development  firm.  CBSI 
offers  a  comprehensive  benefits 
package  including  a  401k  plan. 
Send/Fax  resumes  to:  Comp¬ 
lete  Business  Solutions,  Inc. 
Corporate  Recruiting/PM, 
32605  W.  12  Mile  Road,  Suite 
250,  Farmington  Hills,  Ml 
48334.  Fax:  810-488-1949  E- 
Mail:  Recruiting@cbsinc.com. 
For  more  details  about  CBSI, 
visit  our  Home  Page  at 
http://www.cbsinc.com  E.O.E. 


Programmer  Analyst  [10  open¬ 
ings]  (Ref.  No.  501 1611):  Planning, 
developing  and  documenting  com¬ 
puter  programs  using  ORACLE, 
SQL’Forms  and  UNIX.  Reqs.  1  yr. 
exp.  in  the  job  offered  and  Bach.’s 
degree  in  C.S.,  Sys.  Anal.,  C.I.S., 
M.I.S..  Comp.  Applic.,  Into.  Tech., 
Sci.  &  Tech.,  Comp.  Info.  Tech., 
Comp.,  Electrical,  or  Electronic 
Engg.,  C.S.  Engg.,  or  Math.,  or  its 
foreign  educ.  equiv.  or  its  equiv.  in 
educ.  and  exp.  Will  accept  3  yrs  of 
college  educ.  and  3  yrs  of  related 
exp.  which  includes  1  yr  exp.  in  the 
job  offered  in  lieu  of  the  educ.  and 
exp.  requirement.  $65,000/yr.  40 
hr/wk.,  8am-5pm,  M-F.  Send 
resumes  with  Ref.  No.,  to  Ms.  Joan 
Lang,  Mgr.,  Office  of  Employment 
Security,  320  Bilmar  Drive, 
Pittsburgh,  PA  15205. 


Programmer/Analyst  -  Custom¬ 
ize,  implement  SAP  R/3  mod¬ 
ules;  devel.  batch  input  pro¬ 
grams;  devel.  interactive  & 
report  programs;  devel.  transac¬ 
tions;  use:  HP  9000,  SAP  R/3, 
ABAP/4.  Bachs/Comp  Sci  or 
Engg  or  Math.  2yrs/exp.  in  job 
offered.  Exp.  must  incl.  lyr  using 
SAP  R/3,  ABAP/4,  HP  9000. 
40hrs/wk;  (9-6)  $93,000/yr.  Over 
50%  of  time  in  Greensboro,  NC; 
bal.  elsewhere.  Apply  to  the 
nearest  Job  Service  office  or 
submit  a  resume  to:  Job 
Service,  2005B  S.  Elm-Eugene 
St.,  Greensboro,  NC  27406.  All 
resumes  must  incl.  applicant’s 
Social  Security  #;  &  Job  Order 
#NC4064796  &  DOT  code 
030.162-014. 


Consultant.  40hrs/wk,  9am- 
5pm.  $62,300/yr.  Design,  dev¬ 
elop,  implement  &  test  software 
applications  for  business  clie¬ 
nts  using  client/server  &  object- 
oriented  technology.  Design  & 
develop  relational  databases. 
Train  users.  Tools:  UNIX;  C; 
AS/400;  Cobol;  IBM  Main¬ 
frame.  M.S.*  in  Computer 
Science  or  Electrical  Enginee¬ 
ring  as  well  as  1  yr  in  job  offer¬ 
ed  or  as  a  Systems  Engineer 
or  Software  Consultant  requir¬ 
ed.  ('B.S.+5  yrs  experience  in 
software  development  accept¬ 
able  in  lieu  of  M.S.)  Previous 
experience  must  include; 
UNIX;  C;  AS/400;  Cobol;  IBM 
Mainframe;  designing  &  devel¬ 
oping  relational  database  man¬ 
agement  systems.  Must  have 
proof  of  legal  authority  to  work 
permanently  in  the  U.S.  Send 
two  copies  of  both  resume  and 
cover  letter  to:  ILLINOIS 
DEPARTMENT  OF  EMPLOY¬ 
MENT  SECURITY,  401  South 
State  Street  -  3  South,  Chic¬ 
ago,  IL  60605,  Attention:  Mary 
Millea,  Reference  #V-IL-15891- 
M.  NO  CALLS.  An  Employer 
Paid  Ad. 


Investigate  ] 

Full  time  /  Contract  Positions  as:  | 
Project  /  Program  Managersi 
Analysts  -  Oracle,  0B2.SAPI 
WWW  -  Java,  C/C++,  Perl  j 
P/A’s  -  Cobol,  IMS,  Natural 
Peoplesoft,  VB,  CtCS,  NT  , 
Powerbuilder,  SQL  Server  t 

"A.C.Coy  ! 

PO  Box  1262  ! 

Canonsburg,  PA  15317  • 

john@accoy.com  -  email  1 
800-784-8776  -  fax  I 
www.accoy.com  I 


PROGRAMMER/ANALYST:  (2 
positions)  40  hrs/wk.  8  a.m.  -  5 
p.m.,  $38,500/yr.  Carry  out  the 
program  analysis,  program  des¬ 
ign,  coding  and  testing  of  comput¬ 
er  software  systems  utilizing  work¬ 
stations  and  Assembly  languages. 
Reqr.  bachelors  degree  in  Comp¬ 
uter  Science  or  Electrical  or 
Mechanical  Engineering.  Reqr.  1 
yr.  expr.  in  job  offered  or  related 
occupation  OR  1  yr.  in  Systems 
Analysis  &/or  Programming  &/or 
Computer  Consulting  &/or  Trainee 
&/or  Engineering.  Employer  is  a 
s/w  development/consulting  firm. 
Relocation  to  client  sites  through¬ 
out  the  U.S.  for  periods  of  6  mos.  to 
2  yrs.  required.  “Employer  paid  ad.” 
E.O.E.  Send  resumes  to:  7310 
Woodward  Ave.,  Rm.  415,  Detroit, 
Ml  48202.  Ref.  No:  1777-96. 


©  Copyright  1997,  Corporate  Technology  Information  Services,  Inc.,  Woburn,  MA 


Reserve 
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New  from: 

COMPUTERWORLD 


careeragent. COMPUTERWORLD  - 


i  1  s 

with  the 


reer  opportunities 
want . 


Register  today  and 

use  CareerMail 


i tCareers . 

Where  the  careers  find  you. 


Le.  COMPUTERWORLD 

help  with  your 

I.T.  salaries 


The  industry's  most  authoritative  resource 
for  setting  I.T.  salaries  is  now  available  on  disk. 

Computerworld's  10th  annual 
Salary  Survey  on  disk 
reveals  the  salaries  of 
27  I.T.  positions,  by 
21  industries  and 
9  regional  breakouts. 


Also  included  is 
Computerworld's 

Skill  Survey 


•Learn  the  premiums  I.T.  managers  are  paying 
for  specific  I.T.  skills. 

•  How  are  full-time  and  contract  workers  being  paid 
for  the  same  skill? 

•Which  skills  are  in  the  highest  demand? 

•Over  80  skills  are  listed  including  languages,  development 
tools,  client/server  applications,  system  software, 
groupware,  networking  and  more.  Each  broken  out  by 
20  industries  and  9  geographic  regions. 


price:  $349 

to  order,  call  1  -800-500-7460 


June  8  - 11, 1997 

Marriott  Riverc enter  Hotel 
San  Antonio,  Texas 

f ,  -Vi 

'"I  ‘ 


Call  1-800-488-9204  for  info 


Start 


your 


day... 
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•• 

www.computerworld.cop 


ADVERTISING  SECTION 


Computerworld  May  26.  1997  (www.computerworld.com) 


For  information  on 
advertising, 
call  203-857-5100 
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NEW  &  NOTABLE 


Hyperion  Software  Brings  More  Financial  Intelligence  to 
Online  Analytical  Processing 


L2 


I  ^ 
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Providing  the  most  advanced,  financially 
intelligent,  online  analytical  application 
available,  Hyperion  Software  (NASDAQ: 
HYSW)  today  introduced  Hyperion  OLAP 
2.8.  The  application  offers  users  enhanc¬ 
ed  functionality  and  performance  for 
business-critical  analysis  and  will  soon 
include  unique  Build&Link  wizards  that 
enable  customized  analysis  while  reduc¬ 
ing  the  burden  on  IT  departments. 

Several  new  features  have  been  added  to 
Hyperion  OLAP  that  combine  the  perfor¬ 


mance  benefits  of  the  latest  Applix  TM1 
engine  with  Hyperion's  long-standing 
expertise  in  financial  management  solu¬ 
tions.  The  TM1  engine  provides  unique 
hypersparse  data  management,  giving 
Hyperion  OLAP  users  faster  access  to 
data  for  analysis.  Hyperion  OLAP  2.8  also 
enables  dynamic,  single-point-of-entry 
updating  to  the  data  and  structure, 
assuring  data  consistency.  The  new  fea¬ 
tures  let  decision-makers  quickly  cut 
through  a  wide  variety  of  information 


sources  to  discover  a  clear  picture  of 
what  is  happening  in  their  business. 
"Hyperion  OLAP  gets  right  to  the  heart  of 
helping  our  customers  listen  to  their 
business,"  said  Bill  Hewitt,  vice  presi¬ 
dent,  Worldwide  Marketing,  Hyperion 
Software.  "It  allows  users  to  tail  or  their 
application  to  gain  the  most  insight  and 
information  from  the  analysis." 

Additional  information  is  available  at  the 
company's  Web  site  at  http://www.hysoft.com 
or  by  calling  1-800-286-8000. 


SoftReach  to 
Offer  the  First 
LAN-Based 
Push 

Technology 

SoftReach,  a  leading  provider  of 
Automated  Information  Delivery  appli¬ 
cations,  announced  the  availability  of 


NetReach,  the  company's  enterprise 
communications  solution.  NetReach  is 
the  first  implementation  of  "push" 
technology  for  the  LAN  environment. 
The  product  uses  a  sophisticated  net- 
work-based  screen  saver  system  and 
broadcast  technology  to  improve  com¬ 
munications  throughout  an  organization 
utilizing  existing  local  area  network 
infrastructure. 

As  computers  on  your  network  become 
idle,  multimedia  presentation  style 
slides  deliver  important  information  to 
each  employee's  desk.  "The  goal  is  to 
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Co  For  It! 


instantly  transform  idle  comput¬ 
ers  into  valuable  assets  while 
improving  the  ROI  in  LAN  infra¬ 
structure,"  stated  SoftReach 
Vice  President  Steven  Griffith. 
"NetReach  does  this  without 
requiring  new  networking  hard¬ 
ware,  software  or  training,"  he 
added. 

For  more  information  about 
NetReach  call  SoftReach  at 
(800)  331-1030  or  visit 
www.softreach.com. 
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Ford  Explorer 


WIN  EVERY  WEEK! 


Computerworld  Marketplace 
TechnoToys  Sweepstakes 


May  26  TechnoToy: 

PC  Concepts  "Wave"  Keyboard 

This  unique  keyboard  positions  hands,  arms  and 
shoulders  in  a  natural,  non-confining  position.  It 
features  109  keys  with  three  Windows  95  "hot 
keys"  and  a  conveniently  located  touchpad. 

Win  1  of  4  being  given  away! 


4'//' 


. hti 
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By  entering  into  the  weekly  TechnoToys  giveaway, 
your  name  will  automatically  be  entered  into  the 
year-end  Super  Prize  Sweepstakes  where  you 
could  win  as  much  as  $25,000  IN  CASH! 


COMPUTERWORLD 

The  Hewsweekly  (or  Information  Technology  Leaders 


Fax  this  completed  form,  or  all  of  the 
following  information  to:  (800)  898-2299. 

Yes,  I  want  to  enter  to  win  The  "Wave"  keyboard  by 
PC  Concepts.  Please  also  enter  me  in  the  end-of- 
year  1997  Super  Prize  Sweepstakes  Drawing. 

Name: 

Title:  _ 

Company: 

Address: 

City: 

Phone: 

Fax: 


State: 


.Zip: 


email: 


Are  you  currently  a  Computerworld  subscriber? 


yes 


no 


Issue  Date:  5/26/97 


No  purchase  necessary.  All  entries  must  be  received  no  later  than  11:59 
am  (EST)  Mon,  June  2, 1997.  Winner  will  be  determined  in  a  random  draw¬ 
ing  on  or  about  5:00  pm  (EST)  Mon.,  June  2.  See  official  rules  within  the 
Marketplace  section. 


Corporate 

America 


Corporate  America  has  a  new  look  these  days  thanks  to  a  Fortune  500  PC 
manufacturer  from  South  Dakota.  From  a  two-person  start-up  operation  in 
1985  to  a  $5  billion  global  company  in  1996,  Gateway  2000 
has  taken  the  PC  industry  and  corporate  America  by  storm.  '  i 
In  fact.  Gateway  has  done  business  with  8  out  of  10 
Fortune  1000  companies  in  the  last  three  years.  How  did  we  _ 
doit?  By  deli vering  Value  of  Ownership:  the  winning 
combination  of  high  benefits  and  low  cost  for  the  life  cycle  of  your  computer. 
Gateway  delivers  it  all  in  high-quality  PCs  custom  built  for  your  business  that 
go  to  work  for  you  right  out  of  the  box. 

Want  to  know  more  about  this  cow-spotted  business  phenomenon? 

Call  Gateway  2000  today,  because  we  mean  business. 


Gateway2ooo 


“ You’ve  got  a  friend  in  the  business."9 

8  8  8  -  8  8  8  -  0  3  8  2 

www.gateway.com 
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Integrated  Terminal  Emulator  for  DEC  and  IBM®  Systems 
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Highlights: 

•  TN3270  Emulation-Models  2.3,4  and  5  (for  IBM  Mainframes) 

•  3179G  Vector  Graphics  &  3279S3G 

•  TN5250  (24x80, 27x132)  (for  AS/400) 

•  VT52.  VT100,  VT220,  VT320  &  VT420  emulation 
(for  DEC  and  UNIX  Systems) 


•  Customizable  keyboard  layouts, 
poppads  and  session  profiles 

•  VBA™  Advanced  Scripting  Language 

•DDE.  HLLAPI.  EHLLAPI,  WinHLLAPI 
and  Visual  Basic™ 

•  Available  for  Windows  3.1 1 .  Windows 
95  and  Windows  NT 


408.366.8933 

-  http://www.distinct.com 
Fax:  408.366.0153 

E-mail:  cworld@distinct.com 
Fastfacts:  408.366.2101 


{ 


Free 
Evaluation  Copy 
Available  at  ••• 
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distinct 


Looking  For  The  3EST  Company 
To  Give  You  The  BEST  Value 
In  IBM  Computer  Hardware? 


We  re  IBM  Experts: 

•  RS/6000 

•  ES/9000 
•fSS/400 
•Series/1 
•PCs 

•  Networks  B  Integration 


Sales  &  Rentals 


/  Processors 
s  Peripherals 

✓  Upgrades 

✓  New 

v  Reconditioned 

With  warranty 


-Product  Specialists 
-Pretested  equipment 
-Flexible  financing 
-Configuration  planning 
-Offices  nationwide 
-Technical  support 
-Overnight  shipping 


http://www.dempseybas.com 
e-mail:  dempsybus@dempseybas.com 


BUSINESS  I  SYSTEMS i 
Z136  Mlchelson  Drive  ■  Irvine.  Cfl  92612-1304 
Phone:  (714)  475-2900  Fax:  (714)  475-2929 


Buy  •  Sell  •  Rent  (800)  888-2000 


(www.computerworld.com) 


Marketplace 


For  information  on 
advertising, 
call  203-857-5100 


♦  TCP/IR  IPX  ^ 

♦  Plug  &  Play 

♦  Novell,  NT,  UNIX,  NFS 

♦  7  CD-ROMs  _ _ 

♦  Built-in  Server  (Net Worked 

♦  Factory  Direct  N 

♦  Ethernet  (Token  Ring  available) 


See  our  complete  line  of  storage  products  at: 


www.tacsystems.com/cw 
(800) -659-4440 


-tm  Connects  to  your  local 
network  in  minutes! 

No  server  needed! 


Managing  Information  Through  Innovation 


TAC  Systems  rs  not  responsible  for  inadvertent  errors.  Copyright  5/97  TAC  Systems  Inc.,  1035  Putman  Dr  .  Huntsville.  AL  35816.  T0016 


Off-shore  custom  programming 
Local  custom  project  management 


600  experienced,  degreed,  programmers  in  India  complete  projects  at  25-50% 
less  cost.  On-site  project  managers  ensure  applications  deliver  the  results  you 
need.  To  get  you  what  you  need,  our  project  managers: 

•  Over- plan  •  Ow-communication  •  Over-engineer  •  Over- test  •  Over- deliver 

We  deliver  your  documentation  first  to  ensure  your 
application  does  what  you  want,  in  the  way  that  you 
need  it  —  before  the  coding  begins.  Experienced  in 
mainframes,  client-servers  and  PCs.  Everything  from 
retail  and  direct  mail  to  financial  and  manufacturing, 
and,  of  course,  Year  2000. 


Intelligent  Systems 

301-840-9563  http://www.lntelligentsys.com 


OFRQAL  RULES  -  NO  PURQIASE.  PAYMENT  00  CDkTEIBimON 
NECESSARY  -  To  enter  the  Sweepstakes  outlined  beta,  follow 
ol  aitry  nstructots  pubbshed  io  the  offer.  Yov  entry  imst  be 
received  by  tke  date  specified  elsewhere  in  Ibis  offer  or  by 
1/15/88.  wkfeves  b  snores. 

Srper  Pure  Sweepstakes  -  Wires  wrl  be  selected  in  landm 
drawings  Iran  al  ektpide  entries  received.  Early  Bid  wiener  wil 
be  selected  n  a  separate  drawing  Iron  amnng  al  eligible  entries 
Sweepstakes  begins  9/3/96.  Drawings  wi  be  nnbicted  on  or 
aboal  4/30/98  by  Vontnra  Associates.  Inc.,  an  independent 
jadging  onjoniznhon  whose  decisions  are  final.  Drawing  wil  be 
held  at  1040  Avenue  of  Ore  Americas,  Hew  Yost  NY  10018. 
Yoa  need  not  he  present  tp  win. 

CONSUMER  DISCLOSURE  Dteonabvn^ 

tatuos  of  the  sweepstakes  may  present  Afferent  prim  choices. 
Values  al  a  green  prize  level  wi  be  appnmmatefy  tie  same.  Al 
pree  wmen  wi  have  tie  eptno  of  sefectng  any  prize  offered 
at  level  won  Number,  estanafed  mardimim  read  value  and  odds 
of  wining  eadi  prize  are  as  Mows:  I  Grand  Pmn  -  S25.D00 
I*  cash  alternative  if  S25JMMr|:  1  firat  Prize  •  $2,000:  I 
Second  Pise  -  SUMO:  50  find  Prizes  -  $80;  1.000  Fourth 
Prizes  -  S^  each:  f  Early  Binf  Prize  -  $5,000.  Total  pree 
vMx  SIIEJIfNLOO.  Certam  tseabve  presentations  of  he  Jape 
Pice  Sweepsales  may  present  an  Eaafy  Bad  Prize.  To  quality 
hr  he  Ealy  Bid  Prize,  if  feEady  Bid  Prim  is  presented  or  your 
afier.  year  etay  nest  he  received  hy  Ae  Eaiy  Bad  date  speolied 
elsewhere  a  lbs  offer.  Odds  if  wmag  ay  pee  are  detemned 
hy  the  tatal  Mate  if  ebgihle  entnes  received.  Distributive  il 
sweepstakes  will  ait  exceed  300  ailliti.  All  Siper  Prim 
Sweepsfates  prizes  wi  be  awaded. 

Aatnmhie.  heal/laie  prizes  ansi  be  paled  pi  al  Inal  deala. 
All  ether  aerchaidise  prizes  will  he  shipped  to  wiaaer. 
Baat/nm  a ad' or  aitnmePde  ate.  lags,  license  and  rejstrabon 
lees  are  wain's  resporsibility  as  are  any  other  incidental 
expenses  inf  specified  ■  he  offer.  Tip  prizes  sabyeclhiavad- 
oddny  and  ad  he  completed  wdhi  12  imdt!  of  dale  award¬ 
ed.  Achat  varies  if  mpr  depend  on  location  of  miners  and 
tores  a  one  of  deparmt.  Cedan  resnehons  ad  hfadronl  dates 
nay  apply.  I  a  bp  pree  e  wia  by  a  nitrv.  mm  ms)  be 
occanpned  by  I  premie  legal  paMan.  Warns*  lavnkg 
empanel  wi  he  repaid  P  s^  a  release  if  iahiriy  pner  la 
depatre.  Tip  pree  an  ■  i  space  avptalfe  bass  ad  da  ail 
pdhdi  persona  paebases  a  acMemah.  No  sMstnntm  if 
pnzas.  nxepr  spansa  reserves  he  nght  a  sarinsxrarre  ■  pree  al 
eqml  p  pan  vta  ■  he  mat  ■  advertised  pree  n  ■»* 
Me 

Fre  wmen  hs!  InrrataMe  tar  6/30/981  sod  srfadPessec. 
ssanpen  mverepe  hy  1/15/98  a  Super  Pree  Wonts.  P.  0. 
Bex  S1S3.  MaMad.  NY  11763-8191 
TH  FflLLJQWIIE  APfAE  TO  TIE  SWHPSTAKES  ABOVE  -  No 

padrtse  ppyaen a imrdatni mcasay  Prnninh 
pkkapred  a  pirinrMy  npnkad  ewes  mi  be  rrrvplrd 
In  respareta  hr  Prkreca  natacMB.  fain  if  empuw 


r  Hillsborough  County  Aviation  y 
Authority  Notice  to  Professional 
Software  System  Developers 


The  Hillsborough  County  Aviation  Authority 
hereby  requests  Letters  of  Interest  from  soft¬ 
ware  developers  desiring  to  provide  a  profes¬ 
sional  software  system  package  (excluding  hard¬ 
ware)  for  the  replacement  of  the  Aviation 
Authority’s  Governmental  Financial  Information 
System. 

Letters  of  Interest  should  be  sent  to: 

Sharon  C.  Elefterion,  Director  of  Administration. 
Hillsborough  County  Aviation  Authority,  Post 
Office  Box  22287,  Tampa,  Florida  33622,  no 
later  than  5:00  p.m.,  EDT,  June  6,  1997. 
Telephone  inquiries  at  (813)  870-8717. 

/s/Stella  F.  Thayer,  Chairman 
Hillsborough  County  Avaiation  Authority 


entry  informotmo  nr  far  Inst  late,  misdirected, 
damaged,  incomplete,  illegible  nr  postage-due 
mad.  AN  eotnes  become  the  property  of  sponsor 
and  none  wdl  be  returned. 

Wimer  unification  wi  be  by  mai  A  winner  may 
be  reqnired  lq  sign  and  return  an  Affidavit  of 
Sgtty/liabity/PiMdty  Release  wrthm  14  days 
of  dale  printed  on  notificafai  or  he/she  wH  be  dis¬ 
qualified.  Any  prize/prize  notification  rebimed  as 
undelrverable  will  result  in  disqualification.  1  a 
map  pree  is  wen  by  a  min.  it  wil  be  awarded  P 
parent  or  legal  guardian  and  the  Affidavit  of 
Fixity  and  Release  must  be  sirped  by  the  parent 
« legal  guardian.  Except  where  (refined  bylaw, 
wnws  consent  to  die  use  of  their  names,  home- 
towns.  likenesses  and  pboDgaptrs  In  advertising 
and  pubiaty  without  adtftmai  compensator. 

Sweepstakes  s  open  to  legal  residents  of  lie  II. 

S..  Canada  and  Europe  (in  those  areas  where 
made  available)  who  have  received  the  offer.  In 
the  event  Ibat  the  desnpraPd  reoprent  of  lie  offer 
has  moved,  lie  oriei  may  not  be  valid  in  die  state, 
country  or  province  P  which  the  offer  has  been 
(awarded.  Void  in  Puerto  Rrcn  and  where  pndab- 
itedbyta.  Al  federai.  sop.  pnrvnxal  and  local 
laws  and  rerpdaams  apply. 

Al  prize  varies  are  at  U.  S.  anxeucy.  No  transfer  of 
pree  permitted.  A  winner  is  responsible  for  al 
fixes  on  brs/bet  pree. 

Canarian  restarts.  monPr  a  win.  most  fast  comely  onswero 
tase-fnnipd  ski  Pstmg  question  ndmmisPred  by  mad.  Airy  Sd- 
gmtun  regantng  die  andoct  and  awanfng  of  a  pnze  m  Ills  pndr- 
iexty  contest  by  a  resident  ol  the  provuice  of  Quebec  may  be 
subimried  to  the  Rege  des  akaok.  des  courses  et  des  jeux. 
Sweepstakes  may  be  preseupd  m  different  creative  presema- 
lons  by  dfPrent  orgamatois.  Ventura  Assacsaps  lx,  1041 
Avenue  of  the  Americas,  New  Yot  NY  10018.  Ike  independent 
lodging  organization  bos  provided  ill  prizes  at  at  charge. 
Vetan  Associates,  re  reserves  the  nght  to  wilvbaw  the  pro- 
aotrn  if  it  becomes  techmcaly  corrupted  Employees  of 
Swntpsakes  Administrator,  presenting  nrgioizaloas.  their 
advotsag  agorae  ad  praarunai  crnpanes  anfved  n  fa 
premotor  and  Pen  tasks.  agents  suxessms  red  assignees 
«  aeigdde  te  partepap  n  a*  premotor  and  dal  not  be  ek 
yd*  In  ay  prizes  coveted  here*.  The  partes  herere  xonowf 
edge  that  SCA  o  mad  iakde  (nr  arev  pnze  awanes  payadile  B  pro- 
nmn  paxpams  ■  vafato  pi  Is  era. 

CDMPUTBWORlfl  TECHNOTOYS  WEEX1Y  SWfffSTAKS 
OfflQAl  HIES:  No  predrest  messay.  Cimpta  afhad  may 
bra  ■  pm  M  ndry  rnnutw  ■  pta  pipe,  acbkg  tm 
week's  pree  ad  tu  t:  1800)898-2299  tangdet  tonnes  nan 
Mike.  Swepsuks  Ingres  1211  ■  (ESI)  Mmky  |k  kt  d 
fc  ssm)  Al  ekes  reus  asm  by  tax  ■  ham  ton  11  fS  m 
ttaby  i  fc  bkmg  week  The  rare  ta  an  he  tad  « Ire 


top  of  most  pages  td  the  magazi*.  Sponsa  not  respnnske  hi 
telephone  a  lax  espnpment  failure  a  delayed  transmrssini  Al 
entes  became  sponsor's  preperty  8  wd  ad  be  retaned. 

Wines  wi  be  dePnnaed  ■  o  random  ibawng  on  or  about  5D0 
pm  (ESI)  the  Monday  frMrwiig  te  issue  dap  You  need  ml  be 
present  to  win.  The  pree  land  its  iretai  vale)  detailed  wild  te 
entry  lorm  is  guaranped  P  be  awarded  8  delivered  P  winner 
approx  30  days  ban  drawmg  daP.  If  notdicalmn  ietPr  a  \m  is 
reined  as  mdekvaairie.  d  wl  be  awaided  p  an  alPmaP  we¬ 
an  a  random.  No  pree  suhstriuDans  except  due  p  imavalabdiTv 
a  whrii  case  i  pree  ef  equal  vahe  wl  be  awarded,  his  ml 
bansPMde  a  mdeemaile  hi  cash.  Al  Pies  on  pirn  are  warer  s 
respoRstaliTy  Araptac  of  pnze  cseslniPs  penreissxn  texcept 
wtere  prebkPd)  P  ese  wares  s  name  hometown  8  ftaess  la 

Sweepsates  is  opa  a  legal  US  ressdotx  18  8  Mbs.  Odds  if 
wreaq  dePresaed  by  hlal  mrebre  nf  areas  received.  EsL  is- 
tnhabM:  150.448.  Spans*:  Ctrepneiwtrid.  lx  500  Old 
Caaaecbcet  Pith.  Frareiigkii.  MA  01701.  Eepleyees  if 

Cmpreawreb.  be.  is  abates  sMsnbrees.  tetadox  aw® 
bsreg  8  preresbrei  agencies  8  areeriae  ramie  ol  each  no! 
Mgke.  Al  bdaref  sue  8  tab  laws  8  regbatee  appv>  Vred 
■  Pareb  be  8  wtere  prehked  by  ta. 

Ere  wmen.  bst  fivibhb  wdhre  4  weeks  if  be  bang),  sow 
I  SASE  le  Smepshkes  Wmeis.  CaapuPrwab  TectaTuys 
Sweepstakes.  508  Old  Cemeciscnl  Path.  Fraaregbaa.  MA 
01711. 


HIGH  READER 
TRAFFIC  AREA 


You  are  currently  in  a  high 
reader  traffic  area  as  revealed 
by  an  analysis  of  Starch 
Readership  studies.  Your  ad  in 
Computerworld  Marketplace 
will  get  you  the  readership 
results  you  need! 
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Digital  on  the  hot  seat 


Longtime  investors  in  Digital  Equipment  Corp. 

(NYSE.'DEC)  can’t  have  enjoyed  the  past  year.  They  have 
seen  the  Maynard,  Mass.,  company’s  stock  lose  40%  of 
its  value,  felling  from  a  high  of  more  than  S58  a  year  ago 
to  less  than  $35  recently.  One  institutional  investor  has  decided 
that  Digital’s  chart  looked  too  much  “like  death”  and  has  called 
some  large  institutional  shareholders  to  an  “informational 
meeting”  June  18  in  New  York. 

“We’ll  try  to  get  a  better  understanding  ofthe  business  is¬ 
sues  Digital  is  facing,”  says  Herbert  Denton,  the  institutional 
activist  at  Providence  Capital,  inc.  The  meeting  at  his  small 
New  York  firm  will  bring  together  industry  experts  and  holders 
of  35%  to  40%  of  Digital's  stock  to  discuss  the  real  potential  of 
Digital’s  Alpha  chip,  the  company’s  recent  lawsuit  against  Intel 
Corp.  and  whether  poor  marketing  is  Digital’s  main  weakness. 
The  goal  of  the  meeting  is  simply  to  share  ideas  and  opinions, 
Denton  says. 

Digital  officials  were  invited  to  the  meeting,  but  none  will  be 
attending,  says  company  spokesman 
Dan  Karferie.  He  says  the  company  has 
an  active  investor  relations  program  and 
regularly  communicates  with  sharehold¬ 
ers  and  investors  through  reports,  meet¬ 
ings  and  events. 

“Managements  that  have  a  credible 
[recovery]  plan  usually  show  up,”  Den¬ 
ton  says.  But  he  did  say  that  “this  is  the 
normal  response  for  a  large  American 
corporation." 

Digital  might  well  be  wary  of  Denton’s 
track  record.  For  a  small  shareholder, 
Denton  packs  a  big  punch  because  he 
has  shown  the  ability  to  rally  sizable  in¬ 
vestors  to  his  cause.  He  is  fighting  a 
proxy  battle  with  global  satellite  maker  Comsat  Corp.  and  has 
taken  on  management  at  California  Microwave,  Inc.  in  San 
Francisco. 

Mike  Murphy,  editor  of  “The  California  Technology  Stock  Let¬ 
ter”  in  Half  Moon  Bay,  Calif.,  says  Denton’s  plan  to  get  people 
together  to  grumble  is  rare  but  “fer  more  practical  than  most  of 
the  ranting  and  raving  you  get,  by  fer.” 

David  Wu,  an  analyst  at  ABN  AMRO  Chicago  Corp.,  a  New 
York  investment  house,  says  anything  that  wakes  up  Digital’s 
board  of  directors  will  help  the  company.  Some  people  on  the 
board  “mistake  the  nodding  of  some  [elderly]  directors’ 
heads  as  agreement  when  they’re  actually  nodding  off  to 
sleep,”  Wu  says.  “Anything  that  brings  their  feet  to  the  fire  is 
a  good  step." 

—  Stewart  Deck  and  Kim  Girard 


"Anything  that 
brings  their  feet 
to  the  fire  is  a 
good  step." 

-  David  Wu, 

ABN  AMRO 
Chicago 
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IS  supports  Sun's 
end  run  on  encryption 
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heavily  on  “sneakernet”  be¬ 
cause  U.S.  export  regulations 
severely  limit  its  ability  to  buy 
and  use  advanced  security  soft¬ 
ware  for  its  laboratories  around 
the  world. 

“I  can’t  set  up  a  secure  com¬ 
munications  system  worldwide 

Sun  in  spotlight 

The  Commerce  Department 
is  reviewing  Sun’s  effort  to 
skirt  tough  domestic  export¬ 
ing  regulations  by  selling  en¬ 
cryption  software  through  a 
Russian  company. 

In  a  statement,  the  depart¬ 
ment  said  it  wants  to  ensure 
that  Sun’s  plans  are  in  line 
with  current  export  controls. 
Several  industry  observers 
say  Sun  appears  to  be  falling 
just  within  those  lines, 
though  it  may  be  a  close  call. 

Sun  is  selling  encryption 
software  licensed  from  Elvis 
and  Co.  in  Zelenograd,  Rus¬ 
sia,  which  is  known  as  the 
“Soviet  Silicon  Valley.”  Elvis’ 
products  are  based  on  SKIP,  a 
Sun-developed  security  proto¬ 
col.  But  a  Sun  spokesman 
said  the  company  didn’t  give 
Elvis  any  technical  assistance, 
the  measure  by  which  it  is 
determined  whether  a  prod¬ 
uct  qualifies  as  a  U.S.  export 
—  regardless  of  where  it  is 
assembled. 

The  U.S.  government  pro¬ 
hibits  the  export  of  encryption 
products.  The  industry  has 
been  slowly  chipping  away  at 
the  regulation,  which  goes 
back  to  Cold  War-era  beliefs 
that  considered  encryption  to 
be  a  munition  that  terrorists 
or  criminals  could  use  to 
evade  surveillance. 

The  government  is  pushing 
for  regulations  that  would 
make  keys  to  all  U.S.-made 
encryption  software  available 
to  law  enforcement  officials 
without  a  court  warrant. 

Users  and  industry  observ¬ 
ers  have  said  that  making  a 
key  available  gives  industrial 
spies  one  more  avenue  to 
break  in  to  a  company’s 
system.  —  Sharon  Caudin 


because  I  can’t  give  the  other 
sites  the  encryption  technology 
they  need,”  said  Alan  Davidson, 
staff  counsel  at  the  Center  for 
Democracy  and  Technology,  a 
nonprofit  civil  liberties  group  in 
Washington.  “It  makes  it  tough 
for  American  companies  to 
communicate  internationally, 
because  people  on  both  ends 
need  to  have  the  same  technol¬ 
ogy-” 

“It  takes  years,  in  some  cases, 
to  develop  new  compositions,” 
said  Skip  Deneka,  senior  vice 
president  of  science  and  tech¬ 
nology  at  Corning,  N.Y.-based 
Corning.  “If  our  competitors 
got  their  hands  on  the  informa¬ 
tion,  they  could  [save  all  that 
time]  to  get  to  the  same  place.” 

Hence,  some  information 
systems  executives  were 
cheered  last  week  by  Sun  Micro¬ 
systems,  Inc.’s  bid  to  end-run 
that  export  policy.  If  Sun  suc¬ 
ceeds,  the  IS  executives  hope  to 
share  research  and  financial  and 
ordering  information  without 
fear  that  their  secrets  will  be 
spilled. 

LIMITS  PLACED 

U.S.  export  policy  is  focused  on 
limiting  the  spread  of  advanced 
encryption  hardware  and  soft¬ 
ware.  Encryption  technology 
electronically  scrambles  the  in¬ 
formation  to  mask  it  from  com¬ 
puter  eavesdroppers. 

The  regulations  prohibit  the 
technology  from  being  exported 
outside  U.S.  borders,  whether 
by  a  vendor,  such  as  Sun,  that 
tries  to  sell  it,  or  by  a  firm  that 
tries  to  ship  it  to  international 
offices,  suppliers  or  buyers. 

Sun  may  have  found  its  way 
around  this  policy  by  selling 
data-security  software  through  a 
Russian  supplier,  Elvis  and  Co. 
Sun  has  a  10%  equity  stake  in 
the  Russian  firm. 

Users  and  industry  observers 
agreed  that  U.S.  computer  ven¬ 
dors  by  and  large  have  the  stron¬ 
gest  encryption  technology  on 
the  market. 

Although  a  U.S.  manufactur¬ 
er  could  buy  encryption  soft¬ 
ware  from  a  company  in  anoth¬ 
er  country  and  distribute  that 
throughout  its  supply  and  sales 
network,  it  is  generally  thought 


to  be  too  weak  to  bother  with. 

Joe  Kretz,  director  of  informa¬ 
tion  technology  security  at  FMC 
Corp.,  a  $5  billion  chemical  and 
machinery  manufacturer  in 
Chicago,  said  his  company  has 
been  burned  by  a  lack  of  strong 
encryption  technology. 

Kretz  said  one  of  FMC’s  of¬ 
fices  in  Spain  was  broken  in  to 
and  what  were  most  likely  in¬ 
dustrial  spies  made  off  with  a 
PC  and  disks  filled  with  classi¬ 
fied  information  on  a  new  prod¬ 
uct,  including  drawings  and 
specifications. 

“We  suffered  some  signifi¬ 
cant  information  losses,”  he 


said.  “The  information  hadn’t 
been  encoded  because  we  had 
been  waiting  for  a  robust  tech¬ 
nology  that  we  could  use  with 
our  [international]  companies.” 

But  the  U.S.  government’s 
stranglehold  on  the  security 
market  may  be  jarred  loose,  ac¬ 
cording  to  Ted  Julian,  an  Inter¬ 
net  research  manager  at  Inter¬ 
national  Data  Corp.  in 
Framingham,  Mass. 

“It’s  just  a  matter  of  time  be¬ 
fore  somebody  did  what  Sun 
did,”  Julian  said.  “Sun  has 
opened  the  gate  for  others  to  at 
least  watch  what  happens  and 
follow  suit.”  □ 


J>  COMPUTERWORLD 

For  these  and  other  related 
links,  point  your  browser  at 
www.computerworld.com/ 
links/gy  0526exportUnks.html 

Commercial  encryption 
export  controls: 
www.bxa.doc.gov/ 
encstart.htm 

■-  A  study  of  the  international 
market  for  computer  software 
with  encryption: 
www.epic.org/crypto/export_ 
contro\s/commerce_ 
study_summary.html 
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the  school’s  elevators,  with  a 
CMOS  system  the  size  of  a  re¬ 
frigerator.  That  freed  up  enough 
space  to  install  high-speed  disk 
and  tape  storage  systems,  said 
Rod  Feak,  director  of  systems 
services  at  the  college. 

But  what  has  been  missing  in 
CMOS  systems  until  now  is 
power.  Water-cooled  systems 
use  6o-  to  65-MIPS  processors, 
which  could  handle  most  of  the 
heavy  lifting  thrown  at  them. 
Previously,  CMOS  machines 
could  run  only  in  the  40-  to  45- 
MIPS  range. 

For  example,  after  installing  a 
45-MIPS  CMOS  system,  one 
systems  programmer  at  a  major 
car  manufacturer  said  he  had  to 
fine-tune  the  box  because  some 
high-priority  batch  jobs  took 
longer  than  they  did  with  the 
company’s  water-cooled  main¬ 
frame,  which  had  a  number  of 
65-MIPS  processors. 

To  address  that,  sources  said, 
IBM  on  June  10  will  announce 
its  long-awaited  G4  CMOS 
mainframes  that  feature  64- 
MIPS  engines. 

And  Hitachi  Data  Systems 
Corp.  in  Santa  Clara,  Calif.,  next 
month  will  ship  its  own  similar 


Pilot  systems.  Amdahl  Corp.  in 
Sunnyvale,  Calif.,  plans  to  offer 
a  similar  engine  late  this  year  or 
early  next  year. 

PURCHASING  FACTOR 

With  all  three  major  mainframe 
vendors  weighing  in,  led  by 
IBM,  the  competition  for  this 
new  CMOS  business  will  be 
fierce.  Interviews  with  a  half- 
dozen  users  found  that  price  per 
MIPS  was  moving  to  the  fore¬ 
front  in  the  CMOS  mainframe 
purchasing  decision. 

As  mainframes  become  more 
affordable  and  easy  to  maintain, 
users  consider  the  boxes  more 
interchangeable  - —  almost  like  a 
commodity  product. 

"Price  is  a  main  issue  for  us,” 
said  Scott  Denison,  manager  of 
technical  support  at  Attorney’s 
Title  Insurance  Fund  in  Orlan¬ 
do,  Fla.,  which  recently  bought  a 
45-MIPS  engine  HDS  Pilot  sys¬ 
tem.  “We  are  a  regulated  indus¬ 
try,  so  we  have  to  be  cost-effec¬ 
tive  in  our  platform  decisions.” 

That  may  prompt  some  ven¬ 
dors  to  drop  their  bids  between 
$6,000  and  $8,000  per  MIPS, 
according  to  a  recent  report 
from  The  Clipper  Group,  Inc.  in 


Wellesley,  Mass.  Mainframe 
prices  last  year  hovered  around 
$12,000  per  MIPS,  or  more. 

But  CMOS  pricing  won’t 
affect  the  very  high  end  as 
much. 

Analysts  said  HDS,  with  its 
150-MIPS  Skyline  engine  —  a 
combination  of  CMOS  and  wa¬ 
ter-cooled  technology  —  will 
continue  to  take  a  chunk  out  of 
the  CMOS-only  business.  □ 

Accounting  rules 

Accounting  may  play  a  part  in 
how  fast  users  move  to  the 
new  CMOS  mainframe  pro¬ 
cessors.  The  value  of  the 
existing  water-cooled  main¬ 
frames  may  plunge  now  that 
cheap  CMOS  systems  have 
leveled  the  playing  field.  The 
water-cooled  systems  require 
expensive  chillers  and  elec¬ 
tricity  to  keep  chugging. 

Still,  some  users  will  have 
to  wait  until  the  machines 
have  properly  depreciated  to 
move  on.  For  example,  Ameri¬ 
can  Stores,  Inc.  in  Dublin, 
Calif.,  has  two  Amdahl  CMOS 
mainframes  and  a  12-way 
water-cooled  system,  but 
wants  to  move  to  an  all- 
CMOS  installation. 

“When  the  water-cooled 
system  drops  off  the  books, 
we’ll  get  another  CMOS  box,” 
said  Bob  Lembo,  manager  of 
mainframe  and  storage  ser¬ 
vices  at  American  Stores. 

But  there  may  be  life  yet  in 
those  older  boxes.  The  Meta 
Group,  Inc.  in  Stamford, 
Conn.,  recommends  using 
used  water-cooled  systems, 
bought  at  cut-rate  prices,  to 
perform  year  2000  testing  un¬ 
der  short-term  leases. 

—  Tim  Ouellette 


LEAN  AND  MEAN 

A  traditional  water-cooled  mainframe  vs.  a  comparable  CMOS  system 

I  ES/3090  Model  600E  1 

I  S/390  RY4  m 

(water-cooled) 

(air-cooled) 

Processors 

6-way 

10-way 

Electrical  needs 

138.8  KVA 

5  KVA 

Floor  space 

974  sq.  ft. 

52  sq.  ft. 

Weight 

31,590  pounds 

2,057  pounds 
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THERE  IS  ONE  THING 
YOU  WONT  MISS  WITH 
OUR  FULL  RANGE 
OF  PORTABLES. 


YOU  WONT  MISS  A  BEAT  WITH  MICRON”  NOTEBOOKS. 

The  Micron  Transport™  Xpe  notebook  is  the 
ultimate  in  portable,  multimedia  PC  gear. 

Superior  performance,  power  and  speed  with  no 
compromises.  The  best  your  money  can  buy. 

For  a  notebook  solution  offering  stand-out 
performance  for  the  price,  go  with  the  Micron 


Transport  Vlx.  It  packs  the 
most  current  portable 
computing  punch  into  a 

flexible,  affordable  notebook.  f  iH  ^ i/lft  j 
Micron  makes  it  easy  to  get  V  j|\>lM  J 

out  from  behind  the  desk. 

S“°UrWeb  Pentium* 

MICRON  TRANSPORT  XPE 

u 

(jfp) 

Pentium' 

■processor 

166MHz  Mobile  Intel  Pentium®  processor  with  MMX™  technology 
32MB  EDO  RAM  (80MB  max.) 

2.1  GB  removable  hard  drive 

12.1 "  active  matrix  color  display,  800x600 

14,399 

Bus.  lease  $1 50/mo. 

150MHz  Mobile  Intel  Pentium  processor  with  MMX 

32MB  EDO  RAM  (80MB  max.) 

1.4GB  removable  hard  drive 

12.1"  active  matrix  color  display,  800x600 

STANDARD  FEATURES 

13,899 

Bus.  lease  $133/mo. 

Intel  430MX  Mobile  PCI  chip  set  Built-in  game  port 

256KB  L2  pipeline  burst  cache  Management  Pak 

PCI  graphics  accelerator,  2MB  VRAM  Executive  Travel  Pak 

8X  modular  CD-ROM  drive  2  modular  expansion  bays  (hard  drive, 

Pick-a-Point™  dual  pointing  devices  CD-ROM  drive,  3.5"  floppy  drive, 

Sound  Blaster  16-bit  stereo  sound  lithium-ion  battery) 

Built-in  stereo  speakers  and  microphone  Custom  nylon  carrying  case 

Motorola  Montana  33.6  fax/modem  Microsoft®  Windows®  95  and  MS®  Plus!  CD 

CardBus-  and  zoomed  video-  ready  Microsoft  Office  97  SBE  CDs 

2  infrared  ports,  1  front,  1  rear  5-year/3-year  Micron  Power™ 

S-video  and  NTSC-video  capability  limited  warranty 

MICRON  TRANSPORT  VLX 

133MHz  Intel  Pentium  processor 

16MB  EDO  RAM  (40MB  max.) 

I. 4GB  hard  drive 

II. 3"  SVGA  dual-scan  color  display,  800x600 

STANDARD  FEATURES 

*1,799 

Bus.  lease  $61 /mo. 

Intel  430MX  PCI  chip  set 

256KB  L2  pipeline  burst  cache 

PCI  bus  with  128-bit  graphics  accelerator 

MPEG1  compatible 

Touchpad  pointing  device 

16-bit  stereo  sound 


MICRON 
POWER - 

WARRANTY 

5-year  limited  warranty  on  microprocessor  and  main  memory 
3-year  limited  parts-only  system  warranty  (1-year  for  Transport  Vlx) 

1-,  2-  or  3-year  optional  on-site  service  agreement  for  Micron  desktop  and  server  systems 
30  days  of  free  Micron-supplied  software  support  for  Micron  desktop  systems;  3  optional 
network  operating  system  incident  resolutions  included  for  Micron  server  systems 
30-day  money  back  policy 
24-hour  technical  support 

The  foregoing  is  subject  to  and  qualified  by  Micron's  standard  limited  warranties  and  terms 
and  conditions  of  sale.  Terms  and  conditions  of  sale  may  vary  for  specific  confiaurations. 
Copies  of  the  limited  warranties  may  be  obtained  on  our  Web  site  or  by  calling  Micron. 


Built-in  stereo  speakers  and  microphone 
1  rear  infrared  port 
NiMH  battery 

Modular  floppy  drive  (flexible  bay 
swappable  with  CD-ROM) 

Microsoft  Windows  95  and  MS  Plus! 
5-year/1-year  Micron  limited  warranty 


CALL  HOW  FOR  DETAILED  PRICING  AHDOPTIOHS 


Micron  Sales  Hours:  Mon-Fri  6am-10pm,  Sat7am-5pm  (MT) 
Technical  Support  Available  24  Hours  A  Day-7  Days  A  Week 
Tollfree  from  Mexico:  95-800-708-1755  •  Tollfree  from 
Canada:  800-708-1758  •  Tollfree  from  Puerto  Rico: 
800-708-1756  •  International  Sales:  208-893-8970 
International  Fax:  208-893-7393 
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COMMENTARY 


Make  it  simple,  Netscape 

David  Coursey 


The  nice  thing  about  being  a  computer  industry 
curmudgeon  is  that  I’m  only  rarely  disappoint¬ 
ed.  So  I  wasn’t  surprised  when  Netscape  recent¬ 
ly  told  Wall  Street  that  its  growth  will  slow  down  and  that 
the  market  is  becoming  more  competitive. 


Microsoft  makes  such  an  announce¬ 
ment  seemingly  every  year  —  it  actually 
was  fun  to  see  supersalesman  Steve  Ball¬ 
mer  selling  pessimism  at  a  recent  ana¬ 
lysts’  meeting. 

When  Microsoft  does  its  hangdog  act. 
Wall  Street  just  winks.  When  Netscape 
does  it,  a  chill  descends  over  Mountain 
View  and  the  stock  price  takes  a  big  hit.  Is 
it  curtains  for  Netscape?  Only  if  you’re 
one  of  those  who  believed  its  $ioo-plus 
share  prices  actually  were  justified. 

Having  taken  the  more  sober  view¬ 
point  —  that  companies  are  rarely  as  bad 
or  as  good  as  Wall  Street  says  they  are  — 
Netscape  seems  well-positioned  to  face 
the  future. 

Much  was  made  last  week  over  the 
merger  of  Netscape’s  Navio  with  Oracle’s 


Network  Computer, 

Inc.  Some  looked  at  the 
deal  as  the  first  stage  of 
a  Netscape  sellout  to 
Larry  Ellison  (who 
creeps  into  way  too 
many  columns  these 
days).  Such  a  deal  is  so 
highly  speculative,  it 
defies  comment. 

So  where  is  Net¬ 
scape?  The  company 
seems  to  have  realized  that  it  can’t  beat 
Microsoft  at  much  of  anything,  yet  isn’t 
going  to  get  tossed  from  the  market, 
either.  My  bet  has  always  been  that  Net¬ 
scape  would  end  up  playing  with  20%  to 
30%  of  the  market.  Maybe  less,  hard  to 
believe  more. 


That  would  make  Netscape  a  nicely 
profitable  company  that  sells  intranet 
servers  to  the  Fortune  1,000,  especially  to 
companies  that  appreciate  a  multi¬ 
platform  approach.  (Netscape  has  20.) 
Java  won’t  give  Netscape  much  of  a  boost 
because  Microsoft  will  steal  the  standard 
away  from  Sun,  which  could  become  a 
perpetual  catch-up  player. 

My  concern  about 
Netscape  is  that  the 
company’s  present 
pitch  won’t  sing  to  cus¬ 
tomers  and  clearly  dif¬ 
ferentiate  it  from  Mi¬ 
crosoft.  The  company  is 
overlooking  a  potential 
sales  story  based  on 
simplicity  rather  than  a 
feature  set.  Netscape 
must  be  feature-com¬ 
petitive,  of  course,  but 
my  impression  is  that  corporate  custom¬ 
ers  don’t  want  every  possible  feature  as 
much  as  they  want  well-chosen  features 
that  users  actually  can  use. 

In  a  20-minute  demonstration,  Micro¬ 
soft  can  fly  through  a  dozen  applications 
and  tools,  starting  with  Internet  Explorer 


4.0  and  ending  with  Word  —  with  stops 
along  the  way  at  InterDev,  Access  and 
Visual  Basic.  It’s  all  very  powerful,  but  al¬ 
so  dizzying  in  its  complexity.  At  the  end 
of  the  demo,  you’re  left  with  the  feeling 
that  you’d  have  to  be  an  MIT  grad  to 
string  it  together  into  something  useful. 

Netscape  sometimes  falls  into  this 
trap,  too.  But  Netscape  doesn’t  own  pro¬ 
gramming  languages  and  is  more  depen¬ 
dent  on  third  parties  to  build  tools.  Still, 
in  a  game  of  “who  can  confuse  the  cus¬ 
tomer  best,  yet  still  get  their  money,” 
Netscape  can’t  possibly  win. 

So  I’ll  repeat  my  call  (and  I  think  it’s 
the  call  of  a  large  number  of  corporate 
customers)  to  Netscape:  Build  systems 
that  are  easy  to  select,  install  and  use.  If 
that  means  fewer  but  better-chosen  fea¬ 
tures,  that’s  OK.  I’d  rather  have  fewer 
features  that  really  benefit  me  and  my 
users  than  be  lured  to  the  jagged  rocks  by 
the  siren  song  of  features  that  are  hard  to 
employ  and  not  really  needed.  □ 


Coursey,  an  analyst  and  consultant,  is 
editor  of  “coursey.com,  ”  an  online  newsletter 
available  at  www.coursey.com.  His  E-mail 
address  is  david@coursey.com. 


Electronic  commerce:  No  place  for  wallflowers 

Frank  Hayes 


Didja  hear  on  the  news  how  Mother’s  Day  was 
ruined  for  millions  of  moms  because  the  com¬ 
puters  collapsed  at  FTD?  The  flowers-by-wire 
company’s  most  important  computer  system  crashed  a 
few  days  before  the  holiday.  In  the  end,  the  backup  sys¬ 
tems  kicked  in,  no  orders  were  lost  and  Mother’s  Day 
wasn’t  canceled. 


But  one  of  FTD’s  biggest  competitors 
used  the  opportunity  to  trumpet  claims 
that  FTD’s  troubles  threatened  Mother’s 
Day  flower,  deliveries.  The  story  even 
made  ABC’s  network  news. 

That  competitor,  1-800-FLOWERS, 
had  an  inside  track  in  generating  bad 
publicity  for  FTD:  1-800-FLOWERS  also 
is  a  major  user  of  FTD’s  systems. 

Yep,  that’s  the  position  electronic  com¬ 
merce  puts  you  in.  Systems  troubles  are 
no  longer  confined  to  your  data  center,  or 
even  to  your  corporate  users.  Competi¬ 
tors  tied  into  your  networks  now  know 
about  your  systems  problems  almost  im¬ 
mediately  —  and  while  you’re  recover¬ 
ing,  they  can  use  the  information  to  play 
dirty  tricks. 


Here’s  what  hap¬ 
pened:  On  the  Thurs¬ 
day  night  before  Moth¬ 
er’s  Day,  a  user  error 
brought  down  the  Mer¬ 
cury  Network,  the  pro¬ 
prietary  network  FTD 
uses  to  send  flower  or¬ 
ders  between  florists. 

Say  you’re  in  Yonkers 
and  want  to  send  flow¬ 
ers  to  mom  in  Mendocino.  You  call  your 
local  flower  shop  to  choose  and  buy  the 
flowers.  That  shop  sends  the  order  across 
the  wire  to  the  Mendocino  florist,  who 
fills  the  order.  Mercury  logs  the  trans¬ 
action  and  makes  sure  the  money  gets  di¬ 
vided  correctly. 


After  five  hours,  Mercury  was  back  up. 
On  Friday,  FTD  had  one  of  its  busiest 
days  ever,  with  a  half-million  orders. 

But  1-800-FLOWERS  noticed  FTD’s 
problems,  as  it  sends  some  of  its  own  or¬ 
ders  across  the  Mercury  Network. 

In  short  order,  a  1-800-FLOWERS 
spokesman  convinced  an  ABC  News  pro¬ 
ducer  that  his  company  was  just  an  FTD 
user,  not  a  competitor. 

So  on  Saturday  evening,  ABC  News 
weekend  anchorwoman  Renee  Poussaint 
told  viewers,  “Tomorrow  is  Mother’s  Day, 
and  that  means  lots  of 
flowers.  But  because 
FTD  experienced  some 
computer  glitches,  that 
delivery  is  going  to  be  a 
little  late  for  some  moth¬ 
ers.” 

The  next  thing  view¬ 
ers  heard  was  a  recorded 
telephone  message  that 
said,  “Welcome  to 
1-800-FLOWERS.  We 
can  no  longer  guarantee  delivery  of  or¬ 
ders  by  Mother’s  Day.” 

Seconds  later,  an  operator  was  shown 
telling  a  customer,  “We’ve  already  cut  off 
the  delivery  tomorrow  out  of  state.  We 
have.  All  right,  ma’am.  I’m  sorry."  ABC’s 
official  transcript  of  the  newscast  identi¬ 


fied  the  operator  as  an  FTD  operator. 
Viewers  probably  did,  too.  She  wasn’t. 

Reality  check:  FTD  did  announce  that 
flowers  ordered  Saturday  couldn’t  be 
guaranteed  for  Mother’s  Day  delivery. 
But  FTD  makes  that  announcement 
every  year.  It  had  nothing  to  do  with  the 
glitch  —  just  the  supply  of  flowers. 

An  ABC  producer  told  me  1-800- 
FLOWERS  had  been  “very  helpful”  for 
the  FTD  story.  I’ll  bet.  If  I  could  get  free 
national  publicity,  put  words  in  my  com¬ 
petition’s  mouth  and  peg  it  on  the  credi¬ 
bility  of  ABC  News,  I’d  be  helpful,  too. 

Sound  sleazy?  Sure.  But  would  you  put 
it  past  your  own  competitors  to  do  the 
same  thing  to  you  if  they  got  the  chance? 
And  if  you’re  doing  electronic  commerce 
—  whether  it’s  on  a  proprietary  network 
or  the  Internet  —  they  have  that  chance. 

What  should  you  do?  I’m  not  sure,  but 
you’d  better  start  thinking  about  it,  and 
soon.  From  now  on,  your  systems  aren’t 
just  a  competitive  tool  —  they’re  a  com¬ 
petitive  risk. 

Customers  will  remember  FTD’s 
Mother’s  Day  “meltdown”  for  a  long 
time.  Careful,  or  you  could  be  next.  □ 


Hayes  is  Computerworld’s  staff  columnist. 
His  Internet  address  is  franlc_hayes 
@  cw.com. 
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IllSide  Line: 


Leeches,  I  hate  leeches 


At  the  recent  Apple  Worldwide  Developers  Conference,  co-founder 
Steve  Jobs  showed  little  respect  for  clone  makers  that  help  to  prop  up 
the  Macintosh  business.  “A  clone  maker  is  just  a  leech  living  off the 
feet  that  Apple’s  got  this  business  model  to  make  so  much  money  at 
some  level  and  reap  some  back  at  the  high  end,"  he  said. 
Jobs’  comments  are  particularly  timely,  because  Apple  is  going 
through  some  prickly  negotiations  with  clone  makers  over  licensing 
fees. 


Vanity  to  spare 


Oracle  CEO  Larry  Ellison’s  rags-to-riches  struggle  (along  with  some 
talk  of  a  nip  and  tuck  here  and  there)  is  detailed  in  this  month’s 
Vanity  Fair  magazine.  The  story  is  accompanied  by  a  huge  pullout 
quote  that  reads,  “By  thetime  this  article  comes  out,  I  will  be 
thechairman  of  Apple.”  Maybe  Next  time  Larry. 


Live  from  New  York,  it's ... 


The  joke  was  on  Digital  last  week  when  it  hosted  a  “night  of 
fun  and  frivolity”  with  the  cast  of  Saturday  Night  Live  at 
Manhattan’s  Comedy  Nation  club.  Digital  executives  —  es¬ 
pecially  OpenVMS  honcho  Wes  Melling  —  found  them¬ 
selves  on  the  receiving  end  of  some  vitriolic  (some  said 
tasteless)  jokes  by  SNL’s  Tracy  Morgan.  Digital  downplayed 
the  incident.  “Overall,  we  were  pleased  with  the  event,  and 
Wes  was  a  great  sport  about  it,”  Digital’s  Jim  Barbagallo  said 
gamely. 


There's  no  free  launch _ 

Microsoft  is  said  to  be  preparing  to  launch  its  Viper  transaction  pro¬ 
cessor  and  Falcon  messaging  technology  as  free  components  in  a 
Windows  NT  server  bundle.  But  there’s  a  catch.  We  hear  users  will 
need  to  upgrade  their  desktops  to  Microsoft’s  Enterprise  NT  client  at 
about  $250  a  pop.  They’ll  also  need  at  least  32M  bytes  of  RAM,  and 
they’ll  be  better  off  with  48M  bytes.  Adding  12M  to  16M  bytes  costs 
between  $300  and  $400.  Cotta  read  thatfine  print. 

See  you  in  September? _ 

Shipments  of  Computer  Associates’  Jasmine  object  database  have 
slipped  again.  Jasmine  was  supposed  to  be  ready  for  general  avail¬ 
ability  by  midyear,  but  CA  officials  now  say  it  will  be  released  some¬ 
time  during  the  third  quarter.  The  database,  which  is  aimed  at  Web 
and  other  multimedia  applications,  was  originally  promised  for  de¬ 
livery  late  last  year.  But  CA  postponed  its  release  to  build  in  tighter 
links  to  the  Java  language.  Despite  the  delays,  CA  still  expects  users 
to  start  deploying  Jasmine-based  production  applications  during  its 
current  fiscal  year,  which  ends  next  March. 


Users  of  the  workhorse  HP  3000  midrange  platform  are  noto¬ 
riously  prickly  when  it  comes  to  defending  their  hardware 
platform  and  the  MPE/IX  operating  system  that  runs  on  /t. 
But  they  aren’t  above  taking  an  occasional  dig  at  them¬ 
selves,  a  recent  thread  in  the  MPE  newsgroup  reveals.  To  the  ques¬ 
tion,  “How  many  MPE  users  does  it  take  to  change  a  lightbulb?” 
one  wise  guy  offered  these  answers:  Two  —  one  to  change  the  bulb 
and  another  to  recount  how  the  old  lightbulb  survived  an  earth¬ 
quake  in  the  ’70s;  None  —  MPE  lightbulbs  just  don’t  burn  out; 
Three  —  one  to  change  the  bulb  and  two  to  dissuade  management 
from  changing  the  whole  g--d--  light  fitting.  If  a  lightbulb  just 
went  off  over  your  head,  contact  news  editor  Patricia  Keefe  at  (508) 
820-81820rpatricia_keefe@cw.com. 


Nap  time _ 

Novell  customers  who  attended  the  company’s  “Rock  the  ’Net  Day” 
last  Monday  at  the  Solomon  R.  Guggenheim  Museum  in  New  York 
found  the  affair  so  laid-back  and  devoid  of content  that  at  least twoof 
them  dubbed  it“RocktheCradle  Day.”  One  attendee  said,  “It  literally 
putmetosleep.” 


Rolodex  on  your  lap 

Many  companies  put  internal  phone 
directories  on  intranets  to  save  the 
cost  of  printing  copies  that  are  quick¬ 
ly  outdated.  But  that  means  remote 
users  must  dial  in  just  to  look  up  a 
phone  number.  To  remedy  this, 
Palantir  in  Baltimore  has  developed 
PhoneDex.  It  includes  client  software 
and  data  replication  so  laptop  users 
can  get  a  number  with  just  a  few  key¬ 
strokes.  A  free  trial  edition  is  avail¬ 
able  at  www.palantircorp.com. 


the  self- 
PC  setups 
hotels  and  cybercafes. 
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The  Huqger  chair  from  Grahl  Industries  in  Coldwater, 
Mich.,  has  a  split  back  that  molds  to  the  torso,  reduces 
back  strain  and  encourages  a  healthy  posture 
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California  transportation  engineers  are  using  "urban  simulation"  software  to  rede 


sign  the  San  Francisco  Bay  Bridge  span  damaged  in 
the  1989  earthquake.  The  3-D  software  from  Cory- 

ftSf  f  I-  w 

phaeus  Software  in  Los  Gatos,  Calif.,  allows  planners 

-c;  "  \  1 

to  experience  what  it's  like  to  drive  on /he  bridge, ^ilot 

a  ship  beneath  it  or  fly  a  plane  above  it.  The  MetroSim 

software  runs  on  a  high-end  Silicon  Graphics  system. 
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Introducing  a  new  breed  of  UNIX  servers  for  a  new  way  of  computing. 

_  ■  ■  I 


Internet  computing.  It’s  about  using  the 
tools  of  the  internet  to  revolutionize  the 
way  your  enterprise  does  business.  But  it 
takes  a  supremely  robust  server  operating 
system  to  make  internet  computing  a 
reality.  UNIX®  technology  has  always  been 
the  power  behind  the  internet.  Now 
we’ve  internet  optimized  the  world’s 
most  popular  InteP-processor-based 
UNIX  servers  for  business  computing. 


ptimized 

Internet  Computing 

A 


Leveraging  the  scalability,  reliability,  and 
interoperability  critical  for  building  the 
bulletproof  internet,  intranet,  and  extranet 
solutions  that  can  propel  your  enterprise 


into  the  next  millennium.  Prove  it  to 


yourself.  For  your  FREE*  copy  of  SCO1 


OpenServer™*®  or  SCO  UnixWare1 
systems,  check  out  our  website  today. 
Or  call  I  -800-SCO-UN1X,  Dept.  725. 


www.sco 


SCO  UNIX  Servers 


SCO 
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r HE  ANSWER. 


THE  QUESTION! 


Since  the  way  you  use  your  network  has 
changed  dramatically,  now  is  an  excellent  time 
to  question  its  conventional  design.  Put  simply, 
your  rigid  system  isn’t  equipped  to  handle  the 
fluid  movement  of  intranet  traffic,  Internet 
access,  and  new  applications  that  take  advan¬ 
tage  of  both.  Enter  Adaptive  Networking. 


cornerstone  technologies:  Access,  Switching, 
IP  Services,  and  Network  Management. 

•  WHAT  ABOUT  RELIABILITY? 

@  When  your  network  goes  down, 
so  does  productivity.  Not  to  worry. 
Adaptive  networks  are  inherently  more 


•  ALL  RIGHT,  WHAT  IS  IT? 

*  Adaptive  Networking  is  a  set  of 
products  and  cornerstone  tech¬ 
nologies  that  transition  today’s  networks  to 
the  IP-optimized  networks  of  tomorrow. 
The  aim  of  Adaptive  Networking  is  to 
build  networks  that  are  invisible  to  users, 
worry-free  for  network  managers,  and 
strategic  for  the  business. 

Q*  WHAT  DOES  IT  OFFER? 

*  Our  philosophy  is  centered 
around  more  services  with  less 
complexity.  How?  Through  transparent 
scalable  technologies  that  ensure  long¬ 
term,  non-disruptive  network  evolution; 
drive  operational  productivity  at  every 
level  of  the  organization;  and  adapt  to 
changes  in  network  usage  and  business 
requirements. 

Oi  *  WHAT  ARE  THOSE 

"  •  SCALABLE  TECHNOLOGIES? 

Bay  Networks  products  are 
being  developed  around  industry-leading 


reliable  and  scalable  thanks  to  symmetric 
multiprocessing  and  a  distributed  architec¬ 
ture.  In  other  words,  there’s  no  single  point 
of  failure  to  bring  down  your  network. 
Moreover,  the  system  automatically  reroutes 
traffic  as  needed  to  avoid  bottlenecks.  And 
you  can  easily  add  to,  change,  and  modify 
your  network  without  disrupting  users. 

•  HOW  CAN  I  REDUCE  NET- 

•  WORK  OWNERSHIP  COSTS? 

Adaptive  networks  automatically 
find  and  configure  new  devices  to  save  your 
IT  staff  considerable  time.  And  thanks  to  our 
Autosensing  Technology,  the  system  deter¬ 
mines  which  users  have  10Mbps  or  100Mbps 
capabilities,  for  example,  and  matches  them 
with  the  bandwidth  they  need. 

•  HOW  CAN  WE  AVOID 

•  SURPRISES? 

With  Optivity®,  your  IT  staff  can 
proactively  manage  all  the  devices  in  your 
network  as  one  cohesive  system — even  if 
it  extends  across  the  Internet.  Optivity  also 


provides  the  powerful  ability  to  visualize 
and  analyze  real-time  traffic  flow  across 
your  entire  network.  Intelligent  agents 
monitor  your  network  infrastructure, 
keeping  your  IT  staff  informed  of  changing 
conditions  and  often  making  adjustments 
as  needed.  What’s  more,  Optivity  includes 
analytical  tools  for  capacity  planning 
to  help  reduce  budget  surprises. 


Q*  WILL  IT  WORK  WITH 

•  WHAT  I’VE  ALREADY  GOT? 

Of  course.  It  wouldn’t  be  truly 
adaptive  if  it  didn’t.  You  can  adopt  this 
technology  at  your  own  pace  in  cost- 
justifiable  increments.  Adaptive 
Networking  even  makes  our  competitors’ 
products  smarter  and  faster.  Good  news, 
since  you  probably  already  own  some. 

Q»  CAN  IT  GIVE  MY  BUSINESS 
•  A  COMPETITIVE  EDGE? 

Definitely.  You  can  offer  hot,  new 
services  and  build  closer  links  with  cus¬ 
tomers  and  business  partners.  Should  they 
need  access  to  your  corporate  network 
from  the  Internet,  you  can  offer  secure 
virtual  private  network  connections.  Want 
to  add  voice-over-IP  capabilities  to  link 
customers  and  service  representatives  from 
your  Web  site  and  reduce  long-distance 
phone  costs?  Adaptive  networks  can  do 
this  and  much  more. 


Q 


•  WILL  IT  WORK  WITH  THE 

•  LATEST  APPLICATIONS? 


Applications  drive  your  network 
needs.  That’s  why  adaptive  networks  shift 
on  the  fly  to  match  routing  priorities  to 
your  applications.  For  example,  financial 
transactions  and  video  conferencing  can 
take  routing  priority  over  e-mail  packets 
and  Web  browsing. 


ANY  QUESTIONS? 

If  your  network  can’t  do  all  of  this,  it’s 
time  to  start  asking  a  few  questions  of 
your  own.  For  a  free  strategy  paper,  visit 
www.baynetworks.com/adapt/a3 
or  call  1-800-8-BAYNET  ext.  294. 
Adaptive  Networking  is  exactly  what  your 
business  needs.  Without  question. 


Bay  Networks 
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